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From Hoffman’s complete line of Valves, Traps and Steam Specialties you can specify the 
correct unit for every specific requirement. And, each Hoffman product is distinguished by 
exclusive features that assure customer satisfaction, long, care-free service. It’s the COMPLETE, 
tested, quality line backed by a dependable, single source of supply and responsibility. Yer 
Hoffman Products cost no more than the ordinary kind. To avoid delays—order now from your 
wholesaler of heating and plumbing supplies. Ask for new Catalog No. 951, no obligation. 


HOFFMAN S#™ SPECIALTIES 


HOFFMAN SPECIALTY COMPANY, Dept. RX-11 i 1001 York St., Indianapolis 7, Ind. 
VALVES, TRAPS, VACUUM AND CONDENSATION PUMPS, FORCED HOT WATER HEATING SYSTEMS Sold by leading Wholesalers of Heating and Plumbing Equipment 
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OVER A MILLION 
» HAVE BEEN SOLD! 












BEST FOR 

@ Farms 

@ Schools 

e Factory 

e Garages 

e Service Stations 


heat: Veof, Vreductt 


The Standard of Dopendability for se aa 
_ VOGEL FROST PROOF HYDRANT 
With Ball Check Waste 


Low cost, dependable water supply for 
* farms, dairies, garages, service stations 





OVER 





TOP FLUSH 













and factories. Positive protection against 
freezing. Heavy brass valves. Lengths: 
3 ft., 4 ft., 5 ft., or any desired length. 


VOGEL PATENTED 


VOGEL No. 15 Frost Proof Closet prs 


Exclusive features found only in a closet 
of this type. Over-top flush, VOGEL pat- 
ented Vacuum Breaker, Ball check waste. 
Uses only 4 gals. water. Vitreous china 


bowl, hardwood seat, heavy brass valves. 
White enamel tank. 


THEY NEVER FREEZE! 








BALL CHECK WASTE 


Sold Only Through Wholesalers of Plumbing Supplies 


JOSEPH A. VOGEL COMPANY, WILMINGTON, DELAWARE 
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FOR HOMES 
OF TODAY 


andl 


“Tomovvow) 
WEISWAY 
CABINET SHOWERS 












Combine 
Leakproof Serviceability 
with Fine Appearance 
in Functional Plans 
for Better Living 


Weisway VR In-a-Wall installation in the resi- 
dence of Mr. & Mrs. Herman T. Mossberg, South 
Bend, Indiana, Frank Lloyd Wright, Architect. 


Here's striking evidence of how 
thoroughly Weisway Cabinet Showers meet the requirements of advanced 
residential design and latest building techniques. Note how the 
Weisway is adapted to the architect's use of interior finish materials to 


achieve a completely harmonious effect in functional planning. 
‘ 


Weisways are complete, self-contained Cabinet Shower baths— installed 
without special treatment of building walls or floor. They are guaranteed leak- 
proof. Walls are acoustically insulated, Bonderized galvanized heavy gauge 
steel, with two separately baked-on coats of enamel—corners sealed in 
compression-tight joints. Receptor of vitreous porcelain enamel on enameling 
iron, formed in one piece, has Foot-Grip, No-Slip floor, equally safe wet 

or dry. Its lustrous, durable surface is non-absorbent, easy to keep clean and 
sanitary. Weisway quality assures your clients’ satisfaction. Write for 


catalog with complete specification data. 


CISWAY 


HENRY WEIS MFG. CO., INC., 1104 Weisway Bldg., Elkhart, Ind. 








Mr. Plumber: 


This installation 
offers striking 
proof of 
Weisway quality. 


This advertisement, 
appearing in 
leading building 
and architectural 
publications, 

is helping 

to build more 


business for you. 


Weisways are 

sold exclusively 
through established 
plumbing channels. 
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Are high hauling costs trapping your profits? If so, you can 
flush ’em down the drain with a truck that fits your job 
... a Dodge ‘‘Job-Rated” truck! 
From bumper to bumper, your Dodge ‘‘/Job-Rated’’ truck 
will be packed with great, new features. For instance, you'll 
find more power than ever—the right power to handle your 
hauling needs in record time with maximum gas and oil 
economy! You’ll get new handling ease and new driver 
comfort, too! p 
What’s more, you can get gyrol Fluid Drive! This proved, 
fluid coupling between engine and clutch is available only 
on Dodge ‘‘.Job-Rated” trucks (14-, 34-, and 1-ton models). 
It gives you smoother performance . . . lowers upkeep costs 
. . and lengthens truck life. 
Visit your nearby Dodge dealer soon. Get the facts on a 
truck that fits your plumbing and heating operation .. . 
assures dependable on-the-job service for years and years. 
Then you'll agree you just can’t beat a Dodge ‘‘Job-Rated”’ 
truck! 


J0b-Rolad' TRUCKS DO THE MOST FOR YOU 


November, 1951 


Youll save plenty with dependable 
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How Dodge trucks are “Job-Rated”’ 
for the plumbing and heating business 


A Dodge "Job-Rated” truck is engineered 
at the factory to fit a specific job... 
save you money .. . last longer. 


Every unit from engine to rear axle is 
“Job-Rated” — factory-engineered to haul 
a specific load over the roads you travel 
and at the speeds you require. 


Every unit that SUPPORTS the load — 
frame, axles, springs, wheels, tires, and 
others—is engineered right to provide the 
strength and capacity needed. 


Every unit that MOVES the load—engine, 
clutch, transmission, propeller shaft, rear 
axle, and others—is engineered right to 
meet a particular operating condition. 
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METAL to METAL-Lead 
SELF-SEALING 
CLOSET SUPPLY 
for TIGHT LEAK-PROOF 
CONNECTIONS- 


yt CANT LEAK 9p 94/% 


USE NO WASHER 
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SELE-SENNG 
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LP TOLP WAVES ESCUTCHEONS 
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MANUFACTURING COMPANY 
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Demountable Shank 


has AIR-GAP CONSTRUCTION which 
prevents water under pressure from 
entering gas line. 
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many reasons for its overwhelming Buil 
preference by plumbers and gas utilities. . CITY C 
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This basic feature of all Robertshaw and 
Grayson water heater controls is one of the 


The ( 
ished wa: 
do not a: 
from, ofr 
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you well 


policy ar 
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A substantial air space separates the water . ~ 
immersion element and the gas valve. In < 
case of damage to, or failure of, the immer- 





sion unit, water under pressure cannotenter | — 
the gas lines, 7 


in Home ond industry EVERYTHING'S UNDER CONTROL u \ J 


CONTROLS COMPANY * GREENSBURG * PENNSYLVANIA 
Robertshaw Thermostat Division, Youngwood, Pennsyl- 
vania * Grayson Controls Division, Lynwood, California * 
Fulton Syiphon Division, Knoxville, Tennessee * American 


Thermometer Division, St. Lovis, Missouri * Bridgeport 
Thermostat Division, Bridgeport, Connecticut 
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Doctor, is there no hope? 


In the days ahead, one person out of every five may 
ask his doctor this crushing question about cancer. 

To an increasing number of cancer victims, the doctor 
today can say, "There is much that can be done for you.” 

Buildings have been completed on the grounds of the 
CITY OF HOPE at Duarte, California for an all-free 
cancer hospital. 

In order to operate this hospital for the coming year, 
$1,400,000 is needed. 

The cancer hospital program will embody: Facilities 
for early diagnosis of cancer; free hospitalization for cancer 
patients; a fully staffed out-patient department; an exten- 
sive research department; postgraduate medical training 
in cancer. 

Since early in the century, the CITY OF HOPE has 
been dedicated to a single high purpose...to heal the sick 
without discrimination and without cost. 

The credo upon which the CITY OF HOPE has flour- 
ished was voiced by Dr. Louis Pasteur, when he said: “We 
do not ask of an unfortunate, ‘What country do you come 
from, or what is your religion?’ We say to him: ‘You 
suffer, that is enough. You belong to us; we shall make 
you well.’” Many thousands who know of this admission 
policy and of the work being done, medically, at the CITY 


OF HOPE, show, by their gifts, their endorsement of this 
humanitarian program. 

Men and women in modest circumstances have always 
looked to the CITY OF HOPE when costly and long-term 
illness strikes. And in turn, the CITY OF HOPE has 
always looked to the public for its support — voluntary con- 
tributions from individuals, from labor organizations and 
manufacturers’ groups, fraternal and social clubs, and 
chartered auxiliaries have maintained this renowned medi- 
cal center since it was founded, in 1913. 

Your support of the CITY OF HOPE means better 
protection for you, and for members of your family, when 
a long-confining illness strikes. Your heart and your hand 
are needed. You alone have the answer. 

Shall the balance sheet be balanced? By whom? How? 
No scientific minds, no medical staff, no learned consult- 
ants, can compute the cost of pain when cancer strikes at 
your child, your sister, your mother...Only YOU can help. 

You can help by giving your doctors the tools with 
which to fight this relentless enemy —the X-ray equipment, 
the laboratories for research, the beds where cancer victims 
will be given the relief for which they pray... 

Only YOU can give them hope... 


YOUR GIFT, IN ANY AMOUNT, IS URGENTLY NEEDED 





YOUR CONTRIBUTION IS TAX DEDUCTIBLE 


CITY OF HOPE 


SEND YOUR CONTRIBUTION, NOW, TO THE CITY OF HOPE CANCER HOSPITAL DRIVE. 
MAKE CHECKS PAYABLE TO CITY OF HOPE, 208 W. 8TH ST., LOS ANGELES 14, CALIF. 


(THIS SPACE IS DONATED BY THE PRICE-PFISTER BRASS MANUFACTURING CO., LOS ANGELES, CALIFORNIA ) 
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Here’s a Conversion Oil Burner 


Built to Sell! 









The Delco-Heat Rotopower Burner has been designed for 
just one purpose—to give the most dependable, fuel- 
thrifty automatic heat that scientific ingenuity and manu- 
facturing skill can produce. 

And it’s a burner that’s built to sell—incorporating many 
exclusive features that buyers will really appreciate. Most 
important among these features is the Rotopower Unit. In 
this unit are combined the Rigidframe motor, fan, pump, 
oil conditioner, and Thin-Mix fuel control—all in a single 
cartridge-type assembly. In a matter of minutes, this whole 
unit can be easily removed and replaced—and inspection 
or adjustment of any of the moving parts of the burner 
becomes a simple matter. 

The Delco-Heat burner nozzle and turbulator are also 
designed expressly for use in the Rotopower Burner. Oil is 





Oil Gas 
Conditionairs Conditionairs 


youR KEYS TO 


CLIP AND MAIL TODAY | 


DELCO APPLIANCE DIVISION, Dept. DE-31 
General Motors Corporation, Rochester 1, N. Y. 
Please send me information about a Delco-Heat franchise. 


Name 
Firm Name 


Street 


rma 


i gf 


Conversion 
Oil Burners 





Delco-Heat Rotopower Burner 
has sales advantages and 
engineering features that 








~~ No other burner can offer. 





forced through the nozzle orifice in a swirling mist, and 
then mixed with torrents of counter-rotating air from the 
turbulator to produce a mixture that burns with maximum 
efficiency. 

Every single part in the entire Rotopower Burner—even 
the master control assembly—has been designed and built 
by Delco Appliance. It’s only natural that the result is a 
“coordinated” burner that delivers clean, safe, dependable 
heat—efficiently and economically.” 

As a Delco-Heat Retail Distributor you will have a 
complete line of rugged, trouble-free gas- and oil-fired 
equipment—made to sell at the lowest possible prices. And 
because Delco-Heat units are products of General Motors 
you'll have the best backing and sales opportunities in the 
home heating field. 





Oil - Fired 
Boilers 


Conversion 
Gas Burners 


GREATER PROFiTs 





DELCO APPLIANCE DIVISION 


General Motors Corporation 
Rochester 1, New York 





Also manufacturers of Delco water systems for farms and homes 
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‘KLUIXON 


RELIEF VALVES SAFEGUARD 
PROPERTY BY PREVENTING 
HOT WATER TANK 
EXPLOSIONS” 













Self-closing 
temperature and 
pressure relief, 


Fusible plug-type 
temperature and 
pressure relief, 





Self-closing 
temperature relief, 








Self-closing 
temperature relief. 









~ 
Plumbing and heating contractors can provide maximum safety and SS 
prevent possible property damage by installing Klixon Relief Valves SS 
on all domestic hot water tanks. 

These efficient Relief Valves stand constant guard, ready to prevent 
tank explosions which are caused by high temperatures or pressures. 
Simple and foolproof in operation, they “open” the minute the water 
reaches too high a temperature or pressure. When the danger is 
passed, they “close” automatically. 

Fusible plug types are ready to operate again when the fuse is re- 
placed. Fusible plug can be replaced without removing the valve 
from installation. | 

Klixon Relief Valves are available in a wide range of types for 
temperature, pressure, or combination pressure and temperature. 
Bulletin PR-55 gives complete information. Write for a copy, today. 


KLIXON 


MOTOR PROTECTORS, PREVENT 
MOTOR BURNOUTS 





To keep motors operating longer in oil 
burners, water circulators, and other motor- 
driven equipment, specify and use motors 
with built-in Klixon Protectors. Built-in 
by the motor manufacturer, they prevent 
motors from burning up by cutting “off” 
the power should the motor becomedanger- 
ously overheated. When it cools to safety, 











the protector snaps the power “on” auto- 
SPENCER THERMOSTAT maticall if the automatic reset type is 
Division of Metals & Controls Corp. specified or by pushing the red button 


when the manual reset type is used. 








1811 FOREST ST., ATTLEBORO, MASS. 














)DERS MEN ARE 





Ohio, Cleveland Okla., Oklahoma City 
J. C. Murphy J. E. Hamilton Larry 
Kenneth 


We are listing the following as 
part of the family of Fedders 
Representatives although their 
photographs are not available 
at the time of going to press: 


Wisconsin, Milwaukee 


F. L. Thuemling Co. Illinois, Peoria 
Fred L. Thuemling A. C. Schwanke 


Kentucky, Louisville 
David L. Gordon 
New York, Syracuse 
Syracuse Gen. Sales Co. 
FEDDERS UNIT HEATERS 


nea tiga Built in horizontal and downblow models 





TES FED DERS-QUIGAN 


A GREAT NAME IN COMFORT 





GOOD MEN TOMNOW | 
























Indiana, Indianapolis Iowa, Des Moines \ 
pducts J. L. Shank Tom Rae 
n 


"RR CTS: Ae RES ceili 





nf | 






York N. Carolina, Greensboro Ohio, Cincinnati 
en P. L. Guest Sales Co. Kenneth B. Little Co. 
P. L. Guest, Jr. Kenneth B. Little 








g 


— 
“f 












Texas, Houston Utah, Salt Lake City Washington, Seattle 
Oslin Nation Henry S. Parks Larry Harrington Co. 
B. E. Drane Neil W. Wilson 


There is a Fedders Representative as near 
as your telephone. He knows the Fedders 
line and he knows the Heating business. 
This nationwide organization of Fedders 
Representatives is always at your service... 
all ways. Your local Fedders Representa- 
tive is up-to-date on the complete line of 
Fedders Baseboard Radiation, Convector- 
Radiators, Wall Radiation, Unit Heaters, 
and other products. It is their job to make 
your job easier. 
Remember... your Fedders man is as 
near as your telephone ! 
If you are not already acquainted with 
your local Fedders representative, you will 
find his name in your classified telephone 
directory. Phone him for latest Fedders 
Catalogs and first-hand information on 


FEDDERS CONVECTOR-RADIATORS 


Made in a complete line of sizes for free-standing and recessed installations 





FEDDERS WALL RADIATION FEDDERS BASEBOARD RADIATION 
‘ 5 . ; : ; Fedders Products. 
For industrial, commercial and With exclusive anti-streak 
institutional buildings covers 


CORPORATION BUFFALO 7, N.Y. 
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1. For domestic hot and cold water lines, and 
process lines, government regulations still per- 
mit the use of Chase Copper Water Tube. Made 
in hard and soft temper, straight lengths and long 
coils, for solder-joint and flared fittings. Excel- 
lent for new installations or replacement work. 
















2. For underground installations exposed tc 
corrosion and frost, use Chase Copper Water 
Tube, Type K. Soft temper copper tube can 
be bent around obstructions in the trench, each 
bend saves cost of fitting. 100 ft. lengths in coils 
are convenient to handle, require fewer fittings. 





e The Nation's Headquarters for Brass & Copper 


Albanyt Cleveland Kansas City, Mo. New York San Francisco 
Atlanta Dallas Los Angeles Philadelphia Seattle 
Baltimore Denvert Milwaukee Pittsburgh Waterbury 
Boston Detroit Minneapolis Providence tsal 
Chicago Houstont Newark Rochestert _— 
Cincionati Indianapolis ‘New Orleans St. Louis office only 
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MR. PLUMBER—NOW YOU CAN HELP THIS GAL! 
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rominent eedhiiect Endorses 
USTERTONE for = Building 












dan Towers, 6030 Sheridan Road 
fchitects: Shaw Metz and Dolio 
umbing Wholesaler: Warren Barr 
pply Co., Chicago 








ULLERY SINKS, TOO! 


lkay STURDIBILT Scullery 
nks are volume leaders in their 
Pld. Of stainless steel, or steel 
i-dip galvanized after fabrica- 
on, they have no unsanitary 
ts, , cracks or crevices — no places 
ere corrosion can take hold. 
Pmplete range of sizes and styles 
kludes one for every purpose. 
tite today for Catalog -10 
i price information. 













Carl A. Metz, 
of Shaw Metz 
and Dolio, 
architects for 
the Sheridan 
Towers, 
Chicago, tells 
| why he 
' specified 
LUSTER- 
TONE Sinks: 
“The 258 kitchens in this lux- 
urious new apartment house are 
equipped with steel cabinets, 
electric ranges and refrigerators — 
and Elkay LUSTERTONE Stain- 
less Steel Sinks. LUSTERTONE 
Sinks were selected because they 
require no maintenance, will last 
as long as the building, and appeal 
to the tenants. They are practical, 
beautiful, and harmonize with any 
kitchen color scheme.”’ 





Carl A. Metz 





The ONLY Sink Guaranteed 
To Outlast The Home 


The numbered certificate attached 
to each LUSTERTONE Sink war- 
rants free replacement or repair if 
any defect develops during the life 
of the home in which it is originally 
installed. No other manufacturer 
offers such a binding guarantee. 
Here’s proof of Elkay quality and 
sincerity! 

This guarantee makes LUSTER- 
TONE the easiest sink to sell! Your 
customers know that the initial 
cost is higher—but the lifetime 
cost is lower! 

















you get the 








ELKAY SHIPS LUSTERTONE NOW 





}/ PLUMBING CONTRACTORS — ORDEI 
NOW FOR PROMPT DELIVERY 


The famous Elkay LUSTERTONE Stainless Steel Sink is i 


production again! Thanks to 
that have increased supplies 


new advances in metallurg 
of stainless steel, LUSTEF 


TONE is now on its way, via Plumbing Wholesalers ar 


Master Plumbing Contractors, 
to Coast! 


to homeowners from Coa: 


FIRST COME, FIRST SERVED! 
To get your share of LUSTERTONE production, ord 


LUSTERTONE: from your 


wholesaler NOW! Althoug 


Elkay is the world’s largest producer of quality sinks for tl 

home, we may not be able to serve all Master Plumbir 

Contractors promptly. Protect yourself by ordering NO" 
. . We promise prompt delivery on early orders! 





STAINLESS STEEL 
SUPPLY INCREASED 


Recent Scientific Advances 
Break Bottleneck 


Under pressure because of Uncle 
Sam’s defense effort, Elkay en- 
gineers and the nation’s labora- 
tories have been working over- 
time to develop new ways of 
saving critical material. The result 
—supplies of stainless steel have 
doubled within the last sixty days! 

There’s enough on hand for 
Elkay to resume LUSTERTONE 
production, but not enough to meet 
the demand. Everybody who wants 
LUSTERTONE will not be sup- 
plied promptly —some will have to 
wait. Order NOW—make sure that 
LUSTERTONE 


volume you've been waiting for! 





Backed-up demand for LUSTE!) 
TONE is so great we can on 
follow this rule: First Come, Fi. 
Served! 


Nation's scientists improve quality « 


supply of steel for sinks. Above, exp 
metallurgist works with spectrogri 
to check temperature and composit 


of steel sample in laboratory furnace 





FASHION ACADEMY 
AWARD TO ELKAY 





New York—The Elkay LUSTE 
TONE Stainless Steel Sink |} 
received the Gold Medal Awsz 
of the world-famous Fashi 
Academy. Picture at left sho 
R. C. Harris (left ), Elkay preside 
accepting the award from E) 
Alvin Hartman, Fashion Acade) 
director. 


Mr. Hartman bestowed the aws 
with this acclaim: ‘‘Combini 
efficiency and cleanliness with 
ordinated design and fine styli 
Elkay LUSTERTONE Sinks e 
body all the attributes in wh 
style-conscious women take pri 
and should there fore highlight | 
kitchens of America’s best-dres: 
homemakers.”’ 


Elkay LUSTERTONE is the o 
product of the plumbing indus 
ever to win the prized Fash 
Academy Gold Medal! Write 
day for FREE replica! 





CASH IN ON CONSUMER ADS 


Consistent advertising, including full- 
page, full-color ads in leading con- 
sumer magazines reaches millions of 
homemakers every month . builds 
bigger-than-ever demand for Elkay 
LUSTERTONE. Watch for these ads 
— they’ ll pre-sell LUSTERTONE for 
you! Tie In To Cash In! 


Keep Elkay LUSTERTONE on dis- 





play at all times! Ask your jobber 
write Elkay for FREE window : 
store displays. 


FOR LATEST SHIPPING NE 


WRITE ELKAY TODAY 
1874 S. 54th Ave., CHICAGO 
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Today’s most modern homes... 
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--.- are heated with 


A SIMPLE ZONED SYSTEM onced 
Notice the compactness of this three-zone 


Flow Control System and the inexpensive units 

used. Justa maiden a Flow ra Valve and +t Oo T W A T & FE Sg e A T 

@ No. 201 Radiant Heat Control in each zone. 

There are no costly motorized valves no com- 

plicated devices to give trouble. Temperature HERE'S a beautiful new home heated economi- 
in each zone is maintained automatically. cally with forced circulating hot water, with radiant 
coils in the ceiling providing completely automatic ra- 
diant heat in any weather. Thrush Flow Control System 
of Forced Circulating Hot Water Heat assures highest 
efficiency ... uniform temperatures in every room... 
with no overheating. Room temperature is controlled 
within a fraction of a degree separately in each of the 
three zones. This is the heating plant your customers 
want. See your wholesaler today or write Dept. A-11 
for more information. 




















Horizontal 
Water Circulator {¢ 











Vertical Flow 
Control Valve 








Ask for folder on Thrush Forced 
Circulating Flow Control System 
of Hot Water Heating. 
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Better radiant heating systems 
start with Bundyweld Tubing 


Bundyweld Tubing performs better in your systems, 
cuts waste, saves time in fabrication, too. 

It stands alone, the only tubing double-walled from 
a single strip, with an exclusive beveled seam-edge. 
It’s copper-brazed through 360° of wall contact 
into a smoother, stronger, solid-wall tube that spells 
leakproof, efficient radiant heating systems right 
from the start. 

Bundyweld comes to you in twenty-foot lengths with 


Bundyweld Tubing 


DOUBLE-WALLED FROM A SINGLE STRIP 


one end expanded if specified. It fabricates quickly, 
easily at your shop or building site. No kid-glove 
handling; it’s ductile, yet extra-strong. One man easily 
forms Bundyweld on a simple bending fixture. Just 
two men quickly position the lightweight, rigid grids, 


Get more detailed information on the unique radiant 
heating advantages that double-walled Bundyweld 
offers. Check your Sweet’s Architectural File or write 
us now. Bundy Tubing Company, Detroit 14, Michigan. 





WHY BUNDYWELD 1S BETTER TUBING 





continuously rolled 
twice around laterally 
into a tube of uni- 


form thickness, and metal, presto— 








passed through a fur- 
nace. Bonding metal 
fuses with basic 





 - 
$f sizes up SE 





10 5/g 0.0 (; 
Zi 


Bundyweld... 
double-walled and 
brazed through 360° 
of wall contact. 





Bundyweld beveled edge, which 
affords a smoother joint, absence 
of bead and less chance for 
any leakage. 
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NOW! AUTOMATIC HUMIDIFIERS 
a FOR CONVECTOR RADIATORS 


CABINET 














EVAPORATOR 
PADS | 


HUMIDIFIER 


TROUGHS 
AUTOMATIC 


WATER 
FEEDER 


CONVECTOR 
RADIATOR 


The only automatic humidifier on the market 


made especially for modern convector radiators 


@ Only 332 inches deep. Fits even the extremely shallow con- 
vector cabinets. 
B / G @ Water is supplied directly to feeder from the convector on 


FEATURES 


hot water systems. On steam installations, water is taken 
from nearest supply through copper tubing. 

@ Completely automatic. Float-controlled valve keeps water 
line constant. 


@ Maximum evaporating area. Unique design of water troughs 
makes every inch of this humidifier a working surface which 
4 / G creates more evaporating area. 
@ Minimum air restriction. The separate, narrow 3 inch 
PE RFORMA NCE troughs which hold the evaporator pads are spaced to allow 
free flow of heated air between the pads and on all sides 
of unit. 





Available in both 2 and 4 trough units in 10 different sizes. 


The new Maid-O’-Mist Convector Humidifiers are made in evaporating capacities of 1 to 5 gallons per 
day. Construction throughout is of non-ferrous metal. Easy to install. Get full information from your 
jobber or write us direct for complete details. 


AUTOMATIC HUMIDIFIERS ..... AUTO-VENTS 
WATER LINE CONTROLS . HEATING SPECIALTIES 


ATING SPECIALTIES 


= MAID .O’: MIST,Inc. 


3217 NORTH PULASKI ROAD . CHICAGO 4I, ILL. 
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.-. to help you cash-in on 
industry’s water heating needs 





Here’s real help in broadening 
your market for commercial, in- 
stitutional and industrial hot 
water heating equipment! 

The new 12-pageGENERAL In- 
dustrial Catalog No. 60 is packed 
with profitable ideas of interest 
to industrial plants. Complete 
GENERAL line—instantaneous 
water heaters, converters, coil 
heated tanks, and other equip- 
ment—is described in detail. 
Diagrams show the space-sav- 
ing, time-saving, work-saving ad- 
vantages of GENERAL Instantan- 
eous Water Heaters . . . explain 

-), their superior efficiency. Easy-to- 
read tables, charts, and other in- 
stallation data simplify proper 
identification and selection. 

Put this valuable sales tool in the hands of your salesmen 
... get bigger orders when they call on industrial purchas- 
ing agents. 





Mail the coupon for your copy today. 
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5 _ BOTH PANELS 
=< $LIDE TO RIGHT 


BOTH PANELS 

SLIDE TO CLOSED 
POSITION WHEN 
TAKING SHOWER 
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An entirely new concept in 
bath enclosures —eliminates the floppy 
curtain and wet floor. 


The beauty and practical use features of the Cascade tub 
enclosure have such a strong appeal to home owners that 
it is easy to obtain a considerable volume of new business 
on the Cascade right from your present customers. 


Show the Cascade folder printed in actual colors to 
your customers that you are doing jobs for today, and you 
may be surprised at the quick interest and sales that follow. 
Plumbers who have set up Cascade displays have sold as 
many as four to five installations a week. 

The Cascade is already firmly established as a regular 
plumbing fixture with many plumbing contractors and 
more are finding this item an easy selling, profitable 
product. 

The Cascade is made to fit any five foot recessed tub 
without cutting or trimming panels. It can be installed 
at a price well below that of a glass tub enclosure. 


Contact your nearest Fiat fac- 
tory for details about displays 


FIAT METAL MANUFACTURING CO. ¢ Three Complete Plants 

(Chicago area plant) Franklin Park, Ill. © Long Island City 1, N. Y. 

los Angeles 63, Calif. © In Canada: Fiat showers are made by 
Porcelain and Metal Products, Ltd., Orillia, Ontario 
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JOHN WOOD INTRODUCES YOU to the papers (plus many other tested local 
right kind of people...helps you advertising aids) helps build you up 
make friends with the many home- as the man to call when the home- 
owners who can afford to buy the owner needs a hot water heater or 


services you sell and install. a service check-up. Ask your jobber 


Powerful John Wood advertising in how you can cash in on the big John 
national magazines and local news- Wood advertising program. 


HERE'S ANOTHER FRIENDLY TIP...When fm a \\ 


you install a John Wood Water Heater, y/ 


you've made that customer a life-long 
friend — because he gets years and years 





of trouble-free, dependable performance. QUALITY 
PRODUCTS 
M SINCE Be, fe 
ERION ” sae Wood Company 


Heater and Tank Division 


Conshohocken, Pa. Chicago 9, Ill. 


AUTOMATIC GAS WATER HEATERS Raraen 
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Here the Comfort Control Regulator is calling for heat and has caused the 
Comfort Control Valve to open, admitting bot water from the boiler to the 
heating system. 








OUTSIDE . 
WAL! 








LAY ee 
B&G COMFORT << 
BAG COMPRESSION TANK CONTROL REGULATOR yeah 
RETURN SUPPLY 
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With the heat demand satisfied, the Comfort 
Control Regulator bas closed the Comfort 
Control Valve so that water from the radia- 
tion circuits circulates through the by-pass 
instead of the boiler. 
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AN IMPROVED CONTROL FOR 
FORCED HOT WATER HEATING SYSTEMS 


3+. automatically adjusts the heating rate for different 
wind velocities as well as outdoor temperature changes 


Wind conditions definitely change the heat requirements 
of a building. To maintain a uniform indoor tempera- 
ture, it is necessary to vary the heat supply in accordance 
with wind velocity, even with a constant outdoor 
temperature. 

An exclusive feature of the B & G Comfort Control 
System is the unique arrangement whereby a small 
amount of heat is conducted from the heating circuit to 
the outdoors. This is the feature which makes the Regulator 
truly wind compensating! A strong wind dissipates the 
heat faster, requiring a higher system temperature to 
satisfy the Regulator. 

The Comfort Control Regulator governs operation of 
the Comfort Control Valve. This Valve controls the flow 
of hot boiler water into the system and is opened or 
closed in accordance with the need for heat. 


Only one adjustment to make 


Simplicity of adjustment is an outstanding feature of the 
B & G Comfort Control System. Turning a single dial 
synchronizes the heating system with the building. 


Send for descriptive literature 


The complete story of this revolutionary control is avail- 
able to you upon request. Write today. 


COMFORT CONTROL SYSTEM 


BELL & GOSSETT COMPANY 


Dept. CG-1, Morton Grove, Illinois 
Canadian Licensee: S. A. Armstrong, Ltd., 1400 O’Connor Drive, Toronto, Canada 
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RIPPLE-FIN COILS! 
McQuay’s new ripple-fin surface is the product of years 
4 of research aimed at producing the ultimate in heat transfer 
a for any weight of metal. High efficiency is assured by forcing = 
: the air to follow an ever-changing direction of flow in passing COLLARS Pees 
: through the coil. Thus the air repeatedly contacts the coil aa 
: surface to give maximum contact time, maximum contact 
a velocity, and a resultant optimum heat transfer. meonavise —T 
ee With this advance in design McQuay retains the stag- EXPANDED | A State 
4 gered tube and the McQuay rippled edge features, so well TUBES 
: known in the industry and which contribute greatly to higher 
heat transfer, construction ruggedness, and eye appeal. 
i McQuay heating (blast) coils are available in a wide 
variety of styles and sizes. Hot water, cold water, brine, 
F direct expansion, and refrigerant condensing coils are also — TONY Vv 7 ‘ 
e available for practically every type of application. Write EXCLUSI\ ELY ( IURS 
p McQuay Inc., 1636 Broadway St., N.E., Minneapolis 13, Cc ” 
; Minn. Representatives in all principal cities, IN P COILS! 
< 
ay 
¢ oe 
INC. 5 
HEATING = AIR CONDITIONING © REFRIGERATION 
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INSIDE STORY 


It’s no secret. 
More plumbers are 
keeping more 
women happy by 
installing HARCRAFT 
brass fixtures. 
Send for your 
copies of the attractive 
little pamphlet on 
“How to Keep a 
Woman Happy”... or 
ask your HARCRAFT 
sales representative for 
a supply. Available 
to wholesalers of 
plumbing fixtures for 
mailing to your 
customers. It tells 
the “inside story” of 
HARCRAFT quality... 
and what every 
plumber should know! 





i HARVEY MACHINE CO., INC | 
19200 So, Western Ave., Torren i 
| Please send me. se me | 
of your Pamphlet, “How asiNiga bane, ta 
py.’ 

l 

| 

| 

| 

! 

| 

| 

| 


Harcralt plcméing firtures 


a Division of HARVEY MACHINE CO., INC. = 


| 
| 
| 
| 
19200 S. Western Ave., Torrance, Calif. 
L 


I will 
use them for mailing to my customers 
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its SPANG © 


in PITTSBURGH'S GATEWAY CENTER Bae 


prot 
bacl 


: ; : j they 
— ; wners: Th le Life A Society of the United 
Floor upon floor the three skyscrapers in Pittsburgh’s ea 


, 5 : States, New York, New York Thee 
Gateway Center climb persistently upward. And, in perere’ ’ mone = rig ng <n ay vg gg Vah 
each building, the installations of Spang “CW” Pipe ab Gaal & Naaine—eoby senaihien, Se, senc 
follow the structural steel from bottom to top. New York, New York 

These modern office buildings, when finished, will 
be equipped from top to bottom with Spang “CW” 
Pipe—a complete system of piping for air conditioning, 
chilled water system, heating, sanitary facilities, etc. 

The selection of Spang “CW” Pipe for this im- 
portant construction project is further recognition of 
the controlled quality of Spang pipe mill products— 
widely known for durability and dependability for 
more than a century. 

Wherever pipe is specified in commercial, resi- 
dential or industrial construction, be sure to ask your 
jobber for Spang “CW”. That trade mark is your 
guarantee of customer satisfaction. 











SPANG-CHALFANT 
Division of The National Supply Company 
GENERAL SALES OFFICE: Grant Bidg., Pittsburgh 30, Pa. 


District Sales Offices: Atlanta; Boston; Detroit; Ft. Worth; Houston; 
Los Angeles; New York; Philadelphia; Pittsburgh; St. Louis 
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EASY TO HANDLE 


BEFORE 





never becomes a problem when you instal 


$e BACKWATER VALVES 





AN EARTHQUAKE may be no less damaging 
to a building than a drain line or sewer which 
becomes flooded because of excessive rain, 
tidewater or inadequate capacity. 


The drain line then becomes an inlet instead 
of an outlet—water and sewage back up 
from the street. The force of this “backwater” 
from sewers has broken basement floors, 
and weakened sub-foundations to a point 
where settlement of the building walls occur. 


Damage to property, equipment and mer- 
chandise results — sediment and other destruc- 
tive deposits spread out over the floors and 
walls. In most cases this water damage due 
to flooded sewers is not covered by insurance. 


You can guard against this costly hazard 
easily and completely by installing Josam 
Backwater Valves. They provide positive 
protection by preventing water and sewage 
backing up through drain lines. Once installed, 
they serve for the life of the home or building. 


There is a size and type of Josam Backwater 
Valve for every purpose. For full information 
send for copy of Booklet on Backwater today! 
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Leveling pads and level- 
ing water trough permit 
easy, accurate leveling 
of valve in construction. 


Furnished with either cast 
iron bolted, or bronze 
threaded access cover, 
easily removed for clean- 
ing. Covers are gasketed 
to prevent escape of 
sewer gas. 










FLAP 


Closes with slightest back- 
flow, preventing entry of 
backwater of sewage. 


Revolves, eliminating un- 
even wear. This assures 
proper closing of flap. 


Opens up to size of pipe 
for which it was designed, 
to permit full waterway 
to sewer. 


Top hung vertical swing 
flap is designed to main- 
tain a normally open posi- 
tion. This permits continu- 
ous air circulation through 
vent stack. 






Hinge is self-cleaning. 
Stainless steel pointed 
pivots and recessed cone- 
shaped bearings will not 
corrode or stick—durable 
and highly sensitive. 


Bronze to bronze seat. 
alve body is offset be- 
low seat to prevent foul- 
ing of flap or opening. 


OTHER JOSAM PRODUCTS FOR BACKWATER CONDITIONS 





Series No. 210-V 
Adjustable Strainer Type Drain 


Series No: 1170'2-T 
Sewer Terminal Valve 


San Francisco, California 





Toronto, Ontario 


JOSAM MANUFACTURING CO. 
Main Sales Office, Josam Bldg., Cleveland 13, Ohio 


JOSAM CANADA LIMITED, Canadian Distributors 





Series No. 680-V 
Drain With Tractor Grate 


Series No. 830-V 
Drain With Deep Seal Trap 


Series No. 0430-V 
End Type Pit or Pool Drain 


Josam Manufacturing Company 
304 Josam Building, Cleveland 13, Ohio 
Please send free copy of Booklet on Backwater 








Manufacturing Division— Michigan City, Indiana Name 
Representatives In All Principal Cities Firm = Title 
JOSAM PACIFIC CO., West Coast Distributors ilies 








City, Zone and State 























URIS BROTHERS 
builders and owners 


EMERY ROTH & SONS 
architects 


RUTHERFORD L. STINARD 
mechanical engineer 


WACHTEL PLUMBING CO., ING, 
plumbing contractors 


GLAUBER, INCORPORATED 
plumbing wholesalers 


Standing in the center of one of New York’s 
most attractive and fastest growing business 
districts, and occupying an entire block front, 
is the new 575 MADISON AVENUE office 
building—a 25-story structure of great archi- 
tectural and engineering distinction, 


vee OF (TS KIND IN NEW YORK 


e A unique and exclusive feature of the 575 Madison floors provides exterior beauty, with maximum day- 
Avenue office building is the large capacity basement light inside. It also permits the most efficient sub- 
parking facilities for the cars of tenants and their division of space. Complete air conditioning assures 
visitors. Ultramodern planning, beginning below ‘ utmost comfort and work efficiency. Typical of the 
ground level, extends upward throughout the build- high standards set for all equipment was the installa- 
ing. Convenience, comfort and efficiency were dom- tion of SLOAN Flush VALVES—another example of 
inant standards, Continuous glass frontage on all preference that explains why... 


a man Fteak, VALVES 


are sold than all other makes combined 
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SLOAN VALVE COMPANY °* CHICAGO ¢ ILLINOIS—— 


Another achievement in efficiency, endurance and econ- 
omy is the stoan Act-O-Matic SHOWER HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. When turned on it delivers cone- 
within-cone spray of maximum efficiency. When turned 
. off it drains instantly. It gives greatest bathing satisfac- 
cl tion, and saves water, fuel and maintenance service costs, 
\\\\ \ \. Try it and discover its superiorities. 
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_ Why be without a machine 
' that can 


An Oster “Pipe Master” is the biggest bargain 
in a contractor's budget. It helps a good 
mechanic thread more pipe with least effort 
at lowest cost. An Oster 
“Pipe Master” doesn’t 
COST you money... it 
SAVES you money! 























York's | 
usiness Why be without a ma- 
front, chine that can reduce 
fe ? Why be with 
neki. your costs ? Why be with- 
out one or more Oster 
“Pipe Masters” ? 
THE OSTER MFG. CO. 
2045 E. 6lst St. ¢ Cleveland, Ohio, U.S. A. 
"PIPE MASTER’ Users are PIPE MASTER” Boosters 
iy 
: Read what typical contractors have to say _ themselves on labor saving alone.” 
ne eer eee So ee A midwestern contractor said: “Our ‘Pipe 
"4 “Concerning our two No. 502 ‘Pipe Masters,’ Masters’ have been in constant use on five 
. 


we have two in service, one five and one two _ big jobs and they have proved the most 
years old. These machines are in use from valuable time-saving equipment we own.” 
12 to 15 hours daily threading one and two * ze is 

inch pipe. They give very satisfactory results.” 





Standard range of the No. 502 Pipe Master” 


Another contractor reports: “We have several _ is 12” to 2” pipe. Extra range 2” pipe. Range 
‘Pipe Masters’ on large jobs. Even at their —_ with drive shaft 212” to 8” pipe. Bolt range 
present price, these machines have paid for 14” to 1%”. 


ASK YOUR DISTRIBUTOR ABOUT 
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The New Deming 
“CUSHIONETTE 

















Patent Applied For 























SPECIAL RUBBER 
AIR SEALED TUBE 
ELIMINATES ALL 
AIR CONTROLS 


A Revolutionary Development in Shallow Well Water Systems! 


It’s here! The NEW Deming Figure 6612 “CUSHIONETTE”...a shallow 
well water system with a self-contained, permanent air pressure control. 





Note These Features! 





e No bothersome air control required. e High Efficiency, Multi-Stage Centrifugal Pump. 

e High capacity: 320 to 685 gallons per hour. e No Jet in the “CUSHIONETTE’. 

¢ Self-priming . .. completely automatic. e No Stuffing Box difficulties. 

e Compact ...can be located in restricted areas (such e Complete Packaged Unit... ready to hook up to 
as under kitchen sink.) well and house connections. 





See your Deming Distributor NOW! Ask for complete details on the new “CUSHIONETTE”. .. the 
latest development in shallow well water systems for homes, summer cottages, highway stores, etc. 
































THE S$ 
AAR F 
Drair 
Pipe! 


You can’t get blood 
out of a turnip-— 


BUT 
YOU CAN GET 


o]0h Mo] Mid kmal, [cp 


A every pipe connection you either gain, lose, or break even on your 

time-cost estimate. Use Grabler Square “Gee” Pipe Fittings to prevent 
time-wasting grief, fumbling and leaky connections—to protect your time- 

SOU Year cost cushion on every job. Precision cut threads make up quick, easy and 

i diaiaac iain tight; smooth chamfering permits fumble-free starting even in hard-to- 

Heubing end reach places; sturdy truss construction leaves no vulnerable point in the 

Heating Industry uniform strength of the rugged body structures. Package-protected from 
corrosion, dirt, loss and damage —Grabler Pipe Fittings are instantly 
usable. Save valuable time and effort wasted in finding and cleaning 
fittings. Every Grabler Square “Gee” Fitting offers you time-cost savings. 
Ask your wholesaler for Grabler Square “Gee” Pipe Fittings. 


THE GRABLER MANUFACTURING COMPANY « 6565 Broadway, Cleveland 5, Ohio 


THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings 
AAR Fittings * Unions ¢ Rail Fittings * Cast Iron Steam and 
Drainage Fittings * Patented Drainage Fittings * Steel 
Pipe Nipples « Hangers * Copper Tube Solder- Joint Fittings 
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Straight-Flow Port Design re- 
duces fluid turbulence to a 
practical minimum. 








Seat Rings of end-seated type 
are screwed into the body. 








Sure-Grip Malleable Handwheel 
for non-skid gripping even with 
heavy gloves. 







Brass Liner on Glands assures 
greater resistance to corrosion 
and scoring. 
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WALWORTH 





iron body gate valves 


with screwed or flanged ends 





For complete information on these 
new Walworth Iron Body Valves, see 
your local Walworth distributor, or 
write for bulletin 106, 


WALWORTH 


valves and fittings 


60 EAST 42nd STREET 


NEW YORK 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 








T-head Disc-to-Stem connection 
on OS&Y types provides 
stronger connection, prevents 
loosening of disc by corrosion. 








Bronze Back-Seat Bushings in 
bonnets of OS&Y valves. 








Solid Web Type Dise in OS&Y 
valves for greater strength and 
longer service. 





Hinged Gland Eye-Bolts on 
OS&Y valves permit faster, 
easier repacking under full 
pressure. 
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A pproved 
Anti-S iphon 


FLOAT VALVE 


Fie accompanying illustration 
shows our WE/V No. 93 Ap- 
proved Anti - Siphon Float 
Valve equipped with rubber 
“O” Ring Plunger Packing and 





VAPEA PERL IA GET ARR ad Ge 


Nylon seat. 


Fhe fitting is silent in oper- 
ation —requires no adjustment 
—snap action closing under 


high pressure. 





2 Sai CBB R CR is Hei anata 
tei nieneatien OLE LOL LE SLL MLE RAN et a ta eee ie 


Packed in individual box with 


rod and refill. 








Individual security INSURES FREEDOM and 
LIBERTY. ¢ Social Security leads to Regimen- 
tation and LOSS OF LIBERTY. 





It’s a privilege to live in a Republic. 
Only God can help the people who live in 


Democracies. 
A ft yoo 
a Loft * 
7 tly 


; | President 






| THE INDIANA BRASS CO, Inc. 


FRANKFORT - - - - INDIANA 
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A WILL-BURT STOKE 


makes a good coal-heat installation 


November, 195] 











There is no guess-work when you specify or 
install a Will-Burt stoker. Its design, materials 
and workmanship are the result of 20 years of 
field and engineering experience. 


The effective, trouble-free Will-Burt auto- 
matic air control is one of the important Will- 
Burt contributions to efficient combustion and 
smoke abatement. In fact, Will-Burt origi- 
nated the application of air control to stokers 
within the Will-Burt size range. The Will-Burt 
air control device has proved its superiority 
throughout these many years. 


The quality which characterizes every detail 


Gas and oil conversion 


burners 
Residential hot-water 


heating boilers 


DEPARTMENT [) 


BETTER 






of a Will-Burt stoker insures approval by the 
buyer for him who specifies or installs a Will- 
Burt. Will-Burt stokers build reputations . . . 
year after year after year. 


They are available in a full range of sizes, 
hopper and bin fed, in capacities up to 600 
pounds per hour. 










Write on your letterhead 
for the Will-Burt stoker data 
book, with engineering facts, di- 

mension and installation draw- 


ings, sugg Pp 
sheets, etc. Valuable! 










THE WILL-BURT COMPANY 






ORRVILLE, OHIO 












Noverr 
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By featuring the Bridgeport “Either-Way”’ 
Trap you take the sure, direct way to per- 
a : manently satisfied customers and increased 
E rid p 0 rT S profits. You bridge the gap over rough, un- 

profitable “‘call-backs’’ that you run into 
when handling inferior or lesser known 


“Either-Way Trap* =| = 


Bridgeport Traps, designed and improved 


with “‘either-way”’ joint serves as (1) 

é ‘ sar de aw 
Y Wa ground joint” or (2) washer joint. They 
g ¢ g are well designed for sanitation—are heavier, 


more substantially constructed for gener- 


T0 M 0 R F p R 0 F | T A B LE S A [ F S ations of lasting satisfactory service. 


In fact, the entire line of Bridgeport 
brass plumbing goods—sink strainers, sink 
and tray wastes, bath wastes and overflows, 
TRAXROD* shower curtain rods, etc., are 
designed and constructed throughout to 
uphold your profits and your reputation 
for highest quality. Specify BRIDGEPORT 
all along the line—and be sure of more 
profitable sales. *Reg. U. S. Pat. Off. 


ion 
ER 
























BRIDGEPORT BRASS COMPANY 


BRIDGEPORT 2, CONN. « Established 1865 
“"B igep ” — Mills ot Bridgeport, Conn., and Indianapolis, Indiana 


In Canada: Noranda Copper and Brass Limited, Montreal { 
































BRIDGEPORT BRASS 
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- «- @ few of the more 
than 400 types and sizes. 


ADAPTOR 
COUPLINGS 
Copper X Male I.P. — 

















Hays fittings are the most economical 
you can buy when measured in terms of 
service .. . They have the quality that 
comes from over 80 years’ experience 
. . . The best materials . . . The most 
efficient precision machinery . . . Expert 
craftsmanship . . . Every fitting hydro- 
static tested with wide safety margin... 
Underwriters’ Approval. 


A complete line of brass and iron products 
for water, gas, steam, plumbing and indus- 
try is available at a single source—HAYS. 


e@eeeseeeeeeeeeeeveeeeeeeeeeeveeeeeneneene ee © @ 


Folders 102-119 illustrate Hays 
Copper Tube Fittings and Valves. 


Illustrated folders are also avail- 
able describing Hays Water Works 
Material, Marine, Gas Service, 
Plumbing, Industrial Products. 





e@eeeeeeveeeeeveeeeeeeeeeeeeeveeeeeeeeee eee 


Wherever you are there are Hays Wholesale 
Distributors in your area to serve you. 


HAYS MANUFACTURING 





COMPANY 


12th & LIBERTY STREET, ERIE, PA., U.S.A. 








a 
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CORRECT SAFETY PRINCIPLES 
FOR DOMESTIC HOT WATER 
TANKS OR HEATERS 


1/f 


a) 
COLD WATER 


Dangerous overheating conditions can 
occur in domestic hot water supply tanks 
or heaters long before the pressure boil- 
ing point is reached. To be safe, 
dangerously overheated water must be 
discharged to allow cold water to enter 
the tank and cool it. This is accomplished 
by a combination temperature and pres- 
sure relief valve rated according to its 
ability to discharge B.T.U.'s in a liquid 


state so as to reduce water temperature. 


rt ae Se, “a on oe ‘ 
ae) Bite eee fs ye Pies #8 as — tae. e 
SSP SESF ¢ oad ae — 


pee ae 


To obtain the correct type of protection, B.T.U. 
water discharge capacity ratings and B.T.U. steam 
discharge capacity ratings should not be confused. 
B.T.U. water discharge rating means a temperature 
relieving capacity. B.T.U. steam discharge rating 











means a pressure relieving capacity. For many 








CORRECT SAFETY PRINCIPLES 
FOR HOT WATER SPACE HEAT- 
ING BOILERS 


DINING a 
PIPE 


Yeyfaa. 


LY pig 
nl 





4 


In a runaway firing condition, steam ts 
apt to form in hot water space heating 
boilers. Therefore, the most dangerous 
condition hot water space heating boil- 
ers can encounter is emergency steam 
pressure. When these conditions occur, 
ia\- Lod] (-Tamanl UK am of Mm o]ge)i-\el-To Ml ob amo Mm ole) (11 
safety relief valve capable of discharging 
in steam the maximum heat input to the 
boiler. An A.S.M.E. boiler safety relief 
valve with an adequate B.T.U. steam 
discharge capacity offers the best possible 
protection. 





~ slain ot — To tar: Dae RAE Se aS Ee a _ 
years Watts has built the best in boiler safety relief 
protection and pioneered alone in the development 
of the best protection for domestic hot water supply 
heating systems. Since Watts builds both types of 
protection, we can offer this explanation without 
bias in the interest of accuracy and maximum safety. 
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now you can 





reduce 
steam costs 
with the 


automatic 





Model 3 Powermaster —15 to 
500 H.P.; high or low pressure 
models for steam or hot water. 


Exclusive burner design (patent applied for) is yours with 
only the 


the Powermaster steam generator. Compare this unit 
with others and you'll see why users are saving hundreds 


of dollars on fuel bills. Only the Powermaster gives you 
these 3 definite ways to reduce your costs for steam or R 
hot water— 


1. Use less fuel when boiler operates between 100% and 
30% of capacity. Special burner gives you full modula- 


tion in a wide range between high and low fire. ei 1 ves yo u 


2. Save clean-up time and money because complete com- 

bustion of fuel gives practically smokeless and carbon-free / 7 3 
operation. Case histories show that the Powermaster a 

needs cleaning less often than other self-contained units. 


3. Change from oil to gas (or gas to oil) in just a few advan ta ges 
minutes. Take advantage of low fuel rates, enjoy freedom 
from worry about fuel shortages. 

ects 

r , wrt s and Prosp 

Write for this catalog Your Customer arn wy the 
that gives you the entire story of the Powermaster ace — 
steam generator. Just ask for Catalog 1218 and we'll pooner : 
" ‘ anc 
put one in the mail for you. | wa PRESSURE 8 


for 
ot water 
team OF 
4 ocessing 
heating URE steam ote re jnformo- 
. HIGH PR jaa to send you mo 
we'll be 9 


ORR & SEMBOWER, INC., Established 1885 a 


920 Morgantown Road, Reading, Pennsylvania 
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BUY FROM YOUR 
WHOLESALER 
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sechor you in your com- 


your qavenient reach 





























he magnificent simplicity of.. 


the simplest pump 
you ever saw! 


says Mr. H. P. Roberts, Vice-President in Charge of Heating Department, Roberts- 


is wholesalers . . . “Take a standard-make 





Hamilton Co., nationally-known Mi 


squirrel-cage motor. Use a stainless steel sleeve to seal off the stator and form an 
operating chamber. Bore out the rotor and fit an impellor inside. Slip an intake manifold 
into one end of the sleeve, a discharge manifold into the other. Bolt rubber-mounted 
flanges at each end of the assembly. Connect up and operate.” 


HAT is the recipe for the Magnaflow circulator . . . the 

pump with but one moving part . . . the pump which 
may be demonstrated in 48 seconds .. . the pump which 
has frequently been sold to builders and owners in less than 
a minute . . . because it is so obviously right in principle, 
construction and price. 

... And Magnaflow is far and away the simplest and 
most profitable pump to install. Because it neither has nor 
requires a base, you simply connect it into the line like a 
short piece of pipe . . . anywhere at any angle. There is no 
vibration, no sound, no unbalanced weight. It fits into any 
9/’x9’’x7”” space with room to spare. Flanges, floated in 
rubber, are interchangeable for pipe sizes up to 2”. 

Service is a breeze. There are no stuffing boxes, no 
couplings, no alignment problems, no possibility of leaks. 
Not even oiling is required, for Magnaflow is lubricated by 
the action of the pumped fluid itself. 


Increasing thousands of circulator installations through- 
out the U. S. attest the values in this unique pump. But 
already Magnaflow is ranging far afield from the heating 
industry ... pumping everything from 50% sulphuric acid 
to liquid gases. There is simply nothing to make trouble. 
That is why Magnaflow can afford to offer a total replace- 
ment guarantee for failure from any cause. 


Do you wonder that we are excited—putting everything 
we have behind this pump to bring it to the attention of 
agents, wholesalers and contractors who want a pump of 
assured serviceability with maximum sales appeal? Be the 
first in your area to stock and sell Magnaflow. Get the 
specs, the prices, the engineering data. Find out about 
Magnafiow’s point-of-sale aids and action display. See the 
48-second demonstration yourself. Write today! Magnaflow 
Pump Corp., Room 528, 45 Astor Place, New York City 3. 


"Magnaflow, the Pump with only one moving part.” 
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DUNHAM UNIT HEATERS 
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Outstanding 
DUNHAM 
design features 


(A) Sturdy Steel Casing 
gives maximum rigidity 
and freedom from vibra- 
tion. Rust resistant. 


(B) improved Header Design 
requires fewer solder 
joints; assures uniform heat 
distribution; equalizes 
expansion through tubes. 


(C) Adjustable Motor Bracket 
permits perfect centering of 
fan in one-piece fan 
shroud. 


Throw heat where you want it 


eee provide quiet operation 


With Dunham Horizontal Discharge Unit Heaters overhead, 
you can solve many space heating problems. ..comfortably... 
economically ... and quietly. 


Comfortably because these heaters are designed and constructed 
to give most effective heat distribution while maintaining perfect 
balance between air volume, velocity and final air temperature. 


Economically because sturdy Dunham heaters require virtually no 
maintenance while piling up years of fully dependable service. 


Quietly because rubber-mounted motors minimize vibration and 
noise; fans operate at relatively slow speeds. 


You can depend on Dunham products for quality performance, 

regardless of your heating equipment needs. Dunham Vacuum Pumps, 
for example, pull up to 26 inches of vacuum year after year. Dunham 
Convectors continue to provide comfortable, economical heat with no 
care other than periodic cleaning. 


For further information on Dunham Unit Heaters, write for Bulletin 
1301-3. Similar literature available on other products. 


Cc. A. DUNHAM COMPANY 
400 West Madison Street, Chicago 6, Illinois 
In Canada: C. A. Dunham Co. Ltd., Toronto 

In England: C. A. Dunham Co. Ltd., London 





Vari-Vac Differential Heating * Baseboard Radiation - Fin-Vector Radiation + Condensation Pumps 


Vertical Discharge Heaters + Traps * Valves 








heating systems and equipment 





Convector 
Radiation 








Vacuum Pump 
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TAKE YOUR WORKSHOP WITH YOU 
























Ever stop and figure how many extra trips you 
make back to your shop for tools and supplies? Ever 
figure the cost in terms of unprofitable time, of 
wasted gas? 


If you have, you'll see the wisdom of the “one- 
stop shop” an enterprising plumber has fixed up in 
the Metro shown above. 


In it he has a small work bench, vises, and a tool 
chest. Along one wall are open bins, drawers and 
racks for holding pipe fittings, fixtures and other 
plumbing supplies. The “man high” center aisle is 
clear from front to rear—with plenty of room for 
a crated bathtub, water heater, kitchen sink, or laun- 
dry tubs. Rear doors can be locked open for carry- 
ing extra long lengths of pipe. 

Now there’s an idea for you! 


There are 6 Metro sizes, with payload capacities up 
to 375 cubic feet, body lengths up to 12 feet, and gross 
vehicle weights up to 11,000 pounds. The largest is 
big enough to handle most home furnaces as well as 
other bulky equipment. 


You’ll find the new Metro with the Silver Diamond 


DOMESTIC ENGINEERING 


in anew 
International 
with Mefro™ body 














valve-in-head engine offers perfectly balanced power 
for both peppery pick-up and heavy hauling. You'll 
save money on operating costs, keep maintenance at 
a minimum and enjoy the longer truck life built into 
every heavy-duty engineered International Truck, 
regardless of size. 


The practical advantages of a Metro “workshop 
on wheels” can save you both time and money. Our 
Metro body experts have the experience, materials 
and tools to build your shop to your own exact spe- 
cifications. But, if you prefer, you may design and 
build your workshop yourself. Either way, you'll 
make money with a Metro. 


Talk it over with your International Truck Dealer 
or Branch, now. Find out why the Metro is Amer- 
ica’s most popular multi-stop truck. 
*Metro. Registered trade mark of The Metropolitan Body Company, Inc., 
subsidiary of the International Harvester Company. 
International Harvester Builds O 
McCormick Farm Equipment and Farmall Tractors 
Motor Trucks . . . Industrial Power 
Refrigerators and Freezers 


International Harvester Company °* Chicago 


TRUCKS 


INTERNATIONAL 

















INTERNATIONAL 





“Standard of the Highway” 














46 DOMESTIC ENGINEERING November, 1951 


SANITARY-DASH 
SANITARY-DASH 
for SANITARY-DASH 
immexhcitie ARY-DASH 
delivemMAITARY-DASH 


rem -DASH 
Lecs and Lecs & T RS, ASH 
matinee apt 


It’s an unbeatable combination! S-D quality... a S AR 
standard in the industry since 1922 and S-D sue 


.. the watchword of every fine plumbing job. 






















S-D chrome plated Legs and Legs & Towel Bars are _ 
individually wrapped and boxed... delivered 
gleaming and sparkling. A complete assortment BPTET automaticaly 
of fittings assure perfection of installation — just Di et PLATED 

be sure to specify name of manufacturer 
of the enamelware. Choose from the 
complete S-D line—a quality and 
price for every job... but to 

be sure of the best — 
choose S-D! 






























SINCE 1922°%"" | 








REPRESENTED BY 
P. C. Abbott G Co. R. R. Barril, Inc. R. H. Gaebler Co. L. J. Grossman Co. Mitchell Love Co. M. Vaughan G Co. Barnet Weiner 


1115 Mutual Bidg., P.O. Box at 4060 W. Pine Bivd. 3614 Euclid Avenue, 71 North 16 St., For Crawford St. 80 Batterymarch St. 
Richmond 19, Va. San Juan 17, P. St. Louis 8, Mo. Cleveland 15, Ohio Philadelphia 30, Pa. Houston 4, Texas Boston, Mass. 
H. Baron Farwest Sales “aa A. S. Gibbons Co. Sam Hexter Shamrock Pibg. Sales Co. Watson Agencies Morris Zwiren 


129 Suffolk Street 2449 Queen Ann Ave., 2676 Salem Ave., 8636 W. Third St. 224 S. Michigan Ave., 628 Oakwood Ave., 136-41a 68 Drive, 
New York, New York Seattle, Washington Dayton 6, Ohio Los Angeles 48, Cal. Chicago, Illinois Toronto, Canada Kew Gardens Hills, N. Y. 
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Affords positive leaktight shut-off 
for all types of general service 








You are one step ahead when you specify Ohio Brass 
gate valves. The F lexitite Disc® provides 100 per cent 
tight shut-off on all types of general service, yet you 
don’t pay a premium price. Specially designed, the 
disc lifts clear to permit full unrestricted flow through 
the oversize valve port, and is absolutely leaktight in 
the closed position. 


This unique disc is self-adjusting because only the 
outer disc edges have been sawed to permit a slight 
flexibility but solid wedge strength is retained by two 
connecting posts which join the disc faces. Closing 
the valve squeezes the wedge-shaped disc into the 
seat slot. The slight flexibility (exaggerated in diagram 
above) allows the disc to adjust itself to any minor ir- 
regularities, and to form an all-around metal-to-metal 
seal between seat and disc. A seal that remains leak- 
tight even on hard-to-hold liquids like gasoline. 








Your nearby Ohio Brass Company distributor carries a 
full line of Ohio Brass gate valves featuring the Flex- ; . 

~“— R ' " O-B No. 25 Line % to 3-inch 
itite Disc. He will be glad to discuss any of your size. Also available with solder- 


lumbing and heatin oblems with you. type ends, % to 2-inch sizes. 
P goose — pietiue Both types can be furnished with 


conveniently placed drain plug. 






OHIO BRASS CO. MANSFIELD, OHIO 


4068-V 


ALVES 


CHECKS 





h St 


is, N.Y. BRONZE i GLOBES i 


ante, 
ANGLES ws GATES i AND _¥4. 
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i . Cp... 
The First "High Output" Baseboard 
Designed for Residential Use. 


Only 2%" Deep. 


4.6 SQ. FT. E.D.R. 
PER LINEAL FT. 


AT % 
215°F 


No Other Baseboard 
Approaches It! 
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JE 1100 BTU . . . the most remarkable i ] 
THE EXCLUSIVE / achievement in baseboard radiation . . . and it's § 
14, . EA FIN” DOES IT no surprise that only Brown Bayce-Heet can offer it. 1100 t 
) TILT- te 1100 BTU a " BTU .. . the result of aggressive research in baseboard heating I 
Wy = remariae possible by the: pioneer in the field — Brown Bayce-Heet. C 
4 by the exclusive wt 1100 BTU .. . smartest styling . . . no streaked walls . . . many I 
: ° 
yore 00 “apne tips other exclusive advantages . . . Brown Bayce-Heet — 1100 BTU. 
iago folde 
of ne . sen <. en- *Architects Note— There is no “or equal" for Brown Bayce-Heet 
down ating element, (fins — 1100 BTU. J 
peer tubes) IS TILTED > . 
allow more aout dae Ilustrated Brochure 4DE on Request 
jrculation - - . 
baseboard has this to BROWN PRODUCTS COMPANY 
ea Sep: 
marta eboetd FOREST WILLS, NEW YORK _ 
othe 00 BTU. 


Mfrs. of the famous Brown Heet Convectors, Unit Heaters, 
ond Boiler-Burners 


approaches | ; 
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‘““‘The aa wants to see you,’ says the gal, when I get 
back from a call one day last week. I say to myself, 
now what have I done! . . . To play it safe I even walk to 
City Hall, so I don’t violate any traffic regulations... 








Johns-Manville 3 


INSULATIONS 
for the plumbing and heating 





**¢Young Man,’ Rieelids Hine, Tesateteied “Naturally, the Mayor’s job gets ‘Right away I take him up on that, Jim, 
you install Johns-Manville heating system  super-preference...and when he and I get ina little talk on J-M Wool Felt 
insulations.’ Yes Sir, I gulp. ‘Well’ he sees me on the street a couple of _forcoverin’ his water pipes. ‘Why certain- 
continues, ‘My family almost froze last days later, he shakes my hand and ly’ he sings, ‘Why didn’t you tell me be- 
winter...’ So I gives him a quick one-two says ‘Young Man, I want to con- fore...’ It’s customers like him that makes 
on Asbestocel ... gratulate you ona jobwelldone...’ me dream about Asbestocel, Jim...” 














You, too, will have pleasant dreams about Johns- 
Manville Insulations for plumbing and heating 
systems when you find out how readily customers 
take to them. . . . That’s because Johns-Manville 
products get top billing five nights a week on a 
coast-to-coast hook-up of 384 stations of the 
Mutual Broadcasting System*, 


Why not get on the band wagon and take ad- 
vantage of the public acceptance that has been 
created for these Johns-Manville Products? Just 
call your J-M Distributor, or write Johns-Manville 
for Catalog IN-57A. Address: Box 290, New 
York 16, N. Y. In Canada, write to 199 Bay 
Street, Toronto, Ontario. 

**Bill Henry and the News “—Mutual Broadcasting System 8:55 E.S.T. tReg.U.S.Pat.Of. 


J-M products sold by your Distributor include: Asbestocel} Pipe Insulation and Range Boiler Jackets * 85% Magnesia Pipe and Boiler Insulation « 


Insulating C ts ¢ Insulating Fire Brick for oil burner fireboxes 


Johns-Manville INSULATIONS 


FOR PLUMBING AND HEATING SYSTEMS 








Transitef Flue Pipe + Transite House Connection Pipe and many others. 
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Cut expensive call-backs... 
build customer goodwill- 


take this 


crumcup strainer, 


for instance 


wich SCOVILL 


trouble-free fittings 


Cutaway view, showing exclusive 
design features of Scovill Crumcup 
Strainer (#1566-4 shown). Heavy 
chrome plate over heavy gauge 
brass, polished to a high finish. 
Stopper and basket assembly in one 
unit, with unusually heavy con- 
struction and precision engineered 
seating angles (a) for perfect water 
seal. Stopper legs equipped with 
guides (b) for smooth, positive 
action when dropped from open to 
closed position. Small lugs (¢€) at 
base of each guide prevent stopper 
from slipping off cross bars (d) 
from open to closed position. Extra 
large angular slots (e) in basket 
side plus unusually wide waterway 
() between basket and plug wall 
reduce clogging — assure fast 
drainage. Lock nut is aluminum. 
Fits all steel or enameled iron sinks 
b without any special washers 
or attachments, 


, 


cutaway view showing open position 


It’s common-sense designed. No fancy gadgets or “gear-shifts” 
to go out of whack and cost you expensive call-backs. It’s 
solidly built to stand up under hard handling and abuse. Just 
check those features and you'll see why you can count on Scovill 


fittings to do their jobs, build customer goodwill for you. 


Available for immediate delivery from stock. 
Availabl liate deliver: tock 


A Product of 


COMPLETE LINE OF QUALITY TUBULAR GOODS 
AND SPECIAL FITTINGS FOR THE PLUMBING TRADE 


Waterville Division - General Sales 


SCOVILL MANUFACTURING COMPANY viieenccei® connccnc 





A NEW FROST PROOF WALL FAUCET 
WITH M£DONALD SUPERIORITY 


Here’s a real sales builder, in either original or replacement installa- 
tions. Note all the features of this copper and brass faucet: It’s easily 
anchored to outside of a building with the notched flanges; remove 
screw on handle and then use the handle as a key; entire faucet is 
shipped as a unit — no assembling required. Lengths: 10 to 24 inches 
with 3/, or 1/ inch inlets. We will gladly mail further particulars con- 
cerning this new item. 


A. Y. MSDONALD MFG. CO., Dubuque, Iowa 
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IN ALL PLASTIC TOILET SEATS 


%& The PURITAN 1000 - truly the finest in 
plastic toilet seats — so fine they should each be 
packaged ina jewel case! Designed for 
ie lslebiolur-Mmel +) o\-Xeleols(a-Memulelsthielaitia-te Mi (om lob i 
years and years! Easy to clean and keep clean 
. it is completely SANITARY because it is ALL 
ENCLOSED! Eight beautiful marbleized colors 


CENTURY PLASTIC PRODUCTS, INC 


8219 ALMIRA AVENUE + CLEVELAND 2,0H!0 














SOROS M3: RES RAE 
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Beets... 


or 2O Vears the ] mad in , f eme 


For the past twenty years the name WARWICK has been identified among the trade 
for the outstanding quality of its products which bear this name. These two de- 
cades have seen us grow to become one of the largest producers of pipe unions 
and fittings. Today our facilities are geared to meet your requirements, 
with precision made products in which you can place the utmost 

you 


confidence. When you specify WARWICK, remember 


specify quality. 
10th 
.NNIV BeSARY ~~. 
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© ANOTHER REASON WHY SUNDSTRAND IS First IN FUEL UNITS ° 


Anti-hum device eliminates tank 


noise without restricting oil flow 


Complete elimination of basement tank hum is accomplished 
on all sizes of both basic Sundstrand Fuel Units with a 
TWO BASIC MODELS SOLVE 


specially-developed, noise-deadening, anti-hum device. Located ALL FUEL UNIT PROBLEMS 


: . ° : It’s true!—two new Sundstrand Fuel Units (sin- 
in the inlet chamber of the pump housing, the diaphragm she te Soames, GE aad ees See 
give you exact capacity, exact mounting arrange- 


absorbs oil pulsations originating in the intake line. Yet, because ments for all new equipment or replacement 
installations. Also available—modified units for 


transfer of gasoline. 


the oil does not pass through the diaphragm, there is no 
restriction of oil flow! Couple this Sundstrand development with the hydraulically balanced design of the entire 
unit, plus rolling action of the pumping members and you have the reasons why Sundstrand offers 


you the quietest fuel unit on the market. 


For the complete story get Bulletin DE-11. ae SUNDSTRAND 
NOUSEELT) | FUEL UNITS 


SUNDSTRAND MACHINE TOOL CO. 
HYDRAULIC DIVISION, ROCKFORD, ILL. 


Made in Canada by John Inglis, Ltd., 14 Strachen Ave., Toronto 





November, 1951 DOMESTIC ENGINEERING 


A GOOD LINE FOR 


FAMOUS 


"X’ PRODUCTS 


FOR HEATING SYSTEM SERVICE! 


““X”? Products have been landing the big profits in Heating Sys- 
tem Service for over 30 years. “X” BOILER LIQUID—the 
LEADER—s the Industry’s outstanding and accepted stop-leak 
for repairing leaky boilers. “X” flows to the leak with the cir- 
culation of the water and actually takes up the leak quickly from 
the OUTSIDE! Not just a plug or temporary repair, but a 
sound, rugged repair that puts the boilet back into steady, lasting 
service. In pipes and fittings ““X” also seals sand holes, poor 
threads, split nipples as well as cracked castings. ““X” is the 
famous colloid that positively contains no harmful solids to inter- 
© fere with circulation . . . It’s quick, it’s safe, it’s CERTAIN! 
<, Have “X” BOILER LIQUID and other “X” Products ready for 


ee . . . 
=| your service calls this winter. 


- <5 eee 
TEE CE Re Re: 


eK 
Cie Pes 


x pie "x" 
FLUSH & [teed : 
writt pay! musrore — = PIPEJOIN “= 


7 The combination package. A special blend for work on Guaranteed leakproof for cold 
ao FLUSH to clean the boiler— all types of fittings. Keeps and hot water lines. The ideal 
RUSTOFF to keep it clean. parts cool and covered. filler and lubricant. 


“X” LABORATORIES, inc., 25 WEST 45th ST., NEW YORK 19,N. Y. 
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“Quality is never an accident; it is always j 
the result of high intention, sincere effort, 

intelligent direction and skillful execution; a \ 
it represents the wise choice of many 
alternatives, the cumulative experience of 
many masters of craftsmanship. 


> 











Quality also marks the search for an ideal ™ 

after necessity has been satisfied and ‘ 
mere usefulness achieved.” 

Will A. Foster 

' 

: } 

the stendard of bo industry... , 
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AUTOMATIC BURNER CORPORATION 
1823 Carroll Avenue «+ Chicago 12, Illinois 
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Here is the architectural rendering of 
a massive institutional building that 
will rank high on the list of America’s 
truly great hospitals. It is the Veterans 
Administration Hospital at Omaha. 
Every detail of this magnificent 
structure has been planned to contri- 
bute the utmost efficiency in the care 
of patients; and of course no factor 
entering into this is more important 
than heating comfort. It is therefore 
particularly significant that after the 
most searching analysis of heating 
requirements Marsh valves, traps and 
vents were chosen for the vital spots 
in the steam distribution system. 
Practically all types of Marsh heat- 
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ing specialties are installed here. 
There are hundreds of Marsh packless 
radiator valves and radiator traps; a 
large number of Marsh float and ther- 
mostatic traps; many Marsh inverted 
bucket traps, strainers, and vents. 

Yes, the selection of Marsh equip- 
ment for this modern hospital’ is a 
resounding tribute to the quality and 
dependability of Marsh heating 
equipment. But it is only one more 
example of the preference accorded 
Marsh equipment by foremost heat- 
ing engineers and contractors. 

For that next job insist on the equip- 
ment that is first choice where only the 
best is good enough! 


MARSH HEATING EQUIPMENT CO. 
Sales affiliate of Jas. P. Marsh Corp. 
Dept. S., Skokie, Ill. 





MARSH pain 


SINCE 1865 








wn 
N 





ARCHITECTS 
Ellerbe & Co., St. Paul, Minn. 
leo A. Daly Co., Omaha, Neb. 


MECHANICAL CONTRACTOR 
B. Grundwald, Inc., Omaha, Neb. 





Hundreds of Marsh Specialties like this 
were used in the Veterans Administration 
» Hospital — the finest of packless valves 
and the most efficient of radiator traps. 


Float and thermo- 
static traps like this 
were used; also 
many inverted 
bucket traps, vents 
and strainers. 


BIG FUEL SAVINGS—when the heat 
is controlled by Marsh TRI-TROL. 


For multiple occupancy buildings of any 
size TRI-TROL is the simple, low-cost, 
easily installed regulator giving control 
“in step with the weather’ which means 
ideal heating comfort at lowest cost. 
Ask about it. 
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every time! 
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of Plumbers 
Tubular Brass 











THE CONNECTICUT STAMPING & BENDING CO. 


NEW BRITAIN, CONN., U.S.A. 
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Above or below ground — CAST IRON SOIL PIPE 


What other material can you use that 


will outlast 
the building? 


November, 1951 






































Wreckers are constantly making reports like —_ code in the country is built around cast iron 


this: “Building 100 years old; cast iron soil 
pipe found to be in almost perfect condition!” 


soil pipe and fittings; why plumbers install 
it with complete confidence. Remember, 





You insure against future trouble when 
you put cast iron soil pipe — and fittings 
— in all soil and waste disposal lines. Above 
or below ground, it’s the only available 
material that has been tested by time. 

That’s one reason why every plumbing 


cast iron soil pipe — and fittings — are 
plumbers’ material, needing your skill for 
proper installation. 

From roof vent to street sewer, cast iron 
soil pipe is the only material that can be 
backed up by generations of performance. 











CAST IRON SOIL PIPE INSTITUTE 
Heurich Building, 1627 K. St. N.W., Washington 6, D. C, 


This advertisement is sponsored by 


Herco Foundry, Inc. 

T. C. King Pipe & Foundry Company 
Pacific Cast Iron Pipe & Fitting Company 
Peerless Pipe & Foundry Company, Inc. 


Alabama Pipe Company 

The American Brass & Iron Foundry 
Anniston Foundry Company 
Anniston Soil Pipe Company 

Attalla Pipe & Foundry Company, Inc. Reading Foundry Company 

Buffalo Pipe & Foundry Corporation Rich Manufacturing Company of 

The Central Foundry Company California 

Charlotte Pipe & Foundry Company Rudisill Foundry Company 

Combustion Engineering—Superheater, Inc. Sanitary Company of America 

Crown Pipe & Foundry, Inc. Somerville Iron Works 

The Eastern Foundry Company Tyler Pipe & Foundry Company 

East Penn Foundry Company Walker Machine & Foundry Corporation 
Emory Pipe & Foundry Company Western Foundry Company 

Hajoca Corporation Williamstown Foundry Corporation 


’ge CAST IRON 
SOIL PIPE 
INSTITUTE 
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No Rumble... 
IN SPEAKMAN S:-7/. FLUSH VALVES 


... the logical choice for all types of installations 





This compact piston unit containsallworking parts 
of the SI-FLO. It gives years of trouble-free serv- 
ice and can be replaced, if necessary, in five min- 
utes—constituting a complete repair of the valve! 


© Zuet Operating 


Even under supply pressures as high as 100 Ibs. 
per square inch, it remains quiet throughout 
long operating life. It does away with hammer- 
ing, knocking, line throttling and closing 
noises that are embarrassing annoyances. 


© Saclly Installed 


Adjustable threaded connection between valve 
body and stop lowers the cost of installation— 
permits 34” plus or minus (34” overall adjust- 
ment) against regular roughing-in of 434 inches. 





K-9000-BSP SPEAKMAN SI-FLO QUIET 
OPERATING FLUSH VALVE. 1-inch 
capped angle stop for right or left 
supply inlet. Wall flange, metal 
oscillating handle, back syphon 
preventer, flush connection, spud 
coupling nut and flange for 114- 
inch top supply bowl. 


* eilly Sead 


The patented, long-wearing piston unit—the 
trouble-free heart of the valve—may be re- 
placed —if necessary —in less than five minutes. 
No need to have this flush valve inoperative 
for hours. 

There’s a Si-Flo Flush Valve for every type of 
installation. For complete information, see 
your regular plumbing supplier or send for our 
booklet S-4 or consult our General Catalog 
S-46. 


In Our Eighty-second Year 


SPEAKMAN 


SHOWERS AND FIXTURES 
SPEAKMAN COMPANY, WILMINGTON 99, DELAWARE 
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It Takes 700,000 Pounds Pressure 
To Produce The Solid OLSONITE Seat 


a eee 
lca ee eer re ee 






Special, high capacity, hydraulic presses mold Olsonite material 


under 700,000 Ibs. pressure into the solid, one-piece seat — 


with natural luster and almost indestructible strength. More than 


4000 are now being produced per day, thanks 


to their enthusiastic reception by master plumbers. 


PLASTICS 
DIVISION 


SWEDISH 
CRUCIBLE 
STEEL CO. 


8561 BUTLER 
DETROIT 11 
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GERBER ENTERPRISES—232 N. Clark Street, Chicago 1, Illinois 
(0 Please send Catalog on the big GERBER line. 


‘E] Have your representative call on me. 














Name. Title. 
Company 
Addre 

t City. asi innit —Stote 
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SPACE 


reature Gerber’s new WEST POINT . . . the sensational 
14” x 11” ledge-type, lavatory with full size bowl and the 
space saver HYDE PARK closet with the 16” narrow 
closet tank, and DOUBLE YOUR “2ND BATHROOM” 
AND “REMODELING” BUSINESS! 


Every Builder, Home Owner, Apartment Manager, is a pros- 
pect. Just show ’em... to sell ’em! 





The West Point Lavatory has 
anti-splash rim, 2 integral soap 
dishes. Supplied with wall 
brackets. 4” drill only. The 
Hyde Park Unit Closet has jet 
acceleration, and is available 
in 10”, 12” and 14” rough-in. 


SEE THESE GERBER Space 
Savers AT YOUR WHOLESALE 
PLUMBING JOBBER TODAY 
and write for the profit-packed 
GERBER CATALOG. 


ORIN ENTERPRISES 


232 North Clark Street, Chicago 1, U. S. A. 
New York Office: Empire State Bldg. © Suite 7322, 350 Fifth Ave. 
KOKOMO, INDIANA e WOODBRIDGE, NEW JERSEY 
DELPHI, INDIANA e PLYMOUTH, INDIANA 





WEST DELPHI, INDIANA « GADSDEN, ALABAMA 
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T e best aid, e ar: @@@ Tomorrow, ANaconvA Copper Tubes will provide 
the ideal small house piping for every purpose— 
for water and heating lines . . . for radiant heating 
: panels . . . for soil, waste and vent piping. 
will be based on No other piping material offers designer, builder 
and owner the combination of long life, 
copper tubes economy and satisfaction. - 
‘ 
il 
ii} 
7 
7 








nal 

the 

saad Check these advantages of copper tubes 
for small house construction: 


J Ideal for prefabrication of lightweight assem- 
blies and repetitive construction. 
J Economical — solder-type fittings, long lengths 
and light weight cut installation costs. 
/ More permanent — copper piping can’t rust; 
smooth bore reduces danger of clogging. 


Permit simplified design and construction — 
copper tubes and compact fittings can be in- 











stalled in standard width partitions and in 
has restricted spaces. 
sail J Added value—copper piping indicates quality 
The construction; makes owners proud; adds to 
5 jet sale value. 
lable For information on ANACONDA Copper Tubes for 
n. water lines and radiant panel heating, and on Type 
pace M Tubes for soil, waste and vent lines, write to The 
ALE American Brass Company, Waterbury 20, Connecti- 
yor cut. In Canada: Anaconda American Brass Ltd., 

New Toronto, Ontario. 5105 

we as Dew D? 
* Nothing serves like 


: ANACONDA corre rusts 
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you talk their language 
when you say: 


“Its automatic” 


























“Automatic” is the magic word in selling today. Home- 
owners go for automatic cooking, heating, laundering— 
and automatic water softening, too! To end hard water 
hardships is push-button easy with the new Myers Soft- 
master. It’s completely automatic, no time wasted regen- 
erating the softening unit. Cuts work in half—doubles the 
life of clothes—efficient and dependable. 


The automatic Softmaster heads up a trio of Myers profit- 
makers for you. They offer you many selling advantages— 
and give your customers more for their money. Greater 
softening capacity, size for size. Faster, more efficient regen- 
eration. Patented Double Check against Zeolite loss. Mod- 
els for every need and every budget. Nationally advertised 
—pre-selling your prospects right now. 


enin 
for efficient, trouble-free water soft g 


Mote Buyers Want NZS 


MYERS SOFTMASTER (right) is automatic. 
Electricity does the work of turning the 
control valve. No fussing with manual 
valves. Yet it can be manually operated if 
you wish. Nothing to get out of time. Insures 
trouble-free operation. 








MYERS “‘Autorinse” (left) is semi-auto- 
matic. Provides large softening capacity 
economically. MYERS ‘‘Hydrochief" is same Some dealerships still open. 


as “Autorinse” except for manually op- Write or wire for further information. 
erated regenerating valve. The same basic 


valve used on all Myers Conditioners. The THE F. E. MYERS & BRO. CO. 
most efficient units of all, proven by tests. Dept. P-118, Ashland, Ohio 
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FIRST AND 
FOREMOST 


VALUE 


IN AUTOMATIC GAS WATER HEATERS - 











Permaglas, the water heater that ovt/asts all others, 
the greatest value at any price in the water heater 
industry! With its glass-surfaced steel tank that 
can’t rust, protective Ceramitron construction, 
matchless A. O. Smith quality, finest of thermo- 
static controls, modern styling and attractive 
durable finish ... Permaglas continues to be with- 
out equal. 


Yet, A. O. Smith mass-production savings, achieved 
in manufacturing more than a million water heat- 
ers, give you Permaglas to sell at no premium 
in price! 


COSTS NO MORE 


than ordinary water heaters 


* First in Quality 
* Foremost in Features 














* Finest in Performance 





(gp Se 
ars" 
444); For complete information on Permagias ... the gas water 
~% y heater with the glass-surfaced steel tank that can't rust be- 
=e cause glass can't rust... 


ves ———~—~~—-MAIl THE HANDY COUPON-——————-—-—-— - 


- a 

S/ A.O. SMITH CORPORATION 

Weter Heater Division, Dept. DE-1151 

Kankakee, Iinols 

Please send me, without obligation, full information on Permaglas 
Water Heaters and Registered Retailer Profitunities in my area. 





Name 





Firm 





Address 











City. Zone 


(ee ee oe oe 
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Pie be sold on you for 


selling him a water heater with 


ANODE PROTECTION 


Once you’ve sold him a water heater, it 

takes two things to keep a customer sold. A 
plentiful supply of hot water, crystal clear. 
Trouble-free service, year after year. You can 
assure him both, when you stock heaters 
protected against rust by Alcoa Magnesium 
Anodes. ALUMINUM COMPANY OF AMERICA, 
899L Gulf Building, Pittsburgh 19, Pa. 


MEMO...On every service 
call, check water 
tank. If in good con- 
dition, sell customer 
anode installation to 
retard rust...lengthen 
tank life. 








Solid Cast Anodes “Sausage” Type Anodes 
for New Tanks for Installed Tanks 








Nov 
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EASY INSTALLATION 
POSITIVE CONTROL 
LASTING ECONOMY 


in copper line service 


JENKINS 


—_ 4 - J a r 2 


vith 


Riki. 











To speed installation in copper lines, you want a valve with an 
accurate fit to tubing—a valve that will not distort under the intense 
heat of soldering. And, because flexible tubing does not afford the 
rigid support of standard pipe, you want a valve that will withstand 
unusual strains in operation. 

To give you Solder End Valves that meet every test in the toughest 
service Jenkins valve specialists designed them with an extra measure 
of rugged endurance, along with the dimensional accuracy and operat- 


ing efficiency you expect in all valves of Jenkins quality. 








A new Folder, Form 198, describes the complete line of Jenkins 
Solder End Valves, shows construction details, and gives instructions 
for correct installation. Get your copy—see why so many economy- 
wise valve buyers specify Jenkins. Jenkins Bros., 100 Park Ave., 
New York 17. Jenkins Bros., Ltd., Montreal. 

















CHECK 300 ths. o.w.c. x” 10 3” 
Regrinding. May be easily reground with- 
out removal from line. 


T THIS New FOLDER ON 
JENKINS Solder End VALVES 
; complete description, dimensions, 
instructions for installation. Ask your 
Jenkins Distributor or write for Form 198: 
Jenkins Bros., New York 17, 
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SHE wooo Pits ... point the way 








Order Your SHERWOOD 
No. 86-A Anti-Syphon 
Ball Cocks Today! 
They’re Easy To Install! 





to EVERY HOME... 


| ce 
Ane Way to he REFINED! 
Filia ae 


R| EFINEMENT in a home, 
AX! as in a person, is found 
in acquiring restraints which act as 
checks and balances for a more per- 
fect form of living. That is why you 
may wisely specify the SHERWOOD 
No. 86-A Anti-Syphon Ball Cock for 
every home where faulty flushing units 
rudely whine and whistle, betraying 
what otherwise should be quiet privacy 
in the bathroom. For the SHERWOOD 
is quiet. It is a respector of persons... 
and a protector of families. For the 
SHERWOOD No. 86-A Anti-Syphon 
Ball Cock safeguards against the con- 
tamination of drinking water. More- 
over, it operates perfectly on any city 
pressure. So, install the SHERWOOD 
No. 86-A. It will lead to more business. 








SHERWOOD BRASS WORKS 


6331 E. JEFFERSON DETROIT 7, MICHIGAN 














ANTI-SYPHON BALL - COCK 
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°* KOHLER 


Enameled Iron 
Shelf Lavatories 


Q @e@ 





K-2850-C, 19” x 17°. Other sizes 20" x 18", 22” x 19" 


HUDSON [eee | 
Enameled Iron Lavatory a 
in new, small size = 








Taunton K-2730-A. In three 
Sizes, for narrow spaces. 


Offered in addition to the larger sizes, the new Kohler enameled ee oe 

‘ ‘ > f; Fe ‘ Delton 
iron Hudson fills requirements for a compact, well-proportioned = 12 @ \ K-2735-A. 

. ay For ver} 

lavatory for homes, apartments, tourist courts, schools and \)S * ao 
other buildings. Practical features include a roomy basin, yet pon yemter 
soap dish, compact mixer fitting with pop-up drain. 3 and stopper 

Line includes types for specific purposes 

. ° P ‘ Marston _s0c' | 
Kohler lavatories of enameled iron and vitreous china are K-2765-A. 27 | 
f ° . A . ‘ e 16” x 16" A 

available in a wide range of sizes and designs—with shelf, with For corners. | aw 


back and for building-in. Surfaces are glass-hard, easy to clean. 
Kohler chromium-plated brass fittings are reliable—designed 
for the fixtures they serve. 











Kohler Co., Kohler, Wisconsin. Established 1873 


KOHLER or KOHLER 


PLUMBING FIXTURES * HEATING EQUIPMENT °* ELECTRIC PLANTS * AIR-COOLED ENGINES * PRECISION PARTS 
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We praise the job being done by 
= 4 Fe distributors of Wheatland Tube 
ne a 7 rf a Z “ Company products—day in and 

bf Ke EAs day out. Their job of servicing your industry 
- ppp with le yeormath) + wet with the material you need when you need it, 
taking into consideration the thousands of items which 

are so important, grows more difficult daily. 





Pride in quality — pride in service —our Congratulations to jobbers everywhere ! 


WHEATLAND TUBE COMPANY Bonkers securities Bidg., Phila. 7, Pa. 
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Engineers rate Modine the standard of excellence 


COMPARE 


ON EVERY COUNT 
MODINE UNIT HEATERS STAND OUT are correctly related to air velocities—assure 


perfect heating comfort plus lower fuel costs. 


COMFORT-ECONOMY 
ZONE 





Discharge air temperatures of 110°-120°F. 


Compare performance! Modine’s balanced combination of 
discharge air temperatures, velocity and volume give you per- 
fect heating comfort. 
Compare economy! Fuel bills are smaller with Modine 
because heat is delivered where it’s needed — not wasted at 
the ceiling. And installation and maintenance costs are far 
lower, too. 

Get all the facts from your Modine representative. Compare 
first — and you'll choose Modine. Modine Mfg. Co., 1502 
DeKoven Ave., Racine, Wis. 


Wlotline UNIT HEATERS 


Write for Bulletin 149-A, 
-_. “Modine Unit Heating."’ Or contact 
~ your Modine representative 
listed in the classified 
section of your phone book. 


mz—OOS 











Sound-silencing features assure quieter oper- 
ation—certified by accurate laboratory sound 
ratings. Especially important for commer- 
cial and institutional use. 











Horizontal (illustrated), Sturdy, steel, integral fan guard offers 


Vertical Delivery and safety from exposed fan — serves as a 
Power-Throw types for hot resilient, vibration-absorbing mounting for 
water and steam. Gas- the unit’s motor. 


U-1119 
Fired units also available. 














72 DOMESTIC ENGINEERING 


November, 195] 


Beautiful! 
Economical! 


Fighest quality! 




















MU RRA Y 


tubs are finished with acid and stain 
resistant porcelain enamel—at no added 
cost! 4 colors plus white. Smooth, 
bump-free bottom is easiest to clean, 
drains all the water. Extra-safe, too! 




















LAZY \BACK for instance! Only Murray knows how to make 
highest quality steel bathtubs with this marvelous, 


ig it 


= 








comfort-angle selling feature. To bring you a bathroom line that's foremost 


in design, durability and beauty, Murray uses specially developed mass- 


production methods...the result of automotive experience! Read all about 


the other big selling features in the adjoining column. 


Many more money-making fixtures! 





ROLL RIM SINKS 


Double drainboard and com- 
partment model above. Avail- 
able in single compartment, 
double drainboard as well as 
single compartment and 
drainboard (right- or left- 
hand) models. Acid and stain 
resistant porcelain enamel. 





LAVATORIES 

Three models. Standard is 
17” x 21” x 74%” witha 3” 
x 1914” ledge. Deluxe lav- 
atory has 314” backguard; 
214” x 184” ledge. May be 
installed with brackets for 
wall mounting, or legs. White 
lavatory cabinet. 








FLAT RIM SINKS 
Available in double and 
single compartment models. 
Above sink has 234” wide 
ledge; outside dimensions are 
21” x 24” x 6-15/16”. Fin- 
ish: stain and acid resistant 
porcelain enamel. Ideal for 
modern installations. 


NURRAY 


raised flanges along the wall-rims as- 
sure a built-in job, prevent water seep- 
age behind tub. The heavy-gauge steel 
used is rugged, lasts a lifetime . . . helps 
tub set solidly in place. Popular sizes. 














MURRAY 


bathtub weighs only 130 pounds un- 
crated! Remarkably easy to install! 
And you save on trucking and ware- 
housing—tubs can be stacked! 


NO ONE MAKES BATHTUBS LIKE 


MURRAY 


THE MURRAY CORPORATION OF AMERICA, HOME APPLIANCE DIVISION, SCRANTON 2, PA. 
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o added 
mooth, 
» clean, 
too! 
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Last-minute news...and highlights 
of timely material in this issue 








WHAT'S AHEAD FOR HOMEBUILDING IN 1952? Right now nobody seems to know. Federal 
officials are trying to get together on a '52 goal but are running 
into a flock of different opinions. 


About the only thing agreed upon is that there won't be as many 
houses as people would like to buy. 











The Federal Housing and Home Finance Agency, anxious to relieve the 
housing shortage, is willing to settle for 850,000 units. 


But the Defense Production Administration, charged with rationing 
materials, thinks it can provide materials for only 700,000 units. 


And the Economic Stabilization Administration, more concerned with 
"stabilizing" the economy than building houses, thinks 500,000 is a 
better figure. 


Also in the pictures the Office of Defense Mobilization, over all 
the other defense agencies, isn't quite sure which figure is correct. 


Currently, the Federal Housing and Home Finance Agency figure of 
850,000 units seems to be winning out. 


Meanwhile, 1951's expected 850,000 units seems to be going by the 
board. Starts so far are running at a 1,050,000 unit level. 








THE BIGGEST "GET-OUT-AND-SELL" MOVEMENT in many a day is about to get under way 
in the consumer durable goods field .(The field of merchandise where 
Washington has long warned of impending shortages.) 


Appliance manufacturers are bringing out every trick in the sales 
kit to push slow sales and move heavy stocks in dealer's hands. The 
move will seek to cultivate new markets in an effort to up fourth- 
quarter volume. 


Straight appliance sales for plumbing, heating and appliance con- 
tractor-dealers will benefit from the promotion, BUT the Competition 
will be stiff, to say the least. 


Many domestic engineering dealers are already setting out to meet 
and beat the competition. One method they're using: Aggressive pro- 
motion of "complete kitchen" installations by outside salesmen. (See 
article on the need and desirability for outside salesmen, pages 84, 
85 and 86.) 


They're finding that the complete kitchen installation covers the 
appliance angle as well. The competition doesn't enter into the pic- 
ture if it's presented right-—and the right kind of outside salesman 
can do the job. 


In the forthcoming December issue, Domestic Engineering will de- 
scribe and illustrate how it's being done, as well as present other 
methods of meeting today's competition. 

















THE MATERIALS PICTURE IN SOME ASPECTS MAY BE IMPROVED for the first quarter of 


1952—if an "across-the-board" cut is accepted by the National Produc- 
tion Authority officials. 
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NOW'S THE 





Over-all allotments for the various branches allows the Building 
Materials Division, where water heater and heating manufacturers are 
allotted materials, to receive an increase of around one hundred thou- 
sand tons of steel, six thousand pounds of copper, but was cut about 
five thousand pounds of aluminun. 





In the consumers durable goods division, an increase of about three 
thousand tons of steel was allowed. But copper and aluminum which 
probably will be the controlling factors in material allotments took 
a sizeable cut. 


Any overall improvement in the material outlook is not expected by 
NPA much before the third quarter of 1952. While shortages may develop 
in some items, it is expected that an adequate supply of consumers 
goods will be available in 1952. 


Here's the way the picture looks for the "big three" in the first 
quarter of 1952: Steel was requested in the amount of 32,954,000 tons; 
the estimated supply—21,125,000 tons. Copper requests totaled 2,- 
083,000,000 lbs against an estimated supply of 1,231,000,000 lbs. 

The figures for aluminum show requests for 974,000,000 lbs versus an 
estimated supply of 646,000,000 lbs. 


Obviously, somebody's going to be left out! 

















TIME FOR CHRISTMAS PROMOTION: A re-arranged store display, putting 





gift items in choice locations; bright,sparkling lighting and colorful 
decorations; setting up appliance demonstration displays; promoting 
low-saturation items; offering special Christmas delivery and other 
services; having sales personnel trained to make “hard-to-turn-down" 
gift suggestions to customers can all help to increase the domestic 
engineering dealer's Christmas volume. 


The feature entitled "Only 55 More Days ‘Till Christmas" reviews in 
capsule form the many successfull promotional ideas being used by 
contractor-dealers all around the country. See page 150. 








NEW "DO" SYMBOLS: Five new allotment symbols identify specific programs which 


have been approved by the National Production Authority. 


Of the five, only one is of significance to the industry. The symbol 
X-6 is to be used for brass and wire mill products required by dis- 
tributors to replenish inventories. 





THERE'S TALK OF LIMITATION ORDERS FOR VALVES AND PIPE FITTINGS, but so far it's 





just talk. The industry advisory committee has felt that the order 
would accelerate production of those items which are or will be in 
greatest demand. The purpose would be a saving in copper, alloy and 
stainless steel. 


During World War II the simplification and limitation order reduced 
items manufactured from 8,500 types and sizes to just under 3,000 
types. The limitation was based on an industry survey indicating that 
demand is concentrated in some 3,000 items. 


FACTORY SHIPMENTS OF DOMESTIC WATER SYSTEMS in August totaled 45 thousand units, 





valued at $4.5 million, according to the Bureau of the Census. This 
represents an increase of 18 percent in number of units and 21 per- 
cent in value of shipments over the preceding month. 


NPA TELLS WATER WELL DRILLERS HOW THEY CAN GET STEEL PIPE FOR CASINGS: There 








are two methods for procuring steel pipe for well casings as outlined 
by the National Production Authority. 


(1) Drillers digging small wells for farmers or village home owners 
may self-certify orders up to two tons of steel piping for each well 
in any calendar quarter. Such a driller should place on his pipe order 
the symbol U-8, and write "Certified under CMP Regulation No. 6." 


(2) Larger water well drilling companies must apply to NPA on Form 
4-C for an allotment of the number of tons of steel piping needed for 
a calendar quarter. Applications should be sent in now for first 
quarter 1952 allotments. Tonnage requests may be based on orders now 
on the books or upon past experience. 
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your stock, upgrade quality, obtain the 


CAPITOL | “ : benefit of freight allowance and cut 
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and packaged for easier handling 





PIPE COUPLINGS HEX BUSHINGS ; 
Capitol makes them all All taper threads : 
, i 
NIPPLES REDUCING COUPLINGS i 
* Standard and extra heavy Seamless steel 
~. WELL-POINTS SQUARE HEAD PLUGS | 
Protecto-Screen and Brass Jackets Sizes /," through 2” 
UNIONS REDI-BENDS 
250# and 300# U.L. approved For radiant heating 
PIPE CAPS FURNACE COILS 
Seamless steel Contour and straight loop 





WRITE today for full 
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Howard Johnson’‘s: Smith boilers are standard in the famous 
Howard Johnson restaurants and at its manufacturing plants. The 
boilers furnish warmth for the patrons, and the large volumes of 
hot water needed for cleaning. 
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F. W. Woolworth Co.: One of many installations. Low operating 
costs, an important item when selling mass-priced merchandise, has 
been an important factor in the decision to use H. B. Smith boilers. 
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M. N. Landeau, Inc.: The #34 Mills boiler is one of many 
installed in this progressive and growing chain of variety stores. 


First National Stores, Inc.: Another famous food chain has seen 
the economies made possible with H. B. Smith boilers, and has 
specified them as standard equipment for its numerous retail outlets. 
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Successful retail store and restaurant manage- 
ment is at all times extremely conscious of over- 
head costs. In the selection of heating equipment, 
for example, far more than the initial cost must 
be considered, since annual fuel and maintenance 
bills greatly outweigh apparent “savings” in the 
original expenditure. 
This composite town shows a few of the many 
successful chain store organizations that are using 
H. B. Smith boilers. 
Not only do these efficient heating plants repre- 
sent a moderate initial investment, but their fuel 
economy, unusually long life, negligible mainte- 
nance cost and ease of convertibility from one W.- T. Grant Co.: Their 
largest store, at Syra- 


fuel to another accomplish tremendous savings in _cuse, N.Y,, is one of more 
“cost of use.” ‘ than 200 Grant Stores 

° ° ° using Smith-Mills boilers. 
H. B. Smith boilers may be moved easily the gas-fired 460 units 


through existing entrances and assembled on the _— deliver a total of 12 
site. When replacing with Smith boilers, it is not ee 
necessary to make structural changes. Because of 

their compact size they require little boiler room 

space — free valuable basement area for storage, 

display or profitable sales. 


The H. B. SMITH CO., INC. + Westfield, Mass. 
— Established 1853 — 








McCrory Stores Corp. at Canton, Ohio, has these #44 cast iron 


w operating Friendly Ice Cream Corporation: A favorite “snack” chain in 
andise, has New England, these Friendly stores have their favorites too .. . in boilers, fired by pressurized gas-burners. This organization, like 
mith boilers, this case, Smith Boilers, which are standard equipment for heating many others, has standardized on Smith boilers throughout its far- 


flung chain of stores. 


the buildings and providing large amounts of domestic hot water. 
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Makes Friends Out of Customers, 


MAKES MONEY FOR YOU! 


Customer satisfaction is something that you can’t buy... it 
must be developed through good service, courteous treatment 
and quality products. That’s why thousands of leading 
Plumbers are buying and installing Eljer’s famous Martha 
Washington vitreous china lavatory. They know that the 
quality, the beauty and the extra features of this fixture please 
the customer and make money for them. Its generous shelf 
back, concealed front overflow, front anti-splash rim and 
smart styling make the Martha Washington easy to sell. . . 
and at a good profit. In white or in color it’s available in a 
complete range of sizes. Use it on your next job and make 
friends out of your customers. For complete information see 
your Eljer Distributor or write Eljer Co., Ford City, Pa. 
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Real Vitreous China 
Concealed Front Overflow 
Spacious Shelf Back 
Anti-Splash Rim 
Renewable Brass 


Outstanding Beauty 


/ 


24” x 20” 
20” x 18” 
18” x 15” 


Sizes: 
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It PY YU, Ma (tyes wd- because we specialize in Plumbing Fixtures and Brass 
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Resolved ... 
to Be More Careful! 

In last month’s report of the 45th 
annual meeting of the American 
Society of Sanitary Engineering, it 
was stated that a resolution was 
passed urging the National Produc- 
tion Authority to change the classi- 
fication of food waste disposers 
from “consumer durable goods” to 
“construction materials” (plumb- 
ing). 

This item was in error inasmuch 
as the resolution was actually 
voted down and not passed by the 
Society, as reported. 


A Smart Idea 


A miniature showroom in use by 
the Smart Plumbing Company of 
Colorado Springs, Colo. provides 
an excellent example of enterpris- 
ing ingenuity under something 
less than ideal conditions. 

Unable to build a full-size mer- 
chandising showroom at the 





present time, contractor D. Smart, 


head of the firm, found the ideal 
solution in the miniature glass 
showroom pictured here. Eight 
feet long by six feet deep, and re- 
sembling a small glass house, it is 
erected to the left of the company’s 
driveway leading to the Smart 
place of business. It is exposed to 
heavy traffic throughout the day 
and evening on busy highway 287. 

The showroom is built of wood, 
with white framework outlining 
windows on two sides, and a mini- 
ature tile roof, giving it a doll- 
house appearance. Plenty of space 
is provided inside to show tub, 
lavatory and water closet, appro- 
priate for bathroom remodeling 
jobs. The miniature showroom 
display is changed from time to 
.ime to show new designs in fix- 
tures and bright new modern col- 
ors. The use of color in bathroom 
remodeling is rapidly gaining favor 
in and around the Western Colo- 
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HIGHLIGHTS OF THE MONTH IN OUR INDUSTRY 






rado Rocky Mountain resort city. 
The Smart Plumbing Company 
has concentrated on bathroom re- 
modeling since the current build- 
ing restrictions went in effect and 
reports at least 50 percent of its 
remodeling work can be traced di- 
rectly to the miniature showroom. 
The glassed-in display saves many 
a trip to wholesalers’ showrooms 
and its constant eye-catching value 
makes it the best advertising asset 
the firm has made. The next step, 
Smart says, is a big showroom. 
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LETTERS 10 


STAND UP AND BE HEARD! 

Chicago — Recently I made a 
speech at the American Society of 
Sanitary Engineering convention in 
Detroit on the subject of public re- 
lations. There is certainly nothing 
new or mysterious about public 
relations, yet, some members of our 
industry treat the subject as though 
it were a stranger. 

The problem of talking up 
our industry has been laid in our 
lap by competing forms of enter- 
prise. We can’t get rid of this prob- 
lem by standing up once—when 
we sit down the lap comes back. 

Therefore, I suggest that our in- 
dustry be made aware of the vital 
importance of public relations .. . 
the importance of letting the public 
know who we are, what we are and 
why we are. I think it merely takes 
continuous standing up by contrac- 





THE EDITOR 


tor-dealers—standing up and mak- 
ing speeches. 
Howarp J. ELLIoTT 

e Mr. Elliott has a lot more to say on 
the important subject of public rela- 
tions for plumbing and heating con- 
tractors on page 106.—Ed. 

A BIG BOOST 

Camarillo, Califi—More and 
more, I am enjoying and profiting 
from Domestic ENGINEERING. 

I’ve even taken to boosting it be- 
fore the various industry meeting I 
attend. At the last meeting of the 
Ventura County Plumbers Assn. I 
stood up and displayed the current 
issue and thumbed through it, 
pointing out the many interesting 
and informative articles it con- 
tained. Keep up the good work! 

I note that you have copies 
available of the article entitled 
“Disease in Your Drinking Water.” 
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If you could send me a dozen 
copies, I could certainly put them 
to good use. Any material you 
have which points up the need for 
good plumbing codes will also be 
helpful in our program. 
Haroitp J. KLEINE 

e Our thanks to Reader Kleine for 
his kind words. We'll do our best to 
continue to merit them. Copies of the 
article “Disease in Your Drinking 
Water” together with all available in- 


formation on plumbing codes are on 
the wayv.—Ed. 


WANTED: AN ANSWER! 

Minneapolis—I have one big 
problem that’s been bothering the 
life out of me and the profits out 
of my business. I’m referring to the 
cut-throat competition now going 
on—especially on appliances. The 
appliance dealers down the street 
are practically giving things away. 

I don’t see how I can cut prices 
that way and still stay in business. 

(Please turn to top of next page) 























(Continued from preceding page) 
But it is pretty tough competition 
to beat. Does Domestic ENGINEER- 
ING have any answers to this per- 
plexing problem? 

ANONYMOUS 

e To help this reader find the answer 
to his problem, we are publishing the 
article entitled “The Price of Price 
Cutting” on page 92, this issue. It 
isn’t the complete answer, however, 
and we agree that cut-rate competi- 
tion is tough and so is the solution. 
Some domestic engineering dealers, 
however, have worked out a fairly ac- 
ceptable one. An article in the forth- 
coming December issue will tell how 
these dealers are meeting and beating 
cut-rate competition.—Ed. 


THANKS! 

New York—The recent issues of 
DomEsTIc ENGINEERING are indeed 
excellent, and I wish to congratu- 
late you and your staff on a very 
fine editorial job! 

Lioyp B. Gruman, Jr. 

assistant secretary 
Heating, Piping & Air Conditioning 
Contractors National Assn. 


LIKES THE COUNTRY, BUT... 

Calgary, Alberta—I have just re- 
turned from a trip around your 
delightful country. The people 
were grand, gave us a good time. 
We had some excellent meals, en- 
joyed fine scenery. 

But... air conditioning ... ! 
Maybe we’re just not used to it, but 
in fine weather in California we 
opened the window of a bus. “Shut 
the window please, the bus is air 
conditioned.” It was. 

At my cousin’s home in the same 
state, a blast of cold air chilled us to 


the bones—it was the same in a 
Broadway show; we had to move 
our seats—too much wind! 
What I’m really worrying about 
is—will Hell be air conditioned? 
W. B. TROTTER 


eCan’t say... yet.—Ed. 


YOU HAVE TO HUSTLE! 

St. Louis—In response to Do- 
MESTIC ENGINEERING’S survey on the 
need and desirability for outside 
salesmen, I’d just like to say that 
with conditions the way they are 
today, especially on appliances, 
you've got to go out and hustle up 
the business if you want any. Out- 
side salesmen can do the job be- 
cause they go right out to the 
prospect’s home and explain things 
and do a real selling job. 

Right now we have two outside 
salesmen who concentrate on the 
complete kitchens market. The 
straight appliance sale is a pretty 
tough proposition today because 
competition is really stiff. We are 
specializing in complete kitchen 
installations, tile work and _ ll, 
rather than the single appliance 
sale, which has helped a lot. 

R. A. GuUINNER 


THERE COMES A TIME 


Forest Park, Ill.—. .. the need for 
salesmen today? Well, let me tell 
you how it is in my case. I’ve been 
specializing in radiant heating and 
have always felt that the personal 
touch made possible by outside 
selling is invaluable to a growing 
business—so for many years I was 
the “outside salesman” for my com- 





SOMEBODY ONCE SAID “women influence 80 percent of all pur- 
chases.” If the men of America had their way, these comely Misses 
would probably come closer to 100 percent. That’s Miss Btu of 1951, 
at left, sponsored by the Timken Silent Automatic Division, Timken- 
Detroit Axle Co., and Miss Sewer Cleaner, sponsored by the Rooto Corp. 





pany. However, if a contractor is 
getting anywhere at all, there 
comes a time when he simply 
doesn’t have the opportunity to go 
out and do a proper selling job. 
He’s just too busy with the man- 
agement side of the business. When 
I reached that point I decided that 
hiring men to do my outside selling 
was the answer. I feel that if a 
business doesn’t go forward, it 
never stands still. My business in- 
creased 3314 percent when I hired 
salesmen. 

As far as selling today is con- 
cerned, I think that it is necessary 
to keep going after business even if 
you have all you can handle. Keep 
a backlog all the time. Two months 
after you decide you can’t handle 
any more and let your salesmen go, 
you may be looking for business. 

Otto Voct 


SELLING NEVER STOPS 

Palo Alto, Calif—I think a retail 
plumbing, heating and appliance 
operation is so closely tied-up with 
aggressive selling tactics that you 
can’t think of the two as separate 
units at all. I maintain that you 
need selling today and every day— 
all the time. 
Schlegel Co. 
e To assist in the job of finding the 
right salesmen, Domestic Engineering 
begins a new series of articles on page 


84 of this issue, “How a Salesman Is 
Made!”—Ed. 


SPECIAL DELIVERY ... XMAS 
STYLE 

West Yarmouth, Mass.—With 
Christmas practically around the 
corner, I thought I’d like to pass 
on a Christmas promotion idea that 
we have used successfully for a 
number of years—special delivery 
at any time on Christmas Eve or 
Christmas Day. 

This service means that a hus- 
band can buy one of our appliances 
—a dishwasher, automatic washer, 
etc.—and really surprise his wife. 
Our customers always tell us how 
delighted they were when their gift 
was delivered just as the whole 
family was sitting around the 
tree unwrapping presents. 

For every dollar we spend in this 
way, we get many in return. 

GARDNER COLE 
Cannons Inc. sales director 


e Readers will find other Christmas 
promotion ideas on page 150.—Ed. 


Jay GORDON 
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2 new lavatories by RICHMOND 


Here are two new, modern lavatories by Richmond 
... typical of Richmond’s quality standards in con- 
struction, styling and economy. Here are two more 
reasons why more Richmond enameled cast iron and 
vitreous china fixtures are used nation-wide! 

Here are two lavatories designed for specific use... 
for dental service in homes, dental offices, schools, 
hospitals and other institutions 
use the G-625 dental lavatory 
...for any location where space 
is tight use the G-125 space 
saver. 










Keep these quality features in mind: 


The Richmond G-625 _ vitreous china dental lavatory — 
for service in homes, dental offices, schools, hospitals and 


other institutions... 14’’x 14”... with flushing rim, shelf 
back, rear outlet, combination supply and drain fittings with 
vacuum breaker...in ‘‘whiter-white,’”’ or choice of five 


rich, lustrous colors. 


The Richmond G-125_ Midal... vitreous china “space- 
saver” lavatory for any location where space is at a premium. 
Just 14” deep by 20” wide with shelf back, two soap dishes, 
rear outlet, front overflow, combination supply and drain 
fitting...in “whiter-white” or choice of the five popular 
Richmond colors. 


See your wholesaler or Mail Coupon Today: 





Richmond Radiator Company 
19 East 47th Street 

New York 17, New York 
Please send me information and literature on the 
new Richmond dental lavatory and the Richmond 
space-saver lavatory. 
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BY HAND OR MACHINE 


lil Coded wi» TOLEDO 


Good tools help you speed up pipe 
fitting and beat high costs! 


Start the job right with genuine TOLEDO 
Pipe Tools and Power Pipe Machines—tools you 
can trust for top-performance and top-speed production! 
Each Toledo designed for easy handling, faster 
cutting ...in a complete range of capacities. Hand Tools, 
all pipe sizes, 4%”’ to 12” and 4%” to 1” bolts. ' 
Power pipe machines, up to 2” and 4” capacity. Your 
mechanics will do better work, faster and easier with time- 
proven Toledos—the choice of experienced hands for 
nearly half-a-century. Write for catalog. 
The Toledo Pipe Threading Machine Co., Toledo, Ohio. 
New York Office: 165 Broadway, Room 1310. 






DOMESTIC ENGINEERING 


THREAD pipe Abie 


For close corner work, 
Toledo No. 11 Ratchet 
Threader, %”’ to 14%” 


pipe. 
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Light weight, low 
cost! Toledo No. 
1R Threader, 1” 
© 2” pipe. 

























Toledo No. 999 2” 


Power Pi 
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e Machine, 
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AS THE EDITOR SEES IT! 
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The Business Barometer Points in All Directions... 


Clear Weather, 
or Stormy? 


The Experts 
Disagree 


Where Are the 
Customer 
Dollars? 


The Battle 
Is On! 


Why Build 
a Sales 
Organization? 


Eighty-five 
Percent 
Agree 


It’s DIFFICULT, THESE DAYS, to decide whether we're in the best of times, the worst 
of times, or somewhere in between. Never before have there been so many con- 
flicting opinions on the future of American business. Expert economists themselves 
are about evenly divided as to whether we are approaching a buyer’s or a seller’s 
market. In fact, the business barometer is pointing in several different directions 

. all at the same time! 

Let’s look at some of the barometer readings, in an effort to detect what might 
lie ahead for the plumbing and heating contractor-dealer. 

Barometer reading: The National Sales Executives Assn., a highly regarded 
outfit, has forecast a buyer’s market for the near future. Yet the U. S. Govern- 
ment, in contrast, warns of impending material shortages as the defense program 
gains momentum. And who ever heard of a buyer’s market existing when there 
are only a few goods to sell? 

Barometer reading: Certain of the basic metals have been under allocation for 
several months, yet, paradoxically, contractor inventories of finished products made 
from these same metals are, in many cases, running about 30 percent ahead of a 
year ago. 

Barometer reading: Consumer income is up, yet consumer spending is down 
and threatens to fall even farther as higher tax bills are passed and inflation 
progresses. 

Amid all this welter of confusion surrounding retail business, one fact of real 
significance to plumbing and heating contractor-dealers comes clearly to the fore 
... there is a real battle shaping up for the consumer dollar! 

This opinion did not originate with us. It is, rather, the concensus of several 
dozen contractors who were interviewed in connection with Domestic ENGINEER- 
ING’s new series of articles on selling (How a Salesman Is Made, page 84). 

At this point, the reader might logically ask: “Why should I build a sales or- 
ganization now, when I have all the business I can handle?” For the answer to 
this one, we again went to the experts. 

A. A. Pinski, Great Falls, Montana contractor, summed it up very well when 
he said: “Just because there is plenty of work right now and you're a little ahead 
of the next guy, there’s no reason to slack off in your selling tactics. If you man- 
aged to beat some other fellows in a foot race today and had to race the same 
fellows again a month from now, you certainly wouldn’t quit training; you’d do 
everything possible to keep in trim so you’d have just as good an opportunity of 
beating them next month. You’ve got to stay in training in business for the same 
reason.” 

Assuming that Mr. Pinski, and 85 percent of the other contractor-dealers inter- 
viewed who expressed similar views are correct, what does it all mean to the do- 
mestic engineering dealer? Simply this: That the plumbing, heating and appliance 
dealer who wishes to expand and prosper will need to periodically reappraise, 
and in some cases, revamp, his sales organization and his selling methods. This 
must necessarily include the application of better selling strategy, improved selling 
techniques and new sales plans to capture the elusive customer dollar. Eighty per- 
cent of the articles on the following pages are designed to help the reader do this job. 
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HOW A SALESMAN 
IS MADE! 


There’s more to it than merely hiring a 
Pinta ace ee Ts tt?? Bes Ghad si 
new man and saying “‘tag, you're it! n this series, 


industry leaders tell how they do it 


business I can handle right now?” is the question that will 
occur to many readers when they see the title of this article. 
The answer is: Many reasons. 

First of all, let’s examine two extremes of the business cycle. If, in 
some final eventuality (total war might be one), there were no plumb- 
ing and heating products or appliances to sell, what would salesmen do 
to earn their keep? Would they be a drug on the market? Possibly— 
in some industries, but not necessarily in the plumbing and heating in- 
dustry. And the reason is this: the plumbing and heating contractor, 
unlike his less fortunate competitor, has much more to offer than product 
alone. He can still sell service, perhaps the most important single ele- 
ment of a retail plumbing, heating and appliance operation. During 
the last war many dealers did sell service, and service alone, and came 
through in fine style, while their straight appliance competitors were 
going out of business. 

Now, let’s look at the other end of the business cycle—the buyers’ 
market—where there is a shortage of customers rather than goods. 
Who will be getting a fair share of available customers under those 
conditions: the dealer who is just beginning to scramble around to recruit 
and train salesmen in order to meet the challenge of the buyers’ market, 
or the dealer who already has a trained force of outside salesmen who 
know how to apply sound selling techniques? Obviously, the dealer who 
has been employing salesmen right along has a big jump on his com- 
petition, and in nearly every case will be able to maintain his lead. 

Actually, the foregoing is merely another way of saying that the effi- 
ciently managed business, with a well planned selling and merchandis- 
ing program, is the one that stays on (Please turn to top of page 86) 
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‘Seven Steps... IN THE MAKING OF A SALESMAN 


: 








p> RECRUITING: Many methods are available to the dealer who wants to find the proper man for 
his sales force. Among them: A sign in the window; want ads; interviews with high school and 
college grads; employment agencies; recommendations from friends and employees. 


p> SELECTION: This is one of the most important rungs in the “sales force ladder.” If the dealer 
knows his customers, he can probably select the proper man to sell them. Look for poise, ambition, 
cleanliness, intelligence, good appearance. Rating sheets, used by dealers, will be presented in the 
second installment of this series. 


TRAINING: From floor tile to complete heating systems, a man will sell no better than his train- 
ing. A long list of sales training aids are available from manufacturers and wholesalers. How 
dealers use them will be told in the third installment. 


P MOTIVATION: In physics it takes a force to move an inert body... and in the case of sales- 
men, it takes the proper motivation to make them sell. Inducements, quotas, contests, all play a part. 


P CUSTOMER CONTACT: No matter how good a salesman may be, he can’t sell til he meets the 
customer. Prospect names from the dealer, or cold canvas, both work well under certain conditions. 
How other dealers do it will be described in installment five. 


» CLOSING THE SALE: You can lead a horse to water, but making him drink takes “closing 
power.” There are dozens of ways to do it, none of which require high pressure. Installment six. 


> COMPENSATION: “It is blessed to give,” says an old adage, but you are never blessed if the 
compensation does not match the effort put forth to earn it. Fairness and promptness are the key- 
notes here, and they pay off in greater selling effort. See installment seven. 
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HOW A SALESMAN IS MADE! 


(Continued from bottom of page 84) top regardless of outside factors. 
More and more, efficient management is becoming the deciding factor 
in operating a retail business. It’s certainly the biggest thing behind 
successful selling. 

What are the actual benefits contractor-dealers can expect with 
an outside selling program? There are several, of course, and the most 
obvious is more sales and more profits. It is almost axiomatic that 
with a more aggressive sales promotion program, sales volume 
will increase. We all know that more selling effort will produce more 
sales. But, some readers might say, there are times when extra selling 
effort is not profitable. The cost of making these extra sales will be more 
than the profit on this plus sales volume. 


However, with an outside sales organization that sells, the profit 
factor is there. Fixed overhead and operating expense remain the same, 
and the plus sales volume will increase the store’s net profits at an 
accelerated rate. Then, too, with an outside sales crew it is possible to 
control the selling expense better than if it were necessary to depend 
entirely on floor sales. Outside salesmen are usually paid for what they 
produce ... not for the time they spend waiting for people to come in 
and buy. 

A second benefit is the improved morale for everyone in the firm. 

Sales activity seems to serve as a stimulant for the shop and office 
as well as the sales organization. Business is good and the people in the 
store feel more secure, feel there is an opportunity for advancement, 
and that they are working for a prosperous, progressive organization. 


Another benefit of an outside sales force is to be found in its prestige 
building value. A few plumbing and heating contractors have felt that 
doorbell pushing lowers prestige. Nothing could be farther from the 
truth. Actually, an organization grows in prominence in almost direct 
proportion to the number of favorable contacts it makes with the public. 


Notice the word “favorable”... it is the key to success of the out- 
side selling program. Shoddy looking salesmen do not give customers 
a favorable impression of the store. High pressure selling tactics tend 
to lower the prestige of the firm. And dishonest statements or impossible 
promises made by salesmen in the outside crew will boomerang against 
the prestige of the firm. But an outside selling program, properly planned 
and conducted, will build the prestige of the contractor-dealer. 


Selling makes the future more secure. It is insurance for the 
future of a country, and for the future of an individual contractor- 
dealer’s business. 

What, exactly, does all this mean to the domestic engineering dealer? 
Simply this: That the plumbing, heating and appliance contractor-dealer 
who is to continue to expand and to prosper will need to periodically 
reappraise his sales organization and his selling methods. This must 
necessarily include the application of better selling strategy, improved 
selling techniques and new sales plans to produce the most sales in the 
least time and at the least cost. 

In discussing the need and desirability of outside selling today, we can 
point to the case histories of typical domestic engineering dealers (at 
right) as proof that a sales organization is vitally important to the growth 
of a business. David Madsen, of Upper Darby, Pa., for example, built a 
one-man operation into a $650,000 annual volume in the short span of 
five years, largely through the addition of an outside selling force. 


These case histories prove conclusively that an outside sales organiza- 
tion is not only good business, but entirely within the realm of possibility 
for every domestic engineering dealer. The second article of this series, 
next month, will take up recruiting and selection of outside salesmen. 
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Contractor: John B. Keefe, Beverly 
Hills, California. 


Comment: We have a total of five 
salesmen who do both inside and out- 
side selling. But today, we’re mostly 
outside, because the competition in 
this area is fierce, and growing 
stronger. You have to go out and get 
the customers if you want to stay in 
the game. I’m tempted to say that 
most of our business comes from out- 
side sales, but I guess 60 percent of 
the appliance business is closer to 
the truth. Our top salesmen earn 
close to $1000 a month, which is cer- 
tainly proof of results. 





Contractor: Robert A. Schaefer, 
Cullman, Alabama. 


Comment: Is there a need today 
for outside salesmen? Well to me, 
it’s as simple as this: If you have 
selling you have business; if you don’t 
have selling, you don’t have business. 
And salesmen are the best way I know 
of to promote selling. If a dealer 
doesn’t keep on pitching, keep on do- 
ing the best merchandising job he can, 
pretty soon he’ll wake up some morn- 
ing to find that he’s not in business 
any longer. And nine times out of 
ten, the guy who will beat him out of 
it has salesmen. Forty percent of our 
business volume is attributable to our 





staff of 6 salesmen. 























































424 fm ee ff «ea @& & ff A TA Om 








erly 


five 
out- 
»stly 
1 in 
wing 
| get 
y in 
that 
out- 
t of 
r to 
earn 
cer- 

















Contractor: Bert Zien, Milwaukee, 
Wisconsin. 

Comment: The personal touch made 
possible by an outside sales force 
gets the plus business. You can’t just 
sit back and let the rest of the world 
go by, for if you do, it will go buy 
somewhere else. You have to sell the 
public on the need for the products 
and services you have to offer. And for 
this job, you definitely need outside 
salesmen. Besides, a selling force takes 
the contractor out of the “one-horse” 
class, and brings him up out of the 
basement in the eyes of the public, a 
very worthwhile objective. 





Contractor: Jay Gordon, sales man- 
ager for Schlegel’s Plumbing and 
Heating Co., Palo Alto, California. 

Comment: You can’t ignore stiff 
competition, and you certainly can’t 
run away from it. We don’t try to. 
In fact, our appliance competition is 
now afraid of us. How did we do it? 
An organized sales force, that’s the 
answer. We have men sitting up 
nights thinking of promotions, and 
we have the manpower and experi- 
ence to make these ideas pay off in 
added sales. We believe that a good 
offensive is half the battle, and we 
have that in our well-integrated, 
aggressive sales force. (See page 122 
for a typical Schlegel promotion.) 


Contractor: A. A. Pinski, Great Falls, 
Montana. 

Comment: I look at it this way: Just 
because there is plenty of work right 
now and you're a little ahead of the 
next guy, there’s no reason to slack 
off on your selling tactics. If you 
managed to beat some other fellows in 
a foot-race today and had to race the 
same fellows a month from now, you 
certainly wouldn’t quit training; you’d 
do everything possible to keep in 
trim so you’d have just as good an 
opportunity of beating them next 
month. You’ve got to “stay in train- 
ing” in business for the same reason. 





Contractor: David Madsen, Upper 
Darby, Pennsylvania. 

Comment: Is there a need for sales- 
men today? I'll say there is! With 
competition practically giving things 
away—especially appliances, the do- 
mestic engineering dealer has to be 
in there pitching all the time, if he 
wants to stay in business. Our out- 
side salesmen are concentrating on 
complete kitchen jobs, because we 
find that by getting the whole job we 
can successfully compete with straight 
appliance dealers and department 
stores for the appliance business. And 
people don’t just walk in and ask 





for complete kitchens, you have to 
go outside and sell them. 
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Contractor: Charley Dye, Laporte, 
Indiana. 

Comment: Personal contact in a 
small community is even more im- 
portant than in the big cities. Folks 
get to know you sooner or later, and 
they patronize the firms that go out 
and make friends with them. And 
that’s one of the things a salesman 
has to do . . . make friends. For 
making friends, as I see it, is the 
first step toward making sales. So, 
I send my salesmen out into the 
field and keep them there. You can’t 
make friends and influence sales 
volume by sitting at home. 





Contractor: Hugh Gillice, Chicago, 
Illinois. 

Comment: Is today the end of the 
world? Of course not. Just because 
some contractors have all the work 
they can handle today doesn’t mean 
they will two weeks, a month or six 
months from now. You’ve got to 
constantly plan ahead to stay on top in 
this business. Since the time 15 years 
ago when I added outside salesmen 
and doubled my business, I’ve been 
very much in favor of an outside sales 
force. I’ve found that over the years 
an outside sales organization has been 
a big asset in taking care of the 
“today’s” and “tomorrow’s” in the 
heating business. 




















THE BUILDING IS TWO CENTURIES OLD... 
Plumbing and heating 


| But the Heating a unique combination 
Is Brand New! | boiler and automatic 




























The difficult job of renovat- 
ing the heating system in 
the 211 year old St. Paul’s 
Episcopal Church in Nor- 
folk, Va. (at left), was given 
to heating contractor A. R. 
Thompson. Note the can- 
non ball in the wall (arrow) 
a memento of the Revolution. 


A new commercial steam 
boiler (below) was installed 
by Contractor Thompson in 
the basement of the parish 
house. It has an SBI steam 
rating of 7290 sq ft, and 
provides steam for both ra- 
diation and unit heaters. 
Photos are by courtesy of 
en : ; The National Radiator Co. 
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LEGEND FOR DIAGRAM 


1 Motorized valve, church 6 Return, basement, Parish 
2 Motorized valve, Boy Scout House 
Room 7 Condensate pump 
3 Motorized valve, first and 8 Boiler * adi 
second floors, Parish House 9 a basement radia- 
4 Steam main, first and second 49 Indirect heater, study, office, The diagram, above left, is a schematic drawing of the remodeled 
. serge satire ect aks tel choir REIS heating system. Fin type radiation, utilizing a separate control 
ge enpealngaapaaammaeain yp aaa system, was installed along the walls close to the floor, as shown. 
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contractor A. R. Thompson, of Norfolk, Va. devises 


of fin type radiation, unit heaters, an oil-fired 


controls to solve this difficult heating problem 


ture is beautiful, but it presents 

unusual problems when the heat- 
ing system in a building of this period 
must be modernized. 

This was the experience of A. R. 
Thompson, plumbing and heating con- 
tractor of Norfolk, Virginia, who, a few 
months ago, was given the job of re- 
modeling the heating system in the old 
but dignified St. Paul’s Episcopal 
Church at Norfolk. 

This is one of the country’s most his- 
toric churches. The first church build- 
ing was erected on this site in 1641. 
Norfolk became a Borough in 1736 and 
the present structure, known as The 
Borough Church, was erected in 1739. 
High up in one of the outet brick walls, 
facing a busy street and directly over 
a present-day parking meter, is em- 
bedded a cannon ball. (See photo, page 
88.) It was fired in 1776 by Lord Dun- 
more, then Governor of the Colony, 
from a ship lying in the harbor. Later 
on in the Revolutionary War, the Brit- 
ish burned Norfolk, leaving only this 
church standing in the ruin. 

So, when contractor Thompson first 
encountered the Church, he found the 
structure itself in a good state of repair, 
but the heating system extremely anti- 
quated and sadly in need of renovation. 


Fy tare is bon century architec- 


New Boiler Was Installed 


First of all, the heart of the former 
system, an old steam boiler, was re- 
moved, and a new commercial boiler 
having an SBI steam rating of 7290 sq 
ft was installed. 

One of the first peculiar problems 
encountered was that of the ancient 
church pews in the main church, which, 
because they were ¢closed in—they have 
doors in the aisles—caused air stratifi- 
cation. 

The original heating system was de- 

(Please turn to center of page 236) 





HERE’S HOW CONTRACTOR THOMPSON SOLVED THE PROB- 
LEMS INVOLVED IN MODERNIZING THE HEATING SYSTEM | 


OF A TWO HUNDRED AND ELEVEN YEAR OLD BUILDING 


“ 








* PROBLEM—High enclosed pews caused the pocket- 
ing of air flow in the main church auditorium. SOLU- 
TION—Fin-type radiation was installed, placed higher 
than old fixtures so that a higher stack resuited. 
Radiation was enclosed at the sides so that all of the 
air passing through would be more thoroughly heated. 
Better circulation was thus achieved, correcting the 
troublesome condition. 


* PROBLEM—Entire parish house, with old system, 
had to be heated whenever any part of it was in use. 
SOLUTION—Independent lines were run to com- 
monly used rooms, and a heat exchanger was installed 
on the side of the boiler below the water line. Boiler 
was always kept at 180 deg for hot water supply, and 
utilizing this source of heat for small rooms avoided 
the necessity of firing the boiler for steam. Consider- 
able savings resulted. 


* PROBLEM—The third floor of the parish house, re- | 
modeled for use, needed a heating system. SOLUTION 
—A steam line was run from the boiler and a unit 
heater was installed. Automatic controls were added. 


* PROBLEM—More space was needed, and the parish 
house basement was remodeled. Old heating system 
was thus made even more inadequate. SOLUTION— 
Fin-type radiation was installed along the walls close 
to the floor, and utilizing a separate control. This 
radiation was taken off the line below the water line 
of the boiler. With proper valves and circulating 
pump, it was then possible to heat this area without 
steam pressure on the boiler. Even with this additional 
load on the system, fuel savings resulted as a result 
of modernization. 
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Will These Ideas 


INCR 


EASE 


Disposer Sales? 


Ralph Lake, a speaker at the annual meeting of the 


American Society of Sanitary Engineering, believes 


they will... but he would like your opinion too 


“IF THE PLUMBING INDUSTRY can 
find some means of lowering the 
cost of food waste disposer instal- 
lations in existing homes, the mar- 
ket will be broadened and sales 
accelerated at an even faster rate 
than they have been during the 
past two years.” 

So stated Ralph Lake, chief 
plumbing inspector of Rockford, 
Illinois, before the 45th annual 
meeting of the American Society 
of Sanitary Engineering, Sept. 17- 
21 in Detroit. 

“Today,” said Mr. Lake, “one of 
the most important factors influ- 
encing the sale of food waste dis- 
posers is that of installation cost. 

“This is especially true in the 
case of old homes where the in- 
stallation of a food waste disposer 
necessitates considerable remodel- 
ing of existing waste lines, and 
even the penetration of walls and 


floors. 
“When, as in the case of new con- 
struction, plans have already been 





made for the iricorporation of a 
disposer unit, such is probably not 
the case. But with more and more 
home owners desiring these units, 
the initial installation cost becomes 
increasingly important. 

“It is, in some cases, a sales 
barrier difficult to overcome. For 
example, the customer may be com- 
pletely sold on the unit itself, but 
when he learns that in order for it 
to be installed a part of his home 
must be torn down and then re- 
built, he balks. ‘The installation 
cost stops them cold!’ is an all- 
too-frequent complaint.” 

Much of this objection can be 
overcome, according to Mr. Lake, 
if some means of plumbing hook- 
up simplification can be developed 
that will reduce the cost of dis- 
poser installations 25 to 30 percent. 

The ideas set forth on these 
pages, which are now being studied 
by the Society’s Food Waste Dis- 
poser Installation Committee, were 
contained in the paper delivered 
by Mr. Lake at the refresher course 
discussion Sept. 17. 

The readers of Domestic EN- 
GINEERING are invited to contribute 
their comments, in the hope that 
an industry-wide exchange of 
opinions will facilitate the evolution 
of installation techniques that will, 
as an end result, lower installation 
costs even further and thus in- 
crease disposer sales. 


Ralph Lake, chief plumbing inspector of 
Rockford, Ill. is shown as he addressed the 
American Society of Sanitary Engineering 
annual convention last month in Detroit. 
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opening 
of sink 


~ Floor Line 
C.O. 
Trap from disposer, 


above or below 
Lilerel mee) stiveurs]| 


Trap from dish 
washer, above 
or below floor 
optional 


Trap from single 
bowl sink with 
disposer, above 
or below floor 
optional 





Commentary by Ralph Lake 


THIS TYPE or installation is now 
specified by the existing plumbing 
code in Rockford, Illinois. Made 
during construction and before the 
kitchen wall is plastered, no com- 
plaint is made by the homeowner 
because of cost. 

However, if an installation of this 
sort is made in an existing struc- 
ture, the cost of it is, in the opinion 
of the homeowner at least, exces- 
sive, and frequently the contractor 
will lose the sale. 

But such a homeowner, if he 
wants the disposer badly enough, 
and if he is uninformed on the 
dangers of amateur plumbing, may 
call in a handyman who will in- 
stall the unit cheaply (and in most 
cases defectively), or he may at- 
tempt to do this work for himself. 

Although there is no accurate 
way to check the statistics on these 
“wild cat” disposer installations, it 
can be stated that the number is 
now considerable, and that it is 
growing from day to day. 
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Floor Line 


Disposer 


Floor Line 


Disposer Trap 


Commentary by Ralph Lake 


ONE OF THE USUAL situations 


found by the disposer-selling con- . 


tractor is shown in C (above). 

The customer has a double bowl 
sink, with both sections discharg- 
ing into a single P trap to the ver- 
tical waste line in the wall. He 
desires to add a disposer unit. 

The suggested hook-up (D), will, 
in my opinion, lower the installa- 
tion cost. Here is what is proposed: 

A tee is cut in and a P trap is 
installed close to the basement ceil- 
ing, thus bringing the waste from 
the unit down through the floor. 

The previous opening is used to 
receive the waste from the oppo- 
site sink compartment. 

The reader is invited to score this 
installation as follows: 

(1) Do you approve of it? 

(2) What, if anything, is wrong? 

(3) Have such installations been 
made in your immediate area? 

(4) Was trouble experienced? 

(5) If so, what was the nature of 
this trouble and how corrected? 





Double 
Bowl Sink 


Floor Line 


Disposer 


Floor Line 





Commentary by Ralph Lake 


ANOTHER TYPE of existing instal- 
lation frequently encountered is the 
one shown above in Fig. E. 

Let us now assume that the ver- 
tical sink stack is low enough so 
that it will be mechanically pos- 
sible to discharge the waste from 
the food waste disposer and the 
opposite sink compartment into a 
single P trap, using a so-called con- 
tinuous waste. 

This type of plumbing installa- 
tion hook-up would obviously 
effect a considerable lowering of 
the cost. (Compare the installation 
in Fig. A, facing page, with the 
one suggested above.) 

The reader is invited to score this 
installation idea as follows: 

(1) Do you approve of it? 

(2) What, if anything, is wrong 
with it? 

(3) Have such installations been 
made in your immediate area? 

(4) Was trouble experienced? 

(5) If so, what was the nature 
of the trouble and how corrected? 
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Double 
Bow! Sink 


Disposer 


Floor Line 





Commentary by Ralph Lake 


IN THE ABOVE INSTALLATION (G) 
it is assumed that the customer 
desires to tear out the old single 
or double bowl sink and to install 
the combination single bowl sink 
with disposer and dishwasher. 

The old opening in the sink 
stack, if low enough, is used to 
receive the discharge from the dis- 
poser, and the trap near the base- 
ment ceiling is used to receive the 
waste from the dishwasher (Fig.H). 

The reader is invited to score 
this installation idea as follows: 

(1) Do you approve of it? 

(2) What, if anything, is wrong 
with it? 

(3) Have such installations been 
made in your immediate area? 

(4) Was trouble experienced? 

(5) If so, what was the nature 
of the trouble and how was it cor- 
rected? 

All comments regarding the in- 
stallation ideas shown on these 
pages, should be sent to the Editor, 
1801 Prairie Ave., Chicago. 
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SOMETHING TO THINK ABOUT... 


The Price of 
Price Cutting 


RICE CUTTING, with its haz- 
ards to profitable operation, 
usually appears whenever buyers’ 
resistance depresses volume. 
Appliance dealers particularly, 
and some plumbing and heating 
contractors too, often assume that 
it is more profitable to merchandise 
in this way than to promote sales 
more aggressively and get the reg- 
ular mark-up. Much has been writ- 
ten previously warning business- 
men not to cut prices without con- 
sidering the ultimate results of 
such action, but to little avail. The 
main reason for this is that the 
hazards lurking in promiscuous 
price-cutting are not readily trans- 
mitted with words. In this article, 
therefore, we are calculating the 
danger figuratively, by means of 
the Price Cutting Exhibits on these 
pages, to show by dollar-and-cents 
results that price-cutting isn’t the 
way to build a sound business— 
except in certain cases outlined 
farther along in this article. 


Understanding the Problem 


To understand the problem one 
must have a clear conception of 
what price-slashing does to the 
main elements of barter; price-cut- 
ting should always be considered 
in relation to cost of sales, margin, 
overhead expense and net profit— 
not to the selling prices, as so many 
do. The exhibits shown on these 
pages are not intended to represent 
the operating ratio of any mem- 
ber of this industry or group of 
members; they are illustrative only, 
because ratios will vary with man- 
agerial efficiency, the size of the 
territory, the type of business oper- 
ation and the volume. The figures 
are also rounded off and simplified 
for purposes of clarity. 

A careful examination of these 
price-cutting exhibits will reveal 
that while reduced prices may in- 
crease the number of sales they 
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may also be decreasing the profit 
figure to the vanishing point and 
the contractor-dealer may even be- 
gin to see red. By comparing the 
figures under Exhibit D with those 
under Exhibit H (page 240), it will 
be seen that it is possible to earn 
more profit in dollars and in ratio 
to sales by cutting prices a limited 
degree—but . . . volume would 
have to be increased 45 to 50 per- 
cent to do it. There are probably 
very few contractors who can boost 
volume that much by using price 
as sales-bait. 

The figures shown in the exhibits 
are actually conservative insofar as 
the effects of price-cutting are con- 
cerned because overhead expense 
remains unchanged. In actual prac- 
tice, overhead will increase with 
volume, more or less, depending 
upon managerial ability so that the 
increased volume required to offset 
a price-cut would increase the 
overhead outlay and reduce that 
net profit proportionately. As a 
result, it would be necessary to in- 
crease sales after price-cutting 
more than the percentage shown in 
the tables. 

It makes no difference what ratio 
or dollar volume is used; the effect 
of price-cutting is the same. There- 
fore, the calculations shown in 


So What ? 


“All this discussion of the hazards 
of price-cutting is fine and dandy— 
but I’d still like to know what I’m 
going to do when the fellow down 
the street is practically giving stuff 
away,” states one of our readers. 
It’s a good point and certainly 
a thought provoking one. 

Next month, Domestic Engineer- 
ing will begin a series of articles 
showing the successful methods be- 
ing used by many contractor-dealers 
to meet this problem of cut-rate 
competition. 
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A study of these tables will 
the cut-rate dealer down the 
hazardous ways that will be 


these exhibits will enable contrac- 
tor-dealers to make an analysis of 
their own business operation. Be- 
fore cutting any prices it might be 
well to prepare exhibits, such as 
those shown in this article, to get 
some idea of what reduced prices 
will do to operating figures. 

Now, this doesn’t mean that cut- 
ting prices is out the window. 
There are, of course, numerous 
legitimate reasons for reduced 
prices. Special sales to stimulate 
business, reduced prices to move 
material in inventory which is not 
salable at the original price (dam- 
aged goods, etc.), manufacturers’ 
savings passed on in reduced prices, 
to mention a few and there are 
certainly many others. 


Sometimes, It Can't Be Helped 

Naturally, there is always the 
possibility that external conditions 
will force prices down and there 
isn’t anything the contractor can 
do about it. But even so, he should 
know what effects the cuts will 
have on his business. Then he is 
in a better position to supervise 
the reductions so that losses are 
minimized. 

A study of the tables shown here 
will be a big help to contractors 
who are obliged to lower prices if 
prices take a down swing at any 
time, and it will deter promiscuous 
price-cutting to meet competition 
from the cut-rate stores that gam- 
ble on estimates that are based on 
faulty costing practices, or the mad 
delusion that it pays to sell at 
any price as long as it builds up 
volume. 

Admittedly, this is not a complete 
solution to the problem but it does 
point out the hazards of price-cut- 
ting and suggests that more aggres- 
sive sales promotion to get the 
regular mark-up might, after all, 
be the wiser course. Exhibits G 
and H can be found on page 240. 
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show that it’s sheer folly to try to meet competition from 
street by cutting your own prices. There are other, less- 


described in this series on how to meet such competition 


Price Cutting Exhibit A Price Cutting Exhibit B 
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Price Cutting Exhibit E 











Se 


—s 
— — 





SLO C/o — 


More Food in 52, 


Is Goal of Water 


System Manufacturers and Dealers... 


Tue Nationat Assn. of Domestic 
and Farm Pump Manufacturers, 
meeting October 5 in Chicago, dis- 
cussed ways and means for step- 
ping up food production through 
wider installation of running water 
systems beyond city mains. Em- 
phasis was on upping the nation’s 
agricultural potential while at the 
same time saving production labor. 
The meeting, attended by 75 in- 
dustry leaders, promised that ev- 
ery effort would be made to con- 
serve vital defense materials in 
harmony with the defense program 
—including substitution of non- 
vital materials wherever possible. 


Detailed plans were made for 
designating next May as National 
Water Systems Month for the 
fourth consecutive year. Included 
in the extensive industry-wide 
program is circulation of an at- 
tractive four-color poster pointing- 
up National Water Systems Month. 
The poster stresses more food pro- 
duction, better living and better 
health for rural areas through run- 
ning water under pressure. 

Widening the area of its cooper- 
ation with electric power compa- 
nies, the association made formal 
plans to initiate a series of presen- 
tations to state, regional and na- 
tional utility meetings. The pres- 
entations will emphasize the role 
rural electric water systems can 
play in load-building. 


Highlighting the pump group’s 
work with the utilities over the 
past two decades—through the mu- 
tually sponsored Electric Water 
Systems Council—was the presen- 
tation of a scroll of recognition to 
Robert T. Jones, manager of farm 
sales for the Pennsylvania Power 
and Light Company. Jones ac- 
cepted the scroll not for himself 
but, as he commented, “for the 
entire industry.” 

Herbert C. Angster, executive 
secretary and director of the as- 
sociation, pointed out that the 
group is entering the 20th year of 
industry-wide work. He ascribed 
much of the industry’s growth and 


progress over that period to asso- 
ciation leadership. 

Donald L. Porth, vice president 
and director of sales for the Cul- 
ligan Zeolite Co., discussed sales 
promotion techniques at the morn- 
ing session of the meeting. He was 
followed by Kenneth W. Haagen- 
sen, director of public relations for 
the Allis-Chalmers Manufacturing 
Co., who outlined the need for 
an “Operation Understanding” to 
combat communism and preserve 
the American way of life. 

H. R. Lafferty, executive vice 
president of the Red Jacket Man- 


ufacturing Co., Davenport, Iowa, 
was re-elected president of the as- 
Also re-elected were 
last year’s vice president, D. L. 


McDonald, president of the A. Y. 


sociation. 


McDonald Mfg. Co., Dubuque, 
Iowa, and treasurer, John P. Cur- 
tin, vice president of the Geo. D. 
Roper Corporation, Rockford, Ill. 
The entire executive board was re- 
named, including John C. Myers, 
president of the F. E. Myers & Bro. 
Co., Ashland, Ohio; G. R. Deming, 
president of the Deming Company, 
Salem, Ohio; Robert Hula, vice 
president of Clayton Mark & Com- 
pany, Evanston, Ill., and Norman 
J. Gould, president of Goulds 
Pumps, Inc., Seneca Falls, N. Y. 
Herbert C. Angster of Chicago was 
again named executive secretary 
and director of the group. 





Short Burner Cycles 


Research Says... 


“RooM AIR TEMPERATURE varia- 
tions are affected by the length of 
the operating cycle of the burner 
and circulator. From the stand- 
point of uniform room air temper- 
ature, short and frequent cycles of 
operation are preferable to longer, 
less frequent cycles.” 

This is one of the conclusions set 
forth in a new bulletin entitled 
“Radiant Baseboard Heating and 
Effects of Reduced Thermostat Set- 
ting and Open Bedroom Windows 
at Night” published by the Engi- 
neering Experiment Station of the 
University of Illinois. 

The new bulletin is the seventh 
in a series detailing the results of 
a cooperative research program 
carried on by the university and 
The Institute of Boiler and Radi- 
ator Manufacturers. 

Other findings are summarized 
in the bulletin as follows: 

“The hot-water heating systems 
used in these tests responded 
quickly to sudden changes in load, 
thus maintaining constant room 
air temperature even while the 
outdoor temperature was changing 
rapidly. 

“After the warmup period, room- 
air temperature differentials dur- 
ing the day were not affected by 
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turning off bedroom radiators, 
opening bedroom windows, or re- 
ducing the thermostat setting at 
night. 

“Operating with reduced ther- 
mostat setting and open bedroom 
windows at night, the morning 
warmup time was much longer 
when the bedroom radiators were 
turned off at night than when the 
bedroom radiators were left on. 

“Reducing the thermostat set- 
ting at night, but leaving all win- 
dows closed, resulted in a daily 
fuel savings of 5 percent. 

“The daily fuel consumption ob- 
tained when bedroom windows 
were open and the thermostat set- 
ting was reduced at night was the 
same as that obtained when the 
windows were closed and the en- 
tire house was maintained at 72 F 
at all times. 

“When bedroom windows were 
open at night, it made no differ- 
ence in fuel consumption whether 
the bedroom radiators were turned 
off at night or not. 

“When operating with open bed- 
room windows at night, some sav- 
ings in fuel consumption could be 
obtained by adding weatherstrip 
to the bedroom doors, thus pre- 
venting leakage of cold air from 
the bedrooms into other rooms of 
the house.” 
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Piping 
Job 















Three plumbing contrac- 
tors team up to make 
the biggest installation 







the west coast has seen 





This maze of piping is typical of the 50 miles of process, utility 
and service piping installed by three plumbing contractors at the 
new Lever Bros. plant in Los Angeles. It pipes a glycerine unit. 






























| Deluge showers and eye-wash fountains were installed at key 
hazardous areas where caustic acids are used in soap making. 


25 million dollar soap, detergent and edible oil 

plant of Lever Brothers Corporation in Los 
Angeles. As such, it furnishes one more example of 
the importance of plumbing, heating and piping in the 
advancement of American industry. 

Without the production streamlining made possible 
by the complex piping contained in this new plant, 
the production of 9000 carloads of soaps, detergents 
and edible oils annually with only 350 employees 
would be impossible. 

With over 265,000 linear feet of process, utility, 
service, instrumentation and testing facilities piping 

| (better than 50 miles), this job definitely came under 
the classification of “complex”. Five major buildings 
and a power plant cover some ten acres of actual 
production area. 

Working from job-site prefabrication shops, the 

three plumbing and heating contractors (Mehring 

and Hanson, Lowman Brothers, S. Glen Hickman), got 

(Please turn to top of next page) 


‘ MAZE OF PIPING. That’s what they call the new 
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Above: Areal view of the new Lever Brothers soap factory in Los : 
Angeles, scene of the biggest piping installation on the West Coast. - 


Piping Job Deluxe 
(Continued from bottom of preceding page) 


started on the Lever job just under the priority wire. 
The job was begun in March, 1950, a month before 
the Korean outbreak, and all materials were either 
ordered or on the job before any serious shortages = 
occurred. 

The new plant is unique among U. S. soap-making 
installations because of: (1) Its extensive use of 
rubber lined, plastic and nickel process piping; (2) 
elevated pipe bridges connecting processing and = 
finishing buildings, a construction aimed at minimiz- = 
ing maintenance costs; (3) extensive use of welded 
connections; (4) flexible earthquake-proof connec- 
tions at outlets of all storage tanks; (5) installation : 
of emergency deluge showers and eye-wash fountains 
at key hazardous areas, i.e. in labs and alongside 
tank car docks which handle caustic acids for soap 
making; (6) wide use of non-corrosive types of 
pipe, drains and fixtures. 

Piping statistics: All plumbing and utility piping 
2 in. or larger is weld-connected; 14% in. or smaller 
is screwed connected. Process piping in the edible, 
oils and finishing buildings, which carries skim and 
pasteurized milk, salad dressing and margarine is 
stainless steel, with all connections welded, ground 
flush and buffed. Nickel piping (used in vat and soap 
kettle hook-ups) is weld-connected if 2 in. or larger. 

In areas where diluted sulphuric acids are carried, 
lead piping was installed. In other acid areas plastic 
piping has wide use. The plastic piping is screwed 
connected and supported by channel irons. 

The comparatively few aluminum lines are coupled 
and back-welded, using A.C. heliarc instead of the 
usual D.C. are. Typical utilization of aluminum lines 
is for carrying demineralized water. 

For water runs, it is cast iron piping, with B and S 
type put underground. Most instrumentation and 
steam tracing facilities are copper-tube rigged. 
Monel was installed in acid service where no reagents 
are present in the process oil. 

Most piping is designed for dual purpose. Once 

(Please turn to top of page 248) 
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4 Ways 


to Get 
the Big 
Jobs... 


It takes, among other things, top 
efficiency in shop layout, fabri- 
cation, materials handling. Here’s 
how one contractor gets efficiency 


ing and heating jobs? 

“Mainly, it takes know-how in all phases 
of our business operation, and top efficiency in fabri- 
cation, installation and materials handling tech- 
niques.” C. A. Pence, job superintendent for the 
Mehring and Hanson Company of Los Angeles, 
is doing the talking. M & H is the multi-million 
dollar a year contracting firm which handles a large 
portion of the big plumbing, heating and air condi- 
tioning jobs on the West Coast. 

Recent Mehring and Hanson jobs include the 40 
million dollar Parklabrea apartment housing project 
in Los Angeles (requiring 4500 bathrooms, 2700 
kitchens and a vast assortment of associated pipe, 
valves, fittings, faucets and fixtures for the 18 iden- 
tical 13-story buildings) and the new 25 million dol- 
lar Lever Brothers soap factory (described on the 
preceding pages). 

How do you get top efficiency when handling jobs 
of this magnitude? We'll let Mr. Pence tell the story: 

“One of the problems in handling the big jobs is 
the tight schedule set up by the building contractor 
for all mechanical operations. If one mechanical 
contractor were to fall down on the job, the produc- 
tion line efficiency of all mechanical contractors 
would suffer, costs would rise and there would not 
be so many big jobs. 

“As a first step, therefore, we set up shop right 
on the job site. The necessary stock is ordered, and 
materials handling equipment (similar to the 2-ton 
tramrail hoist shown at the bottom of the facing page) 
is installed. 

“Power machines are then brought in and placed 
in production line sequence, so that materials can 

(Please turn to top of page 247) 
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Method: As a first step in hefidling the big jobs, Mehring and Hanson sets up shop right 
the job site. The necessary stock is ordered, and power machines, materials hand 
y equipment and fabrication benches are then installed in production line sequenc« 
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Method: Completed plumbing assemblies Meth . Full use of power machines, 


are trucked to the site of instal- i 
the ; lation in large quantities. tion line efficiency possible 


obs Method: No time and labor is wasted in moving the big stuff from stockpile, to power machin 
i * to fabrication bench, to truck, as Mehring and Hanson uses this 2-ton hoist. 
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The 5 | i V is R bs & O R P O R A T | O N Designer: Peerless Litho- 
graphing Co., 4313 W. 
Diversey Ave., Chicago. 














MODERN PLUMBING FIXTURES tt KITCHEN CABINETS 
Letterhead design ex- | 
PLUMBING, HEATING ot 6478 WEST NORTH AVENUE pert for nearly 30 years. : 
TELEPHONE TUxedo 9—8700 CHICAGO 35, ILLINOIS 
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The “Before and After” Story of a Typical Contractor's Letterhead 


® THE COMPANY’S NAME is quickly identified at a glance. It is, of course, the most important single 
element that the writer wishes to impress upon the recipient of the letter. The original Sievert design 
accomplished this, but the lettering of the name in the new letterhead not only gives added emphasis, 
but it fits more effectively into the overall design. ] 





® THE COMPANY’S ADDRESS is also important, but is obviously subordinate to the name. The de- é 
signer felt that this element was largely lost in the original Sievert letterhead; thus he set it off to bet- 
ter advantage by moving it to the right. 


® THE TYPE OF OPERATION IS highlighted. In some letterhead designs, the company’s name will 
emphasize the products and services offered. Since “The Sievert Corporation” does not, the designer 
utilized a green color bar- with reverse lettering to do this selling job. The word “appliances” was added 
to give a more complete picture of the dealer’s operation. Conceivably, sales could be lost by the ab- 
sence of this word in the letterhead. 


 — a” lle 


e THE TELEPHONE NUMBER is a small but important element. Studies have shown that the human 
eye travels to the right hand corner of a letter more frequently and automatically than to any other por- 
tion, so this is where the number was placed by the designer. In the original design, the reader would 
have to look through four lines of type before spotting the number. 
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® THE USE OF COLOR is, of course, optional, its application depending upon a number of varying cir- 
cumstances. Modern design, however, tends toward the judicious use of color, especially for the sake of j 
emphasis. In nature, color is used extensively as an “attention-getter,” a case in point being the manner 
in which the more brilliantly colored flowers attract more pollenating insects. With human beings, color 
also serves to focus attention, especially when used with taste and restraint. 


© THE USE OF ILLUSTRATION in a letterhead is indicated, if it can be fitted into a simple, effective ; 
design. It must never be a distracting element or it will thereby defeat its purpose. In the opinion of 
the designer, the Sievert store is exceptionally modern and attractive, and it was therefore considered 
advantageous to help the recipient of the letter to form an association between the illustration on the 
letterhead and the store itself. Note that it is placed in such a position that it catches attention with- 
out detracting from any other important element. Its prestige value is considerable, too. t 
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VERY TIME a letter leaves your office, it speaks 
for your business . . . and it should speak well! 
Litho- When the letter reaches its destination, your letter- 


nod head gives the recipient a mental picture of your 
business. One of the best ways of making that mental 
pote picture a good picture is through a well-designed, 
well-printed letterhead. 
From your letterhead, your customers or prospec- 


| tive customers make many inferences: your taste in 
ore other matters, your standards of quality, the general 
ue character of your organization. They may not sit 
down and analyze it point-by-point, but sub-con- 


sciously an impression—good or bad—is made. £ 
All too frequently letterheads are a neglected part 


of advertising. Instead, they should receive careful 











attention. A good letterhead is an aid to selling just 
as a poor one is an obstacle to selling. 

With this thought in mind, Domestic ENGINEERING 
begins a new series on letterhead design, which will 
afford readers an opportunity to become better ac- 
quainted with the principles and need for a goo 
= letterhead as an integral part of the contractor-deal- 

er’s operation. Actual examples of good letterheads 
will be illustrated and described; in other cases, letter- 
heads will be redesigned by experts (see facing page) 
who will tell exactly why certain changes were made. 
i Now let’s examine briefly the essentials of good let- 
terhead design. The best letterheads are those de- 
signed from a functional point of view, and, broadly 
speaking, a letterhead has two functions: (1) to tell 











de- appearance is seldom effective. 
bet- Good letterhead design depends on finding the right 
: combination of three basic elements: adequate infor- 


] 
lie certain important facts about the writer, and (2) to 
asis, serve your firm in the capacity of an advertisement. ve | y oO y 
In both functions, brevity and simplicity are de- 
mation, simple organization and effective dramatiza- 
will | tion. The combination will vary, of course, with type 


sirable features. A letterhead with a “cluttered up” 
of business, etc. As this series progresses, the methods D Oo < 4S | 
ee 








mer 
“9 of working out successful combinations will become 
] apparent. 
The use of color and illustration is, of course, 
nan optional. Certainly the letterhead of a merchandising 
or - { plumbing, heating and appliance dealer is enhanced 
uld by its use. The redesigned Sievert letterhead on the 
| facing page illustrates the point. 
, What about cost? Well, a large firm of accounting 
ad | experts has estimated the average cost of a business 
trea letter leaving your office at eighty-seven cents (prob- mela @) it: of a 
lor ably closer to a dollar now), regardless of what kind . 
of letterhead is used. So writing the letter is not an New Se atst; 
inexpensive proposition—and if a poor letterhead is 
ive used it becomes even more expensive because it 
of j doesn’t draw proper returns. 
~ | The conclusion, therefore, must necessarily be that 
th. an attractive, well-designed letterhead is a “must” for 
today’s enterprising domestic engineering dealer. 





* * * * * * * * * * * 
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10 Ways to Solve 
Your Inventory 
Problems... 


Though stocks are up about 30 percent, 
inventory headaches are a thing of the 
past for this contractor. Here’s why 
















E’RE GLAD to have all this stuff, but it’s sure 
W going to be a headache when it comes time 

to take inventory next month.” That’s the 
comment of many plumbing and heating contractors who are carrying 
about 30 percent more inventory now than a year ago. The Sievert 
Plumbing and Heating Company, of Chicago, is no exception to this 
“30 percent above a year ago” rule. 

There’s a bright side, however, to the Sievert picture. The firm has 
developed an inventory procedure that figures to save as much as 25 
percent of the time normally devoted to this disagreeable task, despite 
heavier stocks (at right). It will also give them an opportunity to 
accomplish, efficiently, four of the principal purposes of inventory 
tabulation: (1) to get the stock in order; (2) to discover slow-selling 
lines; (3) to analyze the trends in 1951 sales, and (4) to compile the 
necessary information for government tax returns. 

The program worked out by the Sievert Company, presented here 
in the words of Jack Sievert (above), one of three energetic brothers 
who manage the firm, is as follows: 


1: Inventory should be valued 


ee a 


by the same method at the begin- 
ning and the end of a period. 
Be consistent from year to year. 
The Treasury will crack down on 
the taxpayer who switches from 
one method of valuing inventory to 
some other method unless author- 
ization for the change-over is first 
procured from the Commissioner 
of Internal Revenue. Evaluation 
methods are given farther along in 
the article. 


2: See that the method used 
clearly reflects income. If the in- 
ventory valuation is incorrect, the 
profit and loss statement will be 
inaccurate. If you over-value in- 
ventory, the net profit will be too 
high, if you under-value it, the 
net will be too low—on paper. If 
inventory is incorrectly valued, 
the net taxable income will be in- 
flated or deflated, bringing a penal- 
ty for under-payment or penalizing 
you with a high tax liability. If 


the method of valuation does not 
clearly reflect income, you may 
over-price or under-price jobs and 
merchandise. The inventory valua- 
tion, because if affects the net pro- 
fit shown on your books, influences 
the profit you include in your 
prices, distorts business analysis 
and could result in bad managerial 
practices. 


3: Take the quantitative count 
accurately. Do not attempt to 
“guestimate”. List the quantity of 
each item on an inventory sheet. 
Double-check the listings by hav- 
ing one person call the number of 
items on hand while another rec- 
ords and calls-back. If the quan- 
titative count is inaccurate, the 
valuation will be wrong even if the 
right valuation method is used. 
Errors in the quantitative count are 
responsible for more than half the 
errors in inventory valuation, ac- 
cording to government tax figures. 
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4: Any goods unsalable at normal 
prices or unusable because of dam- 
age, imperfections, shopwear, etc. 
should be valued at bona-fide sell- 
ing prices, less cost of disposition. 
These items should be put on a 
separate inventory sheet. (Early in 
1950, a field study of the inventory 
practices of contractor-dealers re- 
vealed that approximately 60 per- 
cent of those whose records were 
reviewed listed items at original 
cost that had deteriorated in value, 
inflating the inventory valuation, 
the net profit, the tax, and distort- 
ing managerial “savvy” in general.) 
The Treasury permits this reduced 
valuation wherever justified. 


5: Adjust the book figures to 
agree with the physical valuation. 
If the count shows a lower value 
than the book valuation, the dif- 
ference is a loss on inventory. This 
is called an “invisible loss” and if 
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; This article can help 
you answer these im-/ 
portant questions 
about inventory 


1—Am | guesstimating, es 
timating or counting? 


2—Am | “anticipating prof 
it” by using wrong price 
information? 


3—What inventory method 
should | use? 


4—Am | valuing my inven 
tory correctly? 








5—Am | listing damaged or 
obsolete material properly? 





6—How can my inventory 
method help me save taxes? 


7—How can my method 
help me to interpret sales 


steps are not taken to minimize it, 
this variance can be hard on the 
net return of the contractor when 
he tallies up at the year’s end. Too 
many contractors fail to include 
“loss on inventory” in their over- 
head expense, but they should. In 
this way, ‘they get back this loss 
in their selling prices. The mathe- 
matical calculation on this point is 
relatively simple. 

Average the loss on inventory 
for the prior three years, com- 
pute the loss in ratio to sales, and 
include this percentage in your op- 
erating expense. On occasion, a 
loss on inventory running more 
than 5 percent of sales, can put a 
contractor in the red at the end of 
the year. Such losses are usually 
due to bad stock-keeping methods. 
Some contractors use no requisi- 
tion forms to police the movement 
of materials to and from jobs, thus, 
materials or tools left on jobs are 


trends? 


unaccounted for. Losses due to 
theft, errors and damage should 
also be considered. 


6: Of the various methods used 
to value inventory, two are recom- 
mended for _ contractor-dealers: 
cost, or market, whichever is low- 
er. Using the cost method, the con- 
tractor takes his invoices as a basis 
for valuing inventory, adjusting the 
valuation by deducting trade dis- 
counts and adding to values the 
cost of incoming transportation and 
other expenses that are incidental 
to getting physical possession of the 
goods. 

The cost or market, whichever is 
lower, method is probably the best 
in this field. Market value means 
replacement value. Some account- 
ants debate the fairness of this 
method, contending that it is in- 
consistent, that it writes down an 
inventory when the market is be- 
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low cost and does not write it up 
when the market is above cost. 
But, conservative accounting de- 
mands that profits not be antici- 
pated, that a loss has actually oc- 
curred if the inventory can be re- 
placed at a lower ‘value and the 
current period should stand the 
loss. Recording the figures in a 
different way gets the same result 
in the long run, so use the simplest 
method suitable to your business 
and recognized as good accounting 
practice. The cost or market, 
whichever is lower, method of 
valuing the year-end inventory is 
easy to record, it is acceptable to 
the Internal Revenue Department 
and will give a minimum of trouble. 
During a period of rising prices, 
such as we know today, cost is the 
inventory valuation; in a period of 
decreasing prices, market or cur- 
rent bid price for the merchan- 
(Please turn to top of page 244) 
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Part of a Continuing Series on 
“What's Your Real Profit?" 





for Your 
Bookkeeping 
Headaches 


MANY PLUMBING and heating con- 
tractors have more to fear from 
their own set of accounting books 
than from the competitor down the 
street. This startling pronounce- 
ment comes from the U. S. Depart- 
ment of Commerce, which has been 
analyzing thousands of small busi- 
ness failures. 

The Commerce Dept. concludes 
that somewhere between 50-75 
percent of all small business bank- 
ruptcies hinge upon faulty book- 
keeping. Probably, the plumbing- 
contractor will ask, why? Well, the 
business surveyists see it this way: 
(1) Many a small businessman has 
neither the time nor talents to keep 
his own books, complicated and 
snarled as they are today by a com- 
plex of government regulations. 
(2) Too often the plumbing con- 
tractor, like other small to medi- 
um-sized businessmen, gets preci- 
ous little for his investment in ac- 
counting help. (3) If he hires a 
bookkeeper or an accountant, what 
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he gets is often less than the best. 
Real experts unfortunately are high 
in price and scarce. The average, 
run-of-the-mill bookkeeper knows 
only slightly more than his employ- 
er about tax shortcuts, business 
analysis and the Jike. 

Yet, properly kept and inter- 
preted, a plumbing merchandiser’s 
books can be as informative as the 
Encyclopedia Britannica. 

For books are the bloodstream of 
a business. 

There are several solutions to 
bookkeeping headaches: (1) A 
contractor can invest more money, 
hire the best available accountant 
and tax consultant; (2) He can 
invest in a complete revamping of 
his present bookkeeping set-up, 
have his accounting put on a more 
businesslike basis — emphasizing 
not only profit and loss, but a hard- 
headed analysis of how he compares 
with other dealers of similar an- 
nual gross, operating in his region. 
(3) He might join one of the sev- 
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Properly kept and interpreted, your 


books may be the difference between 
outstanding success or failure. This 
article, part of a continuing series, 
describes one of the low-cost meth- 
ods for keeping efficient records 


eral nation-wide mail-order ac- 
counting firms, who specialize in 
small business bookkeeping and 
analysis. 

Accounting by mail is less than 
a decade old, but already, like 
banking by mail, it has grown tre- 
mendously. It’s this new trend in 
accounting which we’d like to dis- 
cuss here, although we’re not rec- 
ommending any specific system. 
Forthcoming articles in Domestic 
ENGINEERING will go into detail on 
solutions one and two. 

Like all things mass-produced, 
mail-order accounting offers preci- 
sion service, but it also loses some 
of the personal contact generally 
considered important for the best 
in bookkeeping. Some of these 
mail-order firms have, in recent 
years, solved this problem of 
impersonalization by establishing 
franchised affiliates across the na- 
tion—firms which look and act just 
like your local accountant, yet who 
process your books through the 
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big central office installations, with = 


their precision electronic account- 
ing machines. 

Mail-Me-Monday, a _ subsidiary 
of the Accounting Corporation, of 
America, is a good example of this 
current trend. Today, nearly 400 
plumbing and heating contractors 
have washed their hands of book- 
keeping, and have turned the job 
over to Mail-Me-Monday or to one 
of its 250 franchised associates. 

There are basically three things 
which any plumbing and heating 
contractor demands from account- 
ing: (1) Complete relief from all 
bookkeeping chores; (2) Tax con- 
sultation, business analysis, payroll 
accounting; (3) End-of-the-year 
income tax accounting. Many of 


the better mail-order accounting = 


firms offer all three. 

There are several advantages, 
several disadvantages to account- 
ing by mail. Advantages are: (1) 
The dealer gets a lot for his ac- 
counting dollar; (2) He gets, in 
addition to regular bookkeeping, a 
comparison both nationally and re- 
gionally on how his business ex- 
penses and profits stack up with 
competitors; (3) He can expect 
expert counselling, advice on cor- 
rective methods; (4) His account 
is handled by mass-accounting de- 
vices like IBM calculators, identi- 


cal to machines used by the largest = 
corporations; (5) Bulky ledgers = 


are no more. Instead, his account 
is machine-tabulated on a special 
form; (6) He drops the original 
data concerning his business of the 
previous week into an envelope 


every Monday, and forgets about : 


it until the month-end statement. 
Disadvantages are: (1) There is 
still some justification to the claim 


of impersonal service. Unless the ; 


dealer happens to live in or near a 


city or town where the mail-order 


accounting firm has an affiliate, 
most of the accounting will be car- 
ried on by mail; (2) Sometimes 
original data is needed as refer- 
ence each day—but it won’t be 
there, because it’s been mailed in 
to either the franchise office or to 
the central accounting office. 

How much does mail-order ac- 


counting cost? The best, but not = 


very satisfactory answer is, “That 
all depends.” It depends on annual 
(Please turn to top of page 239) 


LOOK FOR THESE OUTSTANDING FEATURES 


Next Month 


in Domestic Engineering 


You learn a lot about panel heating 
when you’ve made nearly 5,000 instal- 
lations. This contractor is ready to tell 
s all he knows, for the benefit of Domestic 
Engineering readers, next month in... 


PRACTICAL EXPERIENCE IS MY 
‘eee TEACHER 


lt ct. % 








R. L. Scott, of San Francisco, grew to 
be a multi-million dollar a year contrac- 
tor from a modest “hole-in-the-wall” 
= beginning. How he did it is told in the 
= article... 


= HE GETS THE BIG JOBS... BY EM- ° 
= PHASIS ON THE LITTLE ONES! 


oral , The sale of a water heater is often 
mm the first step in the sale of a long line 
Me of appliances that require plenty of hot 
water for successful operation. Maybe 
you can boost your sales, by reading... 


WATER HEATER SALES TECHNIQUES 











TUTTE TV 


The problem created by the shortage 
= of skilled labor is no secret. However, 
= many contractors are minimizing the 





= problem as much as 50 percent. How 
- they do it is told in the article... 


_ LET MACHINES DO THE JOB! 








Are you making full use of the many 
sales, engineering and product advan- 
tages available to heating contractors? 
If not, you'll find some Worthwhile ideas 
in the article... 


HEATING CONTRACTORS NEVER HAD IT 
SO GOOD! 


Even in a period when many contrac- 
tors have “more work than I can han- 
dle”, the building of a sales organization 
- can be a good thing. See page 84, this 
: issue, and then be sure to read every 
= installment of... 


_ HOW A SALESMAN IS MADE! 


AUAUAULHTUAULLLLALLAL 








; Plus 25 Other Big Features in the Value-Packed 
3 December Issue of Domestic Engineering! 
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Oil Burner 
Servicing 


This article presents practical data on 
the combustion peculiarities of No. six 


fuel oil for all industrial applications 


As a part of an extended discussion of 
industrial oil burners utilizing heavy fuel oils, this 
article takes up the combustion prerequisites of 
No. 6 oil. Both theory and practice are treated, 
and the heating contractor and his servicemen 
should find sufficient data here to enable them to 
make more efficient, satisfactory installations for 
large industrial jobs. 

Of all the petroleum fractions Bunker-C, or 
No. 6 fuel oil, is the most economical to burn. Its 
cost per gallon is lower; and, containing from 
150,000 to 154,000 Btu per gallon, its heat value 
is higher than the upper fractions. 

The chief drawback to its use, however, is the 
fact that it is difficult to process for burning. At 
ordinary temperatures it is tarry, almost solid, 
which makes it practically impossible to pump, 
atomize and ignite. These problems are solved by 
pre-heating. It must be delivered “hot” to the 
storage tank, and kept therein at a pumpable 
temperature, generally from 100 to 110 deg. Before 


* HOT WATER 
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burning, it must be further heated so that it will 
atomize properly, and ignite instantly at each 
start. A temperature of about 160 deg is neces- 
sary for this process. 

Besides heating, its viscosity must be controlled 
within reasonable limits so that there will not be 
too much variation in its flow to the atomizer. If 

(Please turn to top of page 178) 


@ 22nd Article of a Series ® 


= 9 Fig. C (1): Below is one type of return line heater used with No. 6 oil. Section 


is surrounded by steel sleeve, providing effective heat to the tank 


and suction line. (Illustration courtesy of Petroleum Heat and Power Co., Stanford, 


(2): At left is shown an alternate design for return line heater. 
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KEWANEE COTTAGE 


BOILER 


Brings automatic hot 
water heat to small 
homes. A quality ver- 
tical tube type. Rated 
at 77,000 Btu or 510 
sq. ft. of water radi- 
ation it carries over- 
loads of 50% and 
more without loss of 





efficiency. 
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For oil, gas or coal 
. .. jacketed or un- 
jacketed. 79,000 to 
216,000 Btu hourly; 
or 530 to 1440 sq. 
ft. water radiation. 
Like all Kewanees, 
it handles large 
overloads with full 
efficiency. 


ROUND Type "R” 


TYPE "R” STEEL BOILERS 


@ A dependable source of heat and a never failing 
supply of hot water for kitchen, laundry and bath, are 
so indispensable to health and comfort that no one can 
afford anything but the best. That means a Kewanee. 


Kewanee Boilers are economical to buy, for their 








SQUARE-HEAT "R” 


longer life spreads the initial cost over many extra 
years. They are economical to operate because of many 
fuel saving features which cut fuel costs every year. 





For large homes and 
medium size build- 
ings using any fuel. 
178,000 to 720,000 
Btu hourly or 740 to 
3000 sq. ft. steam. 


1180 to 4800 sq. ft. 


water. 


Pe _ Pa * 
AMERICAN STANDARD - 





Whether one chooses the Cottage, Round or Square-Heat 
type “R” Kewanee leads the field. Regardless of size or type 
all are built of the same staunch steel plate and in the same 
faultless manner as their famous big brothers which have 
heated America’s finest big buildings for nearly a century. 


KEWANEE BOILER CORPORATION 
KEWANEE, ILLINOIS 


Eastern District Office: 40 West 40th Street, New York City 18 
Dvinon of Ansacas Rapiatoe & Standard Sanitary corrorsnow 


“Sowing homs aaah industry 
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AMERICAN BLOWER * CHURCH SEATS + DETROIT LUBRICATOR * KEWANEE BOILERS - ROSS HEATER - TONAWANDA IRON 
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A Guide To... 


PUBLIC RELATIONS 


It’s time the grass roots people hear the truth about our 


industry—from our industry, says Contractor Elliott 


THERE IS NOTHING NEW or mys- 
terious about public relations. It 
is a branch of selling that has been 
used for centuries. Hitler sold his 
fellow man on a brand of national 
wall paper by effectively using the 
public platform. So effective, that 
the world has been trying to free 
itself from the sticky mess ever 
since. His brand of public relations 
was not to our liking—but none can 
deny that he produced a great mass 
of followers by his constant repeti- 
tion and subtle suggestions. 

Years ago, the small-city busi- 
nessman used the barber shop, the 
country school and the church box 
social to talk up his wares and 
crafts. And he prospered in direct 
proportion to the number of people 
to whom he talked. 

This is the nub of the public re- 
lations problem—to meet as much 
of the population in conversation 
as possible. 

Primarily, domestic engineering 
dealers are grass roots people. They 
follow the well known road of ap- 
prentice, journeyman, foreman and 
then the sink or swim plunge into 
“business for myself.” 

Once in business, some follow the 
policy of $1.85 an hour and no 
overhead. Then, when they expend 
their meager amount of capital on 
below-cost plumbing service and 
there is no longer any payroll 
money, the supplier wants his in- 
debtedness cleared. When the 
banker says, “No,” they look into 
the mirror and say “Good morning, 
sucker,” and search for the old 
carpet bag. 

A few, however, are of the hard 
fiber that will not crack; they be- 
gin another attempt and become 
bookkeeper, credit manager and 
boss all in one. Then they discover 


that, instead of selling for $1.85 and 
kidding themselves about overhead, 
they have worked 16 hours a day 
—no premium payment for over- 
time—and have made a more sat- 
isfactory annual income. 

By the time the business has 
grown to a size that a superin- 
tendent is required, the journey- 
man who gave birth to the venture 
goes home to worry and nurse his 
thrombosis, ulcers and cirrhosis of 
the liver. This fellow, who has to 
make hard decisions and take care 
of many small details that friends 
force upon him, is not anxious to 


Above: Howard Elliott, Chicago, 
author of this first article of 
a new series on public relations. 


prepare speeches for the Kiwanis, 
Lions, P.T.A. and other groups. 

Yet, the cold facts of the matter 
are that this is exactly what men 
who have competence in our in- 
dustry must do. There is no better 
way to get our industry’s story 
across to the grass roots people 
than by having them hear compe- 
tent grass root speakers. 

Nature is hard and ruthless. She 
permits one fish to eat another if 
he can; she wouldn’t be a bit un- 
happy if bath tubs, lavatories, wa- 
ter closets, pipe fittings and all the 


(Please turn to top of page 170) 


The need for good public relations is exemplified by this cartoon, 
which appeared in the Milwaukee Journal last year during a campaign to weaken 
the Milwaukee Plumbing Code. Attacks based on fallacy, such as this one, can 
usually be nullified by a continuing program of public relations at the dealer level. 
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The Plumbing Code Will Get You if You Don’t Watch Out 
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GADSYDEN JuN10OR HIGH ScHooLr 
<dnthony, New Meatca 










ANOTHER CASE OF 


COPPER 
where It CO" 


@ Although the newest, most modern design and con- 
struction techniques are used to create buildings like the 
Gadsden Junior High School, it’s the materials that have 
been tested and proved over the years that are entrusted 
with the important jobs. 

That’s why 13,000 feet of Revere Copper Water Tube 
were used for the hot and cold water lines . . . in the heat- 
ing system ... and as vent stacks in the Gadsden Junior 
High. Centuries of use have proved copper endures. 
Revere Copper Water Tube is non-rusting and comes in 
straight lengths of 12’ and 20’ as well as 60’ coils to suit 
every type of installation. The longer length can be bent 
to save fittings. The solder or compression fittings used 
with Revere Copper Water Tube make it possible to use a 
thinner wall ube than when threaded fittings are used, 
resulting in a substantial saving in metal and easier work- 
ability in inaccessible places. 

Supplies of Revere Copper Water Tube may necessarily 
be limited, but, remember: you can still use it for under- 
ground service lines, domestic hot and cold water lines, in- 
dustrial processing and for gas equipment. See your Revere 
Distributor. He will advise you of the availability of mate- 
rials and, if you wish to discuss technical problems, will put 
you in touch with Revere’s Technical Advisory Service. 





EL 


“WE ARE PROUD OF the amount of building we procured for the 
price,” said Mr. Rex F. Bell, eee Gadsden Independent 
Schools, when he inspected the newly-completed Junior High at Anthony, 
New Mexico. Architect—Truman J. Mathews, Santa Fe, N. M.; Consult- 
ing Engineers—Davis & Foster, El Paso, Texas; General Contractor— 
Gilchrist Const. Co.; Plumbing Contractor—Ruiz Plumbing Co., Inc., both 
of Las Cruces, N. M.; Distributor—Momsen Dunnegan Ryan Co., El 


Paso, Texas. — 


(insert photo) IDEAL FOR TIGHT SPOTS LIKE THIS — Revere 
Copper Water Tube takes up less space than bulky, threaded pipe and the 
fittings used do not require a lot of room for swinging a wrench, Tube 
sizes used range from ‘2" to 3" in diameter. 
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REVERE! 9) (fos * 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenué, New York 17,N. Y. 
* 4 od 
Mills; Baltimore, Md.; Chicago and Clinton, I1l.; Detroit, Mich.; 
Los Angeles and Riverside, Calif.; New Bedford, Mass.; Rome, N.Y. 
Sales Offices in Principal Cities, Distributors Everywhere 


SEE "MEET THE PRESS” ON NBC TELEVISION EVERY SUNDAY 
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Plumbing 


Problem! 


Self-Siphonage 
of Fixture Traps 


IT HAS LONG been known that the trap-seal losses 
caused by self-siphonage are frequently more severe 
with long unvented lengths of fixture drains than with 
short ones, and plumbing codes commonly place a 
limit on the distance between the fixture trap and 
its protecting vent. However, there has been little 
uniformity in these code requirements, and the need 
for an experimental investigation of the self-siphon- 
age of plumbing fixtures that would afford a sound 
basis for establishing code requirements in this 
respect has been apparent. 

For this reason the Housing and Home Finance 
Agency, at the suggestion of the Uniform Plumbing 
Code Committee, sponsored a research program 
which consisted, among other things, of an inves- 
tigation of the process of self-siphonage. This article, 
the first of a series, will present background material 
and practical data selected from the findings of this 
research program, which will enable the domestic 
engineering dealer to solve more easily his own self- 
siphonage problems in the field. 

Under certain circumstances the discharge of a 
fixture may, after it has ceased, leave the water 
level in the trap lower than its normal level, which 
is at the level of the trap weir (see Fig. 1). The 
process whereby a reduction in the level of the trap. 


Fig. 2: (Below, left) This is a schematic diagram of one of the 
self-siphonage test systems used in this research project. The 
project was sponsored by the Housing and Home Finance Agency. 


seal is caused by the discharge of the fixture to 
which the trap is connected is commonly known as 
self-siphonage. 

The phenomenon of self-siphonage should be 
clearly distinguished from siphonage. The latter also 
may reduce the depth of seal in a fixture trap, but 
in this case the phenomenon is due to the discharge 
of other fixtures on the system, this discharge re- 
sulting in transient local pressure reductions that 
siphon water out of the trap attached to the fixture 
in question. 

When a flat-bottomed or round-bottomed fixture, 
such as a sink, bathtub, or lavatory, discharges its 
contents, the rate of discharge is relatively high at 
first, decreasing slowly as the depth of water in the 
fixture decreases, until suddenly a sharp fall almost 
down to zero flow occurs. 

The beginning of this sharp fall is marked by the 
formation of a vortex, which persists until the fixture 
is empty, except for the minute flow from the film of 
water remaining on the surface of the fixture at the 
end of the discharge. The flow that occurs after the 
vortex forms is called the trail discharge. The final 
minute flow from the film on the surface of the fix- 
ture is called film flow or film discharge. 

When a fixture discharges through a P trap (Fig. 
1), as the flow nears its end, the inertia of the water 
moving in the trap tends to carry the water out of 
the trap into the drain. This effect will be the more 
pronounced the more abruptly the flow ceases and 
the greater the rate of flow just prior to its cessation. 
The result is to decrease the remaining trap seal 
at the end of the flow. 

A second way in which the trap seal may be 
reduced at the end of the discharge from the fixture 
is through a reduction in pressure in the drain due 
to the moving water in the drain filling the cross 
section of the drain at one or more points and thus 
producing a pressure reduction upstream toward 
the trap when the flow from the fixture ceases. This 
has the effect of pulling the water out of the trap 
and leaving the trap with a reduced seal. 

There is still a third way in which trap-seal re- 

(Please turn to top of page 247) 


Fig. 1: (Below, right) Shown is a definition sketch of a typical 
trap. z—remaining trap seal; h—trap seal loss, and t—depth 
of trap seal. Types of self-siphonage are explained above. 
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Ir took 57,000 tons of steel to build 
the Empire State Building in New York. 
That’s about one-tenth of one percent of 
the tonnage of scrap required to produce 
the new steel demanded for America’s 
defense and civilian needs this year. 

Half of this scrap is produced by the 
steel mills themselves. The other half 
- approximately 26 million tons - must be 
supplied by the public. That tremendous 
tonnage is the equivalent of 461 Empire 
State Buildings - over 1400 carloads of 
scrap every day of the year. 

Right now there is a scrap shortage. It 
threatens to interfere with steel produc- 


steel industry is using all its resources to produce more steel, but it needs your help and 
Zolbs ates de ¥ of deb doltie) oth Ze0lbt db d-fo1tbt-} ai-to}tt dol -1-far-4 and ot -7-0 abt -3-¢ possible moment 


isitnow. Turniny 
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G MILLION TONS 


of steel scrap ‘aint hay 





tion. So we appeal to you, as a user of 
steel and steel products, to do all you 
can personally to help collect scrap. 

Somewhere in your place of business - 
and even at home - there are things that 
can be scrapped - worn-out or obsolete 
machines, pipe, boilers, tools, structural 
parts, etc., that you'll never use again in 
their present form. Turn them in through 
regular channels. Call the nearest dealer 
and start your scrap on its way to the 
steel mills-to help America reach its pro- 
duction goal of 105 million tons of new 
steel in 1951. It is this team-work that 
will help us win the victory again. 


The Youngstown Sheet and Tube Company 


General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 
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DOW MAGNESIUM ROD 


Longer Tank Life Makes Sales Job Easier! 


Longer tank life is an important sales point when you are dealing 
with a potential water heater purchaser. You can make the most 
of it when your heaters are equipped with Dow Magnesium Rods. 
They add years to heater life by protecting against premature 
leaks and rusty water caused by tank corrosion. Corrosive forces 
attack the rod instead of the tank; the rod corrodes but the tank 


stays sound. 





























Dow Magnesium Rods Give Maximum Protection! 


All magnesium rods are not of equal value. The amount and duration 
of the protection obtained depends upon the composition and purity 
of the magnesium alloy used. Years of research and field testing 
went into the perfection of the alloy used in Dow Magnesium 


Rods, and there is no better rod on the market. 


Dow Magnesium Rods Help You Sell Quality Heaters 


Leading manufacturers are equipping their quality heaters with Dow 
Magnesium Rods. Use this sales point to help sell quality heaters— 
boost your dollar volume, increase your profit. Remember, too, that 
there is profitable repeat business in every sale. When the rod is 
expended, it should be replaced. Write your jobber for full information 
about Dow Magnesium Rods. If he can’t supply you, write to Dow. 


THE DOW CHEMICAL COMPANY 
Magnesium Department ¢ Midland, Michigan 
New York © Boston « Philadelphia « Washington e Atlanta « Cleveland e¢ Detroii 


Chicago « St. lovis © Hous ¢ San Franci e Los Angeles « Seattle 
Dow Chemical of Canada, Limited, Toronto, Canada 








Dow 


CHEMICALS 


INDISPENSABLE TO INDUSTRY — 
AND AGRICULTURE 
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Essentially, the choice is between a constantly 

expanding operation and a constantly contracting 

one. It can be stated in a capsule: If you now 

sell sinks, you will eventually be in the appliance 

business. Or, if you refuse to be in the appliance 

business, you eventually won't sell many sinks. 
This special section shows why. 
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How to Use this 
Special Section 


@ To speed your transition to appliance 
merchandising... 


© To round out and strengthen your appliance 
lines... 


® To help you sell more appliances... 


@ To help you sell more plumbing and heating 
as a result of adding appliances... 


Tuts 1s Domestic ENGINEERING’S 
first Special Section on appliance 
merchandising. It is offered, as an 
extra service, in response to the 
evident interest and need of Do- 
MESTIC ENGINEERING readers. A sub- 
stantial proportion of these readers 
are already national leaders in ap- 
pliance merchandising. Practically 
all sell some appliances. 

This section will help the top- 
notch merchandisers to do an even 
better job. It will help other readers 
to decide whether they, too, should 
be full-line appliance dealers. Or it 
may help them to decide how 
rapidly to move in that direction. 


A Time for Decision 


Essentially, the choice is between 
a constantly expanding operation 
and a constantly contracting one. 
Let no one delude himself into 
thinking that he will appease com- 
petition from other fields by limit- 
ing his own sales. It doesn’t work 
that way. On the contrary, every 
sale refused or defaulted invites 
competition which seeks to capture 
the remainder of the business. 

As a whole, the retailing-con- 
tracting branch of this industry has 
already set its course. The fact is 
that there is a new common de- 
nominator in the domestic engi- 
neering field. It is shown unmistak- 
ably by the 181 winning contractor- 
dealers in last year’s All-Industry 
Merchandising Contest. Of these 


winners, 92 percent sell plumbing, 
90 percent sell heating, and 85 per- 
cent sell major appliances. 

Why did this remarkable trans- 
formation occur? Was it because all 
of these dealers suddenly decided 
that they wanted to start a new 
business different from the success- 
ful one they already had? .. . Cer- 
tainly not. It was a natural evolu- 
tion, brought about partly by the 
development of new products and 
partly by the age old principle of 
survival of the fittest. 

As will be shown below, the deal- 
er’s principal question for decision 
is not whether he will add appli- 
ances, but whether he can possibly 
avoid it and still keep the business 
he already has. To bring out this 
fact, let’s see how appliances and 
other allied products become part 
and parcel of the kitchen remodel- 
ing business. And then let the read- 
er himself decide which products 
he must logically supply if he wants 
any part of the kitchen business. 


How the Trend Evolved 


In the beginning, there was the 
sink. The contractor-dealer sold it 
and installed it as an item of 
plumbing. But Mrs. Jones had 
heard of new cabinets which, fitting 
under the sink, would give her 
more storage space and make the 
whole kitchen look better. And so, 
the first decision . . . Would the 


contractor, who sold the sink, re- 


112 


fuse to sell the cabinet because it 
wasn’t connected to pipes? 

From sink cabinet to wall and 
base cabinets was but a step in 
space, time and merchandising. Mrs. 
Jones wanted them. Would the con- 
tractor-dealer furnish them, or 
would he invite a carpenter or a 
department store to come in and 
make a bigger profit than he had 
on a sale which he, himself, had 
developed? 


How the Trend Developed 


Two new plumbing products, 
dishwashers and waste food dis- 
posers, introduced electrical con- 
nections in close proximity to the 
sink. This was, of course, no prob- 
lem for domestic engineering deal- 
ers, who had long been accustomed 
to selling and installing equipment 
with electrical connections (auto- 
matic heating, control systems, air 
conditioning, etc.). But the elec- 
trical connections did provide an 
excuse for electrical dealers to in- 
vade, even though they could not 
then (and cannot now) solve the 
problem of plumbing installation 
with any degree of satisfaction. The 
reason why they cannot solve the 
installation problem is not pertinent 
at this point but is quite well known 
in our industry. 

One moment for summary to this 
point. We have seen the domestic 
engineering dealer start with the 
sink, in the kitchen of Mrs. Jones. 
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and add the following merchandise 2 


—undersink cabinet, wall and base Are there disadva ntages in 


cabinets, dishwasher, disposer. All E 
of these items have to be arranged 
in orderly sequence in the space 
available. In laying out such a se- 
quence, the dealer must leave room 
for the range and refrigerator. 


Will He Invite Competition? 


So here is the next decision . . . 
Will the domestic engineering deal- 
er (who planned the kitchen) now 
invite in competition to supply the 
range and refrigerator? If he does, 
this other dealer will surely attempt 
to overcome the advantage against 
him and will shoot for the sale of 
cabinets, dishwasher and disposer. 
And, since dishwasher and disposer 
may be integral with the sink, this 
other dealer may succeed in taking 
away the entire sale. 

And then there is the clothes 
washer. Often they have piped con- 
nections or, in any event, they are 
located in the rooms where the 
domestic engineering dealer sup- 
plies the bulk of the equipment 
Will the domestic engineering deal- 
er sell the sink, cabinets, dish- 
washer and disposer, range and 
refrigerator, and the heating system = 
as well... and then pass up the 2 
sale of the clothes washer? And if 2 
he sells the washing machine, won’t = 
he also sell the dryer and ironer? = 

And even beyond this, home = 
freezers are often part of the pack- e 
age. Add all of the items together 
and it is seen that the dealer’s profit = 
in the home of Mrs. Jones has been 2 
multiplied many times over since = 
his original entree with the kitchen 
sink. 


There's No Middle Ground 
Now, it is obvious that the above 
is an oversimplification of a single 2 
case—or of any combination of = 
hundreds of thousands of cases. Ac- 
tually it is seldom a question of 
whether the dealer will refuse to 2 
supply a given product but rather a 2 
question of whether he will use = = 
enough merchandising skill to land = 
the sale of each product, in turn, as 2 
they are purchased throughout ae 
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still incontrovertible. If the indivi- 
dual dealer in the residential field 
(Please turn to top of page 116) 
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appliance merchandising? 


In visualizing his own evolution 
into full-line appliance merchandis- 
ing, the domestic engineering deal- 
er is likely to think very seriously 
of several apparent disadvantages 
in this field as, indeed, he should. 
These apparent disadvantages are 
listed below in first person form 
with accompaning comments. 

1. “It requires a big investment. I 
don’t want to tie up the money.” 

Comment: Eventually, it would. 
But the domestic engineering dealer 
can penetrate the field gradually, 
starting with remodeling and build- 
ing contracts and moving into store 
merchandising. Complete kitchens 
and all major appliances are be- 
coming more and more available 
through accustomed distribution 
channels and without franchise tie- 
ups. (Whether or not franchises are 
desirable is another matter, to be 
discussed in later isues.) Further- 
more, the new showroom, which is 
practically a necessity for plumb- 
ing and heating merchandising, 
serves equally well for appliance 
merchandising. Thus, the added in- 
vestments need not be great. 

2. “I have more business than 1 


can handle now. How can I take on 
more?” 

Comment: The biggest labor 
shortage is in journeyman plumbers 
and steamfitters. Taking the appli- 
ance and cabinet market as a whole, 
it doesn’t require a large proportion 
of mechanic labor. Furthermore, 
most dealers have already discov- 
ered that they can make more 
money by using their available 
labor to install merchandisd equip- 
ment, rather than products included 
in competitive contracts. 

3. “The appliance business re- 
quires specialty selling. I’m not set 
up for it.” 

Comment: Who says you're not? 
Plumbing dealers have sold millions 
of toilet seats at ten or fifteen dol- 
lars each against department stores 
selling them at three or four dollars. 
Plumbing dealers took out millions 
of sink faucets all over the country 
(without trade-in) and replaced 
them with swing spouts costing 
more than the total value of the two 
faucets removed ... Anyway, what 
is specialty selling? Is it a stranger 
pushing his foot in the door, and 

(Please turn to top of page 118) 
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As well-matched as they are well-known 


Home remodeling is again on the upswing. 

The Westinghouse Electric Water Heater, 
Dishwasher and Waste-Away® Food Waste Dis- 
poser have everything to score sales for you in 
this game. 

No matter what the kitchen modernizing 
signals call for, there’s a model or size to meet 
the situation. Take the Dishwasher. It comes in 
Under-Counter, Electric Sink or freestanding 
Cabinet Models. The many advantages of the 
exclusive, time-tested Roll-Out WasHWELL* 
make sales easy to win. 

The Waste-Away is the Dishwasher’s perfect 
teammate. The sale of one leads to the sale of 
the other. Its rugged construction and foolproof 





Look to WESTINGHOUSE for TV’S Top Entertainment . . . Exclusive Telecasts of 
Outstanding COLLEGE FOOTBALL GAMES ... plus WESTINGHOUSE ‘STUDIO ONE” every week 


operation win life-long boosters. 

And the electric appliance that keeps all kitch- 
en or laundry teams running smoothly is the 
Westinghouse Water Heater. The liberal 10-Year 
Protection Policy is proof of its dependability. 
There are Round and Table-Top Models for all 
applications. And, now, with the exclusive new 
“Corox” Multi-Watt Element, stockkeeping or 
delivery is no problem in special wattage areas. 

Put these Westinghouse Appliances on your 
team. Get out in front of competition. They are 
available to you through leading plumbing dis- 
tributors from coast to coast. *Trade Mark 


WESTINGHOUSE ELECTRIC CORPORATION - Electric Appliance Div., Mansfield, 0. 






























































ROO Ces 7, 


What are advantages in 


appliance merchandising? | 


HAVING LOOKED at the apparent disadvantages, it would be reasonable 


to glance at the advantages of the 


appliance business. Many of these 


are evident; all have been demonstrated by the contest winners and 
by hundreds of other domestic engineering dealers whose appliance 
volumes are equal to those of the winners. Briefly these are: 


@ Appliances bring a good profit in themselves. It’s a huge market 


which is constantly growing 
tion increase, new products 
convenience. 


because of higher incomes, popula- 
and the demand for greater home 


® Appliance sales help pay the overhead for the entire operation. 


@ Appliances increase showroom traffic; promote dealer prominence 


in the community, help build merchandised business in other = 


lines. 


@ Appliances keep out competition, in specific remodeling jobs, = 
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which otherwise would threaten to take over plumbing and heat- = 
= comes dominant in the sale of home 


ing as well. 





Rate yourself against these attributes which 
have made plumbing and heating leaders into 


top appliance 
Shown above are some of the ad- 
vantages of the appliance business. 
What, then, are the advantages 
which the domestic engineering 
dealer has in getting into the ap- 
pliance business? They may be 
summarized as follows: 


Stability: 


1. The domestic engineering 
dealer has stability far beyond most 
other appliance outlets. In tempor- 
ary bad times he can watch the 
other dealers go out of business and, 
later, take over their markets. 


Entree to the Home: 


2. The domestic engineering 
dealer has unquestioned entree to 
the home and is usually already on 
the scene with equipment installed 
in the same rooms where appliances 
are to be placed; kitchen, utility 
room, basement. 


Distinctive Service: 


3. The domestic engineering 
dealer offers a unique package of 
distinctive service to both customer 
and manufacturer. He sells, installs, 
services and guarantees. Installa- 
tion, service and guarantee are vital 


merchandisers 
advantages in selling appliances. 


Allied Lines: 


4. The domestic engineering E 
dealer sells allied lines which help = 
sell appliances. The water system = 


helps sell clothes washers; his water 
softeners help sell dishwashers; his 
sinks sell disposers. 


Reputation for Quality: 


5. The domestic engineering 


dealer has a reputation for quality. Z 
In plumbing and heating he sells = 


product features and quality; he is 
accustomed to selling over a price 
disadvantage. 


Year-Round Business: 


6. The domestic engineering 
dealer has a year-round business 
providing regular revenue for him. 
This means strength and the ability 
to promote each product aggres- 
sively at appropriate seasons. 


Community Standing: 


7. The domestic engineering 
dealer has established standing in 
his community. Home owners know 
him and will come into his place 
with less advertising stimulation. 
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How to Use This Section. . . 


(Continued from bottom of page 113) 
will not expand his business, by 
selling allied products, he will lose 
it to allied products interests. 


It can be stated in a capsule: If 
you now sell sinks, you eventually 
will be in the appliance business. 
Or, if you refuse to be in the ap- 
pliance business, you eventually 
won't sell many sinks. 


Studying the 181 prize winning 
dealers and their facilities (as 
shown in the new Domestic Enc1- 
NEERING IDEA Book), the reader 
will grasp this unmistakable point: 
The amalgam of plumbing, heating, 
air conditioning and appliances in a 


single organization, under capable 


management, results in a type of 
super-operation which, paralleling 
similar trends in other lines, be- 


equipment in the community where 
it is located. That’s a mouthful, 


= meaning simply that a relatively 


few domestic engineering dealers 
are capturing a larger and larger 


= share of the total market. They had 


the choice which was mentioned at 


= the start of this report. They could 


either expand, stand still, or re- 
treat. They chose to expand. 


Usually, they didn’t do it all at 
once. Working from the solid base 
of advantages already enjoyed by 
domestic engineering dealers, they 
developed their management, mer- 
chandising, advertising and selling 
techniques gradually as they pene- 
trated more and more deeply into 
the domestic appliance market. 


The road is still open. 








Do You Have These Attributes? 
This is what manufacturers are looking for 
in their appliance dealers, according to a 
survey conducted by Domestic Engineering. 











DEALER RATING CARD ) 
(1952 Model) 
1 Sales organization 30% 
2 Financial stability 21% 





3 Reputation in community | 13% 
































4 Service Organization 13% 

5 Advertising support 11% 

6 Excellence of store 71% 

7 Entree to home 5% 
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A CASE STUDY: 





Q LUMBinc 5 


nT — — 7 a How Plumbing 
’ s and Heating 
t Help Sell 
Appliances! 













and Heating Company of —— 
al of the contractor-dealer ELECTRIC 2 ~ ELECTRIC. 

of plumbing and heat- RANGES REFRIGERATORS 

pliances too. Here } 

ARE EXCLUSIVELY USED = -————.-—— 

IN ALL OF THE eB 1 

704 =| ||| 

APARTMENTS | es 

OF 


we 


Seattle, Washington is 
who finds that his regula 
ing actually helps him to 
are some of the reasons why: 

(1) With unquestioned entree 
already gained the full confidence 
owners; (2) Because he sells allied 
equipped to do a complete job; (3) Offering 
package of distinctive services, he has a well-é 
lished reputation for reliability; (4) With a we 
established reputation in the community, he can 
attract more customers with less advertising than 
competing firms; (5) Experienced in the promotion 
of certain hard-to-dramatize items, he finds the ers on plumbing and heating, helps him to get the 
“glamour” products a cinch; (6) His “in” with build- appliance contract too (above). 






















ome, he has 


Siva 


SHOREWOOD ed 


Sold and Installed by 


BOYKER APPLIANCE COMPANY 


2627 RASTLAKE AVE., SEATTLE CApitol 240458 














A CASE STUDY: 





How Appliances 
Help Sell Plumbing 
and Heating! 


1940 - 1950 


GROSS RECEIPTS 
FOR 1950 — GAS CONVERSION >| 








} 
Percentage Business Increase | 
| 











DURING THE FIRST FOUR YEARS following the addition of ap- @ 800- PROGRAM ADDED 
pliances to its regular line, Zien Plumbing and Heating 2 
Company of Milwaukee increased its plumbing and heating = 700- por le >} } 
volume 101 percent. How was this accomplished? Ed Zien $ & DISPOSERS IN FULL 
says: “, 600- SWING 

“The addition of appliances: (1) Increased showroom NEW SHOWROOM - 
traffic, whereby many people were exposed to our plumbing ° SALE OF 
and heating lines for the first time; (2) Helped to keep out re ao. APPLIANCES ADDED | 
competition in remodeling jobs; (3) Sharpened our mer- é 
chandising wits, because of the stiffer competition in the = 30- 
appliance field. We tried things we had never tried before; 3 eo 
(4) Helped to make us a source of “one-stop-buying” which = 20- contracts 
took the wind out of the department stores’ sales in this saan a 
growing field.” The chart at right illustrates. the business ~ 1946 1947 1948 1949 1950 
increase. LASSE YEAR 1940= 100% 
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Disadvantages? 
(Continued from page 113) 


selling the home owner against his 
will? Or is it a friend suggesting : 


the need for something and being mestic engineering dealer is likely 


pr a ; - to ask when he contemplates full- 
4. “With appliance stores on the { tine appliance merchandising. 
rocks and advertising cut prices all © 
over town, this is a very poor time - upon the potentiality of his trading 
to get into the appliance business.” : 

Comment: Maybe it’s a good time. : 
Appliance store failures leave or- - 
phaned appliances, which need to ~ 
be serviced; and it’s well known : 


that many new sales result from - 


thanked for his suggestion? 


service calls. Second, many manu- 


facturers are a bit weary of dealers - 
who enter the business in a sellers’ © 
market and fold with the first ill- = 
wind. They are looking for new - 
channels. In the current Domestic : 
ENGINEERING survey, manufacturers : 
rate stability as the most important = 
attribute of the dealers they want - 


to add. 


5. “Yes, but prices are down. : 


How can I make a profit?” 


Comment: Several answers. First, : 
prices are cut from margins much : 
bigger than the domestic engineer- = 
ing dealer enjoys on other products. : 
Second, as material shortages cut - 
production in the future, prices will 
inevitably stiffen. Finally, there’s : 
the old adage which holds that you : 
should never enter a business when - 
it is lush; always when it is at a - 
low point. Adverse conditions sepa- - 
rate the men from the boys; the © 
leaders for the next boom are made - 


in the last recession. 


6. “It has taken me years to learn ; 


my present business. Why should I 
now learn another business?” 


Comment: Most of the apparent - 
disadvantages of the appliance : 


business spring from the fact that it 
is so easy to get into. Not very much 
in the way of specialized knowledge 
is required compared to the com- 
plex training needed for heating, 
plumbing and air conditioning. 
Nevertheless, the domestic engi- 
neering dealer will not enter the 


appliance business on a superficial - 
basis. But, according to the normal - 
process, he will accumulate service : 
facilities, selling organization and ° 
all of the attributes as he goes | 
along. That’s the way the leaders : 


have done it. 
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How many can I sell? 
That’s the first question the do- 


The answer, of course, depends 





How Many Appliances Can I Sell? 


area and the effort that he himself 
will put into the program. But it is 
helpful to examine the sales vol- 
umes of other domestic engineering 
dealers who carry full appliance 
lines. 

To provide such figures, DomEs- 



















50 
70 a 
aS 
ae & 
29 295 220 
. | 
,, SALES DISTRIBUTION : 
LIANCES sé 
5 MAJOR APP CLOTHES WASHERS 5] S| _|RaNces 
180 is 3 
° n“ 
As Revealed by Annual Sales Figures “= 
70 of 100 Domestic Engineering Dealers 
_— (Each dot represents one dealer's 
$ sales last year) 
a 
2 150 
— 
(=) 
— 
9140 
a 
© 130 
© 
= 
< 
Y 120 
ae 
2 
ue REFRIGERATORS 
10 
= a 
U 
< 
ws 199 
~ ¢ 
o 
z 9 5 
x o 
& am FREEZERS 
; g 
ae 80 3} 
2 c 
. 5 
= 70 2 
> ® 
z = 
[-*) 
2 60 
=] 
z 
50 
DISHWASHERS 
40 
30 
REFRIGERATORS 
20 
FREEZERS 
10 
ERS 
0 » » © 0 6 0 8 9 — 100 
[NUMBER OF FULL LINE DEALERS SURVEYED 






























TIc ENGINEERING asked the contest 
winners (and a number of other 
dealers who were unselected) to 
tell how many, of each of five major 
appliances, they sold last year. The 
first 100 questionnaires received 
from full-line dealers are shown in 
the large chart. 

In the main, the chart reports 
merchandised sales only, and does 
not include installations in big pro- 
jects. For example, one dealer sup- 
plied 709 ranges and 709 refrigera- 
tors in an apartment project; such 
sales are not shown in the chart. 

Also, the chart does not reflect 
the sales of some of the most out- 
standing dealers . . . who felt that 
they did not wish to reveal their 
volumes. It does reflect the sales of 
a few dealers who, successful in 
plumbing and heating, have just re- 
cently added ranges and refrigera- 
tors. Some do not yet sell home 
freezers. 

Because of the two considerations 
mentioned above, no atempt has 
been made to obtain the averages 
of sales made. Averages would be 
useless to the domestic engineering 
dealer attempting to set up quotas 
for his own organization. But, by 
referring to the sales of individual 
dealers as revealed in the chart 
(and noting the broad variations in 
sales experience), the reader can 
get a preliminary idea of his own 
potential. Forthcoming studies will 
provide additional and more specific 
assistance. 

One very significant conclusion 
may be drawn from the experience 
of the full-line dealers. It is that, 
at least today, there is a bigger 
available volume in the so-called 
“saturated” appliances than in the 
newer products. As a group, these 
dealers sell many more refrigera- 
tors than they do dishwashers— 
even though they are national lead- 
ers in this latter category. That’s 
something to think about for those 
dealers who now handle dishwash- 
ers and disposers, but do not yet 
sell ranges and refrigerators. 

The chart brings out this point 
graphically and proves that mer- 
chandising in this field is far be- 
yond the pipe wrench and plumb- 
ing code stage. In other words, the 
common denominator is merchan- 
dising ability—regardless of the 
product sold. 





What Lines Are Available? 


Manufacturer: Caloric Stove Corp., 
Topton, Pa. 

Products: Gas Ranges. 

Distributed: Nationally direct-to- 
dealer. 

Dealer Requirements: Seek finan- 
cial stability, sales organization, and 
service organization. 

To Get Line: Contact manufacturer. 

Product Features: Flavor-Saver 
dual burners have dual throats and 
dual valves for precision cooking . Top 
burners light automatically. Seamless 














porcelain enamel oven and broiler have 
exclusive door seals and non-jarring 
balanced action door with patented 
spring. “Stops” prevent drawers and 
racks from falling out. Flue vents di- 
rect vapors away from wall. 





Manufacturer: Mullins Mfg. Co., 
Warren, Ohio. 

Products: Youngstown Kitchens, 
Cabinet Sinks, Base and Wall Cabinets, 
Automatic Dishwashers and Food 
Waste Disposers. 

Distributed: Nationally through in- 
dependent distributors. 

Major Dealer Requirements: Sales 
organization, financial stability and 
advertising support. 

To Get Line: Contact nearest dis- 
tributor. 

Product Features: The Youngstown 
Kitchens electric sink features auto- 
matic jet-tower dishwashing in a spa- 
cious round tub. A complete cycle of 
one wash and two rinses takes only 
934 minutes. Water is heated and de- 





livered from booster tank. Jet-tower 
action extends through center of tub 
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and whirls jets of water over dishes. 
Baskets holds service for six. 





Manufacturer: Given Mfg. Co., 1250 
Wilshire Blvd., Los Angeles 17. 

Products: Food Disposers. 

Distributed: Nationally through in- 
dependent distributors. 

Major Dealer Requirements: Sales 
organization, advertising support and 
entree to home. 

To Get Line: Contact manufacturer 
directly. 

Product Features: Waste-King Pul- 
verator is only line with three differ- 
ent sizes to assure proper fit for any 
need or sink. “Hush-cushions” keep 
noise and vibration from penetrating 
sink, walls and plumbing and gives 
50 percent quieter operation. 
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Manufacturer: National Rubber 
Machinery Co., Akron 8, Ohio. 

Products: Disposer. 

Distributed: Nationally through in- 
dependent distributors. 

Major Dealer Requirements: Sales 
organization and entree to home. 

To Get Line: See nearest distributor. 

Product Features: The National Dis- 
poser features a one-piece safety 
cover. Phe disposer cannot run unless 
the cover is turned to grind position. 
If cover is removed, the unit stops. 
Offset impeller blades provide more 
efficient shredding, and its dished sur- 
face minimizes jamming. 





Manufacturer: Grand Home Appli- 
ance Co., 2323 E. 67th, Cleveland. 

Products: Gas Ranges. 

Distributed: Nationally except Pa- 
cific Coast on direct-franchise basis 
and through independent distributors. 

Major Dealer Requirements: Sales 
organization, advertising support and 
service organization. 

To Get Line: Contact manufacturer. 

Product Features: A big separate 
meat oven and an oversize bake oven 
are scientifically designed to provide 
uniform heat. Charcol-ator in meat 
oven cooks with infra-red rays. Safe- 
tee-kee shuts off gas to all burners and 
children can’t turn it on. All four top 
burners have simmer settings, divided 

(Please turn to top of page 135) 





DOMESTIC ENGINEERING November, 1951 


Big, full-color spread as appearing in December issue of Ladies’ 
Home Journal. Also in December, full pages in full color appear 
in Better Homes & Gardens, Coronet, Capper’s Farmer, Ebony, 
Progressive Farmer and Woman's Home Companion. 
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THIS YOUNGSTOWN KITCHENS MINIATURE 
Gers VOU tin on Christmas giving 


Here’s a proven Christmas sales clincher . . . a sure-fire success for 
dealers who use it! Sparkling, gift-wrapped plastic miniatures of 
Youngstown Kitchens Cabinet Sinks and Jet-Tower Dishwashers for 


the Christmas tree, announcing 


Now, it’s easier than ever to sell the idea 
of Youngstown Kitchens units for her at 
Christmas. Because here is a way your 
customers can dramatize the gift by hang- 
ing a miniature, gayly wrapped, right on 


the Christmas tree. 


Result: greater floor traffic, added profit- 
able kitchen sales during the Christmas 
buying season, when money flows more 


easily. 


With the purchase of a Youngstown 
Kitchens Cabinet Sink, Electric Sink, or 


the perfect all-year gift for her! 


Jet-Tower Dishwasher, you can give your 
customer a beautiful plastic miniature of 


the unit selected. 
But that’s not all! 


With your Youngstown Kitchens 
Christmas Promotion package comes a 
full supply of store decoration material, 
colorful and hard-selling broadsides, and 
newspaper advertising mats. Potent 
national advertising spearheads the drive 
as you go all-out for Cabinet Sink, 
Jet-Tower Dishwasher and Food Waste 


Disposer business! 








Get all the facts on the fast-moving promotion from 
your Youngstown Kitchens Distributor ...call him now! 








DP Yoengstown Fiehens 


MULLINS MANUFACTURING CORPORATION + WARREN, OHIO 


Youngstown Kitchens are sold throughout the World 
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Special No. 1: Jay Gor- 
don, sales manager, calls a 
housewife and invites her to 
bring her laundry to the 
salesroom, where she can do 
it absolutely free in one of 
Schlegel’s modern, automatic 
washers. If she has no car 
available, Gordon will drive 
to her house to get her. 


follow the Leaders 


...BE A LEADER! 


THERE ARE NO Blue Mondays, or 
slow ones either, at the Schlegel 
Plumbing and Heating Company in 
Palo Alto, California. They’ve 
developed a unique laundry ma- 
chine promotion that keeps wash- 
ing the red ink right out of their 
profit linens. Here’s how the pro- 
gram works: 

Scene: Schlegel’s, early any 
Monday morning. Appliance man- 
ager Jay Gordon speaks on the 
telephone. His face is animated. 

Gordon: “Madam, you’re wash- 
ing your family’s clothes this morn- 
ing, aren’t you?” 

Housewife’s voice from tele- 
phone: “Yes, I am” (she’s skep- 
tical; who is this busy-body any- 
way?) 

Gordon: “You're using an old 
fashioned washing machine?” 

Housewife (hesitant because of 





Special No. 2: Gordon meets the housewife as she arrives, and carries in her laundry. Many prospects, 
who are attracted like this one to the Schlegel Plumbing and Heating store by the washing ma- 
chine promotion, eventually become regular customers for the firm’s plumbing and heating too. 





HOW THE LEADERS SELL LAUNDRY MACHINES... 


Monday Morning 


the line of questioning): “Yes!” 

Gordon: “Well, (he bubbles with 
enthusiasm) then stop! (emphatic). 
Stop whatever you're doing. Stop 
right now! How’d you like to get 
those clothes done in a jiffy, free, 
in a new, modern automatic wash- 
ing machine?” 

Housewife (still skeptical): 
“Maybe—but who is this anyway?” 

Gordon: “I’m Mr. Gordon, from 
Schlegel’s plumbing down the 
street. We’ve got a Blue Monday 
special for housewives doing their 
laundry—just like you’re doing 
now.” 

Housewife (plenty skeptical): 
“What's the charge?” 

Gordon: “No charge whatever. 
I drive over, bring you and the 
wash to our showroom, and turn 
you loose at one of our new ma- 
chines. We furnish the soap pow- 
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der, free. There’s no charge at all. 
But maybe, by doing this with 
enough ladies like yourself, we'll 
sell one of our beautiful, fast auto- 
matic home laundries.” 

Housewife (voice friendlier): 
“But I have a lot of laundry here. 
We have three children.” 

Gordon: “The more the better. 
Will you be ready in 15 minutes if 
I drive over to get you and the 
laundry?” 

Housewife (eagerly): “T’ll be 
ready!” 

Blue Monday Special is a promo- 
tion which doesn’t miss—not often 
at any rate—at the Schlegel 
Plumbing and Heating Company. 
Schlegel’s has screened its audi- 
ence. It knows that its customers 
can afford automatic laundry 
equipment. Almost all of them 
know Schlegel’s location—have 
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Special No. 3: Gordon goes into his automatic washer sales Special No. 4: The housewife goes to work. When the washing 
talk, then hands the housewife a free box of detergent. There are is completed, she may be receptive to a sales talk on an automatic 
few misses with this Monday morning promotion, Schlegel reports. dryer, or possibly even a water heater, softener and ironer too. 





Special 


probably passed by dozens of times. 
And, Schlegel figures, what woman 
wouldn’t want to be relieved on 
Monday of her Blue Monday job? 

Significant, too, is the fact that 
Schlegel’s have sold a considerable 
number of plumbing and heating 
products as a direct result of this 
special promotion. Automatic 
washing machine buyers, for ex- 
ample, have purchased water heat- 
ers to provide plenty of hot water 
for efficient operation of the laun- 
dry machines. Others have been 
exposed, for the first time, to 
Schlegel’s complete line of heating 
products. 

This is an opportunistic type of 
merchandising, pre-war born. But 
Schlegel figures it’s just as good 
today, and is doing his best to re- 
store pre-war methods, which met 
competition head-on and won out. 








Faets... 


ON THE LAUNDRY MACHINE MARKET 


THE INCOME GROUP accounting for the largest volume of sales on any 
given appliance is a good indication of the degree of acceptance the 
product has won. Significantly, in 1950 approximately 80 percent of 
the automatic washing machines sold were bought by families in low 
and middle income groups. , 

A consumer survey just completed by a washing machine man- 
ufacturer, gives dealers an insight into why consumers bought an 
automatic machine; sales according to income classification and popula- 
tion center; type and age of machine replaced; location of the new 
washer; and information about demonstrations. 

Returns from 1,257 consumers showed that approximately 50 percent 
of the machines were sold to families valuing their homes at $10,000 
or less. The $10,000 to $15,000 group bought 30 percent; $15,000 to 
$25,000, 13.6 percent, and over $25,000, 6.3 percent. 

These gains made by the automatic washer in the lower income 
groups should help win greater acceptance for electric dryers as com- 


Its saturation point is only 18 percent! 


panion laundry equipment. Dryer sales rose spectacularly in 1950, but 
the fact that more than 60 percent of the sales were made to families 
in the upper income brackets indicates that this appliance has not 
yet gained universal appeal. 

The survey indicates that the home laundry is moving out of the 
basement to first floor locations that give the housewife greater con- 
venience, cut down distances for carrying clothes, and permit her to 

(Please turn to top of page 154) 
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GET THIS DISPLAY FREE | | 1 $0LD/200 in TWO Years: 


T SINK ERATOR PROTECTS THE 


New “mobile” display for counter or window 
— it swings, it swirls, requires no plugging in! 


IN-SINK-ERATOR 

Supports you 

with constant age 
NATIONAL PLUMBER DEALERS 


DISTRIBUTED 
ADVERTISING! = tHroucH 
RECOGNIZED 
PLUMBING 
WHOLESALERS 


IN-SINK-ERATOR 


ELECTRIC FOOD WASTE DISPOSER acne 


CHRISTMAS 
PROMOTION 


will play Jingle Bells 
on your Cash Register 
from now ‘til Christmas 





SALES POLICY 
N-SINK-ERATOR Feeeeeaeen 


IN-SINK-ERATOR MFG. CO. WHOLESALER 
RACINE, WISCONSIN ii o 
Please send me ALL information about your | 


big 5-Star Christmas Promotion. 
| Fell Sal m-sinx-erator IN-SINK-ERATOR 


IN-SINK-ERATOR MANUFACTURING 


Address . Me PTeT Emr pally makes Money for you! COMPANY 


RACINE, WISCONSIN 
City Zone State 


PTE 3.5. cy costar uansernee ee 
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No other washer gives you these sales features! 


Suds-Miser and Seven Rinses Ultra Violet Lamp 
in With WHIRLPOOL you don’t throw away This germicidal lamp helps sanitize clothes 
hot sudsy water after each load. Suds-Miser @ and keeps them “sweet” during the entire 
stores the suds for re-use on as many loads as you washing, rinsing and damp dry cycles. It’s 
want. Saves soap and hot water! Seven Rinses get like washing clothes in a “bath of sunshine’”’. 
clothes cleaner and brighter. Four power spray 
Cycle Tone ‘Signal 
A great step-saving, time-saving feature. 
? Cycle Tone sounds one minute before the 


2 Agiflow Water Action end of “spin dry” period to tell you when 


rinses, one agitated deep rinse, then two more spray 
rinses chase all dirt away. 


Unique, Perma-Smooth agitator creates live- washing is done. 

lier, more vigorous yet gentle water action 
beng cbr Sor aga hee ther me ented fetes whic 
fact, it even Sadar lores Saeoaty knotted! have made WHIRLPOOL “most 

wanted by most women”... fully 

automatic; completely flexible operation; automatic 
filling; water saving on partial loads; 9-lb. capa- 
city; three-temperature water selector; top-loading; 
5-year warranty on transmission; modern beauty 
with Lifecoat enamel finish. 


WRITE FOR COMPLETE INFORMATION 


YOMArIC WHIRLPOOL CORPORATION 


auroware: MN ORYERS 
Ba, For Over 50 Years Manufacturers of the World's Finest Home Laundry Equipment 


ee ST. JOSEPH, MICHIGAN, U.S. A. 
IN CANADA: John Inglis, Ltd., Toronto, Ontario 

















FLASH ! 


MASTER PLUMBERS 


can now get their : 
share of Christmas — 


Sales and Profits 
by tying in with 


PUL VERA 7 OR. 


CONTINUVUOUS-FEED 





Christmas 
Promotion 


POST 





44,000,000 pros- 
pects will be told 


ee 





Complete isis package 
of colorful displays and sales 
aids to put your customers In 
the Christmas-buying mood! 


GET YOURS NOW! 


WIRE OR WRITE YOUR JOBBER 
OR DIRECT TO 


GIVEN MFG. CO. 


1250 Wilshire Blvd. 


Wek Vals (ee 172 Calit. 
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WHAT! BREAK IN MY WALLS! 
WON'T FIT 2 90% FoR INSTALLATION2 












Keep it “ALIVE” 4 
by selling the id 


Waste Kin 


KITCHEN 


PULVERATOR , 


CONTINUOUS-FEED 





laste hing 


PULVERATOR 







adv ++ most complete line of garbage disposers in America! We = 


O%en 


ADDED! 











Fish Cookin! “| 






Dept. DEI! 

1250 150 Wilshire thet Los Angeles 17, Calif. 

( Send details about the new Waste King 
Pulverator with ‘‘Hush-Cushions.’/ 

0 Send details about new Xmas promotion. 
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20 Years From Now? 


Considering its mounting rate of acceptance, food waste disposer 


sales could top even refrigerators by the year 1970 


THE OUTMODED GARBAGE CAN is getting ready to join 
the old-fashioned ice box and backyard privvy as a 
relic of America’s past, possibly within the next two 
decades. This is the concensus of manufacturers, 
dealers and consumers contacted in a recent Do- 
MESTIC ENGINEERING poll to determine the market po- 
tential of food waste disposers. 

At the present rate of acceptance, which closely 
parallels that of the refrigerator in the early days 
of its progress 25 years ago, there is a distinct pos- 
sibility that by 1970, 28 million of America’s 40 
million homes will be enjoying the benefits of this 
fast-growing aid to modern living. And when it is 
considered that more people buy for convenience 
than for any other reason with the exception of 
sustenance, it is easy to contemplate that food waste 
disposers may even surpass refrigerators in the 
number two spot, following sinks, as the most popular 
appliance in the American home. 

It’s a market that’s worth going after, now. Many 
of the merchandising leaders in our industry are 
already getting a big portion of the business by 
following the sales techniques outlined on page 129. 
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SALES EXPECTANCY CHART 
Food Waste Disposers 
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selling FAIRBANKS-MORSE 
complete line of water service 
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You'll make more money 


d laundry equipment! 


Selling products that bring the customer back for 
additional sales builds profitable, substantial business- 
es. That’s why Fairbanks-Morse products are as pop- 
ular today as at any time in the 120-year history of 
this pioneer American manufacturer! 

For example, the installation of a Fairbanks-Morsé 
water system opens the way for sales of other 
Fairbanks-Morse water service and laundry equip- 
ment—water heaters and softeners, washing machines, 
and ironers. Thus, you profit not just for today but 
for years! 

Why not get all the facts about the profitable 





























Fairbanks-Morse dealer contracts now? Write today 
for complete information to Fairbanks, Morse & Co., 
600 S. Michigan Avenue, Chicago 5, Illinois. 


@ FAIRBANKS-MORSE, 


a name worth remembering 


DIESEL LOCOMOTIVES AND ENGINES «+ ELECTRICAL MACHINERY + PUMPS 
SCALES » HOME WATER SERVICE AND HEATING EQUIPMENT «+ RAIL CARS 
FARM MACHINERY 
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= Set up a display like 











this one in your showrooms ! 
This piping display shows your prospects 
how the complete Fairbanks-Morse line of 
water service and laundry equipment 
would look installed. Dealers say it is one 
of the best selling ideas they've used in 
years. It helps you sell one—any one— 











product, and provides buying ideas for the 
future! Try it. If you lack any of the units 





























shown, order now. 
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follow the Leaders 


..BEA age 


Food 
Waste 
Disposers 


SELLING FOOD WASTE DISPOSERS is 
like selling paintings—they have to 
be seen to be appreciated. Thus, 
domestic engineering dealers have 
found that demonstration is one of 
the most effective aids in selling 
food waste disposers. 

Demonstration units, which are 
available from manufacturers, al- 
low the customer to actually see 
food waste enter the disposer and 
come out as tiny food particles. 
By seeing the food waste disposer 
in operation, the customer himself 
does the biggest part of the selling 
job. 

Since demonstration units are 
available in portable models too, 
the dealer can show his customers 
the benefits of food waste disposers 
either in the showroom or in the 
customer’s kitchen. The technique 
of having the customer see the 
waste from his own dinner become 
tiny bits is highly dramatic, and 
packs a real sales punch. 

In addition to this sales tech- 
nique, domestic engineering deal- 
ers use radio, newspaper and tele- 
vision advertising, direct mail 
letters, window posters, window 
and showroom displays and every 
other conceivable method for sell- 
ing food waste disposers. To as- 
sist in the job, manufacturers offer 
advertising aids, displays and the 
demonstration units. 

The sum total of all these pro- 
motions is to get the customer to 
see a food waste disposer in opera- 
tion, because once the customer 
sees it, he is ready to believe in it. 
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WINDOW DISPLAYS SELL: Phil Kimmey of the Portage Park Plumbing Co., Chicago, 
fully utilizes window display material offered by one manufacturer to draw customers 
inside his showroom. This is followed up with other sales aids such as newspaper ads, 


‘radio scripts, envelope stuffers and the like, available from the same manufacturer. 





LIVE DISPLAYS SELL: Customers of the Sievert Plumbing Company in Chicago are 
impressed by the actual demonstration of a food waste disposer in the company show- 
room. The unit is hooked up for operation and the customers can see the waste 
disappear before their own eyes and go down the drain as fine food particles. 





JOURNEYMEN SELL: Benedict and Benedict of Pasadena, Calif., trains its service- 
men in the techniques of disposer salesmanship. Then, when on routine repair jobs 
(at right), the serviceman tries to interest the housewife in a food waste disposer by 
describing its convenience and low cost installation. It often works, Benedict says. 
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THE HOUSEWIFE, who has already purchased an automatic 
dishwasher, greets Gordon as he arrives with soap and gifts for 
the home demonstration which is to be given for her friends. 


follow the Leaders 


ms PB 





For years, kitchenware sales- 
men have been getting groups of 
women together, cooking a supper 
for them in fancy pots and pans, 
and then, while their prospects 
have full tummies, have been sell- 
ing their goods. 

The Schlegel Plumbing and 
Heating Company, of Palo Alto, 
California, has adapted this tech- 
nique to appliances. Here’s how the 
demonstrations work: 

A women buys a dishwasher (or 
washing machine, dryer, range, 
ironer, etc.). Instead of merely 
delivering the machine and leaving 
an instruction book, Schlegel will 
ask the customer of she’d mind if 
a demonstrator came along and 
gave a party for her, and for as 
many friends as she might care to 
invite to watch the demonstration. 

For each guest in attendance, the 
customer is told she’ll get a gift. If 
she invites 20 guests—and if they 
all show up—then she can expect 
20 gifts. One prize may be a box 


drums is cheaper. 


of detergent; another, a pair of 
nylons, or perhaps a dish scraper. 
At the same time, each guest re- 
ceives a simple and inexpensive, 
but useful, gift. 

Housewives seldom turn down 
the chance for ‘a home party dem- 
onstration because: (1) They’ve 








NEED A SALES MANAGER? 


Special promotions, such as 
this one, are no flash-in-the-pan 
at Schlegel’s. A steady stream 
of them, planned by Owner 
Schlegel and Sales Manager 
Gordon (and carried out by 
Gordon), are responsible for an 
unusually big volume of sales— 
not only on appliances, but 
plumbing and heating as well. 

To prove the point, other 
Schlegel promotions are pre- 
sented elsewhere in this section. 








already bought the machine, so you 
aren't “selling” them anything; 
(2) They’re proud of the new 
gadget and want to show it off to 
the neighbors; (3) They’re happy 
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FREE SOAP, given to the housewife as part of the program, 
has a card on the back which explains that buying soap in 100 Ib 
As a result, Gordon sells a lot of soap. 


HOW THE LEADERS SELL AUTOMATIC DISHWASHERS... 


They Use the User! 


to have a demonstration, thinking 
of it as a public service to help 
friends and neighbors. 

The company furnishes coffee 
and cookies to the ladies, while the 
salesman supplies the soap and 
does the woman’s dishes as he 
demonstrates . . . and the guests 
see, first hand, a new automatic 
dishwasher in action. Many a coffee 
meeting, around a dishwasher in a 
customer’s home, has resulted in 
additional sales. 

Total cost of door prizes and 
courtesy gifts to the housewife 
won’t run Schlegel more than $10 
per demonstration, and usually 
less, according to Jay Gordon, 
Schlegel appliance manager. 

If Schlegel had his way, every 
dishwasher sale would be the oc- 
casion for a home party demon- 
stration. It’s the kind of salesman’s 
snowball that gathers merchandis- 
ing moss. (See pages 122 and 123 
for another Schlegel Plumbing and 
Heating Company promotion.) 
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DIRTY DISHES are placed carefully in the dishwasher, while 
Gordon gives his sales talk and the demonstration guests look on. 
















A WAY WITH THE KIDS is important at home demon- - 


strations, says Gordon, as he stops to amuse one of the tots. = 





THE DISHES ARE DONE and another home demonstration 


is a success. 28 dishwashers have been sold by this method. 
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- backed this up by unearthing a startling 50 percent 








Faets... 


ON THE DISHWASHER MARKET 


ALMOST ONE THIRD of the housewives queried in a 
recent survey are considering buying an automatic 
dishwasher. 

Of those answering the questionnaire, 22.3 percent) 
said they plan to buy because the dishwasher saves 
work. Other reasons given were: “Time saving,” 
19.1 percent; “sanitary way of dishwashing,” 15.5 / 
percent; “keeps hands out of water,” 7.5 percent; ) 
and “dries dishes,” 6.9 percent. 

Primary reasons for not planning to buy should 
not faze salesmen who know selling principles and 
the facts about their merchandise. The survey noted 
that over a third of the “resisters” said their families 
were too small to need the appliance. Other answers: 
no room in kitchen, don’t think dishwashers save 
time, too costly, won’t wash pots and pans, don’t 
think dishes get clean, hard on fine china and glasses. 
The gem of them all, but worth considering since 24 
percent claimed it was a major reason, was “I don’t ~ 
mind washing dishes.” 

These answers show the importance of educating 
the public that dealers have a top quality product 
for sale which will do the job if used correctly. Dem- 
onstration is an extremely important phase of this 
education and sales effort. A check of 1948 buyers 





—.| 


who had never seen the appliance in operation be- _} 
fore making purchases. 

Sales ammunition for retailers came out of that 
part of the survey covering housewife dishwashing 
habits. It gives a pretty clear picture of how pros- 
pects handle the dishwashing chore without dish- 
washers, and the dealer’s sales talk can be built 
around these facts to good advantage. 

The respondents agreed that dishwashing was one] . 
of the top three on their list of disagreeable house- ’ 
hold tasks. The other two are ironing and cleaning. 
For over two thirds of the families this job comes up 
three or more times a day. Actual dishwashing 
takes at least one hour each day plus additional time 
of 15 minutes or more to get the dishes, pots and 
pans ready for the soap and water treatment. 

The job is made even more disagreeable by the) 
inadequate sinks in use. Over three quarters of them 
are single compartment types, 60 percent do not have 
counter space on both sides of the sink and a third 
have only one drainboard. Two out of five sinks 
are 10 to 25 years old. Yet dishes are washed in the 


= sink by 36.7 percent; in a dishpan by 61.3 percent.» 


Owners of the appliance were highly enthusiastic, 
said it was less troublesome (88.1 percent) and less 
time consuming (85.1 percent) than the hand method. 
Half the families said it saved from half an hour \ 
a day to an hour, and 39 percent claimed savings of 
more than an hour a day. Other savings in time and 
labor turned up in answers. For instance, 42 percent 
said they had cut down dishwashing to twice a day 
and 31.8 percent to once a day. 
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Successful dealers are using CRANE PLANNING SERVICE to 
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SINK —Here is the All-American } 
one of a complete line of sinks to H 
meet every preference. * 1 
: Yl 
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DISHWASHER—The Apex Dish- 


washer offers the last word in 


modern kitchen convenience G y 
v GARBAGE DISPOSER — RANGE—The Select-a- 


Three types available 
No collecting garbage Range will win the heart 


—no trudging out to of every housewife 


I 
Po } 
Nt Mey the garbage can. A truly Several styles. For those 
| | | modern convenience for preferring gas, the Odin 


Sagar the modern kitchen Beautyrange is available 


Why be satisfied with the sale of a sink when your prospect is 
considering a complete kitchen? 

Many Crane Dealers have found that they can greatly increase 
their sales—and their profits—by offering to plan kitchens and 
to install all the necessary equipment. The complete Crane line 
includes a wide variety of sinks—base and wall cabinets to suit 
every kitchen requirement—garbage disposers—ranges—dish- 
washers—ventilating fans. 


CABINETS— All steel—smartly 


designed with all convenience 


ASD We 2c 


features. Wide range of sizes 


OTHER EQUIPMENT — For the kit 


chen or combination kitchen and 
laundry, the Crane line also 
includes 

Water Heaters 

Water Softeners 

Laundry Tubs 

Ventilating Fans 

Ask your Crane Branch or Crane 


Wholesaler 


FREE PLANNING SERVICE 

On any complete kitchen job on which you are figuring, your 
Crane Branch or Crane Wholesaler will gladly have a plan pre- 
pared for you without cost. Just furnish a rough drawing of the 
space available, showing the location of outside wall, doors, 
windows, together with the equipment the prospect wishes to 
have installed. Send this to your Crane Branch or Crane Whole- 
saler or give it to your Crane Salesman. Ask for supply of free 
work sheets (form AD-1852). 


¥ CRANE CoO. 


GEWERAL OFFICES: 636 S. MICHIGAN AVE., CHICAGO 5, ILLINGIS 
VALVES + FITTINGS + PIPE + PLUMBING AND HEATING 
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Easier to Sell and Install 


aa Apex 


DISH-A-MATIC 


Automat 














AMERICA’S No.1 DISHWASHER 


in Features ein Performance e in Profits for YOU 


HeRE’s WHY... Apex has built in all the convenience and 
performance features that homemakers want in an automatic 


X a dishwasher. Check this list of unequaled features. 
| ou 


CABINET MODEL: Popu- pst > 1 BUILT-IN ELECTRIC HOT WATER TANK that maintains a constant supply of 
iy ' water superheated to pasteurizing 180° for hygienic washing and rinsing. 


lar unit for most homes 
... fits beautifully into 
any kitchen plan. Has 
all the features of the 
Sink unit in a compact 
cabinet. ) 


‘‘WHIRL-SCRUB”’ WASHING AND RINSING ACTION that assures the most 
efficient cleansing action on service for 6 to 8—even pots and pans. 








3 FORCED-AIR DRYING —leaves dishes spotless and sparkling. 
J 4 AUTOMATIC SELF-CLEANING TUB — Special fast acting drain. No screens, 


no strainers to clean. 


















THE SECRET OF 
APEX SUPERIORITY! 
This is the 2-gallon built-in tank 
that super-heats water to germ- 
killing 180° and maintains a con- 
stant supply for efficient washing 
and spotless drying. 


CUSTOMIZED DROP-IN 
UNIT: For installation in 
present kitchen counters. 
Has all the Apex conve- 
nience features. 


APEX WASTE-A-MATIC 
Gets rid of all food waste 
electrically. Pulverizes 
food waste with exclusive 
anti-jamming cutting ac- 
tion. Fits Apex Electric Sink 
or any standard sink drain. 
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There is a Grand Gas Range model 
designed for every type of home. And most 
of them provide all of the convenience 
features listed below. These are 
selling features, because they’re the 


gas range that HAS everything! 






features your customers want in 
their kitchens. When you 
offer Grand, you're offering the 


NO OTHER GAS RANGE OFFERS 


ALL 


OF THESE WANTED FEATURES 


feat 
is 












SAFE-TEE-KEE 
Locks off top burners 
when range is not in 
use. Winner of National 
Safety Award. 


CHARCOL-ATOR 
MEAT OVEN 
Ceramic radiants give 
infra-red heat for quick 
broiling, slow roast- 
> ing and warming, 
too. 


BIG BAKE OVEN 
Giant 18” oven with 
5-level racks, non- 
skid, non-tilt, posi- 
tive stop. Automatic 
heat control. 
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THE GAS RANGE THAT HAS 


everything your customers want! 





















EASY CLEANING 

Burners and grate lift out 

—as do oven bottoms 

and racks, Charcol-ator 
bottom and side walls, 
for easy in-the-sink 
cleaning. 


GIANT AND 
SIMMER BURNERS 
2 Giant burners... 

2 standard burners... 
all with simmer settings. 


UNIVERSAL VALVES 

All Grand Gas Ranges are equipped 
with Universal Valves which operate 
with equal efficiency on natural, man- 
ufactured or LP gases. 




















HOME 
APPLIANCE 
COMPANY 


2323 EAST 67th STREET 
CLEVELAND 4, OHIO 
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What Lines Are 


(Continued from bottom of page 119) 
for convenient center work space. Fea- 
tures include electric oven light, elec- 
tric outlet for appliances, two big 
utensile drawers, and glass oven door. 








Manufacturer: Whirlpool Corp., N. 
State St., St. Joseph, Mich. 

Products: Automatic Washers, Gas 
and Electric Dryers, Wringer Washers 
and Ironers. 

Distributed: Nationally through in- 
dependent distributors. 

To Get Line: Contact manufacturer 
or nearest distributor. 

Product Features: Whirlpool gas 
dryer offers an automatic pilot, ultra- 
violet lamp which provides germicidal 
effect for keeping clothes fresh and 
sweet, circle-flo circulation to provide 
preheated air for faster drying and ex- 
tra operating economy. Dryer offers 
convection heating action, automatic 
stopping and re-starting, fully auto- 
matic gas burner, smooth drying tum- 
bler that can’t catch or snag clothes, 
and instant-clean lint trap. 











Manufacturer: The Maytag Co., 
Newton, Iowa. 

Products: Conventional and Auto- 
matic Washers, Dutch Oven Gas 
Ranges, Automatic Ironers. 

Distributed: Nationally on direct- 
franchise basis and through independ- 
ent distributors. 

Major Dealer Requirements: Sales 
organization, advertising support and 
service organization. 

To Get Line: Contact manufacturer. 

Product Features: Convenient top 
loading, complete temperature control, 
adjustable feet for any height, fully 
automatic control, and torque limiting 
clutch to prevent overloading motor. 
Exclusive liquid balancing method 
eliminates vibration. Safety lid shuts 
off water when top is raised. 


Available? 


Manufacturer: International Har- 
vester Co., 180 N. Michigan Ave., Chi- 
cago. 

Products: Refrigerators and Home 
Freezers. 

Distributed: Nationally through in- 
dependent distributors. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, repu- 
tation in community, excellence of 
store, and service organization. 

To Get Line: Contact company. 

Product Features: One-piece out- 
side and inside sleeves of drawn steel 
are die-made to telescope into one an- 
other. Wide flange on outside sleeve 





makes easy weather-tight installation. 
Fan and motor assembly are easily re- 
moved and ready for cleaning in 15 
seconds. 





Manufacturer: Perfection Stove Co., 
7609 Platt Ave., Cleveland 4. 

Products: Electric, Gas and Kero- 
sene Ranges, Electric Water Heaters, 


. Oil and Gas Heaters, Oil and Gas Fur- 


naces. 

Distributed: Nationally through in- 
dependent distributors. 

Major Dealer Requirements: Finan- 
cial stability, sales organization. 

To Get Line: Write company di- 
rectly or contact nearest distributor. 

Product Features: The Perfection 
all-automatic electric range includes 
a unique adjustable lamp which slides 
up or down, a deep-well cooker with 
an exclusively designed base for rais- 
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ing the heating unit without use of 
tongs or hooks, a waste high warm- 
ing drawer thermostatically-con- 
trolled, and an all-white oven lining. 
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Manufacturer: In-Sink-Erator Mfg. 


Co., Racine, Wis. 

Products: Food Waste Disposer 

Distributed: Distributed nationally 
through plumbing and heating whole- 
salers. 

Major Dealer Requirements: Sales 
organization and advertising support. 

To Get Line: Contact manufacturer 
or nearest wholesaler. 

Product Features: Automatic, re- 
versing, two-directional actions of 





rotor shredder operates with equal 
efficiency in either direction of rota- 
tion; doubles life of shredding ele- 
ments; adds self-sharpening feature 
and assures long, trouble-free opera- 
tion. Food waste can be continuously 
fed through drain opening while unit 
is in operation. 

Manufacturer: The Coolerator Co., 
128 W. First St., Duluth, Minn. 

Products: Electric Ranges, Refriger- 
ators and Freezers. 

Distributed: Nationally through in- 
dependent distributors. 

Major Dealer Requirements: Finan- 
cial stability and sales organization. 

To Get Line: Contact distributor. 

Product Features: The “Motor on 
the Back” refrigerator design permits 
full space utilization. Coolerator fea- 























tures controlled humidity, adjustable 
shelves, 41-pound capacity freezer 
chest, built-in butter compartment. 





Manufacturer: The Kitchen Maid 
Corp., Andrews, Ind. 

Products: Kitchen Cabinets. 

Distributed: Nationally on direct- 
franchise basis and through independ- 
ent distributors. 

Major Dealer Requirements: Repu- 
tation in community, excellence of 

(Please turn to top of page 139) 
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Sell Freezer 


Living... 


.-.and You'll 
Sell Freezers! 


**To sell home freezers, we must sell 
more than product. We must pro- 
mote a new way of life,” says Car- 
son Inscho, of Homewood, Ala. 
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All newcomers to the Palo Alto (California) neighborhood of = 
Schlegel Plumbing Co. are invited into the store for a refrigerator 
demonstration. A $3.50 water pitcher is offered as inducement. 


AUUALLNLUUNA NEANN HANNAN 


WILL YouR CUSTOMERS have corn on the cob with 
their Christmas turkey? 

Not many years ago, such a possibility was out of 
the question, but today it can and will happen in 
thousands of homes. It’s just one example of “freez- 
er living,” and “freezer living” is what the domestic 
= engineering dealer must sell to sell home freezers. 
= According to Carson G. Inscho, of Homewood, Ala., 
- “Merchandising freezers is a different problem. To 

SELLING REFRIGERATORS is a challenge. It calls for sell a range, a washer, a refrigerator, we must sell 
salesmanship and promotional initiative, for the big- improvements and refinements. To sell home freez- 
gest problem facing most dealers today is the so- ers, we must sell more than the product. We must 
called saturated market. = promote a new way of life. 

Eighty-four percent of American homes already “Freezers are new. They do not have the satur- 
have refrigerators. Many of the remaining 16 percent — ated market problem that other appliances do, but 
do not have utility facilities, and others cannot afford = at the same time, they do not have the wide general 
them. What’s the answer? ‘customer acceptance’ that comes with familiarity 

Today’s market in refrigeration equipment is in 2 and constant previous usage. That’s why the dealers 
replacement. This means that people must be con- 2 main merchandising problem is one of education.” 
vinced that their present machines are outmoded. Recent surveys point to tremendous market pos- 

Seymour Mintz, advertising director of the Admiral = sibilities. Ninety-four percent of all families are 
Corporation, was recently quoted in the Wall Street 
Journal on the saturated refrigeration market. “Satu- 2 > : 
ration?” he said, “We don’t know what the word = 4 ma —— 4 
means. They told us five years ago we had reached : 
this saturation point, but we’ve sold a lot of ma- 
chines since then, and we're still selling.” 

Selling to a “saturated” market has definite ad- 
vantages. It indicates a “customer acceptance” not 
present in new products less common. Eighty-four 
percent of American homes have refrigerators. That 
means 84 percent of American families know, use 
and rely on refrigerators. 

So, there is a market for refrigerators. What part 
of this market is waiting for the domestic engineering 
dealer depends entirely on him, on his merchandising 
ability and on his promotional initiative. 

Forthcoming issues of Domestic ENGINEERING will 
show how successful dealers promote refrigerators in 
this saturated market. 
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Refrigerators 


Don’t let the saturated market fool 
you—there’s still a big potential 
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THE "EXTRA‘® GUEST is never a problem for customers of 
the Inscho Plumbing and Heating Company who have purchased 
a home freezer. Meat, vegetables, fruit, pie, cakes, and a 
wide variety of other fresh foods can be stored for months. 
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prospects for freezers, and 2,900,000 
families plan to buy freezers in the 
near future. Only television sets 
and automobiles ranked ahead of 
freezers in a recent consumer de- 
sirability poll. 

Freezers are in no way a “class” 
item, and have the widest possible 
market possibilities. The economy 
factors make them a virtual neces- 
sity for lower income groups. Large 
families benefit by quantity stor- 
age. Small families can take ad- 
vantage of wholesale buying not 
previously permissable. Rural 
families can make full utilization 
of their own products, and upper 
income groups can benefit by time- 
saving factors for the active wife. 

U. S. Department of Agriculture 
figures show an annual savings of 
$115.98 per person may be gained 
through “freezer living.” Chief 
economy factor is buying in quan- 
tity at wholesale prices when items 
are “in season.” Cooking in quan- 
tity is also not only a matter of 
convenience, but results in sub- 
stantial cooking fuel savings. 

Better health can be gained 
through “freezer living.” Old-fash- 
ioned canning methods boil out 
vital minerals and vitamins. Freez- 
ing seals them in. Fresh fruits and 
vegetables are available through- 
out the year because ‘there is no 
season with a deep freezer. Addi- 
tionally, diet balance can be main- 
tained year-round. 

The convenience factor is prob- 
ably the most important. While the 
housewife has the ingredients for 
one cake, she can mix and bake 
three or four with little additional 
trouble. She serves one, freezes the 
rest, and the next time she serves 
cake she can easily heat one from 
the freezer with no muss or fuss. 
One operation has done the work 
of four separate ones. 

By saving time and work, freez- 
er living breaks the monotony of 
the housewife’s daily routine. She 
has more time to do things she nev- 
er had time for previously. She’s 
also less tired, and has the energy 
for outside interests. 


As Mr. Inscho sums it up, 
“Whether the dealer features the 
health, economy, or convenience 
factors of home freezers, he still 
must first promote ‘freezer living.’ 
He has to teach the housewife that 
by buying and using a freezer, she 
can save time, money and work, 
and lessen daily boresome routine. 
Then he can sell her a freezer.” 


Carson Inscho uses these 


facts and features to sell 


freezers to the folk around Homewood, Alabama 
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Chart based on average consumption figures, U. $. Department of Agri- 
culture. Average season price fluctuation, U. S. Bureau of Labor Statistics. 
Figures weighted for various family sizes on basis of information supplied 
by U. S. Bureau of Human Nutrition & Home Economics. 








THIS CHART shows how a home freezer will eventually pay for itself in savings. 
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WASHDAY, without ironing, is possible 
with a home freezer. This bundle of damp- 
ened wash can be placed in the freezer 
by the weary housewife for future iron- 
ing without the least danger of mildew. 
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CANDY IS DANDY for months when 
in a home freezer. There's never a worry 
about having “too much candy,” because 
it stays flavorful without going stale. 
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PUTTING THE CHILL on moths is 
easy With a home freezer. Moths vanish 
from furs and woolens that have been 
placed in a freezer for 24 hours, studies 
by the U. S. Government have shown. 





PUFF, PUFF, that cigarette without ever 
getting a stale smoke. Tobacco users who 
buy in quantity can keep cigarettes fresh 
by storing them in the home freezer. 
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with a SENSATIONAL NEW 


40 gal. SUPER DUTY BOOSTER 


Yes, Republic is “on the ball” again with the 
newest in water heaters! This time it’s a great 
new SUPER DUTY BOOSTER of 40 GAL- 
LON CAPACITY, with 4 FLUES. Equipped 
with Dual Controls it is designed to be used 
as a circulating heater in conjunction with a 
hot water storage tank for multiple dwelling 
units and commercial installations requiring 
large quantities of hot water. This versatile 
unit is readily converted to a 40 gallon hi- 
recovery storage type heater for domestic use 
by operating only 1 of the 2 controls. 


SUPER DUTY BOOSTER FEATURES: 


e Two 100% Grayson Unitrol Thermostats, 
and vertical type 100% cut-off safety pilot. 
Instant finger-tip temperature adjustment. 

e Four Silent Glow Econoflame cast iron 
Burners for maximum efficiency. Equalized’ 
heat distribution, extra fast reheating, 
extra high recovery. 

e Life-time Fiberglas insulation. 
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What Lines Are Available? 


(Continued from bottom of page 135) 
store, advertising support, sales organ- 
ization and financial stability. 

To Get Line: Contact company di- 
rectly. 

Product Features: Composite con- 
struction combines advantages of sea- 





soned hardwood, plywood, metal and 
compositions. Variety of sizes to tai- 
lor-fit any kitchen. 





Manufacturer: Phillips & Buttorff 
Mfg. Co., Nashville 3, Tenn. 

Products: Gas and Electric Ranges, 
Electric Water Heaters. ~ 

Distributed: Nationally on direct- 
franchise basis and through independ- 
ent distributors. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, repu- 
tation in community. 

To Get Line: Contact manufacturer. 

Product Features: Enterprise gas 
ranges feature a roll-out broiler with 








drop front, one-piece broiler bodies, 
non-tilt oven racks, glass oven door 
panes, electric light in oven, precision 
timer, outlet plug for appliances. 





Manufacturer: The Murray Corp. of 
America, 1900 S. Washington St. 
Scranton 2, Pa. 

Products: Gas and Electric Ranges, 
and Kitchen Cabinets. 

Distributed: Nationally on direct- 
franchise basis or through independent 
distributors. 

Major Dealer Requirements: Finan- 
cial stability and sales organization. 

To Get Line: Contact nearest dis- 
tributor. 

Product Features: Color control 


cooking has seven cooking heats shad- 
ed from red to pink. Indicator lights 
show when each unit is on. Range 
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features automatic timer and alarm, 
two plug-in outlets for appliances, au- 
tomatic oven thermostat, indicator 
light to show when baking unit is on, 
built-in fluorescent lamp. 














Manufacturer: Tyler Fixture Corp., 
Niles, Mich. 

Products: Farm and Home Freezers. 

Distributed: Nationally through in- 
dependent distributors. 

Major Dealer Requirements: Sales 
organization, financial stability, repu- 
tation in community. 

To Get Line: Contact nearest dis- 
tributor. 

Product Features: The Harder- 
Freez has single, self-balancing lid 





easy to open and close which stays in 
open position. Positive catch seals in 
cold. Adjustable wire dividers provide 
systematic storage, and exclusive cen- 
ter plate coil freezes efficiently. 
Freezer has “Handy-Freez” basket 
holding 50 lbs. of food for quick freez- 
ing, and a handy storage compartment 
for wrapping material, bags, and con- 
tainers. 





Manufacturer: Cribben & Sexton 
Co., 700 N. Sacramento, Chicago. 
Products: Universal Gas Ranges. 














Distributed: Nationally on direct- 
franchise basis. 
Major Dealer Requirements: Sales 
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organization and display excellence. 

To Get Line: Contact manufacturer. 

Product Features: Universal ranges 
provide absolute control of burner 
heat. Simmer-save burner directs six 
tiny flames sidewise horizontally so 
that flame doesn’t touch cooking ves- 
sel. Features electric timer, preci- 
sion oven uniformity. Whirlpool boil- 
er plan that is smokeproof and fire- 
proof, and one-piece oven lining with 
removable bottom for easier, quicker, 
more thorough cleaning. 





Manufacturer: The Admiral Corp., 
2300 Cortland St., Chicago. 

Products: Electric Refrigerators and 
Ranges. 

Distributed: Nationally on a direct- 
franchise basis. 














Major Dealer Requirement: Finan- 
cial stability. 

To Get Line: Contact nearest dis- 
tributor. 

Product Features: The Duo-Temp 
refrigerator features no defrosting, 
full-width freezer, full-length cold 
with separate temperature controls, 
serv-a-dor providing storage in door 
racks, built-in butter keeper, mois- 
ture control, ultra-violet sunaire lamp, 
and new therma-door. 





Manufacturer: Odin Stove Mfg. Co., 
Erie, Pa. 

Products: Gas and Electric Ranges. 

Distributed: Nationally on combi- 
nation of direct-franchise basis and 
through independent distributors. 

Major Dealer Requirements: Sales 





Organization, financial stability, and 
service organization. 

To Get Line: Contact company di- 
rectly. 

Product Features: Waist-high broil- 

(Please turn to top of page 140) 














What Lines Are Available? 


(Continued from bottom of page 139) 
er or barbequer swings out for con- 
venient basting, turning or removal. 
“Cook-Chart” eliminates guesswork 
and simplifies cooking. Stoves feature 
lift covers on burners, recessed base 
for toe room, flush-to-wall construc- 
tion to eliminate dirt trap, glass in 
oven door and an electric light in oven 
which turns on automatically when 
door is opened. 





Manufacturer: Geo. D. Roper Corp., 
Rockford, Il. 

Products: Gas Ranges. 

Distributed: Nationally on direct- 
franchise basis. 

Major Dealer Requirements: Repu- 
tation in community, financial stabil- 
ity, service organization. 

To Get Line: Contact manufacturer 
directly. 

Product Features: Roper ranges fea- 
ture handy high-level broiler, roomy 








“Bake-Master” oven, staggered cook- 
ing top, “Insta-Flame” automatic 
lighters, “Silent-Glide” drawers, “In- 
sta-Matic” clock control, toasting com- 
partment, and non-sag oven racks. 





Manufacturer: Servel Inc., Evans- 
ville, Ind. 

Products: Refrigerators, Gas Water 
Heaters, Air Conditioners. 

Distributed: Nationally through in- 
dependent distributors. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, serv- 





ice organization, reputation in com- 
munity. 

To Get Line: Contact nearest dis- 
tributor. 

Product Features: The Royal Tudor 
features a motorless freezing system 


adapting nature’s own principles in an 
exclusive absorption system. The Tu- 
dor design built with separate general 
food and freezer compartments, pro- 
vides adjustable shelves, automatic 
easy-to-set temperature control, dew- 
action fresheners for vegetables, and 
has handy odds-and-ends basket and 
tall bottle lift-out section. 





Manufacturer: Berger Mfg. Divi- 
sion of Republic Steel Corp., 1038 Bel- 
den Ave., Canton 5, Ohio. 

Products: Counter, Utility, Wall and 
Sink Cabinets. 

Distributed: Nationally through in- 
dependent distributors. 


Major Dealer Requirements: Sales 








organization, reputation in community, 
service organization. 

To Get Line: Contact manufacturer 
or nearest distributor. 

Product Features: Complete line of 
undersink cabinets, counter cabinets, 
wall cabinets and utility cabinets in a 
complete range of sizes fit any kitchen 
or laundry room. Standard top is of 
linoleum, plastic or hard maple. 





Manufacturer: Ben-Hur Mfg. Co., 
634 E. Keefe Ave., Milwaukee 12. 
Products: Farm and Home Freezers. 
Distributed: Nationally on direct- 
+ 


poe ae 








franchise basis and through 
pendent distributors. 

Major Dealer Requirements: Finan- 
cial stability, sales organization and 
reputation in community. 

To Get Line: Contact manufacturer 
or nearest distributor. 

Product Features: The Ben-Hur 
Model 1651 (shown here) provides 16 
cu ft food storage in space usually 
needed for conventional 12 and 14 cu 
ft freezers, and holds 800 lbs. of food. 
It has separate freezing compartment, 
more Efficient Cooling Coil surface for 
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inde- 


faster, more economical freezing, 
handy wire food baskets and dividers, 
interior lighting, moisture-proof con- 
struction, and one-piece counter-bal- 
anced lid. 





Manufacturer: Detroit-Michigan 
Stove Co., 6900 E. Jefferson Ave., De- 
troit. 

Products: Gas Ranges. 

Distributed: Nationally on direct- 











franchise basis and through independ- 
ent distributors. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, com- 
munity reputation. 

To Get Line: Contact company di- 
rectly. 

Product Features: First and only 
range to receive Fashion Academy 
Gold Medal award for superior styling. 
First and only range to receive merit 
award from the American Society of 
Industrial Engineers for excellence in 
design, research, engineering, manu- 
facturing, and safety. 





Manufacturer: The O. A. Sutton 
Corp., 1812 W. Second St., Wichita, 
Kans. , 

Products: Air Circulators. 

Distributed: Nationally through in- 
dependent distributors. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, ad- 
vertising support. 

To Get Line: Contact nearest dis- 
tributor. 

Product Features: Vornado air cir- 
culators feature deep-pitched propeller 
blades, completely reversible, with re- 
verse pitched blades for greater safety. 
Units have exclusive twin air injecter 
cones, streamlined propeller cowling, 
and are adjustable to fit any window. 
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Manufacturer: Ilg Electric Ventilat- 
ing Co., 2850 N. Crawford Ave., Chi- 
cago 41. 

Products: Built-in and Portable 

(Please turn to top of page 144) 
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THEY'RE AMONG YOUR = 
BEST FRIENDS... au 


BRADFORD 


WATER HEATERS 






\ 


It takes a lot of hot water to supply the daily needs of the 
big U.S. bumper crop of babies. Because Pennsylvania and 


Bradford Water Heaters are first choice with homeowners 4 
everywhere—they're heating over 18,000,000 gallons of hot | PENNSYLVANIA RANGE BOILER CO. | 
water every 24 hours—they’re first choice with those who know | 24th & Ellsworth Sts., Phila. 46, Pa. | 
and demand outstanding performance, top efficiency, speed, | YES! | am interested in BRADFORD | 
and economy. Gas and electric models, sizes, styles for every | and PENNSYLVANIA Water Heaters. | 
need. Step up your volume, profits, turnover—fill in and mail | Send complete details. | 
the coupon today ! | | 
| Name | 

Fianiglvania RANGE BOILER CO. a : 
24th & ELLSWORTH STS., PHILADELPHIA 46, PA. City an Seite 7 

4 


Quality Products since 1881 AS TRE Eee CREA ee ie Oe ee ES fm 
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A smart plumber doesn’t wait for customers to call Aim about water 
heater trouble! He reverses the situation and calls some of them—those 
whose present equipment he knows from previous service calls is about 
worn out. He suggests replacing the old one with a new, automatic 
Electric Water Heater before trouble develops. Then both customer and 
plumber are satisfied! ‘ 


The customer will be satisfied because of: 
Long Water Heater Life. The way an Electric Water Heater is built makes it last a iong 
time—with tank protected against corrosion, heat produced without combustion, outside 
finish rust- and wear-resistant. 
Freedom from Attention. Nothing for customers to do or watch. Completely auto- 
matic. Electric controls and ample storage capacity provide all the hot water needed, 
all the time. 
Cleanliness. An Electric Water Heater is clean inside and outside—no flame, no fiue, 
nothing to make dirt. 


Economy. An Electric Water Heater is efficient, so it’s economical. Fully insulated tank 
minimizes heat waste. Short hot water lines keep down radiation loss. 


Convenience. Any place is a good place to install an Electric Water Heater, because 
there’s no flue. You just put it where it’s most convenient and efficient—even in a closet 
if desired. 

The plumber will be satisfied because of: 
Satisfied Customers. Customers are sure to be happy with an Electric Water Heater. 
They stay sold, consequently it’s easier to sell them other appliances. 
Few Call-Backs. Profit-eating service calls are reduced to a minimum with an Electric 
Water Heater. 


SELL and INSTALL ELECTRIC WATER HEATERS... They’re what people want! 











Install the type of Electric Water Heater that best suits 
the job—tank-type or table-top. Be sure to sell a size 
that’s adequate! 


ELECTRIC WATER HEATER SECTION 
National Electrical Manufacturers Association 
155 East 44th Street, New York 17, N. Y. 


ALLCRAFT + BAUER + BRADFORD + CROSLEY 
CRANE-LINE SELECTRIC ° DEEPFREEZE 
FAIRBANKS-MORSE + FOWLER «+ FRIGIDAIRE 
GENERAL ELECTRIC + HOTPOINT » HOTSTREAM 
JOHN WOOD - KELVINATOR + LAWSON 
MERTLAND . MONARCH ° NORGE 
PEMCO + REX «+ RHEEM «+  SEPCO 
A. O. SMITH * THERMOGRAY + TOASTMASTER 
UNIVERSAL + WESIX + WESTINGHOUSE 
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The pipeline is our common lifeline... 








that’s why 
our business is 
your business! . 


OOK AT it this way! Tomorrow’s best sellers in 
home appliances—the G-E Dishwasher and 
the revolutionary G-E Disposall® —are also two 





plumbing giants of the future. 





For both depend on water for their operation. 
And neither one—without your skilled work- 





3 manship—could be efficiently installed. 
@ G-E Electric Sink, with Automatic Dish- Rapidly growing demand for these timesaving, 
washer—and with or without G-E Disposall. laborsaving appliances makes every progressive 
plumber a working partner in our business. 
Leading plumbers everywhere are finding the 
G-E Dishwasher-Disposall line accounting for 
an increasingly profitable part of their business 
. and they know the sales potential of these 
proved appliances is almost limitless. 
Why not see your local distributor soon? He 
will be glad to talk with you. 


Or write General Electric Company. Major 





Appliance Division, Bridgeport 2. Connecticut. 


@ General Electric Auto- @ General Electric Auto- Four Reasons Why G. E. Helps You 


matic Dishwasher — fits matic Dishwasher—free- Do More Business ! 

under existing counter- standing model. 1. G.E. has had 20 years of dishwasher expe- 
ourface. rience .. . over 15 years of experience in the 
food-waste disposer field. 

2. Both the G-E Dishwasher and Disposall 


are easy to install and service. And you benefit 


ican aes - under the broad G-E service policy. 
e G-E Disposalls (electric - I : 





3. The G-E Dishwasher and Disposall operate 


disposal units). Two models 








designed to meet practically equally well with septic tanks as well as with 
N all installation requirements. sanitary sewage systems. 
jion 4. Make your selling easier, and make your 
. profits faster... by trading on the General 
ISLEY | Trim and specifications subject to change without notice. Electric name. and on the confidence millions 
REEZE of people have in General Electric appliances. 
AIRE 
-EAM 
SON 


= GENERAL @@ ELECTRIC 














What Lines Are Available? 


(Continued from bottom of page 140) 
Ventilators, and Portable Night Cool- 
ing Fans. 

Distributed: Nationally through in- 
dependent distributors. 

Major Dealer Requirements: Sales 
organization and financial stability. 

To Get Line: Contact nearest dis- 
tributor or write company directly. 

Product Features: “Femineered” 
freezers were designed for use of the 
housewife. The line offers over-all 
sub-zero freezing on all five inner sur- 
faces, and moisture-free “Dri-Wall” 
cabinets. The temperature control is 
illuminated for easy reading. The 
hermetically sealed unit provides 
noiseless cooling. 





Manufacturer: Revco Inc., Deerfield, 
Mich. 
Products: Home and Farm Freezers. 





Distributed: Nationally through in- 
dependent refrigerators. 

Major Dealer Requirements: Sales 
organization, financial stability, service 
organization. 

To Get Line: Contact nearest dis- 
tributor. 

Product Features: Revco Chill Chest 
provides for fast freezing and storage 
of 525 Ibs or more. Its adjustable tem- 
perature controls fast freeze foods at 
52 deg below “freezing”. Wrap-around 
aluminum tubing is braised directly to 
the walls. Unit has an all-steel, air- 
tight cabinet, one-piece construction 
and overload protection. 





Manufacturer: Majestic Mfg. Co., St. 
Louis 16, Mo. 

Products: Combination 2-Fuel 
Ranges. 

Distributed: Nationally through in- 


i = 


. > 
dependent distributors and on direct- 
franchise basis. 


Dealer Requirements: Sales organi- 
zation and reputation in community. 

To Get Line: Contact company di- 
rectly or see nearest distributor. 

Product Features: Majestic offers a 
modern electric range and oil, coal or 
wood combination. It bakes and cooks 
with two fuels, blending the two heats 
or either heat alone without adjust- 
ment and under complete automatic 
thermostatic control. There are seven 
heat regulations in each unit. 





Manufacturer: Amana Refrigera- 
tion, Inc., Amana, Iowa. 

Products: Freezers and Refrigera- 
tors. 

Distributed: Nationally through in- 
dependent distributors. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, repu- 
tation in community. 

To Get Line: Contact manufacturer. 

Product Features: All steel outer 
shell on welded steel frame and up- 
right design occupies less floor space 
than other freezers of equal capacity. 








Four refrigerated surfaces provide 
uniform low temperature. Hermetical- 
ly sealed condensing, unit gives low 
operating cost. Freezer has convenient 
food arrangement. 





Manufacturer: Norge Division of 
Borg-Warner Corp., Merchandise Mart 
Plaza, Chicago 54. 

Products: Refrigerators, Gas and 
Electric Ranges, Freezers, Automatic 
and Conventional Washers, Electric 
Water Heaters. 

Distributed: Nationally through in- 
dependent distributors. 

Major Dealer Requirements: Finan- 
cial stability and reputation in com- 
munity. 

To Get Line: See nearest distributor. 

Product Features: New exclusive 
wave action swishes clothes down 
through water and then up again. 
Tidal wave rinsing action floats dirt 
and soap out over the top and down 
the drain. Washer offers the Time- 
Line indicator—an easy-to-read single 
straight line with a knob that moves 
from left to right until wash has been 
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completed... Unit features non-bolt- 
down construction, exclusive non- 
clog pump, top clothes loading, and 
unbalanced load safety switch for 
safety. 











Manufacturer: Thor Corp., 2215 
South 54th Ave., Chicago 50. 

Products: Spinner Washers, Gas 
and Electric Dryers, and Wringer 
Washers. 

Distributed: Nationally through in- 
dependent distributors. 

To Get Line: Contact nearest dis- 
tributor. 

Product Features: The Spinner 
Washer holds 8 lbs. of dry clothes and 
has a capacity of 11 gal. It features a 
clamped-on oversize flexible dia- 
phragm that seals the opening between 
the cabinet and drive shaft tube. Inner 
tub is removable for cleaning. Rinse 
water constantly overflows into outer 
cabinet and is pumped away. Washer 
features gyro-dise balancer, an exclu- 
sive device that reduces vibration. 





Manufacturer: American Stove Co., 
1641 S. Kingshighway Blvd., St. Louis 
10. 

Products: Gas Ranges, Oil Ranges 
and Stoves, Space Heaters and Air 
Conditioners. 

Distributed: Nationally through 
combination of direct-franchise basis 
and independent distributors. 

Major Dealer Requirements: Sales 
organization, reputation in community, 
financial stability and advertising sup- 
port. 

To Get Line: Contact manufacturer. 

Product Features: Magic Chef gas 
range features smokeless broiler that 








swings out and opens with toe control. 
One-piece top burner units lift out for 
easy cleaning. Oven is controlled by 
famous Red Wheel regulator. Fits a 
space only a yard wide. Fluorescent 
light is concealed in back. Jubilee 
model celebrates 50th year 
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Blanketed with 


' ry J full 2-inch glass 
SUPREME an | rock wool 
| insulation. 
q | = — ll - “Tt Fi ” 
AUTOMATIC GAS WATER HEATERS \ | heat retainer 


and baffle for 
large gallonage 
recovery. 


Sell Pioneer SUPREME Gas Water heaters—and \\ bai iy “ONGUARD"’ 


magnesium 
c ” : de rod 
you sell the finest! You get fewer service calls . . . 1d protects interior 
< against 
: : \\ ‘ chemical 
more satisfied customers. Pioneer SUPREME offers wee reaction and 


electrolysis. 


ou a 30-year reputation for quality and depend- : Extra-hea 
peaking aewnilys, sy P | pte 
ae ‘ . . bearing steel! 
ability. Pioneer makes a’ complete line of Gas tank pressure- 
tested before 

and after 


Water Heaters for all budgets, in 20 to 100 gallon : galvanizing. 
capacities: STANDARD, HEAVY DUTY, SU- i=, 


baked enamel. 
PREME, SPECIAL, BOOSTER .. . Also a com- 
— —— 

J ‘ é “ f } : ‘A’ controls 
plete line of Pion-Aire Gas Wall Circulators, . ss give 100% safe 
Ly “ ‘ shut-off of pilot 
‘ and main burner 
from 10,000 to 50,000 B.T.U. input. All parts are 

‘Sure Fire’’ 

5 = 4 F oe Sf 1] / blue fi 

made and built in Pioneer’s own modern factory Tr) . wae 
+ uses both City 

¢ s ‘ and LP Gases. 
. . Prompt deliveries and service assured by 


: : ° ° Double reflector 
Pioneer’s 4 strategically located shipping centers lai \ \ pan keeps 


heat in. 


—one near you. Order now! 


All (Pioneer SUPREME models are 10 YEAR WARRANTY PLAN’ 


A.G.A. approved for all gases. *Unconditional 1 year guarantee for commercial use. 


FOR 30 YEARS 


(Pioneer WATER HEATER CORPORATION 
3131 San Fernando Rd., Los Angeles 65, Calif. 
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SELL tHe comZlefe une 
SELL THE pane LINE | 


.. se. RUUD 


Gas ws WATER HEATERS! 


EN 


K 





Sell the line that has everything ... Sell more water heaters by selling more hot water 
COMPLETE line for every purse... . rh every service with RUUD! Ruud has the fast recoveries 
purpose ... for every gas ... for every water ... for and high Performance-Ratings to fill the increased 
every temperature .. . for EVERYBODY! hot water requirements of today’s automatic wash- 


ing machines and dishwashers. 

















HOW PERFORMANCE-RATING WORKS ...FOR YOU | 
Two factors determine Performance- as from a 60° cold water inlet temperature 
Rating. The first is Storage-Rating—the to a 160° storage temperature—a 100° rise. 
number of gallons of 160° water, or equiv- With Performance-Rating you have the 
alent, stored by the tank. Second, is the actual figures to prove that Ruud water 
Recovery-Rating—the number of gallons heaters, with fast GAS, deliver more hot 


of water the burner can heat in one hour, water and more hot water valxe. 


THE COMPLETE LINE IS PERFORMANCE-RATED! 


Ruud’s complete line includes three series, with models to fill every domestic 
hot water requirement. First two digits of model number indicate “Storage- 
Rating”, second two, “Recovery-Rating.” The sum of the two sets is the 
Performance-Rating. 





MODEL PERFORMANCE-RATING 

















RUUD-MONEL a oe wel baci M 21-21 42 gallons 
anks, s v - e 
SERIES : tures to 180°. For all gases. ob rend 4 psa 
H en 1 | MODEL PERFORMANCE-RATING 
eavy duty galvanized- 
steel tanks, internal flue ae jd = 
RUUD HISPEED design, with selective 30-251P 85 cefem 
ieee temperatures to 160°. “E” 45-38 83 9 ‘ 
SERIES indi fi il ‘ H 45-38 E gallons 
indicates for all gases ex H 45-36 LP 81 gall 
cept LP. “LP” for LP gas H 70-46 E 116 ee 
only. s —— 
H 70-42 LP 112 gallons 
Truly the pacemaker in the 
RUUD low-cost, high-quality, MODEL PERFORMANCE-RATING 
medium Performance- P-20-17 37 gallons 
PACEMAKER Rating field. Selective P 30-21 51 gallons 
SERIES temperatures to 160°. AU) 
For all gases. 
Include: 
sary du 
small ac 
RUUD MANUFACTURING COMPANY, PITTSBURGH 1, PA. os adj 
r 


Also makers of commercial and industrial water heaters . . . The Ruudiator House-heating Boilers 
Sani-Temp Hot Water Systems for Commercial Dish-rinsing 


* * & FOR HOT WATER... GA#S IS 3 TIMES FASTER! & & * 
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INSTALLS IN ADJUSTS TO 
EITHER INSIDE OR EXACT THICKNESS 


OUTSIDE WALLS FEU LLY VENTED * FULLY ENCLOSED OF THE WALL 


RECESSED WALL HEATERS 


FOR NATURAL * MANUFACTURED =<: MIXED + L-P GASES 
WITH OR WITHOUT AUTOMATIC CONTROLS 

















Just Note These Features ! 


1. Rigid steel Header provided to support flue . . . to insure tight 
flue connection. 








| 2 Draft Diverter built in . . . no damper or other gadgets required. 


3 Multi-liner construction offers more air insulation . . . real Safety 
to installation. 


4, Heating Section 100% welded from burner to flue .. . is gas- 
tight (no odor, no sweating). Unique Tube design means maxi- 
mum heat from fuel. 


5 Telescoping Wall Box adjusts to exact wall thickness (plaster, ply- 
wood, etc.) without extra parts or special tools. 


6, Overall height held to minimum so that heat is delivered to living 
* zone (not ceiling). 


7, Long-life Combustion Chamber has cast-iron head to take impact 
of flame ... prevent burnout. 


burners. 


9, Has precision-ignition Safety Pilot . . . also Gas Pressure Regu- 
lator for City gases. 


10. Service Panel snaps on... releases instantly for lighting, regu- 
lating, cleaning. Upper Panel releases by removing 2 screws. 


6 8. Convenient Observation Port facilitates lighting and adjusting 
2 Main Burner can be regulated at valve handle on forward panel 
9 . without disturbing operation of Auto-Controls. 
12, Metal only touches wood studding here and there due to staggered 
“dimple” construction of Wall Box ... means added air insula- 
10 tion, greater safety. 


1] THE BRILLIANT FIRE is A.G.A. Approved under 1950 Central 
Heating requirements. Installs readily in any standard wall (16” 
studding), anchors securely. Operates efficiently in either inside 
12 or outside walls. Engineered for all gases, approved for High Alti- 

tude operation. Fully vented, fully enclosed with Wall Panel 
finished in durable, lustrous Opalescent Beige (infra-red baked). 
Offered in 2 sizes (17,500 and 25,000 Btu. Input). Manual or 



















ALSO 
DUAL-ROOM 
MODELS 











Automatic Controls. 





WRITE FOR BROCHURE AND PRICES 
AUXILIARY KIT Distributors Should Get Franchise Details 


Includes extra grille and neces- 
sary duct for channeling heat to 
small adjacent room . . . or used 
@s adjacent Cold Air Return. 





O/,e OHIO FOUNDRY & MANUFACTURING CO. 
Sagine 78°C Nanufactirers YD) Signe 15- 


STEUBENVILLE: OHIO: U.S.A. 
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SINCE 1846 























follow the Leaders 


Dryers @ Ironers @ Water Softeners ¢ Shower Cabinets ¢ Water 
Systems e Plumbing e Heating e etc. 


»++BE A LEADER! HOV THE LEADERS SELL RANGES .. . and Refrigerators ¢ Sinks ¢ Disposers 
a+ e Dishwashers ¢ Water Heaters @ Cabinets ¢ Washing Machines e 


Though attracted to the Web- 
ster store in Washington, D. C. 
by a cooking school demonstra- 
tion (facing page), several 
hundred women were also ex- 
posed, many for the first time, 
to Webster's complete line of 
plumbing and heating. Note 
boiler in the background. 


The mass demonstration technique is a type of 
buyer education that is proving its value in 
the merchandising of appliances. Here are the 
hows and whys as developed by several leaders 


And in many cases, Domestic ENGINEERING readers are the 
teachers. 

We're not referring to academic education, but rather to the pro- 
motional technique known as mass demonstrations, where prospective 
customers are given their schooling in the convenience features of a 
long line of home appliances and fixtures . . . notably ranges, dish- 
washers, disposers, washing machines and other “glamour” appliances. 

Essentially, any good promotion is a form of education, and it is 
this type of buyer education that is proving successful for many do- 
mestic engineering dealers in the merchandising of appliances. 

The highlights of a few successful cooking schools will point up the 
hows and whys of a mass demonstration. First of all, the “whys:” 

1—A mass demonstration enables the dealer to present his sales 
story to a large number of prospects. 

2—It gives the dealer a virtually inexhaustible list of leads. 

3—Giving free education in modern living helps build good will and 
increases the dealer’s prestige as a progressive merchandiser. 

4—The free school technique attracts considerable attention, pro- 
viding a springboard for free publicity in local newspapers. 

5—It furnishes an opportunity to resume contact with old prospects 
in a new way. 

6—By fully utilizing the services of kitchen experts who act as 
demonstrators, the dealer can make the selling features of each ap- 
pliance clearly understood. 

As to the “hows,” these are listed in the lower half of the facing 
page in detail. However, these general points can be added: 

The domestic engineering dealer has a choice of several types of 
mass demonstrations. He can choose the “saturation” technique of 
Bob Schaefer of Cullman, Alabama, featuring big classes in a large 
auditorium; or he can elect to conduct his school on a more modest 
scale. He can screen his prospects carefully and conduct small classes, 
thus spending more time with each better than average prospect. 

But whatever his method, the experience of other domestic engi- 
neering dealers has definitely proven that if you “teach ’em first,” 
you can “sell ’em later!” 
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(Gt em in increasing numbers, are going back to school. 
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Decide whether you want to hold a cooking 
school to demonstrate ranges, or a complete 
demonstration of several appliances. 


Call your local utility for help in planning. 


Decide where to hold the demonstration. You 
can get more people in a hall, but your own 
store has the basic advantage of exposing new 
prospects to your location, many for the first 
time, and the complete lines carried. 
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Hall eee as E. Herman Moser did when he sponsored a cooking school in Philadelphia to demonstrate his line 
of gas and electric ranges. Nearly 1500 women turned out for the mass demonstration, and Moser sold 38 ranges as a direct result. 





* 


eae Use Your Own Store! as the Webster Plumbing and Heating Co. did recently in Washington, 


D. C. A store demonstration has the basic advantage of exposing new prospects to the dealer’s location and the lines carried. 


Either way, you can pack ‘em in by following this program of the leaders: 


When the type of demonstration has been se- 
lected, promote it several weeks in advance. 


Offer an inducement in the form of door prizes. 


Ask your local utility or appliance distributor 
where you can get an expert demonstrator. 


Above all, have every woman attending fill 
out a prospect card with name and address, and 
age and make of appliances now owned. 

















WITH ONLY 55 pays until Christ- 
mas, there’s still plenty of time to 
capture a good portion of this 
“plus” business. 

To aid contractor-dealers plan 
their promotions, Domestic Enct1- 
NEERING is presenting, herewith, 
part of its continuing survey of 
successful Christmas promotions. 


IDEA: CHRISTMAS EVE 
DELIVERY 


Since surprise is a definite ele- 
ment of any gift, Cannon’s, Inc., of 
West Yarmouth, Mass., offers guar- 
anteed delivery at any time the 
buyer specifies. It makes no dif- 
ference whether it’s Christmas Eve 
or Christmas Day, Cannon’s leases 
extra trucks and hires extra men 
to insure delivery. 


IDEA: CELLOPHANE 
WRAPPING 
Appliances, such as refrigerators, 


washers, dryers, etc., take on added 
gift luster when wrapped in cello- 
phane and tied with a wide red or 
green ribbon. One or two appli- 
ances, so wrapped, plant the idea 
of an appliance gift, especially 
when tagged, “Give The Gift That 
Keeps On Giving.” 


IDEA: CHRISTMAS 
PARTIES 


Everybody loves a party, especi- 
ally the kids. Ralph Guinner of 
St. Louis capitalizes on this fact 
and holds Christmas parties for the 
children each week during the 
Christmas season. While the chil- 
dren are being introduced to Santa 
Claus, the parents are shown 


Only 55 More Days ‘Til 


XMAS 


It’s a good time of the year to go after 
the plus business ... by promoting the 
“‘sifts that keep on giving” 


plumbing, heating and appliance 
items. 


IDEA: GIFTS IN 


MINIATURE 
Another idea that helps retain the 


surprise element in Christmas giv- 
ing is used by H. Newcom, head of 
the Reliable Plumbing Company 
in Chicago. Each year a showroom 
display is made up of miniature 
model sinks and hung on a Christ- 
mas tree. Then, when a customer 
buys a sink, he is given the minia- 
ture that entitles the recipient to 
select a sink from Reliable. This 
enables a husband to choose the 
gift, but lets the wife pick out the 
sink she likes best. 

Editor’s Note: The practice of 
using miniatures also includes au- 
tomatic washers, ranges, refrigera- 
tors, water heaters, etc. They can 
usually be obtained from local nov- 
elty manufacturers in quantity, at 
a minimum cost. 


IDEA: ADD-ON 
SELLING 


In Detroit, one domestic engi- 
neering dealer maintains a card 
catalog of all customers who buy 
appliances during the year. Then, 
during his Christmas promotions, 
he solicits these customers for the 
logical “add-on” appliance. For ex- 
ample, if a customer bought an au- 
tomatic washer, this contractor- 
dealer suggests an automatic dryer. 


IDEA: STOP DRUDGERY 


APPEAL 
Another effective Christmas pro- 


motion is that of the Detweiler 
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Brothers of Twin Falls, Idaho. They 
sell more automatic washers in the 
six weeks prior to Christmas than 
in any other three month period. 
This is done by simply appealing 
—through newspaper and direct 
mail advertising—to the housewife 
and showing her that an invest- 
ment of what ends up to be a few 
cents a week results in a curtail- 
ment of many hours of washday 
work and drudgery for many years 
to come. 


IDEA: FAMILY GIFT 
APPEAL 


The dishwasher, which can save 
hundreds of hours of work for the 
homemaker, is an item which is 
promoted effectively every Christ- 
mas by D. A. Bell, of Denver, Colo. 
Since it is a logically pleasing gift 
for the housewife, and since the 
research done by Bell shows that 
most husbands intend to purchase 
a dishwasher eventually, he asks, 
through his advertising, “Why not 
now?” 


IDEA: TELEPHONE 


CANVASS 
One dealer in Affton, Mo., does 


a good deal of his Christmas mer- 
chandising over the phone. Two 
salesgirls utilize the cross-index 
city directory to telephone both 
past customers and new prospects 
with a suggested gift list. Each 
salesgirl introduces herself and ex- 
plains that the store has an excel- 
lent line of Christmas gifts—from 
complete kitchens right on down to 
toys and phonograph records. 











National Disposer |} 


SP osares : P COMPLETE ! 
ty 2-pole 
; disconnect 
switch 





SIMPLE ! 
2-piece 
| clamp ring 


POWER! 
Full '/3 HP 
motor 


EASIER T0 INSTALL... BIGGER PROFITS 


Designed for quick, easy installation... has all the demanded features 


of quality and safety. This means increased sales and profits for you. 
For details contact your wholesaler today or write Plumbing Equip- 
ment Division, National Rubber Machinery Company, Akron 8, Ohio. 





152 DOMESTIC ENGINEERING November, 195] 





Se 






Berger STEEL CABINETS 


are made for you! 


The Berger Line is your line. Berger Steel Cabinets 
for Kitchens are sold through the plumbing trade. 
When plumbers talk steel cabinets, they talk Berger. 


Berger Steel Undersink Cabinets are built to fit all 
the standard-make sinks you now handle. Berger 
Steel Counter and Wall Cabinets match perfectly 
and assemble easily into complete modern kitchens. 





Berger Steel Wall Cabinets: 17 


Sues and aes Sine s6 ge For big kitchens or small... for new kitchens or old... 





door 

Adjustable shelves. Easy to bang. : : : 
ar So eiieaeae Berger Steel Cabinets give you new profit opportuni- 

ties. See your jobber, or write us for full information. 


BERGER MANUFACTURING DIVISION 


REPUBLIC STEEL CORPORATION 
CANTON 5, OHIO 

















i 
Steel Cabinets 


% For Kitchens 


KITCHENS — cooking, cleaning, and 
storage centers all require attractive, 
easy-to-clean Berger Steel Cabinets. 


















Berger Steel Counter Cabinets: 13 
styles and sizes, including corner 
cabinets. Wonderful selection of 
standard and custom-made tops. 










co nome 
UTILITY ROOMS and home laundry 
centers require convenient, sanitary 





storage space ... just the place for 
durable, roomy Berger Cabinets. 
emmeentnitentll 


ae , 


YOUR 
PROFIT 
OPPORTUNITY 
FOR 1952 



























Berger Steel Undersink Cabinets: 
Fit all standard-make sinks. 14 
styles and sizes to meet every need. 
Also 3 sizes of SINK FRONTS. 
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ire attractive, 
teel Cabinets. 


10me laundry 
ient, sanitary 
the place for 
er Cabinets. 








November, 1951 DOMESTIC ENGINEERING 153 


WATER HEATER DEALERS: 
Now, you, too, can profit from the 


big holiday buying! 







*Plus installation and 
state or local taxes 


Sell water heaters at Christmas time? Don’t think it can’t be done! 
With the Holiday Special Water Heater that Rheem is now offering, you can get set 
to sell as you’ve never sold before in November and December! 


COMPLETE PROMOTION PACKAGE! Newspaper 
ads (for co-op use, of course), postcards to mail to 
your prospects, and radio commercials—all planned 
to help build your sales—will be supplied with your 
order for the Rheem Holiday Special Heater. 


HIGH QUALITY—LOW COST! The Rheem 
Holiday Special Water Heater is a deluxe 
model in every way. It carries a 5-year war- 
ranty. It’s built with a heavy-duty tank, Gray- 
son Unitrol 100% control, and cast-iron drill- 
port burner. Yet it is greatly reduced in price! It is 
exactly what you need to sell the man or woman who 





LIMITED OFFER—ACT NOW! Get the full details 











wants to play Santa Claus with a gift that will be 
enjoyed for years. 


GIFT DECORATED! Wrapped at the factory with a 
big red “Merry Christmas” ribbon, the Rheem Holiday 
Special Heater makes an especially attractive gift. 
AND... attractive red bows are available to further 
dress-up the heater for your floor and window display. 


on this generous bonus promotion from your Rheem 
distributor now! Act fast, for only a limited number 
of Holiday Special Water Heaters are available...and 
your order can be accepted for only a limited time. 
Don’t miss out! 


You corey RHEEM/ 


RHEEM MANUFACTURING COMPANY World’s Largest Manufacturer of Automatic Water Heaters 
570 LEXINGTON AVENUE, NEW YORK 22, NEW YORK 





NATIONAL 


ELECTRIC water heaters 





















































make plumbers 


TWICE 
as happy 


First, you can install a National and for- 
get it, confident that it will give long, 
trouble-free service. Second, National’s 
consistently reliable performance means 
customer good will. NATIONAL’S water 
heaters, the complete line of round and 
table-top models, have these two exclusive 
features to make YOU twice as happy: 














Patented Snap Action Thermostats. sub 


merged in the water for accurate, posi 
control A SNAP to 


the tank stays 


tive temperature 


service or remove 


full no train no drain with 


National's copper wells 


9. 


Exclusive 


mem))))))) ) So 


100 
Type Heating Elements rapidly transfer 
all the heat generated directly into the 


efficient Immersion 


water. Easily removable 


full 


UR ELLISED ES 
them out of National's 
through 


just slip 


no-drain’ copper well Sold 


feading giumbing whalesalers 


7 @ 


NATIONAL STEEL CONSTRUCTION CO. 


500 MYRTLE STREET, SEATTLE 8, WASHINGTON 
S07 WATER STREET LOGANSPORT, INDIANA 


CONTINENTAL WATER HEATER CO. 


1801 PASADENA AVE LOS AWGELES 31, SAGs 
A A ? Oil FIRED WATER HEATERS © RANGE BOILERS 
WATER STORAGE TANKS 


Mrite finer 
WHALE 


at ais DOUBLEX ELECTRIC 


HYDRO PNEUMATIC TANKS 


Laundry Machine Market 


(Continued from bottom of page 123) 
keep an eye on the children. About 58 percent of 
1,545 respondents placed their automatic washers in 
the kitchen or utility room, while 37 percent still use 
the basement. 

The average age of washers replaced was about 
10 years, and approximately 62 percent of the pur- 
chasers previously owned a mechanical washer of 
which 72 percent were wringer types. Most me- 
chanical washers have an average life expectancy of 
around 15 years, and the survey would seem to in- 
dicate that people are replacing their machines be- 
cause they want automatic operation, rather than 
because the appliance is worn out. 

Generally speaking most dealers were prompt in 
arranging for a home demonstration after the ma- 
chine was installed. The poll showed that demonstra- 
tions were given within three days after installation, 
while 20 percent of washers purchased were not 
installed within six days after delivery. The survey 
results emphasize that home demonstrations are 
esssential for customer satisfaction. 

As with other appliances, automatic washers make 
the strongest showing in metropolitan areas. On 
the basis of 1,427 returns, 46 percent of sales were 
made in cities over 50,000 population; 24 percent in 
10,090 to 50,000; 18 percent in 2,590 to 10; 8 percent, 
under 2,500; and 4 percent, farms. 

Features of the washer were listed by 33 percent 
of 1,603 respondents as the reason for the brand 
selection. Other factors listed as influencing the 
brand choice were: “Recommended”, 20 percent; 
“reputation”, 19 percent; and “had other products of 
same make’, 15 percent. 

On the basis of this survey, the manufacturer con- 
cluded that automatic washing machines are re- 
garded as a necessity by lower and middle income 
groups. Although this product is among the fastest 
growing of the postwar developed appliances, it has 
reached a saturation of only 13 percent. The dealer 
should capitalize on its acceptance to boost sales of 
dryers, water heaters and other companion laundry 
equipment. While most dealers are providing cus- 
tomers with demonstrations, this important phase 
of the sale should not be neglected even though a 
minimum of effort is required to make the sale. 


Appliance News 


Jet-Tower Campaign 

Youngstown Kitchen dealers have just celebrated 
the Jet-Tower dishwashers’ first anniversary with an 
intensive sales promotion campaign, according to D. 
F. Rucks, Jr., sales manager. 

Wholesale distributors and retail dealers launched 
the promotion with local newspaper advertising. A 
special promotion package, distributed by Youngs- 
town, included newspaper ad mats, gravure broad- 
sides for mailing, window posters and a large coun- 
ter easel. 

The promotion featured an offer of a $100 trade-in 
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for the customer’s old kitchen sink, or the gift of a 
Youngstown Kitchens food waste disposer with the 
purchase of the 27 in. automatic dishwasher or a 48 
in. electric sink. 


In-Sink-Erator Promotion Kit 

To capitalize on Christmas selling, the In-sink- 
erator Co., Racine, Wis., has begun distribution of 
its “5-Star Christmas Promotion” to dealers across 
the nation. 

The prcemotion features a new “mobile” animated 
display for counter, window or floor use, backed up 
by tested mailings to housewives and a special price 
offer to dealers for the purchase of an In-sink-erator 
unit for display purposes. 

Also included in the kit is a die-cut Christmas tree 
made to hang on a door knob or faucet. 


Crane Dealer Meetings Held 

Crane Co. is conducting, during October and 
November, a series of 100 dealer meetings, introduc- 
ing a new promotion campaign for Apex dishwashers. 
Selected dealers are being invited to the meetings, 
which are conducted by the Crane branches. 

The campaign is designed to encourage demonstra- 
tions of the unit by the dealer. Dealers who install 
the dishwashers in their own showrooms (or homes) 
for demonstration receive suitable background dis- 
plays which help in the selling job. 

Additional promotion assistance to dealers who 
already have units available for display and demon- 
stration include direct mail matter, specification 
sheets, cooperative advertising assistance, etc. 

At a recent meeting in Cleveland, Earl Bosley, cen- 
tral division sales manager for Apex, presented an 
illustrated discussion of the dishwasher market. The 
present saturation point on dishwashers (only about 
3 percent) dramatizes the tremendous future market 
for such equipment, he pointed out. The speaker also 
described the features of the dishwasher and showed 
sales training film. 





Above: Crane and Apex officials discuss dishwasher market at 
Cleveland meeting. Left to right: C. K. Reynolds, Jr., Apex Prod- 
uct Sales Manager; E. L. Bosley, Apex Central Division Sales 
Manager; A. N. Rosborough, Crane Branch Manager; J. T. Benedict, 
Crane Job Products Vept., 1. G. McDavitt, Jr., Apex, Ad. Manager. 


Ship 1.5 Million Gas Ranges 
151,500 domestic gas ranges were shipped by manu- 
facturers during the month of August, bringing the 
total for the first eight months to 1,593,700 units, ac- 
cording to Edward R. Martin, director of marketing 
(Please turn to top of next page) 





155 





UNTGATA 


GAS water heaters 








































make plumbers 


TWICE 
as happy 





First, when you install a Continental you 
know it will give long, dependable service 
without attention. Second, Continental's 
consistently economical, efficient per- 
formance means satisfied customers. This 
complete line of gas water heaters is 
equipped with Continental’s exclusive 
features to make YOU twice as happy: 














Exclusive Mushroom Burner operates auto 
matically. Ninety-six side ports heat water 
faster but cannot clog. This burner gives 
remarkable recovery with maximum economy. 


Built-in Condensation Sump in the floor pan 
of the heater catches all moisture. No water 
escapes to the floor; Continental is the 
perfect ‘housebroken’ gas water heater 
Sold through C plumbing wholesalers 


© a 


NATIONAL STEEL CONSTRUCTION CO. 
500 MYRTLE STREET, SEATTLE 8, WASHINGTON 
301 WATER STREET, LOGANSPORT, INDIANA 


CONTINENTAL WATER HEATER CO. 


‘omy: oe NA AVE., LOS ANGELES 31, CALIF 
OIL FIRED WATER HEATERS + RANGE BOILERS 
TANKS « WATER STORAGE TANKS 







iNlustrated 


GLADIATOR catalog 








HYDRO PNEUMATIC 
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MEN OF EXPERIENCE 
; to the... 





What You Get Out of it 
PROFITS! 


im simple truth about sell- 
ing points listed as quality, op- 
eration, efficiency, eye appeal, 
popular price, etc., is that they 
are all worked into the design 
and production of WILSHIRE 
. Hot Water Heaters. These are 
the things that make it possible 
for you and your customers to 
get all that you do out of WIL- 
SHIRE . . . profits and effi- 
ciency. 








-¥}> 





he illustrate the thorough- 
ness with which WILSHIRE has 
planned your sales approach 
. they have available for you, 
one of the most complete lines 
of water heaters in the country 
. . . making it practically im- 
possible for one of your cus- 
Model AG tomers to name a heater ca- 
pacity which you can’t fill. 
WRITE FOR COMPLETE DE- 
TAILS ON WILSHIRE’S Boost- 
er Models and the eenanasy 
Models in e -_ 
and “AG” Series. & 


They are sellers! 


GUARANTEE 


So sure are we of the 
superior job done by our 
WILSHIRE _ specialists 
that WILSHIRE Heat- 
ers are backed up by 1, 












? 





5 and 10 year (prorated) 
ORDER factory guarantees .. . 
through your Plumbing the most generous in the 
Jobber country. 
eale crnutio 
133 E. PALMER AVE. COMPTON, CALIF. Model HCS 





ILSHIRE 
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(Continued from bottom of page 155) 
and statistics of the Gas Appliance Manufacturers 
Assn. 

During 1950, manufacturers shipped 331,500 domes- 
tic gas ranges in August and a total of 1,923,200 for 
the first eight months, Martin said. 

* * * ~ * 

Manufacturers of automatic gas water heaters 
shipped 110,300 units during July, according to Ed- 
ward R. Martin, director of marketing and statistics 
for the Gas Appliance Manufacturers Assn. This 
brings the total for the first seven months of this 
year to 1,278,000 units. 

During 1950, July shipments amounted to 197,500 
units and the seven-months total was 1,237,000. 


Cabinet Manufacturers Assn. Organized 

Recently organized at an industry meeting in Cleve- 
land, the Steel Kitchen Cabinet Manufacturers Assn.., 
Inc., will conduct recognized association activities 
beneficial to governmental departments in an emer- 
gency, to purchasers of the industry’s products and to 
those engaged in the industry itself. 

M. M. Miller, president, Miller Metal Products, Inc., 
was elected president of the organization. 

Headquarters for the group will be at 1006-1008 
Engineer’s Building, Cleveland. 


Sales Pickup Expected 

Marketing experts of the Gas Appliance Manufac- 
turers Assn. except sales of gas appliances during the 
remainder of this year to increase as a result of re- 
cently relaxed consumer credit controls and normal 
seasonal sales pickup during the fall months. 

At the beginning of the year, an overall drop of 
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TEAM £m UP 


FOR MORE SALES! 





Hes in a buying mood when he selects a new furnace, 
so “keep the ball rolling” —sell him a Majestic Indoor 
Incinerator at the same time! If Mr. Buyer purchases an 
automatically fired furnace; explain to him that burning 
refuse in such a unit is now impossible. Then tell him how 
this indoor incinerator can do a much better job, burning 
all waste paper, trash and garbage right in his basement. 
It’s a convenience for his wife to have a Majestic Indoor 
Incinerator handy — eliminating trips to the outdoor garbage 
can and trash burner in all kinds of weather. Here’s an 
item that is completely safe — just fill it, light it and leave 
it. Unique down-draft does the rest! Connects to furnace 
flue. Duotone finish. 24” diameter; 32” high (other sizes 
available). Priced right for quick sales! Get the facts — 
write today. 


The Majes fic Company 


10-A ERIE ST. * HUNTINGTON, INDIANA Ap 


Nationally Known and Advertised for Over 40 Years! 
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25 per cent from the 1950 sales level was foreseen, 
but during the January-June period sales held to 
within 1.6 per cent of last year’s volume and indica- 
tions are that they will climb over the present levels 
in the fall, according to the association. 

A recent study showed that from July 1, 1951 to 
June 30, 1952, over a quarter of a million gas ranges 
will be needed for new housing and to replace obsolete 
units. 


Big Dryer Market Expected 

The possible markets for automatic tumbler type 
dryers for household washers this year is estimated 
at 2,500,000 homes as compared to the 1950 produc- 
tion of about 315,000 units, according to Ray G. Hal- 
vorsen, chairman, dryer division of the American 
Home Laundry Manufacturers’ Assn. 

Mr. Halvorsen made his estimate at a recent meet- 
ing of the association. 


Given Launches Ad Drive 

The Given Manufacturing Company, Los Angeles, 
recently launched their largest advertising campaign 
to date for their Waste King Pulverator line of food 
waste disposers. 

The theme of the campaign is “You don’t see it... 
You don’t smell it . . . You don’t touch it! Clever 
caricatures illustrate the three “don’ts.” 

Special dealer sales-helps offered in the overall 
campaign include a full color display and display 
stand, a self-supporting floor display, a merchandis- 
ing kit containing a poster, post cards, ad mats, cir- 
culars, etc. and three new animated television com- 
mercials. 
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by showing them in action at 
their best with perfectly conditioned 
water. When you sell washing ma- 

chines, dishwashers or hot water 
heaters, make extra profits and render your cus- 
tomer real service by pushing Zerosoft water con- 
ditioning at the same time. 


Ask for catalog and prices now 
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GAS HEATERS 


FOR EVERY CUSTOMER 


WALL INSERT 


Royal Wall Insert Heaters 
are ideal for bathroom or 
other small rooms. Inner unit 
and louvers of Armco Alumi- 
nized Steel. Extra easy to 
install. Shown here Model 
1202, 8000 B.T.U., Front 
18%", x 20”, Depth 334”. 
Other sizes available. 
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GAS LOGS 


Remarkable replica of 
real oak logs. A fa- 
vorite all over the na- 
tion. Two sizes avail- 
able: 22,000 B.T.U. 
(20 wide) and 
30,000 B.T.U. (24” 
wide). Delivered se- 
curely packaged with 
3 orifices, for Natural, 
Manufactured and LP 
Gas. Andirons at extra 
cost. 














VENTED 
CIRCULATORS 


Luxuriously finished in 
baked-on enamel. Extra 
sturdy inner construction. 
Available in 20,000, 40,- 
000 and 60,000 B.T.U. 
sizes with and without 
radiants. Model 1960. 





WRITE TODAY for illustrated folders and 
name of your nearest Royal distributor. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


CHATTANOOGA 6G, TENNESSEE 
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The leaders in this indus- 
try built their business with 
IDEAS . . . ideas on how to 
arrange their showrooms, dis- 
play their products, influence 
the public, supervise employ- 
ees. 


W ith enough appropriate 
ideas (and the will to use them) any contractor- 
dealer can, Aimself, be a leader . . . whether in plumb- 
ing and heating, or appliances. 

Fortunately (for those who would be the future 
leaders) there is now available the biggest fund of 
practical ideas ever brought together in one place in 
this industry. They can be yours in the new book, 
“2000 and 1 Prize-Winning Ideas,’”—the book which 
reports and pictures the ideas used by 181 leaders 
who won awards in last year’s Merchandising Con- 
test. 

It’s a big book—200 pages, each 9x12 inches. It 
contains 800 photographs and other illustrations. 
You can get an idea of its scope by noting the chap- 
ter headings. For example, if you are interested in 
appliances, you will gain many good ideas from 
chapters on the following subjects: 


Appliances Laundries 
Kitchens Ranges 
Dishwashers Refrigerators 
Disposal Units Specialties 


SUR ©1620 N00 AIL COUPON TODAY 


DOMESTIC ENGINEERING 


Follow the IDEAS 
of the Leaders 
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Naturally, you are also interested in the latest 
ideas for selling your full range of products, at a 
profit. Therefore, there are chapters on: 


Plumbing Water Systems 
Heating Water Heaters 
Oil Burners Water Softeners 
Gas Heating Faucets 


Air Conditioning 


And then, finally, there are 44 chapters of ideas on 
merchandising, marketing, management and service 
which apply to all the products you sell, and to your 
operation as a whole. These chapters cover: 


Signs 


Institutional Advertising 
Signs on Job 


Human Interest Advertising 


Anniversaries Symbols 
Grand Openings Slogans 
Radio Advertising Labels 
Television Gimmicks 
Phone Book Advertising Calling Cards 
Cooking Schools Photo Cards 


Seasonal Appeals Literature and Blowups 
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eo OW is it possible to obtain and accumulate 2,001 
tested and proved ideas . . . ideas which will help you sell more? 
DOMESTIC ENGINEERING did it through the Merchandising Contest. 
We offered, as first prize a $2,500 truck. 117 manufacturers gave their prod- 
ucts. 136 wholesalers gave $1,300 in cash. All were brought together in a 
prize list amounting to $18,000 in retail value. 

All contractor-dealer subscribers of DOMESTIC ENGINEERING were 
eligible to enter. Entry forms were received from more than 2,000. In addition 
to the form, contestants were required to answer a detailed questionnaire; 
to furnish photographs, advertising matter, radio scripts, etc., and to supply 
a description of their successful business-building methods. 

A committee of leading manufacturers, wholesalers and sales experts judged 
the entries. Photographs and other exhibits from the winning entries oc- 
cupied several thousand square feet at an industry wide exhibit. 

This was the material from which the book, “2,000 and 1 Prize-Winning 
Ideas,” was drawn. Its 200 pages illustrate and describe the ideas which 
make Domestic Engineering Dealers pre-eminent as merchandisers of me- 
chanical equipment for home, industrial, commercial, housing and institu- 























tional buildings. 
You can draw upon the combined business experience of 3,989 years (total 
business age of 181 winners) in the new DOMESTIC ENGINEERING 
IDEA BOOK. 
> 2 
er| in Appliance | 
Show Displays Job Proposals ORDER YOUR COPY OF 
Contests National Recognition THE BIG IDEA BOOK NOW 
School Activities Publicity 
| Sports Contest This book is already at work helping to make 
) Public Relations Stunts Trucks the leaders of tomorrow. It can be of great help to 
coe = wpa en you, too, whether you are already a leader or are ‘‘on 
Civic Activities Offices Sars ae ; f« oe 
Diniteiiies Shops yout way up. oO get your copy of 2,000 and 1 
Welcome Wagon Yards and Docks Prize-Winning Ideas’, fill out the coupon below and 
Annual Service Uniforms return it to us with your remittance. 
latest Customer Incentives Procedures : ad 
, at a | Employee Incentives Remodeling The book will come to you, postpaid and satisfac- 


Prospecting Service tion guaranteed. 


DOMESTIC ENGINEERING PUBLICATIONS 
1801 PRAIRIE AVENUE CHICAGO 16, ILLINOIS 
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‘ ‘ 

i (i dn I want the new book, “2,000 and 1 Prize-Winning 

H pe dh Ideas.’ It is understood that, if not satisfied, I 
eas ON ' may return the book within ten days and full 
ervice ' purchase price will be refunded. My remittance of $5.00 to 
) your ‘ cover cost of the book is enclosed. 
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Send to 
DOMESTIC ENGINEERING PUBLICATIONS 
1801 PRAIRIE AVENUE, CHICAGO, ILLINOIS 


Co ee es eee eee 














DOMESTIC ENGINEERING November, 1951 


















SEMI - RECESSED 











Sz 
H 
d 
al 
h 
oO} 
Use of Nesbitt model U reveals intelligent planning and good taste t 
‘ Pp 
ir 
When you step into one of today’s modern, well designed offices, s 
step a little nearer for a close-up view of the NESBITT CONVECTOR. ‘ 
t 
For more and more planners are ‘‘closing the gap’’ between their smart new ideas m 
and the tell-tale dating of old fashioned radiators li 
ti 
by specifying NESBITT MODEL U CONVECTORS as the medium of heating. 
NESBITT CONVECTORS are completely satisfying in both design and efficiency. i 
They are light in weight, fully assembled, and easy to install, . 
and they deliver the uniform comfort synonymous with convection heating. d 
To homes and apartments, add offices and commercial installations ; 
when you think of NESBITT CONVECTORS. Send for Publication 262. V 
Manufactured by John J. Nesbitt, Inc., Philadelphia 36, Pa. . 
( 
is 
ARE SOLD EXCLUSIVELY s 
wi E Sy e ; T T THROUGH PLUMBING AND 
HEATING WHOLESALERS ( 



















AUTUMATIC HEAT 


MT MRIIVBATTAYAYE 


Secilion 


How to Put L/FE in Your 
Heating Demonstrations 


“ONE PICTURE,” according to the 
ancient Chinese proverb, “is worth 
a thousand words.” But when it 
comes :to merchandising: heating 
equipment, one live demonstration 
is worth a thousand pictures. That 
is'the experience of many domestic 
engineering dealers. 

In fact, according to John.Gibson, 
sales manager of Automatic Oil 
Heating Company, Chicago, “A live 
demonstration is absolutely invalu- 
able in the heating business. No 
heating contractor should be with- 
out one.” 

Not only are such displays spec- 
tacular, immediately catching the 
prospect’s eye and stimulating his 
interest, but they also help the 
salesman on the floor to mini- 
mize the necessity of answering 
the prospect’s questions by refer- 
ence to a sales manual or trade 
literature. With a live demonstra- 
tion the prospect can see and feel 
how it works .. . and the display 
itself becomes a salesman. 

Mr. Gibson uses the live demon- 
stration (photo at right) on the 
display floor to sell prospects 
brought into the store by his seven- 
teen outside salesmen. Two con- 
version oil burners, one rotary and 
one gun-type, are hooked up to 
two furnaces (formerly coal fired). 
Gages are installed to show com- 
parative heat output and fuel con- 
sumption. 

And this domestic engineering 
(Please turn to center of page 169) 





eating, Chicago, uses the live demonstrator 
Below: At the left is a portable demonstrator 
nc, Norfolk. At right is a gas-fired unit. Both 
both add life to the heating demonstration. 


Above: John Gibson of Automatic Oil 
on the display floor to clinch a sale. 
(oil buring) used by John J. Shanahan, 
can be made cheaply and easily, an 


STAINLESS STEEL 


Se REGULATOR 


CUT DOWN TO 
18 HIGH 
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SU ?PORT 


BURNER 


OIL LINE 
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BOLT TO BASE / 
/ 
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Unique Perfex Promotion 


THIS AD WILL REACH OVER THIS BOOKLET OFFERED 


8,500,000 READERS FREE IN ADS 





ee 


DERFEX 
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SOnTEOLS YOU CAN TeusT 


WOOD TOLSEREEPING 

















Most of your customers recognize 
the Good Housekeeping Guarantee Seal 


Firm Name 


CONTROLS YOU CAN TRUST Street 


PERFEX CORPORATION, MILWAUKEE, WISCONSIN City 
In Canada, Perfex Controls, Ltd., Guelph, Toronto 1 


Perfex Corporation, Milwaukee, Wis. 
Gentlemen: Please send free copy of 
"The Lady Who Loved a Thermostat 
without any obligation to me. 

Name. 


Address 


City 





Hot st Beavrivvis owe MAINTENANCE AND 


BUILDING MANUAL 
AB wy. 


(1) Please send FREE "The Lady Who Loved a Thermostat” 











State 
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HEATING | 


Is in the News 


New GAMA Officers 


NEw oFFicers of the Gas Appli- 
ance Manufacturers Assn. took of- 
fice Oct. 14 at a special meeting of 
the board of directors in St. Louis. 

Louis Ruthenburg, chairman of 
the board of Servel, Inc., was in- 
stalled as president, replacing 
Frederic O. Hess, president of 
Selas Corporation of America. 

A. B. Ritzenthaler, vice president 
of the Tappan Stove Company, 
moved up to first vice president 
and J. F. Donnelly, marketing di- 
rector of A. O. Smith Corporation, 
became second vice president. 

Lyle C. Harvey, president of 
Affiliated Gas Equipment, Inc., re- 
tained his position as treasurer 
while H. Leigh Whitelaw remained 
as managing.director and secretary. 


Indoor Comfort Meeting 


Tue NATIONAL Warm Air Heating 
and Air Conditioning Assn. has 
announced the preparation of a 
new Indoor Comfort Conference 
program for the 1952 season. Fea- 
turing the slogan—‘“It’s All New 
for ’52”—the association is present- 
ly scheduling a number of these 
two-day warm air heating sales 
and engineering schools for the 
first four months of 1952. 

“The slogan is quite apropos,” 
states Clarence S. Franke, presi- 
dent of the association, “for com- 
pletely new material is being de- 
veloped about the latest applica- 
tions of heating.” 

Highlighting the conference pro- 
gram will be an extended discus- 
sion of perimeter warm air heat- 
ing. Equally suitable for both con- 
crete slab and crawl space con- 
struction, perimeter heating is 
growing in popularity as one of 
the methods for achieving indoor 
comfort in basementless structures, 
as well as improving heating re- 
sults in structures having base- 
ments. New design and installation 
suggestions for these applications 
will be revealed. 

Included among these applica- 





tions will be the perimeter loop 
system, perimeter radial system 
and the perimeter lateral system 
for basementless structures built 
on concrete slabs. The perimeter 
heating applications for structures 
over crawl spaces will include ra- 
dial systems, plenum and extended 
plenum duct systems. All of the 
above are illustrated on pages 166 
and 167, this issue. 

Of particular interest to heating 
men are the high velocity heating 
systems using small warm air 
ducts. To provide those who attend 
the 1952 conferences with informa- 
tion on the theory and design of 
small duct systems, special mate- 
rial including duct sizing tables 
are being prepared for distribution 
to those attending. Discussion of 
basic principles involved will be 
presented as well as actual prob- 
lems for classroom solution. 

In addition to the application 
engineering material planned for 
the 1952 conferences, information 
of interest to salesmen, servicemen 
and installers of warm air heating 
systems will be presented. How to 
turn service calls into more sales 


New GAMA officers installed 


Indoor comfort conference program 
announced for 1952 


Finned tube radiation code published 


will be discussed along with sug- 
gestions on how service men and 
installers can profit by increasing 
their selling abilities. Merchan- 
dising ideas, market opportunities 
and new uses for warm air heating 
systems will also be submitted. 

The association’s technical secre- 
tary, Guy A. Voorhees, who has 
been the instructor for all previ- 
ously held Indoor Comfort Con- 
ferences, will instruct the 1952 
classes. Often referred to as the 
“heating man’s heating man,” 
Voorhees has the ability to explain 
difficult problems in an easily un- 
derstood manner. 

Conferences have already been 
scheduled, but dates not as yet es- 
tablished, in Birmingham, Ala.; 
Boston; Charlotte; Chicago; Co- 
lumbus, Ohio; Dallas, Tex.; Den- 
ver, Colo.; Des Moines, Iowa; Du- 
luth, Minn.; Houston, Tex.; Little 
Rock, Ark.; Oklahoma City; Peoria, 
Ill.; Philadelphia; Pittsburgh; St. 
Louis; Salina, Kans. and South 
Bend, Ind. 

The forthcoming December issue 
will give the dates for the above 
scheduled meetings. 





Rating Code for Finned Tube Radiation 


A TESTING AND RATING CODE for 
finned tube type of radiation has 
just been published by The Insti- 
tute of Boiler and Radiator Manu- 
facturers. 

The code was adopted by mem- 
bers of the Institute for the pur- 
pose of providing a reliable and 
uniform procedure for measuring 
the output of all types of finned 
tube radiation, regardless of the 
material from which they are made. 

The term “finned tube type of 
radiation,” as used in the code, ap- 
plies to steam or water heated 
room heaters composed of a finned 
tube element fabricated from me- 
tallic tubing with a plurality of 
metallic fins attached to the tubing 
by means of a mechanical or other 
type bond. These heaters are de- 
signed for installation bare, or with 
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open type grilles, covers, or en- 
closures having top, front or in- 
clined outlets. 

Tests under the new code, it is 
explained, may be conducted in 
the manufacturer’s laboratory or 
in a laboratory selected by the 
manufacturer. All observations 
taken and the results obtained 
during the tests must be submitted 
to the Institute, where it is re- 
viewed by the Finned Tube Rating 
Committee to determine whether 
approval of the requested I-B-R 
Ratings is warranted. 

Inquiries regarding the code 
should be addressed to The Insti- 
tute of Boiler and Radiator Manu- 
facturers, 60 East 42nd Street, New 
York City 17. It is not necessary 
that a manufacturer be a member 
of the Institute. 
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VENTING MANUAL 


now ready! 


Send today for free copy 


This useful manual, ‘“Vent- 
ing of Gas Appliances," 
contains important rules for 
correct venting. Published 
in a handy, compact size, 
you'll refer to this valuable 
booklet many times for 
helpful tips on approved 
venting practices. No cost 
or obligation. Write today 
to Dept. C. 














Nove 








195] November, 1951 DOMESTIC ENGINEERING 165 


DUNKIRK HAS THE ANSWER 


With NEW Blue Circle 
Models for Economical 
Heating with Gas, Oil, 
Coal and Coke 


@ Whatever your local heating and fuel 
conditions, Dunkirk offers a complete new line 











designed for your requirements. Get the facts on 
these new boilers for use with oil, gas or coal. 
Handsome appearance, space-saving, extreme 
fuel economy... coal fired boilers easily con- 








verted to oil or gas. Dunkirk boilers and radia- 
tors made of cast iron, the life-time’ metal for 
life-time satisfaction. Write for latest Bulletins. 


a, 


Reg. U.S. Pat. OF. 





DUNKIRK’S NEW BABY 


A brand new automatic Blue Circle 
Gas Fired Boiler scarcely larger than 
a kitchen chair. Finished in white 
enamel just like modern refrigerators. 












Blue 
Circle 










SLENDER DESIGN § At home in 


any surroundings. Made of cast iron 
— the life-time metal. 


AUTOMATIC OIL HEAT Latest Blue 











. Circle Oil Fired Boiler for automatic 
steam and hot water heating. 
FUEL...AS YOU LIKE IT No worry 
JUAL | about coal shortages,— this Dunkirk Boiler » 
' 1s designed for quick change-over from coal 
ady ° to gas or oil. 
. COpy 
“Vent- 
iances,” 
rules for 
Pe DUNKIRK RADIATOR CORPORATION 
luabl 
sae for DUNKIRK, NEW YORK 
pproved 
No cost 
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A Short Course in 


PerimeterHeating 
with Warm Air 


This look “‘behind the scenes” will take the 


mystery out of perimeter applications 


ALONG WITH the growing accept- 
ance of perimeter warm air heat- 
ing has come an understandable 
confusion in identifying its various 
applications. 

When perimeter heating was 
originally introduced to the indus- 
try, the only application commonly 
used was in homes built on con- 
crete slab floors where the warm 
air ducts were buried in the con- 
crete slab. Thus, it became natural 
to assume that perimeter heating 
referred only to this particular 
system. 

So long as no other application 
of this new heating concept was in 
use, this assumption was entirely 
justified. However, as the basic 
principles of perimeter heating be- 
came better known, other appli- 
cations were quickly developed, 
and a considerable amount of con- 
fusion in nomenclature ensued. 

Heating systems, differing some- 
what widely in detail and appli- 


Warm Air Perimeter 
Crawl Space 
Duct System... 


This is a system for use in a 
house built over a crawl space. Its 
air distribution system may be one 
of several general designs. Used in 
small structures, individual runs 
from the furnace plenum to each 
register may be employed. In larger 
structures, an extended plenum or 
conventional trunk and branch sys- 
tem may be used. 

In either case the system is sus- 
pended from the floor joists and the 
branches terminated in perimeter 
registers placed beneath the win- 
dows and along the outside walls. 


cation, were all referred to by the 
identical name; and, while the 
various differentiations were fairly 
well known, no unified attempt was 
made to apply specific names to 
each of these new classifications. 

Therefore, members of the in- 
dustry soon felt that the term 
“perimeter heating” should be gen- 
eral in nature and apply to any 





heating system where warm air is 
introduced into the rooms through 
registers located along the outer 
walls and (preferably) underneath 
the windows. 

In order to identify these various 
applications of perimeter heating, 
the National Warm Air Heating 
and Air Conditioning Assn’s. In- 
stallation Codes and _ Technical 
Education Committee, in collabor- 
ation with the Field Investigation 
Committee, have prepared a series 
of definitions. In these definitions, 
“perimeter heating” is used as a 
generic term only, with specific 
applications identified as shown on 
this and the following pages. 

These definitions are being in- 
cluded in a new edition of the as- 
sociation’s Manual No. 4, which is 
currently being prepared. Also in- 
cluded in the new edition will be 
design and installation recommen- 
dations for these warm air perim- 
eter heating applications. 





Perimeter Heating Design and Installation Techniques to Be 
Discussed at Indoor Comfort Conferences 


The newest design and installation techniques for perimeter heating 
applications, shown on these pages, will be studied by contractor- 
dealers during the first four months of 1952 at a series of Indoor 
Comfort Conferences, it was announced at press time by the National 
Warm Air Heating and Air Conditioning Assn. 

Clarence S. Franke, president of the association, told Domestic EN- 
GINEERING that a considerable amount of new material is being devel- 
oped so that those who attend can learn not only the latest applications 
of warm air heating, but also the sales techniques that can be used to 


promote it successfully. 


Details of the conference schedule can be found on page 163. 
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‘Warm Air Perimeter 
Loop System... 


This is a system for houses built 
upon a concrete slab set directly on 
the ground. Its air distribution sys- 
tem consists of a warm air duct em- 
bedded in the slab floor that extends 
around the perimeter of the house in 
a continuous loop. 

The loop, supplied by feeders ex- 
tending to it from the plenum cham- 
ber beneath the furnace, is placed 
close to the outside walls and deliv- 
ers heat into each room of the house 
through perimeter registers placed 
beneath the windows. Heat is also 
supplied by radiant means from the 
floor surfaces about it. 


Warm Air Perimeter 
Crawl Space 
Plenum System... 


This system is used only in houses 
built over a crawl space. The entire 
crawl space area is used as a warm 
air supply plenum. Stub ducts from 
a metal plenum chamber under the 
furnace are used to direct the circu- 
lation of air. Warm air enters each 
room from the crawl space through 
floor registers. 

This system differs from the 
Warm Air Perimeter Crawl Space 
Duct System in that the crawl space 
itself is utilized to conduct the 
warmed air instead of individual 
trunks from the furnace plenum. 


Warm Air Perimeter 
Radial System... 


This is a system for use in either 
a slab or a crawl space house. Its 
distribution system consists of air 
ducts in or beneath the floor, with 
separate ducts extending from the 
plenum chamber like the spokes of 
a wheel to each individual perimeter 
revister located along the outside 
walls. 

It is particularly adaptable to 
small houses built over a crawl 
space, and to those built on a con- 
crete slab with a floor area not ex- 
ceeding 800 square feet, 
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“At that point 
I got the answer to 
my big problem.” 


DOMESTIC ENGINEERING November, 1951 


* 
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My New House 
Business ls Down- 
Yet My 
Profits Are Up! 


Like a lot of heating contractors, I was trying hard 
to figure what to do about the cut in new house 
starts—and the cut in my profits. And, believe it 
or not, I got the answer at a neighbor's! 

This particular evening, we were talking about 
comfort when our hostess said, “It seems like our 
house is a/ways too hot or too cold.” I looked at 
the old-fashioned thermostat on the wall. “All 
you need,” I said, “is a new Honeywell clock 
thermostat.”’ 

“One of those I see advertised so much?” our 
hostess asked, 

“Right,” I said. And then I explained how it 
would not only give them comfortable, even 
warmth, but would automatically lower the tem- 
perature at night and raise it in the morning. 

At that point I got an order—and the answer to 
my big problem. If these people were conscious 
of the need for better heating, it would be easy to 
sell dozens of other families in town up-to-date 
heating equipment and modern automatic heating 
controls. 

I didn’t waste any more time getting my mod- 
ernization program going. I ran local ads on im- 
proved heating equipment. Naturally I featured the 
better Honeywell controls, tying in with Honey- 
well’s wonderful advertising. And I followed 
through with a phone and door-to-door campaign. 

And, brother, it’s really paying off! 

Now, thanks to my neighbors—and thanks to 
Honeywell—my modernization business has more 
than filled the gap left by the cut in new construc- 
tion. 








Honeywell ~ 
Fiat we Controls 
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Perimeter Heating with Warm Air 


(Continued from center of page 166) 





Warm tend Perimeter Lateral System 


Live Heating Demonstrations 


(Continued from bottom of page 161) 
dealer has so much confidence in the selling power 
of his live demonstration that he has made this un- 
usual offer to his salesmen: 

“For every five prospects of a suitable type brought 
into the store each week, I will pay the commission 
on three sales!” 

By a “suitable prospect” Mr. Gibson means a home 
owner who is interested in buying an oil burner, and 
one who can afford one. “I can make this offer,” he 
says, “because I know from experience that three 
out of five good prospects will be sold after they 
have seen the demonstration and listened to our sales 
presentation.” 

You can’t argue with this kind of success, and Mr. 
Gibson has the figures to prove his point. 

And the initial cost of such a demonstration is not 
great. The sales resulting from the demonstrator on 
the Automatic Oil Heating Company’s floor paid for 
the equipment in two months. 

Live demonstrations, however, need not be this 
large to be effective. An equally succssful automatic 
heating demonstration (both oil and gas fired) has 
been developed by the John J. Shanahan Company 
of Norfolk, Virginia. 

Small, compact units (see drawings, bottom of page 
161), these demonstrators are portable and consist 
of the burner unit and a cut down combustion cham- 
ber mounted on a light weight frame. Located on 
the sidewalk outside the store, these demonstrators 
proved to be “traffic stoppers.” 

Says Mr. E. W. Hobbs, president of the Norfolk 
firm, “They certainly attract a lot of attention, and 
they get people into the store.” 

By being portable, they can be brought to the 
customer too. In fact, one of his salesmen reported 
that he made a sale by actually giving a demonstra- 
tion in the prospect’s home! 

Evidence seems to warrant the conclusion of Mr. 
Gibson and Mr. Hobbs, “For the merchandising- 
minded domestic engineering dealer, live demonstra- 
tions are as essential to his operation as wheels to 
an automobile.” 








Want To Get Your 
Share OF The Bic Big 


Modernization Market 7 


Then you'll want to promote 
up-to-date Honeywell controls like these! 


The Honeywell Chrono- 
therms are the most sensitive, 
most accurate thermostats ever 
built! They automatically lower 
the temperature at night to 
save fuel; automatically raise it 
in the morning So your custo- 
mers get up in a nice warm 
house. And that offers you a 
mighty important modernization opportunity. Because a 
recent Survey shows that 4 out of 4 people with thermostats 
raise and lower temperature settings every day —by hand! 





The New Honeywell Electronic 
Moduflow ‘‘package,”’ with its outdoor 
and indoor thermostats, was designed to 
give your customers the finest kind of 
comfort —even in the most changeable 
weather. The system compensates for 
temperature changes outdoors, load 
shifts indoors and structural heat loss. 
Electronic elements such as the relay 
amplifier and the electronic Chronotherm 
give precision control, are up to 100 
times more effective than mechanical 
contro!s* This system is ideal for the 
complete modernization job 





The Time-O-Stat’s “Day-Nite” feature =m 


makes possible either lowered temperatuse 
or complete shut-off at night with axto- 
matic morning pickup. Positive shut-off 
manual switch allows the home owner 
to turn off the heating plant—without 
making a trip to the basement. Both fea- 
tures are excellent modernization sales 


| 





points. 


For illustrated literature explaining the above 
products in detail, write today to Minneapolts- 
Honeywell, Dept. DE-11-195, Minneapolis 8, 
Minnesota. 


Honeywell — 
Fiat a Control 
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You Can Get Vent-Rite Valves 
In A Complete Selection 
Of Styles and Sizes 


Vent-Rites will help to make your 
heating installations easier, for 
there is a correctly engineered 
Vent-Rite valve for every type of 
radiator venting need. 


You can get Vent-Rites in both 
air and vacuum types, suitable for 
either one-pipe or two-pipe steam 
systems. In addition, you can 
secure a complete selection of 
sizes plus a wide variety of styles, 
outlets, and venting capacities. 
You'll be right on your next in- 
stallation . . . by ordering Vent- 
Rite Venting Valves from your 
wholesaler. 














VENT-RITE No. 4 


A good looking, rug- 
gedly built vacuum 
vent for convector 
radiators, short 
mains and _ risers. 
4%” bottom connec- 
tion. 7%” diam. vent 
port. Overall height 
4% . 

















ANDERSON PRODUCTS INC. 
Cambridge 39, Massachusetts 


Makers of a Complete Line of 
VENT-RITE VENTING VALVES 








Public Relations 


(Continued from center of page 106) 


other appliances and appurtenances were sold and 
installed by grocery stores. By the same token, 
nature wouldn’t bat an eye if domestic engineering 
dealers sold bedspreads and canasta cards. 

This is why the job of “Speaking Public Relations” 
must be done collectively, extensively and accept- 
ably by domestic engineering dealers. It is certainly 
equal in importance with testing laboratories, ap- 
prenticeship training and engineering design. 

Today, in an ever faster moving world with great 
transportation facilities and masses of people con- 
fined within small areas, our problem, paradoxically, 
is more complicated and at the same time simplified. 
We reach greater numbers of people with less phys- 
ical effort, but the ones whom we address have be- 
come immunized by commercial coaxing until the 
constant barrage of advertising has developed a 
peculiar race of people. They can listen and filter 
automatically from their conscious mind that which 
is favorable to them and that which is not. 

There is an abundant amount of commercial talent 
available, at a price, which could disseminate the 
story of our industry to the public. But, we are in 
no position financially, nor are we organized nation- 
ally, to tell our message by the ponderous vehicles 
of radio, television and newspaper advertising. 


Contact Is Purely A “Home Affair” 


The phase of public contact most suitable to our 
industry is strictly a home affair. It should and can 
be good without being professional; it should be 
motivated by our own group of mechanics and con- 
tractors which would lend an air of sincerity, honesty 
and finality which cannot be duplicated by the pro- 
fessional who works for a fee. 

There is, or there should be, in every trade associa- 
tion or labor group an education committee whose 
function is to further the interests of the body by 
advancing the knowledge of the body. If the group 
is large and the activity great, it might well be worth 
the while to form a sub-committee to concern itself 
with the speaking program and nothing else. 

The men who will perform the task of appearing 
before the public are, at present, in the group... 
although they may have never “spoken up” at a 
meeting. For these men, a little sharpening, a small 
amount of coaching by professionals skilled at teach- 
ing, and they will be ready to tell in a persuasive 
way why plumbing codes are not the instrument of 
a dictator. 

All over the country service clubs, women’s or- 
ganizations, school groups, hospitals, trade associa- 
tions and many others have the welcome sign out 
to people from the local union, contractor association 
or the logal plumber who is willing and able to tell 
of pure water, sewage disposal, manufacturing 
processes, license laws and all the other interesting 
things which we consider commonplace. 

Next month, the second article of this series will 
elaborate on the how’s, the why’s and the organiza- 
tion of programs which can be put into action by 
local domestic engineering dealer groups. 
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And, for many good reasons! For here is a bonafide 
opportunity for you to rea/ly cut the costs of heating 
installations without sacrificing performance, in- 
stead you provide better heating, improved comfort. 


It’s easy to understand why the use of standard sheet 
metal parts, 4” diameter round duct and diffuser- 
type registers enables you to cut down material and 
labor costs... but, why is Janitrol performance 
better? 


The answer cannot be stated briefly... it involves 


AIR SYSTEM* 


@ Up to 35% on installation labor and 
material costs. 


@ On installation work hours, so you can 
install more jobs. 


@ By eliminating the need of buying spe- 
cial ‘packaged,’ higher cost accessories. 


@ By preventing profit robbing errors in 
estimating complete installation costs. 


@ By reducing to a minimum your service 
“call-backs”’ and customer complaints. 


ne , (or 





the inherent design of Janitrol equipment, control 
responsitivity and several other factors. 


Without question, field installations prove that 
Janitrol equipment, installed to oxr recommenda- 
tions, brings a// the advantages of lower cost in- 
stallations without the performance disadvantages 
that are common with other systems. 


This new development will enable Janitrol dealers 
to get a bigger share of the new house market... 
whether for custom-built homes or large projects. 





FROM YOUR JOBBER 


+STANDARD 4” PIPE, BOOT 
FITTINGS, REGISTER BOXES, 
DIFFUSER TYPE REGISTERS 











@ee 


*SAVE-WAY AiR SYSTEM The exclusive and 
inherent design characteristics of the Janitrol 
Winter Conditioner plus recommended and fully 
proved installation methods assures peak per- 
formance from your installations. 


USE THIS HANDY COUPON 


SURFACE COMBUSTION CORPORATION—Toledo, Ohio 


Please have your representative explain how | can 
increase my profits with the Janitrol Save-Way Air 


| | 
| | 
| | 
{ System. { 
{ | 
| | 
| | 

| 











Questions 
and Answers 
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FOR THE PRACTICAL MAN 





Venting of Water Closets 
To the Editor: 

Recently I have been confronted 
with a problem which concerns the 
venting of water closets. In our 
locality we are allowed 3 ft de- 
veloped length from the center of 
the fixture outlet, which I have 
always taken on the horizontal run, 
never closing full base of the pipe. 

Would you advise me on how to 
take my measurements for revent- 
ing a toilet? My drawing illus- 
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Fig. 1: Schematic drawing shown above 
illustrates reader's eventing problem. 


trates the particular problem (Fig. 
1, above). 

Missouri A. L. 
To the Reader: 

Most plumbing codes allow a dis- 
tance of 5 ft from the trap inlet 
to the revent, this distance to be 
measured along the central line of 
the pipe, horizontally. 

In your case, referring to your 
sketch and your statement that 
your code restricts the distance to 
3 ft, we don’t believe that it is 
necessary to take the vertical dis- 
tance into consideration. 

Where there is only one closet on 
a stack and this stack goes through 
the roof, regardless of the distance 
that the closet may be from the 
stack, a revent is not necessary. 
We all seem to be in accord with 
that, for the reason that nothing 
can break the trap seal because 
there are no other fixtures on the 
stack and any back-pressure which 


a 


might develop in the house drain— 
if the stacks are connected to it— 
would not effect the trap seal of the 
closet bowl, because the stack is 
extended up through the roof to 
the outer air. 

However, if another closet or 
closets were to be connected to 
this stack, then it would become 
necessary to provide a revent for all 
the fixtures except the uppermost 
closet on the stack. 

The two main reasons for a re- 
vent for any trap are: (1) to pre- 
vent trap siphonage, and (2) to re- 
lieve back pressure. Note that it 
is stated “to relieve,” not to pre- 
vent. For back-pressure may be 
present at any time due to many 
disturbances in the stack, due to 
falling water and its movement 
plus that of air in the pipe lines; 
so we say to relieve back pressure, 
to keep it from blowing the water 
out of the traps, back into the 
room. 


Trouble with Two-Tank System 
To the Editor: 

The following sketch (Fig. 2, at 
right) shows two tanks installed 
one above the other. Apparently, 
air gathers in the top tank and is 
not exhausted. When the cold wa- 
ter line to the tanks is shut off, hot 
water continues to run for several 
hours in the sink, and the hot wa- 
ter even backs up into the cold 
water line. What changes in piping 
or addition of equipment would be 
necessary to solve this problem? 

Secondly, would it be possible to 
pipe these two tanks so that they 
could be operated individually? If 
so, could we have a sketch showing 
the suggested hookup. 

Illinois GF. 
To the Reader: 

Because no pipe sizes are shown 
on your sketch and no arrows in- 
dicating just what you desire to 
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accomplish with the two heaters, it 
is somewhat difficult to point out 
why your hot water systems are not 
working satisfactorily. In such a 
case, the placement and type of 
valves is of extreme importance, 
and you have failed to give us this 
information. 

However, we can say that hot 
water always tends to rise, and this 
would result in the heating of the 
upper tank in preference to the 
lower one if the lines were all open 
and in operating condition. The 
flow resulting after the cold water 
water in the house system coming 
line is shut off may be caused by 
back through the hot water lines, 
and not by the water from the hot 
water tanks. This action, of course, 
produces the effect of water being 
furnished by the hot water tanks, 

(Please turn to top of next page) 


























BLEEDER + 
it paces ee 
SINK 
-— ny HOT 
l f 
12’ x 4’ 




















HEATER 
| | | COLD 











Fig. 2: Above sketch shows reader’s 
hookup for two tanks installed one above 
the other. Installation does not work. 
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Fig. 3: This is our suggested hookup to 
solve the problem shown in above drawing. 
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although such is probably not the 
case. 

We are not entirely clear as to 
just why you desire to be able to 
cut off the hot water supply, for as 
a general rule hot water is required 
nearly all of the time except in the 
case of some industrial plants which 
are not run at night. 

We would also point out that hot 
water heaters will not circulate be- 
low their own level satisfactorily, 
and that this is just what you are 
attempting to do in connection with 
the lower tank. In other words, you 
are expecting that hot water from 
the heater will go to the upper tank 
and that a proportionate amount of 
the heated water will also be deliv- 
ered to the lower tank. 


This is impossible, for the heated 
water will always circulate to the 
upper or higher level in preference 
to the lower level. In Fig. 3, page 
172, is shown what we would sug- 
gest in order to entirely separate 
the operation of the two tanks, and 
to permit either to be closed off or 
opened as may be desired. You will 
note that two separate heaters are 
required, and that proper valves 
and air vents are shown. 

We do not think that you will 
obtain satisfactory results with the 
two tanks interconnected with one 
set above the other. 

This problem illustrates the dif- 
ficulties of suggesting a good solu- 
tion when the reader has neglected 
to supply essential data. 





Blue Stains from Acid Water 
To the Editor: 

Shortly after installing a com- 
plete plumbing and heating job in 
a new home with type “L” copper 
tubing for all water lines, I was 
called back to answer a complaint. 
I found that the water was discol- 
oring the fixtures and making the 
white clothes washed in this water 
blue. This condition was not only 
found in the hot water system, but 
in the cold water lines as well. 

Could you please suggest the 
cause, and a cure, for this trouble? 

The water comes from the public 
water system, and the city officials 
inform me that they have not ex- 
perienced similar complaints. The 
water is treated with chlorine. 

Pennsylvania R.W. 
To the Reader: 

Natural waters vary widely in 
their aggressiveness according to 
the type and amount of dissolved 
minerals and gases they contain. 
So-called “soft” waters (in their 
natural state) are slightly acidic, 
and, unless proper steps are taken 
to counteract this quality, the acid 
elements will tend to feed upon the 
metal pipes. (This is not the case 
with waters made “soft” by water 
softeners. ) 

In the case of copper tubing, the 
results of this action generally ap- 
pear in the form of stains, blue and 
green in color, which leave their 
mark upon the plumbing fixtures. 
Incidentally, this slight discolora- 
tion produces no harmful effects to 


health or to clothing. 

This tendency of soft water to 
dissolve solid materials will be in- 
creased if the water also contains 
dissolved carbon dioxide. However, 
if in percolating through soil and 
rock, the water comes into contact 
with limestone or marble a certain 
amount of these materials is dis- 
solved, thereby increasing the 
hardness of the water, lowering the 
content of the aggressive carbon 
dioxide, and generally decreasing 
the corrosiveness of the water. 


Corrosion Can Be Eliminated 

It is possible to eliminate the cor- 
rosive property of soft, acid waters 
by duplicating the process of na- 
ture and bringing the water into 
contact with crushed limestone or 
marble, placed in a suitable con- 
tainer or bed through which the 
water may flow. 

No precise control of the process 


is required because the corrosive 
water will dissolve sufficient lime- 
stone or marble to neutralize its 
acid properties. The acid elements 
in the water, in effect, feed on the 
limestone instead of ‘on the piping. 
Such treatment of soft acid water 
does not harden it sufficiently, how- 
ever, to cause the difficulties in 
washing commonly associated with 
hard water. 

As for the discoloration of white 
clothes washed in this water, “the 
color is caused from the action of 
the soap. It will be found that if 
any of the common synthetic deter- 
gents now on the market are used 
for laundry instead of soap, there 
should be no discoloration.” A. I. 
Heim, Engineer, Copper & Brass 
Research Association, New York. 


A Larger Pressure Tank? 
To the Editor: 

We have given you a small sketch 
of a plumbing installation in a boy’s 
summer camp on which we have 
been working (Fig. 4, below). The 
information I would like to have 
concerns the desirability of in- 
stalling a new 1,000 gal. pressure 
tank. At the present time there is 
a 500 gal. tank installed; however, 
the owner has reported a consider- 
able amount of trouble with the 
magnetic starter of his pump, for 
it is kept running all of the time. 

I believe that in order to supply 
all of the fixtures at the morning 
and evening hours, a new 1,000 gal. 
pressure tank must be installed. 
The owner thinks otherwise. 

The pump pressure is 45 to 65 
pounds and there are 200 boys at 
the camp. I would like your opinion 

(Please turn to top of page 174) 
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Questions and Answers 


(Continued from page 173) 
on this matter. (The drawing, Fig. 
4, page 173, gives details as to the 
number of fixtures, etc.) 


New York 
To the Reader: 


From your description it seems 
that your trouble is caused by the 
magnetic starter of the pump, and 
not by too small a tank. You state 
that the pump is constantly run- 
ning, and you report no other 
difficulty that would indicate that 
the installation of a larger tank is 
essential. 

Our suggestion would be for you 
to drain down the tank and re- 
plenish it with air. (It may be that 
the tank is water-logged.) If so, 
this would tend to keep the pump 
running as you describe. It would 
seem wise under the circumstances 
—the owner not being in sympathy 
with your other suggestion—that 
you check on this matter first. 

You did not state whether or not 
your job was equipped with an air 
compressor or not. This is an im- 
portant consideration. Also, the 
pressure switch should be replaced 
or repaired. 





H. O. 


Soap Suds in the Sink 


To the Editor: 

We have had some difficulty with 
a recent plumbing installation in 
a six floor apartment building. As 
you can see from our enclosed 
specifications, we have followed the 
customary plumbing practices, but 
the job is still not satisfactory. 

We find that when some of the 
people on the upper floors wash 
their dishes, their soap suds back 
up into the sinks of the first floor. 
We would greatly appreciate any 
assistance you can offer us on this 
problem. 

Arkansas 
To the Reader: 

In examining the data on your 
installation, we find that the rough- 
ing-in of the waste stack serving 
12 sinks on 6 floors is, as you claim, 
in accordance with the general ac- 
cepted practice for good plumbing 
design, where the continuous sys- 
tem of venting is used. However, 
if a condition such as you describe 
exists, then it seems as though the 


G.S.D. 


fault lies in the sizing of the ‘main 
vent line. The specifications show 
that you are using a 2-in. vent, 
and this, apparently, is too small. A 
3-in. one would have been better, 
one at least the same size as the 
main waste stack. 

We believe that your problem re- 
sults from the following action of 
the waste: When waste discharged 
from the upper floors reaches the 
foot of the stack where the connec- 
tion is made by means of a 45 deg. 
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Fig. 5: Dotted lines indicate suggested 
changes to help relieve back pressure. 


“Y” with the horizontal suspended 
waste line, considerable resistance 
is encountered. That is, the hori- 
zontal may be running full at the 
time that the slug of waste and 
waste water from above reaches it. 
Because of this, the stack, operat- 
ing under peak load conditions, 
causes sufficient back pressure to 
force the waste water, soap suds, 


etc., back up the vertical vent pipe; 
and, as the first floor sinks are con- 


nected into the foot of the main 
vent (the vent line being too small, 
2-in. in this case), the back pres- 
sure forces the trap seals of the 
two lower sinks and consequently 
the soap suds are found later, aft- 
er the water that brought the suds 
has been drained away after the 
pressure is again momentarily 
equalized in the stack. 

In the accompanying sketch, Fig. 
5, at left, we have shown a pos- 
sible solution. This change, which 
will help to relieve some of the back 
pressure, would not involve too 
great an expense. 

No Hot Water for Shower 
To the Editor: 

Recently, we made a gravity flow 
installation on a farm that is now 
giving us a great deal of trouble. 
There is a big pond with a 30 ft 
sand filter to a cistern. We come 
out of the cistern with a 1-in. gal- 
vanized pipe. The water level is 
142-ft below the pipe. We have 7 
ft of drop pipe in the cistern, and 
the house is 400 ft from the cistern. 
The ground level is 23% ft below 
the water level in the cistern. (See 
Fig. 6, below.) 

We have a water closet, lava- 
tory, kitchen sink and shower bath 
hooked up (piped with %4-in. gal- 
vanized pipe with fixture lines of 14 
I. D. copper). We have water 
everywhere except at the shower, 
and here we have no hot water. I 
have checked everything, and the 
lines are open. Why is there no 
hot water at the shower? 

Missouri 
To the Reader: 

Perhaps the reason that there is 
no hot water at the shower is that 
there might be a trap or loop in 
your water supply line somewhere 
which is causing an air-lock. This 

(Please turn to top of page 177) 
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Fig. 6: Schematic 
drawing at right 
shows the flow in 6° 
a gravity system | 
on a farm. There 

is no water at the 
shower head, reader 
reports. An_air- 
lock is suspected. 
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FOR WARM AIR the Series 520 liquid ex- 
pansion combination fan and limit control 
can be mounted anywhere in any position. 
Features “summer fan on” position on the 
dial... full-range accuracy over entire range 
... easy-to-read calibrated dial with both cut- 
in and cut-out points...and many other 
desirable features. 


FOR HOT WATER applications the Series 
442 safety limit or operating immersion con- 
trol features “trigger-quick” response . . . close 
differential .. . ease of adjustment . . . easy-to- 
read calibrated dial... and other exclusives 
that set a new “yardstick” for dependable, 
fast-acting operation. You must try it to be- 
lieve its amazing performance. 


NATIONALLY ADVERTISED IN BETTER 


DOMESTIC ENGINEERING 17 





un 


for todays 
heating system... 















~~ CONTROLS 
with 
FAST RESPONSE 





ee ee ee ee ee ee hm LeU sl SL 


That’s right! In job after job... both warm air 
and hot water ... PENN heating controls give fas- 
ter response, greater accuracy, more dependability 
and are easier to install. 

One of the reasons for this superiority is PENN’s 
patented, self-compensated diaphragm which elim- 
inates the effect of ambient temperatures. Result? 
Uniform, positive, more accurate control action plus 
definite mounting advantages. Another reason is 
the liquid-filled power element which has more 
Sensitivity and proven trouble-free performance 
year after year. 

And there are many other reasons which make 
PENN heating controls your best buy. Get all the 
facts... you'll be dollars ahead. Ask your manu- 
facturer, wholesaler or write Penn Electric Switch 
Co., (Goshen, Indiana. Export Division: 13 E. 40th 


Street, New York 16, N. Y., U.S. A. In Canada: 


Penn Controls Limited, Toronto, Ontario. 
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Military Bases . . . Essential Industries . . . Defense Housing . . . Schools and Hospitals 


Matched Trane Products Serve National Defense Everywhere 


Matched Trane Products are completely coordinated for 
selection, installation and operation together. An infinite 
number of combinations can be easily fitted together to form 
the most suitable type of system for each individual heating, 


ventilating, cooling or air conditioning problem. 


Military Bases—Buildings by the thousands from smallest 
chapel to the mighty Pentagon, need heating in one form or 
another. Trane Convectors team up with Trane Steam Special- 
ties, Unit Heaters, Heating Coils, Fans and Wall-Fin to create 
just the right conditions in military bases everywhere. 


Essential Industry—Critical dimensions and critical worker 
efficiency have to be kept under close climate control in the 
manufacture of munitions. Trane Reciprocating Compressors 
combine with Trane Climate Changers to hold close tol- 
erances and make men efficient. 





This housing project contains al- The Merle Abbot School-—so suc- 
most a thousand Trane Convectors cessful was the first installation of 
in addition to Trane Trap Valves Trane Unit Ventilators that more 
and Pumps, were ordered for a new addition. 


Trane Air Conditioning equipment 
tucked into an out-of-the-way cor- 
ner is used to cool the twin op- 
erating rooms in this hospital. 


Defense Housing—Easy-to-install economical heating units 
required for multiroom projects. Trane Convectors matched 
with Trane Hot Water Products provide sparkling warmth for 
hundreds of housing projects so vital to the defense program. 


Schools—The right combination of ventilating and heating 
is a must in modern education—Trane Unit Ventilators pro- 
vide clean, fresh tempered air—Trane Convectors, the supple- 
mental heating in countless schools and colleges. 


Hospitals—Correct humidity and temperatures are essen- 
tial in the hospital operating room to speed the surgeon and 
protect the patient. The new Trane Operating Room Air Con- 
ditioner fits in conveniently to furnish the exact conditions 
required. 

Whatever your heating, ventilating, 
cooling or air conditioning problem is, 
look for the answer in the Trane line. 


| TRANE 


MANUFACTURING ENGINEERS 
OF HEATING, VENTILATING AND 
AIR CONDITIONING EQUIPMENT 


THE TRANE COMPANY, LA CROSSE, WIS. 
Eastern Mfg. Division . . . Scranton, Pa 
Trane Company of Canada, Ltd., Toronto 


OFFICES IN 80 U. S. AND 
14 CANADIAN CITIES 
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Questions and Answers 





(Continued from page 174) 
job as you describe it is a gravity 
feed; hence water would seek its 


own level, and thus should run. 


from the shower opening for it is 
lower than your supply. 

However, you failed to show your 
hot water tank and heater connec- 
tions, and these probably contain 
the seat of your trouble. In the 
absence of this information, all 
that we can suggest is that you 
check for an airlock . . . in gravity 
jobs this is frequently a source of 
difficulty. 

Of course, a booster pump could 
be installed, and should be, if cir- 
culation cannot be established along 
the lines suggested above. 


Venting of an Oil-Fired Boiler 
To the Editor: 

How should a_ basement be 
vented for an oil-fired boiler. With 
the present installation the burner 
will not burn steady; the flame 
smothers out. ; 

I now have a vent in the base- 
ment that is brought in through 
the roof of the building (two- 
story), and the opening is 30 by 
30 in. How can I correct this 
trouble? 

Texas 
To the Reader: 

The information you _ supply 
about this installation should have 
included some facts about the size 
of burner being used, the size and 
height of your chimney, and per- 
haps a sketch showing the location 
of the boiler room, the vent and 
the chimney. However, a general 
answer can be given that will no 
doubt apply to your particular case. 

The basic fact is that each gallon 
of oil being burned requires about 
1600 cu ft of air for complete com- 
bustion under perfect conditions. 
Because such conditions do not 
exist in practice it is necessary to 
provide a continuous air supply of 
at least 50 percent more than this 
requirement. 

This is easily done in most in- 
stances by following a simple rule: 
The boiler room air inlet should 
have a cross-section equal to the 
cross-section of the smoke-hood 
(boiler flue-gas outlet). If there 
is more than one boiler in the boiler 


J. W.S. 


room, the inlet should be equal to 
the sum of the smoke-hood areas. 
There are certain factors that 
might modify this rule. For ex- 
ample, if the inlet duct is very 
long, or has many turns, its size 
should be increased to offset the 
added resistance to the incoming 
air. This is a standard requirement 
in all ventilating systems. 
Venting from the room is good 
practice, because the inlet to the 
duct is open, in most cases, to com- 
pletely free air. There could be 
factors, however, that might make 
this method less efficient. If the 
inlet is close to a wall or other 
wind-obstruction, changes of pres- 
sure might change the volume of 
air to the oil burner. Another con- 
sideration is the aspirating effect of 
the wind at the top which creates a 
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Fig. 7: Venting of the boiler room from two 
opposite sides prevents an upset of pressure 
balance that might be caused by the wind. 


tendency to draw upward at that 
point. This in most cases would 
be more than offset by the same 
effect at the chimney top. 

If the boiler room is very hot 
there may be a tendency for hot 
air to rise in the vent-stack, reduc- 
ing the downward flow of air. This 
especially would be looked for if 
the boiler stack temperature is 
very low (350 deg or less), and if 
the chimney lacks sufficient height 
or is otherwise inadequate. 

Are any other services in the 
building supplied from this vent- 
duct? If there are any fans draw- 
ing on it for other purposes its ef- 
fectiveness for boiler room venti- 
lation would be greatly reduced. 

If the burner you are using is a 
small domestic job it might be more 
sensitive to pressure changes in this 
large duct, if these changes amount 
to more than a few hundredths 
inches on the draft gage. In such 
a case, it might be wise to reduce 
the inlet opening. 

When a boiler room is vented 
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from a lower level, close to a build- 
ing wall, it is good practice to 
divide the venting so that air is 
received from two directions. This 
will offset wind effect by neutral- 
izing the boiler room to an aver2ge 
between the pressures on the two 
sides of the building. (See Fig. 7, 
at left.) 

Also to be considered is the 
draft-regulator. If the chimney 
draft is very good it is possible 
that much of the fresh air supply 
is bypassed through this control 
into the stack instead of going 
through the inlets to the burner. 
This can occur in any case in which 
the air supply is limited. It is over- 
come simply by readjusting the 
regulator to a more closed position, 
which will increase the over-fire 
draft. 


Tank Rumbling 
To the Editor: 

We have a plumbing job that 
has been giving us a considerable 
amount of trouble: the owner re- 
ports that when the tenant in the 
lower apartment (of a two-story 
flat) draws water, the tank rum- 
bles. He also claims that the tank 
is very hot during this period. I 
would like to know if a new serv- 
ice main should be installed, or if 
a relief valve would help the situa- 
tion. 

Fredericton, Canada Go 
To the Reader: 

The cause of the hot water tank 
rumbling could be due to: (1) an 
overheated condition; (2) stoppage 

(Please turn to top of page 236) 
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Fig. 8: Schematic drawing above illustrates 
good venting practice for oil-fired boilers. 
(A) Vent size should be equal to boiler 
outlet. (B) Vent-stack inlet should be in 
an open area. (C) Obstructed roof would 
create pressure variations changing the air 
flow to boiler room. (D) The chimney should 
always be placed well above the vent height. 
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Fig. E: Shown above is a method of preheating No. 6 oil for an 
industrial burner. Excess warmed oil is returned to maintain tank 
temperature, an important feature in very cold climates. One 


Oil Burner Servicing 

(Continued from bottom of page 104) 
this were not done there would be great varia- 
tions of fire-size, affecting not only the output of 
the boiler but also the efficiency of the fire. 

Although there are many methods for accom- 
plishing these pre-burning requirements, this 
article will by no means attempt to discuss all of 
them. Only those most generally used, having 
become more or less standard in the industry, will 
be treated in detail. 

For pumping purposes the oil being drawn by 
the pump should be above 100 deg to keep flow 
resistance at a practicable minimum. But too 
much heat in the suction system is about as bad 
as not enough, for, under the vacuum needed to 
draw the fuel, the lighter, or flash fractions might 
vaporize, causing the pump to become vapor- 
bound, and thus inoperative. The practical limita- 
tion of suction line temperature is about 130 deg. 


Storage Temperature Is Important 
Suction-line temperature depends to a great 
extent on storage temperature. There are various 
means of keeping the stored oil warm. Fig. A, 
page 182, illustrates the use of a steam or hot 
water coil immersed in the tank itself. When used 
with hot water, a circulator pumps boiler-heated 
water to and from the coil. The circulator can be 
thermostatically controlled. When steam is used, 
the condensate is wasted through a thermostatic 
trap, and not returned to the boiler. Note in Fig. 
A that the coil surrounds the suction and return 
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method of heating is similar to the indirect coil used to supply 
domestic hot water. Temperature of oil reaching cup is 160 deg. 
(IMustration is through courtesy of Ace-Uniflow Co., Chicago.) 


lines. This provides an area of warm oil at the 
suction point. Much of the heat from the coil is 
dissipated throughout the volume of the tank, 
maintaining it in a fluid state. The return line 
generally brings back warmed oil to the suction 
space also. In very long tanks it is wise to use 
more than one coil-type heater, especially if it is 
buried under open space in cold regions. Storage 
in such areas, especially when tank is located out- 
side, usually presents a problem. 

Fig. B, page 182, shows a method of using re- 
turn oil for supplying heat to the suction line 
without dissipating too much heat to the entire 
tank. The return line is piped to an open Tee at 
the entrance to the suction line. The warm return 
oil is immediately drawn back into the suction 
line, mixing with new oil from the tank, in pro- 
portions regulated by the pump capacity and the 
quantity of fuel delivered to the fire. 


Vent Rids Pump of Air 


Note in Fig. B the vent at the upper part of the 
return stub. This is necessary in order to get rid 
of any air that might have been brought into the 
pumping system. If air were allowed to recirculate 
from the return into the suction it would accumu- 
late to a point at which the pump would become 
airbound. 

In some tank heating systems a hot well is 
placed around the heating device to prevent ex- 
cess dissipation of heat away from the suction 
area. This is simply a baffle or cylinder with open- 

(Please turn to top of page 181) 
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“U” Brand Malleable Iron Ground Joint 
Unions are the result of more than a quarter 
century of experience in the manufacture of 
quality pipe fittings. 

“U” Brand Ground Joint Unions are machined 
on threaded arbors to insure a perfect seat. 


The brass seat in the female part of the union 
is cut from highest quality brass tubing, truly 
round and properly annealed. 

In the use of such material, the brass ring 
easily yields to the iron of the male part, re- 
sulting in a tight, leak-proof joint. 

Order “U” Brand fittings by name and assure 
the satisfaction of your customers. 
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(Continued from page 178) 


ings to provide entrance of new oil to the suction 
line (Fig. A). 

Fig. C, page 104, illustrates a type of return line 
heater sometimes used. A section of the return 
pipe is surrounded by a steel sleeve, through 
which steam or hot water is passed, providing 
effective heat to the tank and to the suction line. 
To conserve the heat in the lines it is good prac- 
tice to run both suction and return pipes close to- 
gether surrounded by good insulation and ade- 
quate waterproofing. 

While the oil is delivered warm at the burner, 
it does not contain enough heat for proper atomiz- 
ing and ignition. For this reason it is necessary to 
provide more heat close to the burner. An electric 
preheater is used for this purpose, usually of 2000 
to 5000 watt capacity, depending on the quantity 
of fuel being delivered for burning. 


Delay Switch Controls Heater 


The usual practice is to use electric heat only 
at the start. Some type of delay switch allows the 
heater to operate for a minute or more before the 
oil is delivered to the burner. The heater is re- 
moved from the circuit after the burner is in full 
running operation. 

In other cases the electric preheater is thermo- 
statically controlled, so that it is able to make up 
for any heat deficiency during the entire opera- 
tion. In still other instances the electric heater 
keeps the local oil warm at all times, whether 
the burner is operating or not. The temperature 
of the oil reaching the atomizer cup should be 
around 160 deg. 

After the boiler water has become hot, most 
of the heat supplied to the fuel is the product of 
an indirect heater coil, either above or below the 


Fig. G: Schematic drawing below illustrates the use of the vis- 
cosity control valve. The valve receives the pumped oil and di- 
vides it under pressure into two streams, so that the resistance 
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Fig. D: Above is a simplified version of the complex piping system 
used to supply industrial installations with No. 6 fuel oil. Pre- 
heater is usually of 2000 to 5000 watt capacity. (See copy below.) 


water line. This is similar to the indirect coil 
often used to supply domestic hot water. A some- 
what complex piping system is used to convey the 
oil throughout this system. Fig. D, above, is 
an attempt to simplify one such system. Fig. E, 
page 178, is a manufacturer’s phantom illustration 
of a similar method. Excess warmed oil is re- 
turned to maintain tank temperature. 

Besides its effect on pumping and atomizing, 
viscosity affects the processing of the heavy oils 
in another way. Variations of the flow quality 
of the fuel can upset the metering of the oil to 
the flame, and cause it to become larger or small- 
er. This problem is important in that it can alter 
boiler steam output, making it erratic and un- 
reliable. Also, with such variation, the air-oil 
ratio becomes unbalanced, resulting in large 
changes in fire efficiency. 

One method of overcoming the viscosity prob- 
lem is to control the flow of the fuel in spite of 

(Please turn to top of page 182) 


is at all times balanced. Cone-shaped valve members are adjust- 
able in relation to each other. Valve “C” regulates the fire size. 
(This drawing is furnished by Ray Oil Burner, San Francisco, Calif.) 
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Oil Burner Servicing 


(Continued from bottom of page 181) 


viscosity changes. Since the oil must move in 
two directions after leaving the pump (toward 
the atomizer and toward the tank,) the viscosity- 
valve receives the pumped oil and divides it under 
pressure into two streams, so that the resistance 
is at all times balanced. Any variation in viscosity 
would vary the pressure at both the resistance 
points equally, and therefore not affect the flow 
through either. 

Fig. G, page 181, shows the application of this 
method when tgvo pumping stages are used. The 
first stage draws the oil from the tank and sup- 
plies it to a reservoir. Because the capacity of 
this pump is greater than the oil requirement 
of the second stage, the reservoir is kept filled, 
and excess oil is returned to the tank. The second 
pump receives its oil from the reservoir and 
delivers it under pressure to the viscosity valve, 
which divides it in regulated proportion into two 
streams, one to the burner atomizer, the other 
returning to the reservoir. The cone-shaped 
valve members are adjustable in relation to each 
other. Control of fire-size in gph is easily obtain- 
able by adjustment of control valve “C.” 


Viscosity Regulated by Heat Control 


Another method of viscosity control is simply 
the exact regulation of heat at the metering-point. 
This method is based on the fact that, while vis- 
cosity may vary greatly between fuel oils at 
ordinary temperatures, this variation is practi- 
cally non-existent when the oils are heated to 160 
or 170 deg. When the temperature is well con- 
trolled at the metering orifice, fluctuations in 
fire size are rarely more than 1 or 2 percent. 

Another method used by certain manufacturers 
for control of oil flow is the metering pump. This 
is a positive displacement pump, generally of the 


Table below contains data on the return pipe sizes for fuel oil 
lines. It should be remembered that the amount of force avail- 
able to move oil toward pump is governed by atmospheric pressure. 





MINIMUM SUCTION AND RETURN PIPE SIZES FOR FUEL OIL LINES 





Pump Capacity (Gallons per Hour) 





Equivalent 50 | 100 | 150 | 200 | 300 





Length of : 
nection tine Grade of Oil (Number) 





(Feet) S5/6;/5;/6{5{,6]/5[6[5 [6 





Diameter of Pipe (Inches) 
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Fig. B: Shown at 
left is one method 
used for re-circu- 
=) a — lating the heated 
return oil. At open 
Tee, tank and re- 
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PIPING 
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, multiple-piston type. The movement of the 
pistons can be controlled from outside the pump 
by means of an adjustment screw or other device, 
making possible the close regulation of fire size. 

A contractor may make the error of expecting 
the oil burner pump to draw oil over too long a 
distance, or through too small a pipe. Such an 
error can be costly to correct. He should famil- 
iarize himself with the practical limitations of oil 
pumping under suction, especially of the heavier 
grades. 

The amount of force available to move oil 
toward the pump is governed by atmospheric 
pressure. The pump does not actually draw the 
oil into itself; it simply makes room for the oil, 
and the atmospheric pressure pushes it into the 
space. The entire force that can be exerted is 
less than 15 psi. (For all practical purposes it 
is much less than that.) Much of this force is 

(Please turn to top of page 231) 
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WESTINGHOUSE 
SPEEDHEATERS® 


Economy of Operation 

« Adjustable louvres direct heat 

to actual working areas. 

¢ Controlled heat when it is wanted. 
+ High speed heat transfer. 

- 10 to 25% savings in fuel. 


Economy of Installation 

« Connections at either side 
save pipe and time. 

« Can be lifted into position. 
« Pliable hangers furnished. 


Economy of Maintenance 

« Powered by dependable 
Westinghoyse motor. 

¢ Backed by motor exchange plan. 
- Brazed joints throughout. 

« Interchangeable parts. 


Speedheaters come in 26 sizes, 
from 25,000 to 400,000 btu. 
Downblast Speedheaters are 

available for high ceilings. Contact 
your nearest Westinghouse 
distributor, or write 

Westinghouse Electric Corp., Air 
Conditioning Division, Hyde 
Park, Boston 36, Mass. 
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Speedheaters are useful for spot heating 
in open working areas, or to stop drafts 
by blanketing doors. 


Speedheaters can serve new shop areas as 
plants expand, or supplement systems 
which donot reach out-of-the-way corners. 
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Hows Your 


COVERAGE? 


Part 3 of a series on recommended insurance 


protection for contractor-dealers 


BerorE DEMONSTRATING the im- 
portance of adequate public liability 
insurance coverage by actual case 
studies, given later in the article, 
we should once again keep in mind 
the English “Master and Servant” 
law which means that the principal 
is responsible for the acts of his 
agent. That is basic. The principal 
does not do the actual work him- 
self—he hires others to do it for 
him, and he is responsible for their 
acts. 

If they are negligent, thereby 
causing injury to the person or 
damage to the property of others, 
the contractor is liable for such in- 
juries or such damage. 

It is the intent of a Contractor’s 
Liability and Property Damage 
policy to stand between the con- 
tractor and loss because of such 
negligent acts. This type policy 
covers him during the time he is on 
the job. It does not cover him 
after he has finished the job. This 
older policy is still available but it 
is not the best or latest form. 

The newer Comprehensive Gen- 
eral Liability policy, covers every- 
thing the older form did, and much 
more. For this reason, we will re- 
fer only to the Comprehensive 
form. 

Before discussing the coverage 
items we should point out a very 
important part of a liability policy. 
The form under discussion reads: 

“To defend any suit .... 

“To pay all premiums on 
bonds .... 

“To pay all expenses in- 
curred.... 

“To pay immediate medical and 
surgical expenses... .” 

Then comes this: 

“The amounts incurred under 

this insuring agreement . . . are 


payable by the Company 
in addition to the applicable 
limit of liability of this policy.” 
It is said that the company cov- 
ering liability on the Winecoff 
Hotel in Atlanta which burned 
and caused the death of more than 
thirty people had a liability limit 
of $70,000. Claims aggregating 
more than $2,000,000 were made. 
The carrying company paid into 
the court in escrow $70,000. It is 
estimated that the cost of defense 
will exceed $150,000. So you see, 
the defense agreement is very im- 


this particular type of policy. 

First—what about limits? Well, 
how much has a contractor got to 
lose? We won’t even suggest what 
limits, except get them high 
enough. It’s surprising how little 
higher limits cost. Don’t be penny 
wise and pound foolish. 

Next comes a description of op- 
erations at the inception of the 
policy. The Comprehensive Gen- 
eral Liability policy is automatic 
as to coverage for operations taken 
on after the policy is in force. It 
also covers automatically new lo- 
cations. Premium audit at expira- 
tion of the policy picks up the new 
operations or new locations. 

Next we have the Contractor’s 
Protective Section. If work is sub- 
let, and a workman for the sub- 
contractor is negligent thereby in- 
juring a member of the public, the 
contractor may be sued. This sec- 
tion of the policy is needed to pro- 
tect him in such an instance. It is 
very inexpensive and should not be 
overlooked. 

Contractors Public Liability 
covers the direct work of his men. 
Contractors Protective covers 


portant. 


against the negligence of a subcon- 


Now let’s look at the details of _ tractor’s workman. With these facts 





Why Do | 
Need It? 


| or When Buying 


The basis for public liability and property dam- 
age insurance is the age-old English “Master 
and Servant” law which states that the principal 
(contractor) is liable for negligent acts of his 
agents (workmen). 





What to Look 
for When the 
Job Is Done 


Ordinary public liability insurance coverage 
stops when the work has been completed and 
accepted and equipment is off the job. Con- 
tractors should check carefully to make sure 
their policy is of the newer, comprehensive type 
which has provision for Completed Operations 
Coverage. This coverage will prevent a lot of 
headaches in instances where negligence on the 
part of the contractor is claimed months after 
a job has been completed. 





Sub-let Work 
Can Get You 
in Trouble 


If any work is sub-let, and a workman for the 
sub-contractor is negligent, the contractor is 
liable and may be sued. The Contractor’s Pro- 
tective Section of comprehensive general liabil- 
ity policies is needed for protection against such 
instances and should not be overlooked. It is 
relatively inexpensive. 





Too Little Is 
Worse Than 
None 
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Too little insurance is often worse than none at 
all. Insurance coverage should be based upon 
maximum loss possibilities, not expected mini- 
mums. The difference in cost is but little higher 
and may save money. See Roger Kilby’s story 
on facing page. 
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in mind, let’s consider damages 
while the work is actually in the 
process of completion. 

First, it should be kept in mind 
that public liability coverage stops 
when the work has been completed 
and accepted and equipment is off 
the job. It does not cover accidents 
caused by negligence in the work 
itself after operations are com- 
pleted. This is where completed 
operations coverage takes up. 

There are two exclusions which 
are of special interest: (1) This 
policy does not cover damage to 
property owned, occupied or used 
by or rented to the insured. And 
of these four classes, you are con- 
cerned with property “used by or 
rented to the insured.” This means 
borrowed or rented equipment. A 
clamshell or a bull dozer might be 
rented, and if damaged, this exclu- 
sion would apply. Borrowed tools 
also come under this clause. 

The second exclusion and the one 
which causes a lot of headaches is 
the one which excludes property in 
the care, custody and control of the 
insured, 

At this point we should refer to 
a provision which appears in every 
Fire Insurance policy. It is known 
as the Subrogation Clause, and it 
reads: 

“This company may require 

from the insured an assign- 

ment of all right of recovery 
against any party for loss to 
the extent that payment there- 
fore is made by this company.” 

The care, custody and control 
exclusion in the liability policy 
and the subrogation clause in the 
fire policy as it affects a tenant are 
very similar. Both have to do with 
the question of negligence. 


Care, Custody and Control 

What is care, custody and con- 
trol? Let’s look at a couple of ex- 
amples: If you were a garage op- 
erator and had a customer’s car 
in your garage, that car would 
definitely be in your care, custody 
and control. 

If a painter was painting a house 
in which the family was living and 
in burning off paint, he set fire to 
the house, could we say that he 
had care, custody and control of 
that house? Probably not. 

Here’s an actual case, Cohen vs. 

(Please turn to center of page 232) 
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A Case Study on 
the Need 
for Adequate 
Insurance Protection 


by Roger Kilby 
Plumbing Contractor 
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But it cost me $14,000 to discover my mistake 


I THoucnut My Liasirity INsuRANCE coverage was adequate. It took 
the only serious accident I have had in 21 years as a heating and 
plumbing contractor in Evanston, IIl., to show how wrong I was. 

Some time ago I contracted to install a water closet in the basement 
of an old three-story, single-family residence. 

The union sent me a man who had worked for me previously— 
a thorough and responsible workman with 21 years plumbing ex- 
perience. While he was on the job, the owner, who was doing other 
remodeling work, asked him to cut back and recess several capped 
illuminating gas outlets on the second floor, and disconnect the hori- 
zontal feeder line in the basement at the meter. 

After completing work on the water closet, he and his helper cut 
back the fixture outlets and returned to the basement to remove 
the feeder line. While he was capping this, the maid called to him 
that she heard fire crackling in the walls. 

He checked the first and second floor walls and found no trace of 
heat. By the time he reached the third floor, the fire had broken 
through the ceiling and was spreading. 

The fire was caused by gas which had filled the wall space—a space 
six inches deep, with plaster walls on either side, open from the 
first-story floor to the third-story ceiling, and double capped at 
the top. 

The gas had been ignited, presumably, by an electrie spark when 
the maid plugged a vacuum cleaner into an outlet above the base- 
board in the plaster wall in the room. 

I reported the damage to my insurance company. They paid $1,000 
—under the terms of my policy—and turned the matter over to an 
associate company. 

This company arbitrarily settled with the homeowner for $34,000, 
and filed suit against me to recover their loss. 

Now, I had not contracted to do that work, and my work order 
contained provision only for installation of the water closet. 

My workman asserted that he tested his entire work with a match 
in the usual manner to determine leaks. Actually, the gas might have 
been confined in this air-tight pocket for years, or it might have come 
from either of two gas furnaces, a gas water heater, or a gas stove. 

Still, I was held liable after a lengthy law suit, and the insurance 
company was awarded $14,000. 

How much liability and property damage insurance do I carry 
now? — $100,000! 
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New England 
Wholesalers 


Meeting 


THE MATERIAL SUPPLY situation, and its 
effect on the plumbing and heating industry, 
was the chief topic of the 57th conference 
of the Plumbing and Heating Wholesalers of 
New England. 

Approximately 400 persons attended the 
three-day meeting September 14-16 at Dix- 
ville Notch, New Hampshire. Here’s what 
prominent speakers from industry told them. 

Forrest H. Ramage, assistant sales man- 
ager, Republic Steel Corporation, Cleveland. 
There is a great demand for standard steel 
pipe from the mill level, and the estimated 
1952 demand will exceed 11.8 million ingot 
tons. However, the day of competition for 
consumer durable goods is here, and possibly 
the tapering off of demand for new materials 
in this direction will help to level off the 
demand for standard steel pipe to some 
degree. 

John M. Dumser, division sales manager, 
Chase Brass and Copper Company. Strikes 
caused copper production in August, 1951 
to fall to 92 million tons, compared with 
120 million tons in 1950. Copper is extremely 
critical today and the outlook for shipments 
in the near future is not good. However, as 
CMP gets rolling it will even out low and 
high spots and balance the needs of the 
plumbing and heating industry. 

Homer E. Robertson, director of sales, 
Somerville Iron Works. Demand for soil pipe 
has eased within the last 60 days. However, 
soil pipe production has dropped off some- 
what. This is, in part, due to an exodus of 
labor from the industry to similar work in 










Daniel J. Quinn, of the American Radiator and Standard Sanitary Corporation, 


was one of the principal speakers at the New England Plumbing and Heating 
Wholesalers meeting, held September 14 to 16 at Dixville Notch, N. H. 
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Shown at the left are Frank Maderas, manager of Walworth Co., Henry 
Wolcott of Weil-McLain and Oscar Westerberg of Grinnell Company. At 
right: S. P. Buffum, Jones & Laughlin, and Joe Murray, Reading Tube Co. 


At left are Lou Pelletier, Connecticut representative, and F. E. Schmidt, 
vice president, of the Dunham Co. Right: James O’Brien, Western Mas- 
sachusetts Supply Co., and Mr. and Mrs, Tim Collins, Collins Supply Co. 





Above, left, are Richard S. Ralph, sales manager, and Joseph H. Maloney, 
both of Harrison Steel Cabinet Company, and John Kindelan, Providence 
Plumbing Supply Company. Right: John Haynes, NPA Building Materials Div. 
Director, and George Underwood, secretary of the American Institute. 


At the left are Mr. and Mrs. George W. Schott and Mr. and Mrs. John 
Gannon, of the Standard Fin-Pipe Radiator Corporation of Clinton, Mass. 
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For complete information on Watrous Flush Valves write for Catalog No. 449-A. 


Wholesaler’s 
Own Buildings... 


TB UM BING HEATING | 
SWEET METAL | 
SUPPLIES 









MENSERER EE Ie Mettetveton 


BLANCHARD and MAHER 


Architect 


KELLER and GANNON 


Engineers 


L. LASS and SONS 


ene eee DALLMAN COMPANY offices, salesrooms and Warehouses 


at Oakland (above) and San Francisco, Calif. (below). These are the two newest of 
several buildings with which the Dallman Co. serves the plumbing trade in the 


San Francisco, central and northern California areas. These buildings, like so 


many of the nation’s finest, and largest, are equipped with Watrous Flush Valves. 








BLANCHARD and MAHER 


Architect 


KELLER and GANNON 


Engineers 


MACNSONS 


Plumbing Contractor 
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THE IMPERIAL BRASS MANUFACTURING COMPANY 


1231 W. Harrison Street * Chicago 7, IIlinois 
Distributed Through Wholesalers of Plumbing Materials 
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PLACE YOU io DER NOW 


/ for the NEW 1952 ANNUAL EDITION of 


DOMESTIC ENGINEERING 
CATALOG DIRECTORY 






Months of intensive effort in screening FOR THE FIRST TIME ... AND THE 
the product listings of thousands of man- GREATLY IMPROVED REFERENCE 
ufacturers, plus the addition of up-to- SECTIONS WILL MAKE THIS VOLUME 
date reference data will make this new ESPECIALLY EASY TO USE. 


1952 Annual Edition the biggest volume 


pubiidbind Carling Ue test $3 vents. Make sure you receive your copy before 


the supply is exhausted as already the de- 








EVERYTHING IS UP-TO-DATE... mand promises to exceed the supply. 
MANY MANUFACTURERS ARE LISTED Send in your order today. 
' 
Faisal 
| & ANNUAL EDITION CONTAINS YY SECTIONS FOR READY REFERENCE 
~~ 
SECTION 1 NAMES and ADDRESSES. All advertisers are starred (*) and 
show page reference to their catalog in the Manufacturers’ 
MANUFACTURERS’ CATALOG—over 500 of them— _, Catalog Section 1 for instant reference. 


logically grouped by product classification. DOMESTIC 
ENGINEERING CATALOG DIRECTORY is the continuous —T 
link between you and all sources of supply in the HEAT- SECTION 4 

ING, PLUMBING, AIR CONDITIONING, REFRIGERATION, TRADE NAMES 





INSULATION, VENTILATION and allied INDUSTRIES. Frequently a Trade Name is dissociated from the Manufac- 
% turer’s Name. The extensive list of approximately 8200 
SECTION 2 TRADE NAMES in DOMESTIC ENGINEERING CATALOG 


DIRECTORY gives you the most complete information avail- 


TABLES and RULES able on this subject. 


| A comprehensive library of engineering and technical data. 
Handy tables and easy-to-read charts are but a few of the 


} things in the 180-page — that established this volume SECTION 5 
as a standard reference book. NAMES and ADDRESSES 
SECTION 3 Approximately 4500 MANUFACTURERS’ names and ad- 
dresses alphabetically arranged . . . complete with full 
CLASSIFIED DIRECTORY (PRODUCT INDEX) address. All advertisers are listed in BOLD FACE type and 
This 332 page section has a completely cross-indexed, reference shows page numbers of their catalogs in the 


alphabetized list of products with MANUFACTURERS’ MANUFACTURERS’ CATALOG SECTION. 
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SIZE: 842” x 11” 
WEIGHT: APPROX. 12 lbs. 


Not once, but twice each year—DOMESTIC ENGINEERING CATALOG 
DIRECTORY places at your finger tips, an unequalled assembly of up-to- 
date manufacturers’ catalogs. The semi-annual services of DOMESTIC 
ENGINEERING CATALOG DIRECTORY is your assurance that the manu- 
facturers’ catalogs contained between its covers show complete, current 
data—the last word in accuracy. 


For more than a quarter of a century, alert buyers and specifiers have 
saved time by using DOMESTIC ENGINEERING CATALOG DIREC- 
TORY. They have protected themselves from the wasteful efforts that 
are inevitable when using loose-leaf and out-of-date catalogs. 








i Flew Edition 


of DOMESTIC ENGINEERING CATA- 
LOG DIRECTORY includes buying and 
specifying information on the follow- 
ing products and equipment: 



















Heating Frozen Food . 
Plumbing Cabinets 
Insulation Stokers, 
Water Systems Oil Burners 
Gas Appliances Electric ij U S E T a | | S . OU 48) N N OW j 
se ame Pe ces , ‘DOMESTIC ENGINEERING CATALOG DIRECTORY 
"Cabin ong th —— and AIR CONDITIONING BLUE BOOK 
Domestic Laundry Refrigeration se Prairie Avenue, Chicago 16, Illinois 
Equipment Specialties Gentlemen: 


Please enter my order for one DOMESTIC ENGINEERING CATALOG 
DIRECTORY at $7.50. 


Accessories 















C) Check for $7.50 attached. Please send postpaid. 
C) Please send my CATALOG DIRECTORY C.O.D. 
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ASHVE Moves Offices 

The American Society of Heating 
and Ventilating Engineers has 
moved its headquarters from 51 
Madison Avenue, New York City, 
to 62 Worth Street, it was an- 
nounced last month by A. V. Hut- 
chinson, executive secretary of the 
society. 

“The change will enable the so- 
ciety to serve the requirements of 
today’s membership, meet the 
needs of growth expected in the 
future and assure pleasant working 
conditions for personnel,” said Mr. 
Hutchinson. 


New Oil-Heat Assn. 

At a meeting recently held at the 
Hotel Garde in New Haven, the 
Greater New Haven Oil-Heat Assn. 
was organized. 

The meeting was conducted by 
Mitchel Landau of the Oil Equip- 
ment Center in New Haven, who 
was later voted temporary chair- 
man pending the election of perm- 
anent officers. Twenty companies 
supported the new organization. 

The advantages of association 
activities were outlined in an ad- 
dress by Fred H. Beckwith, execu- 
tive secretary of the Oil-Heat Insti- 
tute of New England. 


Sink Market Profitable 

Pointing to the big profit possi- 
bilities that today’s market offers 
to contractor-dealers who handle a 
quality line of scullery sinks, 
Robert C. Harris, president of the 
Elkay Manufacturing Company, 
Chicago, said last month: “The 
big place of institutional construc- 
tion, both government and private, 
in the current building picture 
makes a quality line of scullery 
sinks more important to the trade 
than at any time since 1945.” 

According to Mr. Harris, this 
growing acceptance of the scullery 
sink has been exemplified by the 
demand for his firm’s Sturdibilt 
line which has increased consider- 
ably in recent months. 


A. O. Smith School 


Training facilities at the A. O. 


Smith Product Service Division, in 
Milwaukee, got a blue chip work- 
out recently when a special school 
was conducted for the company’s 
water heater sales executives. 
Classes, running for two days, 
covered application, sizing, installa- 
tion and servicing of A. O. Smith 
water heaters. The time was di- 
vided half-and-half between lec- 
ture sessions and laboratory work. 





Shown above are key executives of the A. 
O. Smith water heater sales organization 
who were provided with an intensive two- 
day sales and service school at the com- 
pany’s Product Service Division in Chicago. 


Viking Contest 

The Viking Air Conditioning 
Corp., Cleveland, has named three 
well-known heating men to judge a 
contest to name its new 7-inch di- 
rect-drive blower package. 

The panel, which will select the 
most appropriate name for the new 
compact conditioner for small 
homes, will consist of George Boed- 
dener, managing director of the 
National Warm Air Heating and 
Air Conditioning Assn.; I. E. Seith, 
sales manager of the Niagara Fur- 
nace Division of Forest City 
Foundries Co., and E. L. Wyman, 
executive secretary of the National 
Heating Wholesalers’ Assn. 


At right: Nine rep- 
resentatives of the 
Swedish Crucible 
Steel Company, De- 
troit, attended the 
first sales meeting in 
the firm’s history. 
The sessions were 
about Olsonite seats. 
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Kenco Service School 

Servicing and repairing pumps 
dominated an intensive three-day 
service school held by Kenco, Inc., 
at its engineering and sales offices 
in Lorain, O., recently. This train- 
ing school, the second such school 
to be held by the company, was 
attended by foremen from new 
Kenco Service Centers through- 
out the country and company sales 
agents. 

The purpose of the school was to 
train representatives of the service 
centers in the up-to-date methods 
of proper analysis and repair of 
the company’s line of pumps, as 
well as indoctrinate them with 
general company policy and pro- 
duct information. 


Coyne & Delany Outing 

Coyne & Delany Co., manufac- 
turers of flush valves in Brooklyn, 
N.Y. since 1879, held its first an- 
nual golf tourney for friends and 
members of the firm recently at the 
Engineers’ Golf Club, Roslyn, Long 
Island. 

The John J. Delaney, Sr. Mem- 
orial Trophy for the lowest gross 
score, in honor of the founder of 
the firm, was awarded by A. B. 
Delany. It was won by Phillip 
Weinsier of Saltser & Weinsier, 
Inc., plumbing and heating whole- 
saler. 


Olsonite Sales Meeting 

The Plastics Division of the 
Swedish Crucible Steel Company, 
manufacturers of Olsonite closet 
seats, recently held its first sales 
meeting for representatives in De- 
troit. 

Oscar Olson, president of the 
firm, called in nine of his leading 


(Please turn to top of page 193) 
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eee for giving us the 
Biggest year ever 








Tiletone Factory 
Chicago, Illinois 








--Tiletone dealers and distributors 
roll up all time high sales record 


We’re on the march here at Tiletone, building the biggest volume of business 
this year the company ever enjoyed—and a big measure of this success is due 
to our fine dealers and distributors. 


To you we say THANK YOU—for the ever mounting sales you are rolling up, 
and for your understanding in these unusual times. We haven’t always been 
able to give you the little “Specials” you’ve wanted—due to the pressure of 
manufacturing defense products—but defense material must be made. 











This stepped-up manufacturing program has developed new skills at 
Tiletone—much has been learned about new materials—alloys of aluminum and 
stainless steel for example. New methods in manufacturing—new engineering 
—new creative design—have been developed. 


All this new knowledge will be employed in making new Tiletone products 
to come—all this will benefit you too. More than ever it will pay to tie-up 
to Tiletone—for TILETONE IS—THE FASTEST GROWING COMPANY WITH THE 
FASTEST GROWING SHOWER CABINET LINE IN AMERICA! 











Y 
I LETON E Warehouse service in New York, 
. SHOWER DOORS * Chicago, Son Francisco. Freight 
Shower 5abinets SHOWER RECEPTORS costs equolized everywhere. 


TILETONE COMPANY © 2323 WAYNE AVENUE © CHICAGO 14, ILLINOIS 
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Gives “ ail 
Accurate, Low’ Cost Heat Control 


Use Accritem Regulators to control diaphragm op- 
erated valves or dampers.They save labor, stop losses 
caused by over-heating and have the following — 


IMPORTANT ADVANTAGES 
@ Adjustable Sensitivity and over-heat protection. 
® Calibrated Dial temperature adjustment. 
® Simple, Rugged Construction withstands vibration 


and insures many years of reliable service. 
® Temperature Ranges 50 to 250° F. and 150 to 350° F. 


® Easy fo Install Requires 15 lb. supply of compressed 
air or water for its operation. 


® Small Size — regulator head is only 2%" x 35%", sen- 
sitive bulb is 12” long with 14” I.P.S. connection. 


FLOWRITE and METAFLOW 
Diaphragm Valves 


controlled by a POWERS 
ACCRITEM HEAT REGULATOR 


provide an unbeatable 





combination for better control 


and lower maintenance 


Write for Bulletin 31s5—or phone our nearest office for 
prices and further information about POWERS 
ACCRITEM regulators and diaphragm valves. 
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OFFICES IN OVER 50 CITIES @ See Your Phone Book 
Chicago 13, Ill., 3819 N. Ashland Ave. © New York 17, N. Y., 
231 E. 46th St. © Los Angeles 5, Cal., 1808 West 8th St. 
Toronto, Ont., 195 Spadina Ave. © Mexico, D.F., Apartado 63 Bis. 


60 Years of Temperature and Humidity Control 
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representatives for a three-day 
session. These representatives came 
from all over the country for a 
meeting designed to coordinate the 
selling efforts of Olsonite seats. 
The program included discussions 
of new Olsonite seats and compon- 
ent parts soon to be released, and a 
complete review of a new catalog. 


Old Timers’ Golf Meet 

Sixty midwestern members of 
the “Old Timers” of the oil heat- 
ing industry were recent guests of 
the Webster Electric Company of 
Racine, Wis., at a golf party and 
dinner. 

Membership in the Old Timers is 
drawn from all over the country, 
being limited to those connected 
with the oil heating industry for a 
minimum of 15 years. 





Above: S. A. Loeb, Webster Electric Com- 
pany, and C. W. Shaffer, Socony-Vacuum, 
take a break at the recent “Old Timers” 
outing sponsored by Webster Electric Co. 


Expansions 


Turb-O-Tube Moves 

Turb-O-Tube Furnace, Inc. has 
just announced the transfer of its 
offices and factory to 204-208 
Rhode Island Street, Buffalo, N. Y. 
The change from its former loca- 
tion was made necessary by the 
need for larger space and addition- 
al facilities for the manufacture of 
the firm’s furnace. 

J. W. Carmichael, vice president, 
stated that the increased space and 
improved equipment would enable 
the company to render better serv- 
ice to its customers. 





National Radiator Plant 

The National Radiator Company 
formally opened its new sheet 
metal fabricating plant in Ducans- 
ville, Pa., October 18. 

Acording to B. T. Hain, vice 
president of manufacturing, the 





company began the formal dedica- 
tion ceremonies at 2 p.m. on the 
lawn of the Duncansville building. 

The afternoon ceremonies in- 
cluded flag raising, introduction of 
distinguished guests, presentation 
of National Radiator officials, and 
the presentation of plant keys to 
R. S. Waters, president, by Ragnar 
Benson, general contractor for the 
new structure. 


At right: The Nation- 
al Radiator Company, 
Johnstown, Pa., re- 
cently announced the 
formal opening of its 
new sheet metal fab- 
ricating plant in Dun- 
canville, Pa. Ceremo- 
nies were held Oct. 18. 


Robertshaw Expansion 

A new building construction pro- 
gram has added 50,000 sq ft of area 
to the buildings of the Robertshaw 
Thermostat Division, Robertshaw- 
Fulton Controls Co., Youngwood, 
Pa. 

The new construction includes 
the addition of a second floor and 
a wing in the engineering building, 
a new building with 34,000 sq ft for 
the manufacture of fuse boosters, a 
thermostat repair building with 
5100 sq ft of area and a 60 by 60 ft 
extension to the Unitrol Building, 
increasing the total area of this 
building to 262 by 60 ft. 


Oil-O-Matic To Expand 


An opening announcement that 
Williams Oil-O-Matic plans an in- 
crease of “at least 50 per cent” in 
their field sales force during the 
next year, set a highly optimistic 
tone to the recent annual summer 
sales meeting at the Eureka Wil- 
liams Corporation plant in Bloom- 
ington, III. 

E. H. Davison, Oil-O-Matic gen- 


At right: A barrage 
of sportscasts in De- 
troit signalled the 
kick-off of the fall 
selling season of 
heating and air con- 
ditioning units by the 
Cauhorn Distributing 
Co. Shown here are 
representatives of 
Chrysler-Airtemp, the 
sportscaster and A. V. 
Cauhorn, at right. 
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eral sales manager, stated that the 
company’s dealer organization is 
constantly increasing, and addi- 
tional sales aids will put a heavier 
load on the field sales force due 
to increased servicing. He also 
added that 1951 sales had been 
higher than anticipated and that 
“the entire oil heating equipment 
industry is now one of the nation’s 
healthiest.” 











Nov. 4-6—SWA—Annual convention of 
the Southern Wholesalers Assn.; to be held 
at the Palm Beach Hotel, Palm Beach, Fla. 

Nov. 5-S—REMA—7th All-Industry Re- 
frigeration and Air Conditioning Exposi- 
tion; to be held at Navy Pier, Chicago. 

Nov. 12-15—NEMA—Annual conven- 
tion of the National Electric Manufacturers 
Assn.; to be held at Chalfonte-Haddon 
Hall, Atlantic City, N. J. 

Nov. 15-17—NSCAPHC—Joint midwin- 
ter convention of the North and South 
Carolina Associations of Plumbing and 
Heating Contractors; to be held at the 
Hotel Charlotte, Charlotte, N. C 

Nov. 17-18S—APCG—Mid year meeting 
of the Associated Plumbing Contractors of 
Georgia, Inc.; to be held at the Dempsey 
Hotel, Macon, Ga. : 

Dee. 5-6—NWAHACA—Annual conven- 
tion of the National Warm Air Heating and 
Air Conditioning Assn.; to be held at the 
Hotel Cleveland, Cleveland. 

Jan. 28-30—ASHVE—The 58th annual 
meeting of the American Society of Heat- 
ing and Ventilating Engineers; to be held 
in St. Louis. 

June 2-5—NAMP—Annual convention 
and exposition of the National Assn. of 
Master Plumbers: to be held in Atlantic 
City, N. J. 


Appointments 





Alan B. Cameron 
Alan B. Cameron. was elected 
president of Ruud Manufacturing 
(Please turn to top of page 194) 
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(Continued from page 193) 
Company, Pittsburgh, by the com- 
pany’s board of directors, accord- 
ing to an announcement last month 
by M. G. Hulme, chairman of the 
board. Mr. Cameron succeeds 
Richard H. Lewis, president since 
1944, who had earlier indicated his 
desire to take a less strenuous part 
in the company’s management. 


Grinnell Adds Offices 


Grinnell Company, Inc., Provi- 
dence, R. I., has just announced the 
opening of two new branch ware- 
house and sales offices. These 
branches are located in Denver and 
Portland, Ore. 

J. F. Mahoney, who joined the 
company at Oakland, Cal. in 1938, 








J. Mahoney G. Nicolai 


has been named manager of the 
Portland branch. He was previ- 
ously manager of supply sales. 

G. R. Nicolai, previvusly branch 
manager at Sacramento, Cal., has 
been named branch manager at 
the new Denver location. 


New I.M.W.I. President 
G. J. Christner of The Eagle- 


Picher Sales Company, Cincinnati, 
was elected president and chair- 
man of the board of the Industrial 
Mineral Wool Institute at its tenth 
annual meeting on September 26 
at Hot Springs, Va. Mr. Christner, 
vice-president and general man- 
ager of Eagle-Picher’s Insulation 
Division, was vice-president and a 
director of the Institute during the 
last year. 


A. L. Haggard 

The Given Manufacturing Com- 
pany, Los Angeles, recently an- 
nounced the appointment of A. L. 
Haggard as national sales manager. 
Mr. Haggard has full charge of the 
company’s sales effort for Waste 
King Pulverator, home and restau- 
rant models. 


Harry W. Jobes 

Appointment of Harry W. Jobes 
as general manager of the United 
States Radiator Corporation’s Metal 





Heights, Ill, was recently an- 
nounced by Wesley J. Peoples, 
president and chairman of the 
board. 


O. M. Whipple 

The election of Oliver M. Whip- 
ple as director of the Orangeburg 
Manufacturing Company, Inc., New 
York City and Orangeburg, N.Y., 
was announced recently. The com- 
pany, in business since 1893, pro- 
duces fibre conduit, pipe for drain- 
age systems and underfloor duct 
systems. 

Burnham Corporation, Boiler Di- 
vision, Irvington, N.Y.—A. J. Hall 
as assistant vice president in charge 
of personnel and industrial rela- 
tions in all divisions, and Ralph S. 
Brenan as sales manager at the 
New York branch. 

The National Radiator Company, 
Johnstown, Pa—wW. R. Meikle has 
been placed in charge of heavy steel 
defense production for the firm’s 
steel boiler plant at Middletown, 
Pa. 

Thermo-Products, Inc., North 
Judson, Ind.—E. B. Goodwin as 


vice president and general sales 


manager. 





W. Meikle E. Goodwin 


M. Falk F. Burt 


Price-Pfister Brass Manufactur- 
ing Company, Los Angeles—Max 
G. Falk as sales representative in 
the metropolitan New York area. 

Shower Door Company of Amer- 
ica, Atlanta—Frederick H. Burt as 
sales representative in Northern 
Ohio. 

General Controls Company, 
Glendale, Calif—Robert C. Servat 
as branch manager of the new 
office in New Orleans, and Eldon 
Burnett as manager at the newly 


Products Division plant in Chicago opened branch at Omaha. 
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R. Servat 





" 


R. Pinkerton L. Wilson 


The Peerless Heater Division, 
Eastern Foundry Company, Boyer- 
town, Pa—Ray G. Pinkerton as 
sales manager in charge of the sale 
of boilers for all fuels and tank 
heaters for coal firing. 

The Eljer Company, Ford City, 
Pa.—Louis H. Wilson as represent- 
ative in Virginia. 

Hammond Brass Works, Ham- 
mond, Ind.—T. G. Colter as New 
England representative. 

Borg-Warner Corporation, Chi- 
cago—James H. Ingersoll as vice 
president of the Ingersoll Products 
Division. 

Perfex Corporation, Milwaukee 
George A. Williams, Jr., as dis- 
trict representative in the state of 
Ohio. 

Wolverine Tube Division, Calu- 
met & Hecla Consolidated Copper 
Company, Detroit—E. J. Campbell 
as mid-western district sales man- 
ager. 


Obituaries 


Michael C. Crotty 

Michael C. Crotty, 45, president 
of the Crotty Manufacturing Com- 
pany of Flushing, Long _ Island, 
died recently in an automobile ac- 
cident. Mr. Crotty was also Deputy 
Commissioner of Commerce for 
New York City. 





Walter E. Voisinet 

Walter E. Voisinet, Sr., 52, a 
leading figure in the heating and 
ventilating trade in Western New 
York for many years, died Oct. 1 
in Buffalo after an extended ill- 
ness. 
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I. SHORT RADIUS — made to fit tight spots. 
2. STRONG AND RUGGED — with compact design. 


3. PURE COPPER — matches with copper tube. 


4. FASTER INSTALLATION — heats up quickly. 


Sample 


5. ECONOMY WEIGHT — saves copper and space. 





NORTHERN INDIANA BRASS CO. 
1104 PLUM STREET, ELKHART, INDIANA 


We'll gladly send you, without cost, a new 
Nibco Close-Ruff Elbow so you can see 

for yourself how it helps speed the job and 
protect your profits. Mail Coupon Now 


for Your Free Sample! 
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I NORTHERN INDIANA BRASS COMPANY j 
| 1104 Plum Street, Elkhart, Indiana I 
| Please send Free Sample of the New Nibco Close-Ruff Elbow to I 
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New 
Products 








Manufacturers 


dealers ... 





Steel Bathtub 
In adding to its line 


of vitreous china lava- 
tory and closet fix- 
tures, a new porcelain 
enamel steel tub has 
recently been intro- 
duced by the Chicago 
Pottery Company. »turdily constructed of 14-gage 
steel, double braced at the ends for rigidity and 
strength, the unit features a three-fired, acid-resistant 
enamel finish; a wide front ledge for taking a foot 
bath, or dressing; a hand grip, wide flat bottom and 
straight sides for safety in shower bathing. 

Manufacturer: Chicago Pottery Co., 1920 Clybourn 
Ave., Chicago 14. 


Line of Oil-Gas Fired Boilers 








Built for oil or gas 
firing, a line of unjack- 
eted steel boilers (Wind- 
sor series) is manufac- 
tured by the Portmar 
Boiler Co. in five mod- 
els ranging from 264,000 
to 528,000 Btu. They 
provide heating sur- 
faces of 65, 77, 88, 106 
and 129 sq ft (Models 
PW 1100, 1300, 1500, 1800 
and 2200, respectively). 
All models are 26 in. wide and 48 in. (without base) 
high, but range in length from 30 in. (Model PW 
1100) up to 44 in. (PW 2200). 

Manufacturer: Portmar Boiler Co., 193 7th Street, 
Brooklyn 15, N. Y. 


Special Wall Closet Fittings 


Designed to prevent 
» . losses of clothing and 
clogged drainage lines 
which frequently occur in 
institutions where men- 
tally ill patients flush cloth- 
ing and personal belong- 
ings into drainage lines, a 
new series of wall closet 
fittings recently announced by the J. A. Zurn Manu- 
facturing Co. simplifies the removal and recovery of 
such articles, while substantially reducing main- 
tenance time-costs. A four-inch cleanout, an in- 
tegral part of this new type wall closet line, affords 
quick and easy access to the drainage line at the 
point where such access is needed without necessitat- 
ing removal of the fixture or disassembly of any part 
of the drainage line in order to clear the obstruction. 
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This cleanout (Z1205-3 or Z1206-3) is made to supply 
any Zurn adjustable horizontal or vertical wall closet 
fitting, is constructed of heavy cast iron, with a cor- 
rosion-resistant coupling and packing nut, and 
chrome-plated face nuts. It may be used to mount 
wall type closets of any manufacture. In addition 
to its use in mental patient hospitals, the fittings are 
also ideally suited for prisons, reformatories, and 
similar institutions where deliberate attempts to cause 
stoppages in drainage systems are often encountered. 

Manufacturer: J. A. Zurn Manufacturing Co., Erie, 


Pa. 
Shallow Well Jet Pump 


A new close-coupled, 
balanced flow jet pump, 
reported to be a complete, 
self-contained shallow- 
well water system that 
operates without a storage 
tank, has recently been in- 
troduced by Goulds Pumps, 
Inc. Within its capacity 
(520 Gph at 10 ft. suction 
lift) the pump’s self-ad- 
justing capacity feature provides running water in 
the quantity desired, regardless of the number of 
outlets in use at the same time. The close-coupled 
construction of the unit assures permanent align- 
ment, quiet operation and freedom from wear. All 
cast iron parts in contact with water are treated with 
a special coating to resist rust; the impeller, guide 
vane and diffuser are made from durable, non-corro- 











sive plastic. Overall measurements of the pump are 

10 by 11% by 15 in. 

Manufacturer: Goulds Pumps, Inc., Seneca Falls, 

N.Y. 

Modulating Heating Control 

ry Greater home comfort and 

fuel savings are reported pos- 

O7 sible with the new Weather- 

Flo “indoor-outdoor” modulat- 

ing heating control by the 

| Automatic Devices Company, 

Inc. An outdoor weather read- 

ing in combination with a tem- 

perature measuring bulb in the 

heating system changes the rate of heat flow with 

every change of the weather in anticipation of the 

heating needs of the building, thereby completely 

eliminating heating lags. The unit is adjustable on 

the job for different design temperatures, operating 

temperature ranges and minimum temperatures. 

Manufacturer: Automatic Devices Company, Inc., 

Western Springs, II. 
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announce... new products to build business for 


better tools to increase efficiency for contractors 








Shower Cabinet Line 
The Craft line of shower 


cabinets is equipped with 
heavily chrome-plated, solid 
brass mixing valves, adjust- 
able shower head and soap 
dish and features a vinylite 
shower curtain, chrome- 
plated curtain rings and a 
built-in curtain clip to pre- 
vent movement of the cur- 
tain while the shower is in 
use. The unit’s receptor is 
provided with skid-proof, 
safety grip concentric rings; 
the walls are constructed of 
20-gage bonderized, galvan- 
ized steel, finished in a double coat of white baked 
enamel, and are interchangeable for right or left in- 
stallation. All joints between panels are flanged and 
interlocked for easy waterproof assembly, and glass 
doors are interchangeable for right or left installa- 
tion. Four sizes are available. 

Manufacturer: Cutler Metal Products Co., 1025 
Line St., Camden 3, N. J. 


Waste and Overflow Unit 

a Use of the Frost waste and 
overflow, equipped with the 
three-way offset tee, is report- 
ed to eliminate the need for 
sawing of joists that would be 
necessary with standard fit- 
tings. These units are made of 
brass with exposed parts of 
polished chrome, and are avail- 
able in the chain and stopper 
model (shown here) and the 
dial trip, pop-up pattern. The 
installation of either of these fixtures is simplified 
by the offset tee which can be used for either right 
or left hand or 45 deg angle installations without any 
major adjustment. 

Manufacturer: Frost Company, Kenosha, Wis. 


Gas Conversion Burner Line 
— ae 











A new line of gas 
conversion burners 
has been announced 
by the Thatcher 
Furnace Company 
—and is available 
in two models, 
Model TFS-1 (for 

, natural and mixed 
gases) and Model TF-11 (for manufactured gas). In 
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both models a long burner duct provides a direct 
flow of secondary air to the exact point of combustion, 
reportedly assuring high burning efficiency in round 
boilers and furnaces. Tests show that this burner, 
with its round distributor heads, will radiate heat 
to all heating surfaces with great efficiency. 

Each model comes in three sizes: Model TFS-1-160, 
-200, -300, with 160,000, 200,000 and 300,000 A. G. A. 
rating, respectively; and Model TF-11-155, -225, -300, 
with 155,000, 225,000, and 300,000 A. G. A. rating, 
respectively. 

Manufacturer: Thatcher Furnace Co., Garwood, 
N. J. 


All-Plastic Toilet Seat 

A new all-plastic toilet 
seat, called the Rocket 700, 
has been announced by 
Century Plastic Products, 
Inc. It features smooth cor- 
ners and edges and a com- 
plete absence of any sharp 
corners that may catch 
germs or dirt. The modern 
hinge design adds to its 
handsome appearance and easy installation. The new 
unit is available in white and marbelized colors— 
including coral, sandstone, blue and green. 

Manufacturer: Century Plastic Products, Inc., 8219 
Elmira Ave., Cleveland 2. 





Constant Support Hanger 


new constant support 
hanger (Model L) provid- 
ing simplified field adjust- 
ment, increased travel 
range and greater load ca- 
pacity with a smaller num- 
ber of springs and fewer 
chassis sizes, has been in- 
troduced by the Grinnel 
Company, Inc. The hanger 
furnishes equal lift in all 
positions of travel of a pip- 
ing system as it moves 
from expansion or contraction between its hot and 
cold positions. The unit features a hanger structure 
designed for center support which places equal di- 
mensions on each side of the center supporting line. 
The hanger is supplied in three chassis sizes and a 
total load range requiring 16 sizes. Discrepancies 
between calculated hanger loads and actual loads 
may be corrected in the field by adjustment. 
Manufacturer: Grinnell Company, Inc., 260 W. Ex- 
change St., Providence 1, R. I. 
(Please turn to top of next page) 
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Operating Room Air Conditioner 

A hospital operating 
room air conditioning 
unit has been designed 
for operation in hazard- 
ous gas atmospheres and 
for other special hos- 
pital requirements. It 
features safety devices 
which include provision 
for drawing 100 percent of the conditioned air from 
the outside and adequate coil and humidified capacity 
to permit a wide latitude in the precise control of both 
temperature and humidity throughout the year. The 
hospital unit has an explosion-proof motor (Class C 
ether) and spark-proof fans, fan belts, wiring and 
switches, and is made in four sizes, 200 to 800 cfm. 

Manufacturer: The Trane Co., LaCrosse, Wis. 








Water Heater Thermostat 

A new surface type electric water 
heater thermostat (Model W), re- 
cently announced by the Wilcolator 
Company, features a constant pres- 
sure contact mechanism which main- 
tains full contact pressure right up 
to the instant the contacts open, 
thereby reducing arcing to a mini- 
mum and assuring a fast break and 
idiieanl contact life. The new thermostat is par- 
ticularly suited for table-top model water heaters, 
where space is at a premium, and measures only 2% 
in. high by 156 in. wide by 1% in. deep. New, sim- 
plified mounting brackets are provided which allow 
the thermostat to be mounted either to the heating 
element screws or to the side of the tank. 

Manufacturer: Wilcolator Co., 1001 Newark Ave., 
Newark 13, N. J. 





Condensate Return Units 
Known as “Motor- 


Mount,” these new units 


savings in fuel by re- 
turning the condensate 
from steam coils, radia- 
tors or steam operated 
equipment back to the 
boiler. A centrifigal 
pump with an enclosed 
type bronze impeller and stainless steel shaft is 
mounted on the legs of the tank, eliminating the need 
for a base. The motor has a standard mounting flange 
and is furnished for single phase, two or three phase 
or direct current, as specified. The complete line of 
return units includes single and duplex models: A 
single unit includes pump, motor, storage tank, suc- 
tion piping, float switch and water level gage; a 
duplex unit includes two pumps, two motors, one 
storage tank, an alternator switch and a water level 
gage. A selection of 44 unit numbers in both single 
and duplex units is designed to handle from 2000 
to 40,000 sq ft of radiation. 

Manufacturer: The Deming Company, Salem, Ohio. 


. sy 





are reported to effect ’ 


Integral Seat Water Closet 

A new integral seat water 
closet, called the Arlington “TI” 
combination, was recently 
made available by Gerber En- 
terprises. First of its type, the 
new closet was especially de- 
signed for Army and Navy in- 
stallations, as well as penal 
institutions where integral type 
units are specified. The new 
water closet, including a com- 
plete line of bidets and bidet 
fittings, will be used in the export market where this 
type of seat predominates. For Army and Navy in- 
stallations, the manufacturer has made available 12 
and 14 in. rough-in integral seat bowls. 

Manufacturer: Gerber Enterprises, 232 N. Clark St., 
Chicago. 





Pipe and Tube De-Scaler 
a A new pipe and 
tube de-scaling and 
cleaning attachment 
for Steen cut-off 
machines has re- 
cently been an- 
nounced by the 
manufacturer. It 
cleans rust, scale, 
* paint, corrosion and 
other foreign indies off pipes and tubes, and is 
especially adapted for reclaiming used pipes and 
tubes. Most work requires only one pass through 
the rollers to remove completely all deposits. It feeds 
up to 20 ft of pipe per minute, making it suitable 
for both production work and intermittent use. Sizes 
are available for cleaning pipes up to 12 inches in 
diameter. 
Manufacturer: Continental Machine Company, 1952 
N. Maud Ave., Chicago 14. 





Ready-Built Boilers 

A new line of steel resi- 
dential heating boilers, 
manufactured by the Quiet 
Automatic Oil Burner Corp., 
is completely assembled at 
the factory and includes 
the following equipment: 
Flanged oil burner, an auto- 
matic removable tankless 
heater, a hot water circulat- 
ing pump with summer and 
winter hot water thermo- 
static control, stack control 
and a jacket-installed, built- 
in combustion chamber. All 
models are factory wired so 
that the jacket need not be removed for installation 
and one connection to a 110-v line, one to the ther- 
mostat and one to the oil line are all that are required 
to operate the unit. Four sizes available include rat- 
ings of 510, 640, 880 and 1120 sq ft of radiation. 

Manufacturer: Quiet Automatic Oil Burner Corp., 
33 Bloomfield Ave., Newark, N. J. 


(Please turn to top of page 201) 
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THE ENTIRE FAMILY MOST MAKING CERTAIN THAT 
VISIT THE ARCHITECT... HE FOLLOWS THEIR IDEAS 
AND SOGGESTIONS... 








BUT WHEN /T COMES 
7O READING COPPER TUBING 
THEY ALL AGREE AND 
GIVE THEIR STAMP 
OF AFFROVAL. 












ARGUING OVER PLANS, 
DESIGN, COLOR , DECORATIONS 
AND FIXTURES... 





Bese, of course, much of our production of long-wearing 
Reading Copper Tubing is earmarked for essential defense orders. 






But, you can count on our continued cooperation to keep you supplied 
with as much tubing for civilian use as government restrictions permit. 


READING TUBE CORPOR ATION OFFICES AND EASTERN DISTRIBUTION DEPOT: 
Producers of Reading Lektroneal Copper Tubing ieee mgm gg torah tl 
and Reading 85% Grade A Red Brass Pipe 
















Stocks Available at ALL Reading Distribution Depots: 


@ READING, PA. @ HOUSTON, TEXAS: 1121 Rothwell St. 
© LONG ISLAND CITY, N. Y. @ CHICAGO, ILL.: 724 W. 50th St 
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AMERIVENT today. 


AMERIVENT 


DOUBLE Quieh...DOUBLE Safe...DOUBLE Wall 


/ FLUE PIPE INSTALLATIONS with 
WEW... ECONOMICAL 








FLUE PIPE & FITTINGS 


AMERIVENT FLUE PIPE has every advantage necessary toinsure -“ 
the best gas vent installation. AMERIVENT, the full-capacity 
‘hotter inside — cooler outside,’’ pipe within-a-pipe gives — 










ALL PITCH FLASHING 


AMERIVENT 
FLUE PIPE 








maximum insulation and minimum heat losses. 


AMERIVENT installs lightning fast — making positive secure fitting 
joints. No screws—no mastic or cement is required — order 





POSITIVE FIT 


Perfectly die formed male ends 
insure secure fit, alignment and 
rigidity that forms a gas-tight 
joint. Installs lightning fast. 








HOTTER INSIDE — COOLER OUTSIDE 
The pipe within a pipe gives 
maximum insulation — mini 
heat loss. Full capacity—uniform 
throughout — no obstructions — 
provides ideal draft condition — , |" 
eliminates excessive condensa- 
tion — gives balanced draft. 




















LIGHT WEIGHT — DURABLE 
NON - CORROSIVE 


AMERIVENT is fabricated of alu- 
minum making it highly resist- 
ant to gas fumes and moisture. 
Light in weight, it handles with 
practically no effort. Mated ends 
— both male and female ‘‘snap- 
lock’ into a rigid, secure gas- 
tight joint by pressing together. 











AMERICAN METAL PRODUCTS, INC. 


Makers of AMERICAP — the ‘‘Natural Draft'’ Vent Cap 






Approved by Underwriters Laboratories 
as a Type B Gas Vent 


WRITE FOR COMPLETE INFORMATION 
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Gas Conversion Burner 


The new National gas 
conversion burner has a 
natural and mixed gas in- 
put range from 75,000 to 
265,000 Btu per hour and 
is adjustable for use in 
either round or rectangu- 
lar fireboxes. The burner 
also is available in a special 
model with a lower burner 
head position, said to be 
advantageous when instal- 
lation is made in wet base boilers. The standard 
burner (Model NGC-265) and the special type (Model 
NGCW-265) come with a red baked enamel finish 
on a heavy steel burner duct. An automatic safety 
pilot and a solenoid type electric gas valve are 
standard equipment. Manual operation in event of 
power failure is provided for, and a heat anticipation 
thermostat is included. The manufacturer states that 
the air controls in this new gas conversion burner are 
designed to make primary and secondary air adjust- 
ments independent of each other and are unaffected 
by removal or replacement of the burner cover. 

Manufacturer: The National Radiator Co., 221 Cen- 
tral Ave., Johnstown, Pa. 





Heavy Duty Electric Drill 

ay A new model of the 4 

. ; in. Holgun drill, redesigned 
| with a new handle shaped 
for plenty of finger room, is 
rated for heavy-duty, con- 
tinuous service. Among its 
outstanding features are 
full-sized ball bearings, 
heat-treated gears, splined gear shafts and smooth- 
contour aluminum housings. This drill is an end 
handle unit and is available for standard or low speed. 
The standard speed unit has a no-load speed of 1700 
Rpm (optional 2500, 3500 or 5000 Rpm) while the 
low speed unit has a no-load rating of 600 Rpm 
(1000 Rpm optional). Compact in design and weigh- 
ing only 3% lbs., the drill is reported to be especially 
useful in “close corner” drillings. 

Manufacturer: Black & Decker Manufacturing Co., 

Towson 4, Md. 





Tubeless Boiler Design 
The U. S. Patent Office 
recently issued a patent 
on an improved tubeless 
boiler design to the Man- 
ville Boiler Company. 
Reportedly the first time 
in several years that a 
patent has been issued on 
this type of boiler 
construction, the patent 
relates particularly to the 
internal design of a boiler 
for steam or hot water 
heating that induces and directs the internal flow of 





201 


water containing sections placed within the fire travel 
of the boiler. In effect, the heating is rapidly accel- 
erated by internal water circulation and the struc- 
tural design lends itself to a very compact unit. The 
principle and action within the boiler brought about 
by this design is called the Thermo-Flo principle and 
is included in all eight sizes of the manufacturer’s 
tubeless boilers. 

Manufacturer: Manville Boiler Company, Inc., 415 
Lexington Ave., New York 17. 


Compact Warm Air Furnace 
The Gilbarco GVU-75 oil- 

fired warm air furnace, the 
newest development of Gil- 
bert & Barker Manufactur- 
ing Co., is capable of deliv- 
ering 75,000 Btu, stands only 
62% in. tall and measures 
21 in. square. Its compact 
size and relatively high heat 
capacity make this furnace 
an ideal one for the eco- 
nomical heating of four to 
six room houses where space 
is at a premium. The unit 
has a gas-tight, all-welded 
a large heat transfer area within 
a compact space. Its multi-flue construction requires 
minimum draft, even with low chimneys. The GVU- 
75 weighs 490 lbs. and is completely assembled and 
wired at the factory. Made of heavy gage steel with 
aluminum-backed asbestos aircell insulation, the 
jacket of the unit has a smooth gloss enamel finish 
in two-tone green. 

Manufacturer: Gilbert & Barker Manufacturing 
Co., West Springfield, Mass. 
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Compression Pipe Coupling 

A new style compression pipe coupling is reported 
to reduce materially electrolytic corrosion and tur- 
bulence at pipe joints. The coupling is made up of 
three parts: 1) A gasket made of the material best 
suited to give protection for,the specific job applica- 
tion; 2) a steel inner sleeve with precision die-cut 
teeth placed eccentric to the gasket teeth to form a 
complete seal when the outer shell is tightened; and 
3) a steel outer shell made of zinc-coated steel or 
corrosion resistant metals when required, with zinc- 
coated washers, bolts and nuts. Made in standard 
pipe sizes 14 in. to 14 in. (including intermediate tube 
sizes), the unit will couple ferrous to ferrous or fer- 
rous to non-ferrous materials and couple threaded 
to non-threaded pipe as easily and safely as threaded 
to threaded. 

Manufacturer: Morris Coupling & Clamp Company, 
P. O. Box 632, Ellwood City, Pa. 


Floor Level Cleanout 
= Designed to permit quick and easy 
access to drainage lines located in 
heavy traffic areas, a new nickle and 
bronze floor level cleanout, recently 
introduced by the J. A. Zurn Manu- 
facturing Co., features a plug which 
; forms a gas and watertight seal. It 
ie is reported that threads of the plug 
will never “freeze” to the body, thus eliminating the 
(Please turn to top of page 202) 
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possibility of damage to the plug or cleanout body, 
as it is being removed. This model (Z-1326-10) is 
constructed with the housing of the cleanout separate 
from the body, thus making it possible for the pipe 
(attached to the body) to contract or expand, and the 
surfacing material encasing the housing able to settle 
without causing damage to the cleanout or pipe. The 
unit is also available with a cast iron body, all bronze 
construction, etc., as desired. 

Manufacturer: J. A. Zurn Manufacturing Co., Erie, 
Pa. 


Home Heating Boiler 


A new gas-fired home 
heating boiler, recently 
added to the A. O. 
Smith-Burkay line, fea- 
tures many improve- 
ments in design and 
styling, and is available 
for both gravity and 
forced hot water heat- 
ing systems. The unit 
uses all types of gas fuel 
and is planned particu- 

Sas larly for small and me- 
dium-size homes using modern convector and radiant 
panel heating. The new heating unit comes in a two- 
tone grey hammerloid finish, matching the color 
scheme of other of the manufacturer’s heating 
products. 

Manufacturer: A. O. Smith Corp., 3533 N. 27th 
Street, Milwaukee 1. 





Axial Type Blower 

. The Vane axial type blower, 
used in cooling electronic 
equipment by manufacturers 
of radar, radio transmitter 
equipment, various detection 
devices, etc., is generally ap- 


is made 2, 4 and 6 in. in diam- 
eter, including intermediate sizes. The units are avail- 
able in 400 cycle, 3-phase and single-phase, 60 cycle, 
single phase and 2714 volt D.C. Speeds range from 
10,000 to 3,300 rpm, depending on pressure and vol- 
ume requirements. The blower motor is located 
within the air stream and is cooled by the fan blast, 
an arrangement which makes it possible to run the 
motor at top load condition and at greatest efficiency, 
providing maximum air volume and pressure. The 
units are constructed of aluminum. 

Manufacturer: Stanat Tool & Machine Co., 47-23 
37th St., Long Island City, N. Y. 





Washdown Combination 

The new Simplex washdown combination is a 
straight front designed bowl made of white vitreous 
china that has an extended horn for easy setting and 
leak-proof connection. The foot of the unit is per- 
fectly level and four bolts provide a secure mounting 
to the floor. Increased water surface, a slab set at 
steeper angle and an improved waterway is said to 


plied in glove fit locations and ’ 


provide a more rapid and dependable action. The unit 
is equipped with brass trim. 

Manufacturer: Mansfield Sanitary Pottery, Inc., 
Perrysville, Ohio. 


Paint Can Sprayer 










A convenient, compact means 
of spraying paint right from the 
can is possible with the use of 
SprayPAK, recently introduced 
by Chase Products Company. 
Intended for touch up work as 
well as complete paint jobs on 
plumbing and heating equip- 
ment, each can covers up to 50 
sq ft and is disposable when empty. A slight pressure 
applied to the finger tip valve emits a fine spray. 
Directions for using the unit are provided on the 
label. Chrome, aluminum, white, black, grey, clear 
coat and an assortment of colors are available. 

Manufacturer: Chase Products Co., Maywood, IIl. 


Dielectric Unions 
Designed for use where 


automatic water heaters 
equipped with galvanized 
tanks are attached to copper 
piping, dielectric unions are 
reported to effectively reduce 
the corrosive action set up by 
© this type of installation. This 
action will often occur with water not normally cor- 
rosive to galvanized tanks. These unions are con- 
structed so that insulating gaskets incorporated in 
the union break the electrical circuit between the 
copper piping and the tank, thereby reducing the 
probability of an electrolytic action between unlike 
metals having varying differences in potential. 
Manufacturer: Ecoff Products Co., 3265 West 17th 
St., Cleveland. 


Draft Regulator 


The Heat-lock draft regulator, recently introduced 
by National Fuel Conservation Company, controls 
draft over the fire exactly as set, reportedly will never 
wear out, stick in the wrong position, and locks heat 
within the boiler or furnace not only while the burner 
is running but also when it is turned off. The unit 
is said to increase flame temperature, increase CO?, 
reduce soot and appreciably lower stack temperature. 
The regulator is constructed of cast iron. Descriptive 
literature on the new Heat-lock draft control is avail- 
able from the manufacturer. 

Manufacturer: National Fuel Conservation Co., 
26-44 Washington Ave., Pleasantville, N. Y. 





Line of Air Conditioners 

_ A completely 
new line of central 
system Weather- 
makers, designed 
especially to pro- 
vide independent 
control of air con- 
ditioning in sepa- 
, rate areas of a 
building through a single unit, was announced re- 


(Please turn to top of page 205) 
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Genuine Hammond valves are more than 
mere products of a metal foundry. In each of 
these fine valves is the added, hidden value 
that is the result of precision manufacturing. 

For more than 40 years, Hammond has 
concentrated on a single goal — production 
of the finest valves possible. This means 
absolute control of quality, from raw 
materials to finished product. And Hammond 
exercises this control. For example, all 
valves are cast from ingot metal, never from 
any substitute that might permit variations 
in Hammond metal specifications. Then, 
throughout the production process, an 
array of the most modern machines and 
instruments is employed to provide every 
conceivable safeguard for quality. 

These are truly the valves “made with 
clocklike precision.” 


ORIGINATORS OF INDIVIDUAL 
VALVE PACKAGING 
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Here's a complete 
water system — 


You don't need 





to buy 
a tank! 





TANKLESS 
No storage tank, fewer fittings. Best 
bargain for your customers. 


SELF-ADJUSTING CAPACITY 
True “city” water service—no spurt, 
no lag—uninterrupted flow within 
pump capacity (up to 520 G.P.H. 
at 10 ft. suction lift). 


CORROSION RESISTANT 
All cast iron parts touched by water 
treated with a “baked-on” coating to 
resist rust and corrosion in the pump. 


PRICED RIGHT 
Meets all competition— priced to 
MOVE. 


DEPENDABLE 
it's a GOULDS! 


PROFITABLE 
No other pump can offer your cus- 
tomers so much for so little—or pro- 
vides a sounder base for pump and 
allied sales profits! 


NATIONALLY ADVERTISED 
Your customers will demand this unit 
— it's backed by the largest national 
advertising campaign ever put be- 
hind a water system! 





FREE! 
Outstanding display 
and merchandising 
pieces like this silent 

“Salesman Sam.”’ 














New! Different! 


Goulds tankless Close-Cupld Balanced-Flow Jet Water System 


means increased pump profits for you. 


Just check the outstanding features at the left and call your 
Goulds distributor —don‘t miss the amazing profits you can 


get with this revolutionary new unit. Or write us today! 


GOULDS PUMPS INC. Seneca Falls, N. Y. 


WATER SYSTEMS 


~ Since 808 | a 


FOR EVERY FARM AND HOME NEED 
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cently by Carrier Corp. The units are available in 
five sizes and are being produced with air condition- 
ing capacities ranging from 12 to 58 tons. The num- 
ber of zones possible with the factory-built damper 
section varies from five for the smallest size to 14 
for the largest; intermediate sizes include 7 and 10 
zone units. The units are said to be particularly use- 
ful in office or other multi-room buildings, manufac- 
turing plants, and other spaces where cooling or heat- 
ing loads vary in different rooms or areas due to the 
changing position of the sun. 

The new air conditioners are of the horizontal 
blowthrough type. A damper control for separate 
zones is provided through a double outlet arrange- 
ment, one outlet supplying warm air, with both 
divided into separate dampering compartments. 

Manufacturer: Carrier Corp., Syracuse, N. Y. 


Sheet Metal Saw 
This sheet metal saw 
cuts stacked galvanized 
sheet metal (50 or more 
sheets at a time) at speeds 
up to 15 in. per minute and 
quickly handles cutting 
jobs for duct-work fittings. 
‘ With a speed range (from 
125 Fpm to 2200 Fpm) to 
provide a wide selection of 
proper blade speeds for the 
varied materials to be cut, 
the saw uses blades up to 
¥ in. in width and featur- 
ing an 8% in. cut, especi- 
¥ “= ally adaptable to finishing 
castings. Its Ney smooth design table (size 20 by 
22 in.) is adequate for large work: The unit has 
an overall depth and height of 34 in. and includes 
a set of four sheet metal clamps and riser bar insert 
to match, for sheet metal work. 
Manufacturer: Bett-Marr Manufacturing Co., Hop- 
kins, Minn. 





Blower Bearing 

, Of interest to both the man- 
ufacturing and sales-installa- 
tion branches of the warm air 
heating industry is a new 
blower bearing, recently in- 
troduced by the Viking Air 
Conditioning Corp. It can be 
revolved 360 deg within its 
mounting lock-ring so that, 
regardless of the position of the blower, the oil 
reservoir is always on top. The new device elimi- 
nates all design limitations formerly resulting from 
the blower lubrication problem. Of particular in- 
terest to installation and repair men is the sim- 
plicity of design which permits complete removal 
of the bearing without disassembling the blower. 
The bearing surface is of sintered bronze—a thermo- 
porous material that holds oil like a sponge. The 
unit has a self-alignment feature which compensates 
for up to 5 deg movement in any direction from 
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the axes; the shaft itself does the aligning and no 
manual adjustment is required. 

Manufacturer: Viking Air Conditioning Corpora- 
tion, 5601 Walworth Ave., Cleveland 2. 


Underwater Pump 
The new Lancaster under- 
water pump features a pump 
and electric motor designed to 
operate under water as deep as 
800 ft. These pumping sets come 
in diameters as small as 4 in., 
- capacities up to 2,000 gal. per 
minute and motor sizes ranging 
from % hp to 250 hp. The new 
pump, in delivering water from 
deep wells, eliminates rods, 
©=3 plungers, cylinders, and utilizes 
no long shafts or bearings. No priming is required, 
thus eliminating the need for a pump house. The 
units reportedly cannot be damaged by frost, heat 
or dust, are simple to install and require no attention 
after installation. 
Manufacturer: Lancaster Pump and Manufacturing 
Company, Inc., Lancaster, Pa. 








Laminated Seat 
— The Lifelong laminated 
™ 4 ‘N seat is guaranteed not to 
' split, crack or break. It will 
carry in excess of 1,000 lbs., 
and is provided with a lid 
that won’t get out of line, 
according to the manufac- 
turer. The seat features 11 
laminations, the lid 9, and 
is made of selected hard- 
sinalk kiln- dried hud bonded together under pres- 
sure with resins. The seats are available in white as 
well as three colors, and each seat comes in a package 
which protects it against rough handling. This pack- 
age has no seal or paper to break—the lid is pulled 
and the seat lifted out with ease, enabling the dealer 
to display it again and again in the same factory- 
packed condition. 
Manufacturer: Lifelong Seat Company, 104 North 
New Jersey Street, Indianapolis, Ind. 





Convertible Oil-Fired Furnaces 
Two new Climatrol 


oil-fired furnaces with 
designed convertibility 
were recently an- 
nounced by the L. J. 
Mueller Furnace Co. 
These units are the 
types 211 (gravity) and 
212 (forced air). Type 
211 is available in one 
size, 90,000 Btu input; 

' Type 212 winter air 
conditioner is available in both 90,000 and 110,000 Btu 
input. Each furnace is available with either one or 
two pressure-atomizing oil burners. Each is shipped 
assembled on a solid steel base which eliminates the 
need for concrete setting or grouting and reduces 
the time required for installation. Both units meas- 

(Please turn to top of page 207) 
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FINAL RESULTS 


30 MILLION MILI 


FORD TRUCK j 
OOAONY DANO 


A guide to lower truck running costs 


Fone tauce 
ECONOMY 
RUN 


Here’s another Ford first! New “Final 
Results” record, based on over 5,500 
running cost reports, lets you check 
what truck running costs can be in 
over 195 different jobs! 


90 million mile Economy Run 


This 144-page book shows 
over 5,500 on-the-job truck 
running cost reports ... from 
owners in every state in 

the U.S.A. 
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shows HOW LITTLE IT COSTS to run 
a FORD TRUCK in your kind of work! 


@ The purpose of the Economy Run was to 
give businessmen and truck operators depend- 
able truck running cost figures, based on actual 
trucks working on actual jobs. These figures are 
published so that you can: 


SEE before you buy, just how little it does 
cost to run Ford Trucks. 


SEE what size trucks cost the least to run 
in various kinds of work. 


SEE how your running costs compare with 
others in your kind of work. 


Are all running cost figures included? Yes! The 
“Final Results” book shows all gas, oil, maintenance 
and repair costs reported by users of 1948, 1949 and 
1950 model Ford Trucks. 


Can this book help YOU? Yes! It is a service to busi- 
nessmen which may save you real money. It gives 
you a standard of comparison on one of the big 
expense items in your business. 


What does the book show? The Economy Run book 
shows that in your kind of business, even the 
biggest Ford Trucks haul for only a few pennies a 
mile, and that all Ford Trucks cost downright little 
to run. See the book at your Ford Dealer’s today! 





R. C. LAMB & SON, 
Plumbing and Heating, 
Lumberton, N. Carolina, reports: 


no 
“Our Ford Pickup es 

runs for only ~% 
2'/0¢ a mile!” 


R. C. Lamb & Son is one of over 85 plumbing 
and heating contractors, shown on pages 58 and 
59, who took part in the Run. Their Ford F-1 
Pickup traveled 5,683 miles at a cost of only 
$118.11 for gas, oil, maintenance with no repairs. 
Check your truck running costs with those of other 
plumbing and heating men whose loads and work- 
ing conditions are similar to yours! 

















For the right truck for your job... 


See your Ford Lealer today! 


See ‘Ford Festival’ starring James Melton on NBC-TV. 
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(Continued from bottom of page 205) 


ure 51 in. high and 29% in. deep; Type 211 is 25% 
in. wide and Type 212 is 445% in. wide. Flue travel 
is completely up-draft and both heat exchanger and 
radiator are easily cleaned by removing front clean- 
out panels. Both units have heavy steel casings which 
are finished in Mueller baked crinkle green lacquer. 
The corrosion resistant casing panels are lined with 
corrugated asbestos insulation, backed with aluminum 
foil, which serves the dual purpose of keeping the 
cabinet cool by reflecting heat into the heat exchanger 
and providing quieter operation. 

Manufacturer: L. J. Mueller Furnace Co., 2005 W. 
Oklahoma Ave., Milwaukee 15. 


One-Piece Snap-Lock Cleat 


Here is a one-piece 
“Sam snap-lock cleat which 
forms part of a strong and 
permanent fitting. Sup- 
™ plied on all four sides of 
this fitting, the cleats have 
, tapered leading edges for 
, easier assembly. Fittings 
ss ied are machine-made and 
die-cut for uniformity of size and fit. Reports 
show that with the use of the new fitting, no 
tools or additional fastening devices are needed 
for duct installation, as duct seams are pushed 
into place to form a rigid joint. 
Manufacturer: Adelta Manufacturing Com- 
pany, 21st & Ellsworth Sts., Philadelphia 46. 






Hex Socket Pipe Plug 
Newly offered is a 
“ special alloy steel, brass 
and aluminum hexago- 
nal socket pipe plug 
with a special thread- 
ing designed to eliminate leakage. Sizes available 
are: 145, %, %4, %, %, 34, 1, 1%, 1%, and 2 in. 
The seal on the new threads is accomplished by 
metal to metal contact which is produced by 
truncations of the major diameter of the internal 
thread and of the minor diameter of the external 
thread. New plugs are interchangeable with 
Briggs type pipe threads, and can also be used in 
regular female threads. 
Manufacturer: U.S. Plug & Fitting Company, 
501 High Ave., Cleveland 15. 


Forced-Air Convector 
For heating in the winter, 


cooling in the summer, these 
forced-air convectors consist 
essentially of two small squir- 
rel cage-type blowers, pow- 
ered by small motors, en- 
closed in handsome steel cab- 
inets. Individual convectors 
can be supplied for each room. These units are 
actually small secondary exchangers fitted with 
(Please turn to top of page 208) 
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REALLY SIMPLIFIED 
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Na- Way 


















Simplicity of design and construction . . . only 
three parts . . . is the main feature of the NEW 
Combustion Head, vital part on all Nu-Way Model 
CO Oil Burners. This NEW Combustion Head 
used with “‘cat-cracked” oils provides easier igni- 
tion and cleaner burning of oil at exceptionally 
high efficiencies without complicated parts. East- 
ly adjustable, Nu-Way’s Combustion Head is 
capable of performing as fine a job as any on the 
market. This Combustion Head is the result of 

' over three years research by 
Nu-Way engineers. Write for 
complete details! 


THE NU-WAY CORPORATION 
ROCK ISLAND, ILLINOIS 


Sold Through Jobbers and Distributors 
Also Special Applications for Furnace 
and Boiler Manufacturers 


co 


Exclusively Since 1921” 
- “gaggia, 


4 
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Where heute 
Faucets Put ihe” 


Leaky faucets . . . annoyed customers . . . and there 
I was right behind the 8-ball . . . until I learned 
about Chicago Faucets. 

Once I started installing Chicago Faucets my 
troubles ended . . . because they stay leak-free and 
easy-operating with only occasional rewashering. 
And they’ve been giving this dependable kind of 
service for almost forty years, too. Another good 
thing is the way the entire operating unit, or any 
of its parts, can be changed as easily as a light bulb. 

Getting out from behind that 8-ball was proof 
enough for me as to why Chicago Faucets are today’s 
most-wanted faucets. 


THE CHICAGO FAUCET COMPANY 


CHICAGO 39, ILLINOIS 


Chicago Faucet Products are distributed 
through the plumbing trade exclusively. 








(Continued from bottom of page 207) 


fans and finned radiators. No duct work is needed 
with units. Convectors are supplied in single 
blower models in 12,000 Btu size, or with two 
blowers in 20,000 Btu size. They are also supplied 
without cases, if desired. 

Manufacturer: Auburn Burner 
Auburn, Ind. 


Company. 


Furnace-Burner Unit 

A new series of furnace- 
burner units for 1952 was 
recently announced by the 
May Oil Burner Division 
of Gerotor May Corpora- 
tion. The new units are 
fully enclosed in a com- 
pletely restyled cabinet 
and embody basic engi- 
neering improvements de- 
signed to step up both 
heating performance and fuel economy. Offered in 
four sizes and fired by Quiet May oil burners, the 
1952 furnace-burner units are rated at .90 to 2.00 gal. 
per hr., with bonnet outputs from 90,000 to 200,000 
Btu. Model numbers for the series are AC-90, AC- 
125, AC-160 and AC-200. 

Manufacturer: May Oil Burner Div., Gerotor May 
Corporation, Baltimore 3, Md. 





Portable Electric Heater 
a This infra-red heater fea- 
tures a safety switch which 
turns off instantly if heater is 
overturned and a heat element 
that will not burn out and is 
not affected by splashed water. 
Complete utility of all the radi- 
ant heat is assured by a reflec- 
tor designed to eliminate “hot 
spots” and evenly distribute 
heat waves for maximum effi- 
ciency. The Glomaster uses asbestos-insulted wiring 
throughout, terminals that will not corrode. The case 
is made of alloy steel and finished inside and out with 
no surfaces to rust. Available in grey or antique 
bronze hammertone baked enamel finishes, the unit 
is 19 in. high, 12 in. wide and weighs 12 lbs., is rated 
at 1000 watts and plugs into any 110-115v outlet. 
Manufacturer: Glo-Ray Heater Company, Pomona, 
Calif. 





Stainless Steel Fan 
ney Te A new product of the 
Clarage Fan Company is 
this fan made of a recent- 
ly introduced corrosion- 
@ resistant, comparitively 
new stainless steel called 
Carpenter No. 20. Pre- 
viously available only in a 
cast form (known as Duri- 
met 20) this new wrought 
sehiasial aunties excellent resistance to sulphuric 
and nitric acids and their fumes for blades, housing 
and other vital parts such as bolts, nuts, etc. 
Manufacturer: Clarage Fan Co., North and Porter 
Sts., Kalamazoo 16, Mich. 
(Please turn to top of page 211) 
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| You're dollars ahead with 


Eagle-Picher products 
of Lifetime Lead 


| Lead Traps 


Made with uniform 
wall thickness 
throughout their 
entire length. 











You make more 
money selling 
DEMPSTER because 
it’s America’s 
quality water system! 


7 ? Lead Bends 


Made of new metal 
with noseam or other 
internal obstruction. 


No wonder the farmer won’t have anything else! Dempster 
offers him a tried-and-tested water-supply system—backed 
by the 73-year-old Dempster reputation for unquestioned 
quality. It’s just plain sense that you can sell more Dempster 
Water Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System—it’s America’s finest! 


3 Super Roof 
Flanges 


All lead, one piece 
These Dempster Pumps are star CAMERON: Oe 
justableto any pitch. 


members of America’s finest line... 





Eagle-Picher Lead Pipe 


Extruded from primary metal, true to caliber 
... Eagle-Picher Lead Pipe is recognized as the 
standard for quality where durability and pre- 
cision workmanship are important factors. 





DEM 


WATER SUPPLY EQUIPMENT | 





SHALLOW-WELL JET- 
MASTER — Only one moving 
part. No special pressure tank 
needed. Easily installed and 
exceptionally efficient. 





DEEP-WELL WATER SYS- 
TEM — Positive lubrication. 
Modern design. Available for 
electric motor or gasoline engine 
operation. Can be supplied with 
windmill attachment. 


DEEP-WELL JETMASTER 


— Ideal for offset installation or 
to be set directly over the well. 
Unusually simple in operation— 
only one moving part. 





CENTRIFUGAL PUMPS — 


Impellers are semi- enclosed 
for greater efficiency. Balanced 
drive shafts ride on double Tim- 
ken Bearings. There are no bet- 
ter irrigation pumps made than 
Dempster Centrifugal Pumps. 


America’s Quality Line of Farm 








Water Systems 


Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 


Beatrice, Nebraska 


Pumps @ Tanks @ Windmills @ 





20624 










Look for 


Eagle-Picher Quality 

Sheet Lead « Lead Wool 
(caulking) « Solders— all 
grades, Bar and Wire, 
Wiping, Plumbers Re- 
fined, Meter Bar, High 
Temperature. 


Order through your 
THE PICHER plumbing supply house 


Since 1843 % 


| EAGLE-P ICHER SALES COMPANY 


| Metallic Products Division, General Office, Box 777, East Chicago, Indiana 


Cincinnati * Kansas City * East St. Louis « Dallas * Houston 
Member: Lead Industries Association 
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EASILY MOVED TO 
ANY CUTTING JOB 


QUIJADA E-Z Cutter 
weighs only 100 pounds 
yet powerful enough to 
handle all your work. 
Use it in the shop... 
mount it on your truck 
... take it on the job. 
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QUISAVA E-Z CUTTER 


power driven rollers save you 


money on PIPE AND TUBE CUTTING 
SEE THESE PLUS QUIJADA FEATURES 


1. Power driven rollers 
2. Range from %" to 4" 
3. Completely portable 
E-Z. Cutter rollers revolve the pipe. The cutter wheel 
has a much longer life because it is always cutting... 
never slipping. Does not wear in one spot. Approxi- 
mately 2000 cuts to each sharpening. Sharpening time 
saved helps cut production costs. 
E-Z Cutter range is from %" to 4. No time lost for 
pipe size change. One machine handles all your work. 
E-Z Cutter has roller type, adjustable pipe supports 
which allow any length pipe to be cut. Supports easily 
and quickly moved to handle varying pipe lengths. 


5474 ALHAMBRA AVENUE 


QUIJADA TOOL | (INC. LOS ANGELES 32, CALIFORNIA 








QUALITY AT A 
MASS 
PRODUCTION 
PRICE 





If your processing is done at steam 
‘ pressures 0-25 psi, you can use this 
Type H ~~ superior SARCO RADIATOR TRAP at a 
very substantial saving in first cost. 

Many thousands are used every 
year for space heating in all types of 
buildings. They are produced by the 
latest automatic machinery, resulting 
in highest quality at a very low price. 

SARCO thermostatic steam traps are 
unequalled for the rapid removal of 
air and condensate from steam coils or 
jackets, and their supply lines. 


0-25 PSI—Type H, Bulletin 155 
0-65 PSI—Type S$-65 ae 


0-100 PSI—Type N-100) 195 


SARL 


COMPANY, INC. 


EMPIRE STATE BUILDING, NEW YORK 1, N. Y. 
Represented in Principal Cities 
SARCO CANADA LTD., TORONTO 5, ONTARIO 
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.- Oil BOILERS & 


Fired. HEATERS ! 












Feature the... 
“Tube Within a Tube” 
STEPS UP EFFICIENCY & ECONOMY 


Built on the patented “Tube Within a 
Tube” principle, the DEWEY SHEPARD 
Boiler and Hot Water Heater is acclaimed 
by heating men to be tops in efficiency 
and economy. These major in customer 
demand and heating requirements. All 
units jacketed with fibre insulation. 
Ready for instant hook-up. Consumes less 
fuel. Requires less repair. Collects no 
lime or scale. 80% of heat absorbed by 
water. 20% less heat escapes up stack. 
Compact. Quality construction. Boilers 
automatically welded. Oil burner Under- 
writer Approved. Gas burner AGA Listed. 
Built-in coils optional. (New large models 
available.) 
CAPACITIES 
95,000 to 1,000,000 BT U 


ASME CODE CONSTRUCTED 





WRITE rOR FURTHER 
DETAILS TODAY 


DEWEY-SHEPARD 


BOILER COMPANY, INC. 
1313 N. CAPITOL AVE. INDIANAPOLIS 2, IND. 
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(Continued from bottom of page 208) 


Oil- — Gravity Furnace 

Three sizes of oil-fired gravity 
furnace units have been added to 
this manufacturer’s line of auto- 
matic heating equipment. These 
fully automatic furnaces are pri- 
marily designed for the small to 
‘medium-sized home or as re- 
placement units. The furnace fea- 
tures a “Super Crescent” shell 
par and is fred with either a model “L.” or model 
“QO” gun-type oil burner of the manufacturer. The 
removable oil burner and combustion chamber as- 
sembly are mounted on one plate for a reported easy 
changeover from oil-fired to gas-fired furnace. The 
unit is furnished in capacities of 75,000; 85,000 and 
105,00 Btu/hr at the bonnet, 

Manufacturer: Century Engineering Corporation, 


Cedar Rapids, Iowa. 





Large Gas Conversion Burner 

A gas burner 
which is particu- 
larly adaptable 
for converting 
apartment house 
and industrial 
and commercial heating plants, process steam uses 
and many other types of large heating systems, 
is now being manufactured. The unit features the 
single-port, self-piloting flame-retention principle, 
and is equipped with adjustable front and rear 
leveling legs. The telescopic burner-tube permits 
easy adjustment for burying depth; the controls 
are completely housed beneath the removable end 
cover. The burner is available in three models: 
500,000, 750,000 and 1,000,000 Btu/hr input. 

Manufacturer: Norman Products Company, 
Columbus, Ohio. 





Gas-Fired Wall Furnace 


A gas panel wall furnace, for 
use with natural, manufactured or 
LP gases, is available in 25,000 Btu 
single-wall or 50,000 Btu dual-wall 
models. Outer jacket on furnaces 
is 17% in. wide by 62% in. high; 
inner unit fits between studs 16 in. 
© on center. Combustion chamber is 
m= coated with high temperature 

= enamel and is vented at top. Heat 
» exchanger is suspended inside the 
heater jacket, located so that it 
allows air to flow into the bottom 
grille, wipe the combustion cham- 
ber and then be discharged through 
the top grille into the room. 
Manufacturer: Temco, Inc., Nashville 9 Tenn. 

(Please turn to top of page 213) 
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-Y COUPLINGS 


| CHATTER 


( An eccentric gentleman made a pet of an electric 
ee). When the eel went into a long spell of despon- 
dency, his owner diagnosed the trouble as loneliness, 
and decided to find his pet a mate. After some search, 
he located a female electric eel and threw it into the 
tank. For a moment the male eel was so excited that 
electricity crackled in the room like bolts of Jight- 
{ ning. 

| But then he flipped the female eel into a corner 
f of the tank and growled angrily to his owner, “You 
blundering fool. You know Um A.C.! This dame is 


| Det” 
| X-L Couplings 


The only safe joints are tight joints; and the use 
oj “X-L” Pipe Couplings assures tight joints all ways, 


X-L Couplings— 


Walking along a street in the local county seat, a 
man was attracted by frightened screams from a 
house. He ran in to investigate and found a frantic 
mother whose small boy had swallowed a quarter. 
Seizing the child by the heels, he held him up, gave 
him a few shakes and the coin dropped to the floor. 
The grateful mother was lost in admiration. 

“You certainly knew how to get it out of him,” 
she said. “Are you a lawyer?” 


X-L Couplings 
From the “X-L” Fictionary: FUR COAT—An item 


which some girls get to keep them warm; others to 
keep them quiet. 
X-L Couplings 
“X-L” Pipe Couplings are made for every purpose 
—in sizes from %&" to 12”. 
X-L Couplings 
Poet’s Corner: 
Mother, may [ go out to swim? 
Why not, my darling daughter; 


You're so darned near naked anyhow, 
You’d look better in the water! 
—X-L Couplings 

We don’t know how many stories our representa- 
tives know, but we are certain that they know all 
about Pipe Couplings and can help you with your 
couplings problems. There are 19 of these skilled 
“X-L” Pipe Couplings representatives throughout the 
country. A post card to the factory will bring you the 
name of the one nearest you. 


—X-L Couplings 


Pass along your favorite gag and we'll pass it 
along to someone else. Just send it to Couplings 
Chatter, address below. 


Every Size and Type PIPE 
COUPLING From One Source 


WHEELING MACHINE 


PRODUCTS COMPANY 
WHEELING, WEST VIRGINIA 
FACTORY PHONE: WOODSDALE 3296 
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Safety... _ 
i 


Strength ——— 
Lightness _ (’ 


are built right in Ad 
the Jnproued Walco 


Walco, the strongest pipe wrench on the market today, 
is also the safest—and lightest all-steel wrench available. 
Why? Because welding—with all its inherent strength, 
safety and weight-reduction advantages—has been used 
to join the Improved Walco’s housing and handle into 






one integral unit . .. a unit that makes the Walco so | 


rugged that all tests show it far exceeds the requirements 


set up by Federal Specification GGG-65la for Type II | 


Heavy Duty Adjustable Pipe Wrenches. 
The jaws of the Improved Walco are carefully machined 


and will not slip, even severe abuse will not spoil the | 
wrench’s grip or quick biting action. A flexible, double- | 
acting, quickly replaceable spring—an Improved Walco | 


feature for which patent is pending—gives the wrench 


fast, positive ratcheting action. Adjustment is easy— | 


the nut may be spun with the palm of the hand. The 
proper wrench opening can be determined by a calibrated 
pipe scale on the movable jaw. 

Ask your Walworth Distributor to show you the Im- 


proved Walco—the strongest-made and longest-lived pipe | 


wrench on the market today. Buy it—you will save money 
in the long run. 


WALWORTH 


valves fittings- pipe wrenches 
60 EAST 42nd ST., NEW YORK 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 








SELL MORE OIL 
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BURNERS .-.. 
SERVICING COSTS 


CUT 





THE SERVICEMAN’S BURNER 





Models Equipped with 


Shell Designed Combustion Head. 


INCREASE SALES & UNIT PROFIT 


Radiant performance is equal 


to the 


highest price burner — yet Radiant 


burners are priced to meet competition. 


PLUS 


¢ Low Upkeep 
* Factory Guarantee 


¢ National Distribution in Protected Territories 
* Easy Installation with Minimum Servicing 


Write for The Biggest 
Oil Burner Sales Story Today! 


RADIANT UTILITIES CORP. 


8809 18th Ave., Brooklyn 14, N. Y. 
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(Continued from bottom of page 211) 
Multiple Zone Air Conditioner 


A line of single 
air conditioning 
units to meet year- 
round comfort 
needs of up to six 
different zones in 
a building has 
been expanded by 
the addition of the 

al Trane multiple- 
zone Climate Changer, which uses one heating coil 
and one cooling coil to provide full air conditioning 
comfort for as many as six areas. Each zone has its 
own control and receives the conditions it needs with- 
out affecting any other zone. The unit is capable 
of eliminating inaccurate air conditioning during the 
in-between seasons because it permits a gradual 
change-over from heating to cooling and back again 
for each zone. Filters and humidifiers enable the 
Climate Changer to do a complete year-round air 
conditioning job. Six sizes of the unit provide capac- 
ities as high as 23,400 cfm. 

Manufacturer: The Trane Company, LaCrosse, Wis. 








Blower Filter Package 
—— With compactness and man- 
= >» euverability the keynote of this 
“= ~=—s model, Air Controls, Inc., pre- 
sents a new 10 in. blower filter 
package (R 101-17) which fea- 
tures: 1) the “Sight-Feed” oil 
gage which prevents over or 
under supplying of essential 
oil; 2) an oil reservoir capable 
of holding from four to five 
years’ supply of oil for this unit; 
3) self-aligning bearings and a streamlined bracket 
permitting increased amounts of air flow; 4) a porous 
bronze bushing cushioned by a rubber sleeve which 
allows the correct amount of oil to pass to all friction 
points; and 5) a newly designed, perfectly balanced 
induction-brazed blower wheel. The motor is equipped 
with automatic overload protection and is resilient 
mounted for less vibration and quiet operation. 
Manufacturer: Air Controls, Inc., 2310 Superior 
Ave., Cleveland 14. 





Improved Casing for Overhead Heaters 

Here is an over- 
head heater, rede- 
signed so that it 
now features a new, 
improved casing 
assembly, made to 
facilitate handling and installation. The heater 
casing incorporates rigid built-in frame-support 
members and six external welded suspension 
brackets which are pre-drilled for 5g-in. rods and 
located on the heater base so as to support the 
weight of the heavy-duty furnace with a mini- 
mum of stresses and strain. 

Heater design: Basic engineering features of 
the heater itself have not been changed. 

Manufacturer: Overhead Heaters, Inc., 1354 
Book Bldg., Detroit 26. 

(Please turn to top of page 214) 
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it’s the LAST thing you put on! 


MANUFACTURERS 
OF THE 


MAKE SURE IT’S THE BEST! 


i ing is put on last, and it’s the thing your cus- 
eg first. ie a high shine white glazed oo 
touch that makes the hard work you put into the job : ow 
up to best advantage—be sure to use YORK. Cuts c eer 
Fits right. Gives the finishing touch that reflects your goo 


! 
work oe SURE TO ASK YOUR JOBBER FOR YORK 
York Quality Costs No More—and Often Less! 


YORK INSULATION CO., Inc. 


HILLSIDE, NEW JERSEY, U.S.A. 
Manufacturers of the Quality Line in 
e@ AIR CELL PIPE COVERING, SHEETS & BLOCKS, BOILER 
JACKETS @ FROST-PROOF PIPE COVERING @ WOOL FELT 
PIPE COVERING @ ANTI-SWEAT PIPE COVERING 











™~ 


The PORTMAR 


Windsor Series 


| Residential 


STEEL 
BOILER | 


Quality Features 








Large Furnace Volume. 
Clean-out Doors both front 
and rear for easy cleaning. 
Highest Efficiency. Taste- 
fully Designed Jackets. 
Large Domestic Water 
Tankless Coils. 








‘a. BOILER SIZES 
Your ae Aw t STEAM WATER 
the Complete Line 
of Portmar Boilers. = 400 to — 640 to 














PORTMAR BOILER CO., INC. 


193 -7th STREET BROOKLYN 15, N.Y. 
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WATERFILM BOILERS, 
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Inc. 


A Division of L. O. Koven & Bro., Inc. 


154 Ogden Ave., 


Plants: 


Jersey City 





Jersey City 7, N. J. 


Ned N. J 


Dover 
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(Continued from bottom of page 213) 


Refrigeration Compressor Control 
, : A pneumatic step con- 

troller has been developed 
by the Johnson Service 
Company, designed espe- 
cially for controlling multi- 
ple stages of refrigeration 
capacity. Capacity control 
is accomplished by starting 
and stopping compressors in sequence, loading and 
unloading cylinders, or a combination of both. 

The unit is available in 4, 6, 8 or 12-switch models. 
Each of the single-pole, double-throw switches is 
operated by a pair of cams on a shaft which is 
rotated by a pneumatic piston in response to a 
pneumatic temperature or pressure measuring in- 
strument. The “on” and “off” points of each switch 
are individually adjustable over the entire range 
of operation. Several different springs are available 
for the piston, to provide a selection of ranges, or 
the piston may be provided with a pilot positioner 
which permits adjustment of the operating range. 

Manufacturer: Johnson Service Company, Mil- 
waukee 2. 


New Literature 


Draft Control Bulletin 








Recently issued by the 
emcemy enero Boston Machine Works Co., 
is the bulletin, “Draft Control 
ee Is Important,” illustrates 
and describes right and 
wrong ways of locating draft 
controls. It points out that 
the best location for the 
controls is in the smoke pipe 
as near to the boiler or fur- 
nace as possible. A typical 
boiler or furnace installa- 
tion, including a smoke pipe leading to the chimney, 
shown in an accompanying drawing. Another draw- 
ing shows a Boston-Standard draft control properly 
installed with the weight of the gate always in con- 
tact with a stainless steel pivot and bronze bearing 
to aid in holding a constant net draft. Defined also 
in the release are various reasons for controlling 
draft and the importance of using an accurate con- 
trol capable of holding a constant net draft. 
Issued By: Boston Machine Works Company, Lynn, 
Mass. 


Shower Cabinet Catalog 

An 18-page catalog showing the manufactur- 
er’s complete line of shower cabinets, doors and 
receptors is available to dealers. Attractively 
printed in color, it illustrates the various 
shower models in typical bathroom settings. Of 
particular interest to plumbing contractors is the 
page of shower construction features shown in 
simple drawings. Also found are roughing-in 
dimensions, illustrations and descriptions of all 
shower cabinet accessories, including dressing 

(Please turn to top of page 217) 


BOSTON MACHINE WORKS COMPANY 


POFOM-STAMBARD DRAFT CONTROL 
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Feacwle. GENERAL ‘S<* FILTERS 





FOR ALL YOUR INSTALLATIONS 
yy 7 vere Are yf Good Reasons 
/ 





There’s a GENERAL FILTER for every fuel oil filtering 
job — large, medium, or small. 
DELUXE MODEL 2A-300 
FOR THE BIG JOBS GENERALS are easy to install. All that’s needed is one 
2 wrench and a few minutes’ work. 













It takes just two minutes to insert a GENERAL Replace- 
3 ment Cartridge —and every GENERAL installed means 


cartridge sales for years to come. 





MASTER MODEL 2A-700 


a Saeee Customers WANT GENERAL FILTERS because they elimi- 


G nate shut-downs due to clogged nozzles. Costly service 
“call-backs” are minimized, too. 






STANDARD MODEL 1A-25 
ag Bann — o GENERAL FILTERS now distributes’ CLEAN 
F F ) RIGHT SOOT REMOVER—Certain-safe for all 
heating plants. Tell your customers about it. 






GENERAL FILTERS ; % 12890 WESTWOOD AVE. 


INCORPORATED DETROIT 23, MICHIGAN 
CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO 13, ONTARIO 








_gwv! _ "HANDBOOK — 
s OF OIL-BURNING 


the most authoritative text ever 
compiled on Oil-Burning 


e Information about oil burners, 
combustion, atomization, vaporiza- 
tion, crude oil, fuel oil, refining, 


| Boston Chrome Steel True Alignment 
transportation, delivery systems, $ “HANG-DOWN" Oll BURNER 


heating, heat losses, tanks, piping, BAFFLE BOSMACO NOZZLE 


combustion chambers, controls, wir- — 
ing and other subjects. Over 950 a 
pages of facts and data, more than 
500 illustrations, some 90 tables and Deluxe leather edition 
charts. $16.50 per copy 





JUST LOOK AT THESE SUBJECT TITLES 
COMPILED BY 48 TOP MEN IN THEIR FIELDS 
Instant-Glo The Boston Standard 


1 Oil As a Fuel COMBUSTION CHAMBER DRAFT CONTROL 
Il Combustion of Fuel Oil 
111 Preparing Oil for Combustion 
IV Oil Burning Equipment 
V_ Elements of The Heating System 
Vi Controls 
VII Selection of Equipment 


VIII Application, Installation And 
Maintenance of Oil Burners 


IX Standards 











Ideal Clearview BOSMACO 
NOZZLE EXTRACTOR Ol TANK GAUGE —Apthorp NOZZLE KIT 


WRITE FOR COMPLETE INFORMATION 











Order Your Copy Today 





OIL-HEAT INSTITUTE OF AMERICA, INC. | | [Bstolspue)CMp\JG:Vorsttni@nliiLe)<0 «1m Oo). 0-)-0\b 4 











6 E. 39th St., New York City, N. Y., Dept. D | Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 
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The only pipe with all these features— Designed and 
engineered especially for house sewer lines, Transite 
House Connection Pipe offers plumbers these 8 im- 
portant sales features that sell more pipe: 


1. Long 10-Foot Lengths —longest of any pipe available. 

2. Tight Joints especially designed to keep roots out. 

3. Easy to Install—engineered to save you time on the job. 
4. Corrosion-Resistant — outside, inside, all the way through. 
. High Flow Capacity provides quick “flushing” action. 

. A Full Line of Transite fittings solves all layout problems. 

- Tough, Strong, Durable—it's made to last! 

. A Name Product —quality-made by Johns-Manville. 





con oO WM 












Nationwide Radio Advertising over 410 Stations of 
the Mutual Broadcasting System builds demand 
in your own territory. 


Complete Promotion Package includes direct mail 
folders, job signs imprinted with your name, decals, 
point of sale displays, newspaper mats, and other 
sales builders. No cost to you! 


Send for Free Book. It tells you how to get more busi- 
ness ... make more money from house sewer-line 
jobs. Just write Johns-Manville, Box 4 





290, New York 16, New York, and ask 
for Booklet TR-90-A, 


*Transite is a Johns-Manville registered trade mark 


oa LRANSITE._—— 
WALLA 
HOUSE CONNECTION PIPE 





Made by Johns-Manville 
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master 






Heavy 
Serviceable 
Steel Box— 
Ideal for re- 
use purposes 


Here’s the world’s handiest assortment for the 
Master Plumber. Features the right size, the 
right washer for every job. Your choice of 
assorted N-Dur-O’s, Acme’s, or Black Dia- 
monds. Extra profit opportunities in every 
service call with the Master Kit. 


+200 washers 
¢7 Sizes 





An outstanding performer! Here’s why... 74 

e carefully designed, scientifically constructed / “SEALED IN’ \ 
from tough black rubber compoun 

@ soft seat adapts to all types of valves 

e alkali-resistant and will not swell under 


Packaged in 
| factory-fresh, } 


normal usage. Master Plumbers rely on \ tamper-proof 
the Dandy every day. \ carton. 
‘ Z 
~ = 





(kber Company 


428 NORTH WOOD STREET e CHICAGO 22, ILLINOIS 
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compartments used in conjunction with battery 
installations of showers, and of all-steel toilet 
partitions. 

Issued by: Fiat Metal Manufacturing Com- 
pany, 9301 Belmont Ave., Franklin Park, III. 


Grille and Register Catalog 


ee For the files of contractor- 


ee 







* dealers here is a 36-page cata- 
log containing full descrip- 
pecisters tions of units in a line of 
— grilles, cold air faces and 
GRILLES H ‘ : 
| registers. Data presented in- 
cludes’ selection’ tables, 
weights, open areas, sizes and 
prices of all units. Typical of 
units covered is a wrought 
steel wall grille and baseboard intake, with flexi- 
ble grille bars, available for either flush installa- 
tion, or with side and top projecting flanges. 
Issued by: The Independent Register Co., 
3747 E. 93rd St., Cleveland 5. 


Milk-House Heating Folder 

Dealers in rural areas and in dairy country will 
read with interest this release which offers a 
practical solution to the cold, damp milk-house. 
The solution takes the form of a small unit heater 
which is connected to the automatic water heater 
used for washing utensils. It can be used with 
electric, oil or gas-fired storage tank heaters. Con- 
taining a readable text illustrated with photos 
and diagrams, the 4-page folder contains a great 
many practical suggestions for the contractor- 
dealer who installs milk-house heating systems. 
Engineering data is included. 

Issued by: Modine Manufacturing Company, 
Racine, Wis. 





Sprinkler Equipment Catalog 

For dealers looking ahead 
* to the next summer season, 
this 28-page catalog will give 
complete information on this 
line of sprinkling equipment. 
An index on the last page 
gives the key to such items 
and data as: concealed lawn, 
adjustable pop-up and turbo 
revolving sprinkler heads; 
control and quick-coupling valves; underground 
rotor and revolving portable sprinklers, and rotor- 
sprinkler performance table. Profuse drawings 
of equipment and accessories are accompanied by 
information on catalog number, size, weight, noz- 
zle pressure, etc. Four pages are devoted to in- 
structions for installation. The center two pages 
display, in vivid green and white, typical opera- 





(Please turn to top of page 218) 
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IN LOW-COST 











No. 4132 





— 
a. 


ee 


help the sale! 


Few other conveniences in the 
home are used more or afford the architect, 

builder or contractor greater reward than when 
Lawson cabinets of adequate size are installed. 





Suggested specifications 


Lawson 4132 Bathroom Cabinet or equal/or— 


e ONE-PIECE DRAWN SEAMLESS STEEL BODY 
—BONDERIZED AFTER FORMING for rough 
opening 14 x 18 x 31/4”. 

e Mirror shall be 16 x 22” Plate Glass conforming to 
National Bureau of Standards Specification CS27-36, 
with Polished Stainless Steel Frame. 

e Door shall be supported by full length White 
Enamel Piano Hinge. 

@ Cabinet shall be supplied with 2 Glass Shelves and 
Stainless Steel removable and adjustable Shelf Sup- 
ports. Bar Type Door Stop. Razor Blade Disposal 
Slot. 

e Finish—Baked White Enamel. 


Write for catalog of Lawson Bathroom Cabinets, 
Lavatories, Mirrors and Chrome Accessories. 


THE F. H. LAWSON CO. 
804 Evans Street 
Cincinnati 4, Ohio 

Est. 1816 
WORLD'S LARGEST BUILDERS 
OF BATHROOM CABINETS 
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\\ 
My customers 
are satistied 


MEANS ‘LIKE NEW’ AT WEBSTER 
UTHORIZED SERVICE STATIONS” 


“I like it! .. . Here’s a manufacturer who 
doesn’t forget you after making the sale. 
You know, I can take old units into a 
conveniently located Webster Elec- 
tric Authorized Service Station 
and have them rebuilt like new. 
Only genuine Webster replace- 
ment parts are used. As a result, 
the rebuilt unit tests exactly the 
same as a new unit. Now that’s 
the kind of arrangement that 
helps me as a serviceman... 
can you blame me for being 
enthusiastic about Webster 
Electric fuel units and rec- 
ommending them and using 
them? Try them... you'll 
get what I mean.” 


y > 
», * ) 
ie 
Pid 
Oe og ] 


, 


Pd * : 
An identical unit is made for sale in 
Canada by Canadian Acme Screw & 


Gear, Ltd. of Toronto, under license by 
Webster Electric Company, Racine, 
Wis. Established 1909. 


= 


INE # WISCONSIN 
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tion installations of lawn sprinkler systems. 
Issued by : Thompson Manufacturing Company, 
2251 E. Seventh St., Los Angeles 23. 


Exhauster Fan Bulletin 

Recently published is a 
bulletin containing capacity 
tables for a new-type ex- 
hauster fan. Construction de- 
tails are also given for the 
unit, which is adapted to 
many applications, such as 
dust exhaust systems, smoke 
and fume exhaust systems, 
recirculating systems for 
heat-treating furnaces, annealing ovens, etc. The 
fan is available for belted or direct-connected 
arrangements. Illustrations of various types of 
fans are shown. 

Issued by: Robinson Ventilating Company, 
Zelienople, Pa. 


+ ROB@SON 


ERWAUSTEA FAN 





Steel Boiler Catalog 

This firm has prepared an all-inclusive catalog, 
covering its entire line of heating equipment. 
Text consists of 48 pages of diagrams, photographs 
and informative captions. A data chart accom- 
panies each unit described. Equipment presented 
includes such items as low waterline, high and 
split-firebox and front smoke outlet commercial 
boilers. Residential boilers include round models 
for oil or gas firing and square models for hand or 
stoker firing. 

Issued by: Pacific Steel Boilers Division, 
United States Radiator Corporation, Detroit 31. 


Water System Brochure 


oe ee Though i i] = 
Peo ough primarily a con 


. sumer piece, this folder de- 
scribing a complete one-unit 
water system for shallow 
wells should be of interest 
to contractor-dealers too. 
With a capacity of 250 gph 
at a pressure switch set- 
ting of 20-40 lb, unit is just 
27 in. high and with a diam. of 16 in. Pump 
capacity is 250 gph against a 22 ft head. Pump 
and motor are installed beneath tank. Operating 
features of the water system are explained with 
the use of a cutaway diagram. 

Issued by: Jacuzzi Bros., Inc., Richmond, Calif. 





Calculator for Duct Sizes 

Said to be a time and money saver for contractor- 
dealers is a new pocket-size slide rule for calculating 
duct sizes for either forced or gravity warm air heat- 
ing systems. Most of the paper work has already 
been done. Determining the leader pipe and register 


(Please turn to top of page 219) 
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size for a gravity system requires only one setting 
of the slide and a quick reference to a table. For 
forced warm air systems, three settings of the slide 
determine round or rectangular duct sizes from a 
given register air temperature and the heat required. 
Another part of the calculator determines duct weight 
per foot of length in one operation. Rule is made 
of heavy, enameled paper-board for durability. 

oe by: Armco Steel Corporation, Middletown, 

io. 


Centrifugal Pump Bulletin 

Described in a recent bul- 
letin is this firm’s line of hori- 
zontal end-suction centrifugal 
pumps for general purpose 
service, that may be driven by 
electric motors in sizes from 
% to 150 hp, affording a capac- 
ity range from 10 to 5500 gpm. 
Two types are described: One 
is a close-coupled, electric mo- 
tor-driven pump; the other is a 
bracket-mounted pump for driving through a flexible 
coupling, a V-belt, or flat-belt pulley. Profuse 
illustrations, diagrams, construction features and 
parts lists are given, plus capacity tables and selector 
charts. It is emphasized that these pumps may be 
installed and operated in any position. 

Issued by: Peerless Pump Div., Food Machinery 
and Chemical Corporation, 301 West Ave. 26, Los 
Angeles 31. 











Venting Manual 

A comprehensive, well illustrated booklet en- 
titled “Venting of Gas Appliances” has been 
published by a manufacturer of gas vent pipe. 
Representing a very complete treatise on the 
subject, it was prepared from research material 
and field data collected over a period of time 
from universities, independent laboratories, ap- 
pliance manufacturers and gas utility companies. 
The specific recommendations set forth are based 
on the many years of practical experience gained 
by the manufacturer in the venting field. 

Issued by: Metalbestos Division, William Wal- 
lace Company, Belmont, Calif, 


Air Conditioner Circular | 
+ , Thatcher Furnace Com- | 
Pany announces the avail- 
ability of two new circulars: 
a two page, two-color 
circular on the Series 511 
Gar-Fired Counterflow Hi- 
Boy Winter Air Condition- 
er, the latest unit added to 
their line of home heating 
equipment; a_ three-color, 
four page circular on the 
—_ the Thatcher Oilmaster 

boiler. Both will be furnished upon request. 
Issued by: Thatcher Furnace Co., Garwood, N.J. 
(Please turn to top of page 220) | 
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SERVICEMAN $ 


“HERE'S WHERE YOU'LL FIND 


WEBSTER ELECTRIC 
Authorized Service 


Stations” 





CALIFORNIA 
San Francisco, ELECTRICAL 
COMMUNICATIONS, INC,— 
765 Clementina Street 
COLORADO 
Denver 4, INSTRUMENT SERVICE 
CO.—833 Champo Street 
CONNECTICUT 
Hortford 6, BELL PUMP SERVICE CO. 
—44 New Britain Avenue 
New Hoven, BELL PUMP SERVICE CO. 
—750 Congress Avenve 
bo. c. 
Washington, R. E. MICHEL CO.— 
1320 First St. N. E. 
WLLINOIS 
Chicago 44, W. C. MORSE CO.— 
4629 West End Avenue 
Rockford, Oll HEAT PARTS SERVICE— 
608 Lofayette Avenue 
Winnetka, NORTH SHORE HEATING 
SUPPLY CO.—806 Oak Street 
INDIANA 
Gary, G. W. BERKHEIMER CO., INC.— 
1040 Washington Street 
Indianapolis, HOOVER-BO WERS CO. 
—1523 E. Washington Street 
1OWA 
Des Moines 9, THERMAL COMPANY, 
INC.—106 I Ith Street 
MAINE 
Portland 3, REFRIGERATION & Ol 
BURNER SUPPLY CO.— 
133 Marginal Way 
MARYLAND 
Baltimore 2, R. E. MICHEL CO,<— 
1011 Greenmount Avenue 
MASSACHUSETTS 
Brockton, R. H. AUSTIN CO.— 
631 Warren Avenue 
Cambridge, CRONIN SUPPLY CO.— 
60 Broadway 
Framingham, Oll HEATING SUPPLY 
CO.—8 Cedar Street 
Malden, E. tL. KIMBALL CO.— 
1256 Eastern Avenue 
Springfield, BELL PUMP SERVICE CO. 
—888 Main Street 
Wollaston, W. S. PLUMMER— 
109 Lincoln Avenve 
Worcester, JOHN W. WALSH, INC.— 
66 Grove Street 
MICHIGAN 
Detroit, R. L. DEPPMANN COMPANY— 
1120 W, Baltimore Ave. 
Detroit 3, HYDRAULIC & PUMP REPAIR 
CO.—133 W. 7 Mile Rood 
Grond Rapids, R. L. DEPPMANN— 
333 Fuller N. E 
MINNESOTA 
St. Poul 4, THERMAL CO., INC.— 
2526 University Avenve 
MISSOURI 
Konsos City 8, SUPERIOR 
REFRIGERATION SUPPLY CO.— 
1816-18 Walnut Street 
St. Lovis 10, CRESCENT PARTS & 
EQUIPMENT CO., INC.— 
825-31 S. Boyle Avenve 
NEBRASKA 
Omahe, OMAHA STOVE REPAIR 
WORKS—1206 Douglas Street 
NEW HAMPSHIRE 
Portsmouth, EARL H. CLARK— 
510 Sherbourne Rood 
NEW JERSEY 
Blizobeth, CERTIFIED FUEL UNIT 
SERVICE—600 Spring Street 
Hawthorne, UNIVERSAL ENGINEERING 
CO.—344 Wagaraw Road 
Newark, CERTIFIED FUEL UNIT SERVICE 
—671-3 Sanford Avenve 
Pennsauken Twp., CERTIFIED FUEL UNIT 
SERVICE—Browning Road Circle Jct 
Routes 38 and 40 
NEW YORK 
Albany, CERTIFIED FUEL UNIT SERVICE 
CO., INC.—1018 Central Avenue 
Bronx 61, VIN’S Oll BURNER PARTS 
SUPPLY CO.—1534 Williamsbridge 
Road 


NEW YORK (Continued) 

Brooklyn 16, THE CAPSON 
COMPANY, INC.— 
106 Rogers Avenve 

Brooklyn, H. L. OILBURNER & HEATING 
SUPPLY —1077 Coney Island Ave. 

Buffalo, FRONTIER Oil REFINING 
CORP.—367 Northampton St. 

Flushing, THE CAPSON CO., 
INC.—40-16 149th Place, 
Murray Hill Plaza 

New Hyde Park, THE CAPSON CO., 
INC.—1014 Jehrico Turnpike 

New York 21, INTERCITY HEAT 
AND POWER SUPPLY CO.— 
1366 York Avenue 

Rochester, ROCHESTER FUEL PUMP 
SERVICE.—60 Allen Street 

Rochester, ROCHESTER Oil BURNER 
PUMP & CONTROL SERVICE— 
204 Clinton Ave. N. 

Scarsdale, A. B. WOLLE & COMPANY 
—69 Harney Road 

North Syracuse, E. A. PORTER, 
BUFFALO PUMP SERVICE— 
440 S. Bay Road 

NORTH CAROLINA 

Burlington, ALLEY & RADER SERVICES 
—1006 Webb Ave 


10 
Cincinnati 10, F. E. WINSTEL 
COMPANY —1218-20 Race St. 
Clevelond, OHIO PUMP SERVICE 
COMPANY —7904 Lorrain Ave. 
Toledo, GIRKINS ELECTRIC COMPANY 
—2056 Canton Ave. 
OREGON 
Portland 14, INDUSTRIAL CONTROL 
COMPANY —-1418 E. Burnside 
PENNSYLVANIA 
Philadelphia, CERTIFIED FUEL UNIT 
SERVICE CO. — 
3412-14 W. Allegheny Avenue 
Pottstown, R. F. SMALE & COMPANY 
—140 King Street 


RHODE ISLAND 
Providence, R. |. FUEL PUMP SERVICE 
CO., INC.—847 N. Main Street 


UTAH 

Salt Lake City 7, INTER-MOUNTAIN 
Oil BURNER SUPPLY CO.— 
4045 S, State St. 


VIRGINIA 
Norfolk, REFRIGERATION SUPPLIERS 
W. 24th Street 
Richmond, R. E, MICHEL COMPANY — 
514 S. Pine Street 
Roanoke, SOUTHERN REFRIGERATION 
CORP.—1850 S. Jefferson Street 


WASHINGTON 
Seattle, SEATTLE PUMP SERVICE 
COMPANY —B817 Republican St. 
Spokane, CHARLES A. BLACK— 
N. 614 Monroe Street 
Tacome 3, GENSCO, INC.— 
III South Tacoma Avenue 
WISCONSIN 
Milwaukee, REFRIGERATION PARTS 
—2534 W. Fond du Lac Ave. 


FOREIGN 
SWEDEN 
Stockholm, REGULATOR AND 
INSTRUMENT, A. B. BILLMAN— 
128 Lindhogensgaton 
(Branches ot Malmo, Goteberg, 
Karlstad) 


HOLLAND 
Amsterdom, N. V. V/H NIERSTRASZ— 
62 Plantage Middlenlaan 


CANADA 

Toronto 18, DAVIS AUTOMATIC 
CONTROLS, LTD.— 
4251 Dundas St. W 

Vancouver, 0. C. PACIFIC CONTROLS 
CO.—1239 Seymour St 

Winnipeg, PRITCHARD ENGINEERING 
CO., LTD. —77 Barry St 
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ceT THRIFTY 


WITH FITTINGS! 





Buy them the convenient carton way 


When you order your Malleables from Detroit 

Brass in cartons, you get these advantages: 

e Convenience in stocking 

e Convenience in counting for inventory 
purposes 

e Clean handling 


e Protection against rusting or collecting dirt 


e An economical method of distributing 
Detroit Brass cartoned-Malleables are de- 
livered to you in strong master containers 


assuring further shipping protection. Cartons 
are available for both black and galvanized 


Malleables. 


- ae 
Every carton q shipping contain 


Manufacturers of Malleable Fittings * Cast Iron 
Fittings °* Drainage Fittings * Brass Service 
Cocks * Air Cocks * Stop and Waste * 100- 
and 125-pound Gate and Globe Valves. 
DISTRIBUTED THROUGH WHOLESALERS. 


Derroir Brass anv 
Matieasre Works 


GENERAL OFFICES—100 South Campbell Avenue, Detroit 9, Michigan 
WORKS—Detroit, Michigan and Wyandotte, Michigan 
WAREHOUSES — Detroit, Wyandotte, New York, Chicago and Los Angeles 
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(Continued from bottom of page 217) 
Water Heater Catalog 


Featuring instantaneous 
water heaters and other in- 
'4 dustrial fluid heating units, 
this new catalog just released 
by the General Fittings 
= Company is specificially de- 
4 signed for plumbing contrac- 
tors responsible for the se- 
lection of equipment for 
washroom, cafeteria, dis- 
pensary and processing hot 
water. The catalog illustrates 
typical installations and 
gives useful sizing data, 
steam consumption tables and diagrams. In addition, 
the catalog contains information about steam and 
fuel oil heating and thermostatic water mixing. 

Issued by: General Fittings Company, 123 Georgia 
Ave., Providence 5, R. I. 


Heating Products Catalog 


A new 222-page parts 
catalog illustrates the line 
of automatic heating equip- 
ment manufactured by this 
company. Called the 20th 
Anniversary Edition, Sid 
Harvey’s News, the catalog 
describes the company’s 
stokers, oil and gas burners, 
equipment, parts, tools, etc., 
including specs and prices. 

Issued by: Sid Harvey, 
Inc., Valley Stream, N. Y. 


Convector Line Catalog 

Recently issued by the 
manufacturer is a new cata- 
log featuring the Airtherm 
line of convectors for 
schools, institutions, apart- 
ments, homes, offices and 
public buildings. No. 702A 
illustrates and describes the 
available types of convector 
cabinets and their specifica- 
tions; diagrams illustrate 
piping connections for both 
steam and hot water; a 
steam capacity table; hot 
water capacity table and hot water capacity data. 

Issued by: Airtherm Manufacturing Co., St. 
Louis 10. 


Power Plant Equipment Bulletin 

A new 12-page bulletin 
describing in condensed 
form their complete line of 
available power plant 
equipment, was recently 
announced by The Swart- 
wout Company. Printed in 
two colors and punched to 
fit 3-ring binders, the cata- 
log is illustrated with pho- 
tographs, flow diagrams, 
dimensional drawings, per- 
formance charts and speci- 
fication tables. It describes 
(Please turn to top of page 223) 








AIRTHERM CONVECTORS 





Swartwout 
power plant equipment 
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Plumber holds special 
Monel shower valve 
made in St. George 
metal working shop from 
rod and pipe fittings. 








MONEL ENDS 


A CORROSION PROBLEM. 
Replacement shower 
faucet seat of Monel (at 
top) was made by 
Lincoln Machine Parts 
Corp., 732 E. 144 St., 
Bronx, N.Y. Lower photo 
shows an ordinary seat 
(not Monel) after one 
month in a salt water 
shower. 


~~ 


DOMESTIC ENGINEERING 


A tip from 
experts on 


TOUGH 
PLUMBING 
PROBLEMS 


Here’s a ‘special shower valve... 
one that saves money for the Hotel 
St. George, Brooklyn, N. Y. 


What's different about it? It is com- 
pletely Monel®. Has to be. 


Why? Because the St. George uses 
salt water in a large part of its plumb- 
ing. Monel was first used there before 
1923, in flush valves .. . and no other 
material has given the same trouble- 
free service. 

During New York City’s water 
shortage in 1950, the swimming pool 
showers were tied in to the existing 
salt water lines. Within a month, the 
standard shower faucet parts began to 
fail. Monel replacements stopped the 
trouble—for good! 

Take a tip from experience—Monel 
lasts where parts are subject to corro- 
sion damage from salt or fresh water. 

Remember, though, that America’s 
defense program keeps Monel plumb- 
ing parts from being constantly avail- 
able. But they’re worth ooking for... 
and waiting for! 


THE INTERNATIONAL NICKEL COMPANY, INC. 
67 Wall Street, New York 5, N. Y. 


Monel... for trouble-Free Plumbing 
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| 2,300,000 


in service 





| 
| for several years 


Nyiehatelolae| 


equipment on 


velo I fate Mute 4235 

of ejector, 
turbine, rotary 
and centrifugal 
water systems. 





A profitable market for re- 
placement and repair parts is 
open to all distributors. 


—— Brady 


‘AIR VOLUME CONTROL 


REPLACEMENT CONTROLS AND REPAIR KITS AVAILABLE 
FROM YOUR PUMP SUPPLY HOUSE OR JOBBER 


| Model No. Diam. for Identification Max. Tank Size 
| PAN BIAS AV s6% 2.880 3” diameter (4-bolt)....... 42 gal. 
| AV=SO-SA. 0s 0 cee 3” diameter (5-bolt).... .. 42 gal. 
| AV-42-3A....... 3 11/16” diameter......... 70 gal. 
| AVGOBAS. soc te ee re 120 gal. 
| BV -120-3As acc eT To ) 220 gal. 


WRITE FOR LATEST BULLETIN 


Brady 


AIR CONTROLS, Inc. 


1406 East 18th Street 
Muncie © Indiana 
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You cant jam Fully ae tor YOU 


an 
be Shipment from Our Plant 


Really streamlined | 
pipe threading with this g iin, 
RIGID self-contained 
am stock | 
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Every Barnes & Jones trap and valve is fully 
checked and tested under rigid operating con- 
ditions, before we'll permit it to be shipped 


Right Here is the 
simple device that 
makes 65R auto- 
matically JAM- 


out to you. 
@ You don’t have to watch it—lead screw can’t jam on These tests, which are actually far more severe 
workholder. New jam-proof drive plate automatically than will ever be met in actual service, naturally 
kicks out driving ratchet pawl when standard length represent an added cost to us. 
thread is cut. Your recent model 65R easily converted — But we feel it’s worth it to know that users of 
just buy new drive plate, put in place of old plate. Per- B&J products are assured of the true value of 
fect threads on 1” to 2” pipe with one set of 4 high-speed long life and trouble-free service. 


steel dies—sets to pipe size in 10 seconds, mistake-proof 
self-centering workholder sets instantly! Buy the new 


jam-proof RIGQ0D 65R at your Supply House. € 


BARNES & JONES, Inc. 


128 BROOKSIDE AVENUE, BOSTON 30, MASS. 


| Representatives in all principal cities 
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the manufacturer’s control valves, pressure master 
controls, desuperheaters, temperature master con- 
trols, water regulating valves, liquid level and drain- 
age controls, differential pressure controls, feed 
water heaters, feed water regulators, separators, ex- 
haust heads, air separators and other accessories. 

Issued by: The Swartwout Company, 18511 Euclid 
Avenue, Cleveland 12. 


New Miniature Catalog 

A new folder, recently 
prepared by Sundstrand 
Machine Tool Co., is a com- 
pact presentation of the 
production methods and 
sales features of two new 
basic models of this manu- 
facturer’s fuel units for do- 
mestic oil burners. Repro- 
duced in the booklet are 
photographs of both the 
single- and_ two-stage 





eae 


pumps, each with solenoid, plus complete informa- 
tion on sizes available, maximum nozzle capacities, 


Underwriters’ strainer ratings, etc. Recommended 
applications for each model are included. For quick 
reference, the folder contains a check list of product 
features, a partial listing of manufacturers now 
using Sundstrand units, and has a cutaway view and 
a diagramatic sketch illustrating various elements 
of the fuel units. 

Issued by: Sundstrand Machine Tool Co., Hy- 
draulic Division, Rockford, Ill. 


The “Handbook of Oil Burn- 
ing,’ published by Oil-Heat 
Institute of America, was writ- 
ten by 48 recognized authori- 
ties in the oil-burning and 
petroleum fields. In more than 
950 pages of text and data, 
500 illustrations, and some 
90 tables and charts, the hand- 
book covers, oil burners, com- 
bustion, atomization, vapori- 
zation, crude oil, fuel oil, re- 
fining, transportation, delivery 
systems, heating, heat losses, tanks, piping, combus- 
tion chambers, controls, wiring and hundreds of 
other items in a wealth of detatil. 

Issued by: Oil-Heat Institute of America, 6 E. 39th 
St., New York 17. 


Handbook of Oil Burning 






Pocket-Size Calculator 
A new and modern- 


ized “slide rule” type 
calculator, designed to 
provide a_ ready 
means of computing 
steam costs, has been 
made available by the 
Cleaver-Brooks Co. 
} The’ calculator, ; in 
handy pocket size, is available without cost to erigi- 
neers, contractors and those who will find it useful in 
computing the comparative steam costs per 1000 lbs 
using coal, oil, or gas . . . based on fuel costs of price 
(Please turn to top of page 224) 
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SWEET 
aa! 
AIRTHERM MANUFACTURING COMPANY 


VERTICAL 
DELIVERY TYPE 


TEPPOED OEE | 


PEPLPEEEEEED: 


TPEEPETEEtH | 
} 


PEP EECETEUEO! 


j rititis 
Ltt J eee: 


—- 
HORIZONTAL DELIVERY TYPE 


CENTRIFUGAL FAN TYPE 
For heating only, or with 
dampers, filters, etc. for 
heating and ventilating. 





Insure Customer Satisfaction... 


© AIRTHERIM 


Steam Unit Heaters 





There’s an Airtherm Steam Unit Heater designed 
to meet every space heating need. 


Airtherm offers you Horizontal and Vertical 
propeller fan types for all commercial and 
industrial installations plus the Centrifugal fan 
type for handling large air volume, long heat 
throw and ductwork resistance. 


The long life coils in Airtherm Unit Heaters have 
copper tubes and copper headers, brazed into 
an integral heat transfer unit. 

Your customers know Airtherm Unit Heaters. 
They are nationally advertised. Write for 
Catalog 1208B for additional information. 






For Heating Satisfaction . . . 
Think First of AIRTHERM 


702 South Spring Avenue . St. Louis 10, Missouri 
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ROS 


WASTE & OVERFLOW 
Equipped with a 


oye 


OFFSET-TEE 


Patent Pending 
Modern bathtub _installa- 
tions call for the Frost 
Waste and Overflow 
equipped with the 3-Way 
Offset Tee. Check the il- 
lustrations below to see 
how this Frost Offset Tee 
eliminates sawing joists: 
can be installed in either 
right-hand, left-hand or in 
angled positions when tubs 














are set crosswise on joists. 






Shown to and acclaimed by 






plumbers and contrue- 






tors alike at recent 






State Plumbers 







Conventions. 












Available 
through 










your 





wholesaler. 


4 FROST COMPANY 


Inc. 1902. Quality Plumbers’ Brass 
Main Office and Factory (Dept. 14) — Kenosha, Wis 
Offices and Warehouses 
Wale Coa NYelaMaa-lalatiae) 
A Strdati Co Earl H abe & Co, Inc 














(Continued from bottom of page 223) 

per ton, price per gallon and price per cubic foot. 
On the reverse side of the calculator is an easy-to- 
use slide indicating Cleaver-Brooks boiler horse- 
power, pounds of steam per hour, output in Btu, 
EDR steam in sq ft (gross), EDR steam in sq ft 
(net), oil consumption per hr, and gas consumption 
per hr. Such terms as boiler horsepower, therms, 
EDR steam, etc, are defined, as well as various 
grades of oil and Btu gas. 

Issued by: Cleaver-Brooks Co., 326 East Keefe 

ve., Milwaukee 12. 


New Sales Aids 


Store-Identification Sign 

A 4-color, illuminated 
clock sign, which identifies 
the dealer’s store as head- 
quarters for this manu- 
facturer’s pumps and water 
systems, is being made 
available by the Barnes 
ubeumlasvatine Company. According to Fred B. 
Hout, vice president in charge of sales at Barnes, 
“Nothing catches people’s attention as much as a 
clock does in a store. And when an attractive sales 
message is made a part of the clock, the dealer just 
naturally hits the ‘jack pot’ of sales reminders.” 
The compact sign, illuminated by a 20-watt fluores- 
cent tube which illuminates both sign and clock, is 
trimmed in black, red and yellow with pearlescent 
finish, with the metal parts trimmed in sparkling 
chrome. Designed for indoor use—to be hung either 
in a window or on the wall—the unit is provided 
with an 8% in. diameter clock with sweep second 
hand that can be easily read from any part of the 
store. 

Issued by: Barnes Manufacturing Co., 651 N. 
Main St., Mansfield, Ohio. 








Newspaper Ad Mats 

A new series of newspaper ad mats to assist dealers 
in promoting their oil burners has been completed 
by the Nu-Way Corporation. Designed for use in 
local newspapers, these new ad mats come in one 
and two-column sizes. Nu-Way will furnish free of 
charge both ad mats and a reprint sheet showing in 
actual size how these ads will appear. 

Issued by: Nu-Way Corp., Rock Island, II. 


Sales Promotion Kit 

The Surface Combus- 
tion Corporation, mak- 
ers of Janitrol gas heat- 
ing equipment, have de- 
signed a “Prospecting” 
direct mail program to 
dig out prospects for 
modern equipment 
wherever gas is used for 
heating. The kit is built 
around a series of mail- 
ings based on a wide 
diversity of approaches 
such as service, surveys, modernization, trade-ins, 
etc., printed in color and illustrated. Return cards and 
postal cards as well as ready-to-use service forms 

(Please turn to top of page 227) 
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[]tility 
WATER 
HEATER 


THERMOSTATS 


“UC-1” 
hermostat 


Valve 


— FOR FOOL-PROOF 
AN SIMPLICITY 
Plumbers and Applignce Dealers everywhere wel- 


come the trade 
Thermostats as a 


corporate UTILITY Thermo- 
mpler more fool-proof con- 
at any price. 

water heaters have long 
imple in design, ruggedly 
s—all parts easily serviced 


water heaters bu@ 
stats and Valves. 
trol is not availabge 
Manufacturers 
sought a thermost@ 
built and with few » 
when required. Uti 
UC-1 and the V-1 i 
Our 20 years exp 
trols PLUS our SERV 
complete satisfactio 
er manufacturers, jok 
owner of the finest i 


olicy that GUARANTEES 
ssurance to Water Heat- 
ets, dealers and the home 


Tube Lengths 
45%, 6'2 and 8% Inches 


The UTILITY 
Control Company 
factory 


FOR 
CATALOG 





TP RLLATY cone. COMPANY 


832 EASY 108th STREET © LOS ANGELES 2, CALIFORNIA 
































| “FLOATLESS” 


| POSITIVE 
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PEERLESS 
wtutomattie 


CELLAR DRAINER 


UNIQUE FLOATLESS SWITCH ASSURES 
DEPENDABLE OPERATION 





Ys HP 
SUMP 5 
PUMP 
MOTOR 


> 
POSITIVE 
ACTING 
SWITCH 







OPERATION 
THROUGH 
DISPLACEMENT 
Y STAINLESS 
STEEL 
SHAFT 


VERTICAL 


OPEN | MPELLER DISCHARGE 


BRASS 
SCREEN -> 


PEERLESS PUMP DIVISION 
FOOD MACHINERY and CHEMICAL CORPORATION 
Factories: Los Angeles, California; Indianapolis, Indiana. 
Offices: New York; Atlanta; Chicago; St. Louis; Fresno; 
Los Angeles; Phoenix; Dallas, Plainview, Lubbock, Texas; 


Albuquerque, New Mexico. 


No Water Logging 
or Bent Rods 


to cause 


Malfunction 


FEATURES: 13 h.p. sump pump motor; 
capacities: up to 2600 gallons per 
hour; non-corrosive construction; non- 
clogging; round base, no legs to 
break off; vertical discharge requires 
no extra fittings. 


Designed for high capacity and 
dependable automatic operation 
for all domestic and commercial 
applications including cellars, 
basements, pits, tunnels, sumps, 
boiler rooms, etc. All construction 
materials are rust-resistant for 
lifetime service, without care or 
attention. Standpipe is all brass. 
Pump shaft is stainless steel. Pump 
base, volute and impeller are all 
bronze. Switch operates through 
positive displacement of ‘‘floatless” 
floats. No rods to bend, no floats 
to become waterlogged. Easily 
adjustable for variable limits of 
sump liquid level. Get the full 
details of this addition to the 
complete line of Peerless domestic 
water systems today. You can sell 
its high quality, positive operation, 
rugged construction and its 
Peerless name with complete 
confidence and with profit. 
Catalog and price information 
upon request. Write today. 














WATER SYSTEMS 
THE COMPLETE LINE 
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Fool-proof fusible 
plug gives added 
temperature protection. 
Prevents dangerous 
steam formation in tank. 





Larger diaphragm 
model offers closer, 
more sensitive pres- 
sure protection. 


: a Coy KONE 3 
GEOR LEE 


AGA 


LISTED 





This basic FH unit 
serves hundreds of 
thousands of instal- 
lations without fail- 
ure, 






To this basic valve de- 
sign a more sensitive 
stem type temperature 
fuse plug may be added 
which registers tem- 
perature of water in tank. 


CASH-ACME VALVE 
FAMILY MEETS ALL 
DOMESTIC PRESSURE | 
RELIEF PROBLEMS 


Any of the above valve units are available from one 
basic valve design. These many combinations provide 
the protection needed to meet any domestic storage 
water heater pressure relief requirement. Here’s a fam- 
ily of valves that gives you a complete line for greater 
customer acceptance and satisfaction. Write for free 
literature. 





These many variations available to fit 
most specifications for your locality. 


CASH-ACME MAKES THE DIFFERENCE 


cash 
Ame aie SENTINEL 


tomatic Valves 





A. W. CASH VALVE MFG. CORP. @ 6661 E. Wabash @ Decatur, Ill. 


| 
| 
| 





Sixth of a Series 





ttays) 


on a fitting means 
conformity to standards 


In respect to metallurgical formula, uniformity 
of wall thickness, and pressure capacity, “K” 
Fittings meet the specifications of American 
Standards on Weights and Measurements with 
plenty to spare. 

Tapping is done according to American Briggs 
standards for pipe threads. The threads on “K” 
Fittings are true, full, clean, and perfect. 

In chemical and physical properties, “K” 
Fittings far exceed the specifications of the 
American Society for Testing Materials. 

The Underwriters’ Laboratories and Associ- 
ated Factory Mutual Companies approve the 
complete “K” line of standard and extra heavy 
screwed fittings, fittings for sprinkler work, and 
extra heavy flanged fittings and flanges. 

You are on the safe side with a wide margin 
when you use “K” Fittings. Specify “K’s” when 
ordering from your supplier. 


THE KUHNS BROTHERS COMPANY 


1802 McCall Street 
Dayton 1, Ohio 


Established 1887 


CAST-IRON FITTINGS 
3,000 Shapes and Sizes 
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are offered. In addition, suggested telephone scripts, 
radio spots and newspaper mats are available. 

One kit on “Upgrading” is directed exclusively to 
dealers in gas restricted areas, while the second kit, 
“Prospecting” is aimed at dealers in gas open mar- 
kets for locating and convincing replacement pros- 
pects. 

Issued by: Surface Combustion Corp., 2375 Dorr 
St., Toledo 1, Ohio. 


Book of Newspaper Ads 
A new, complete book of 
* FREE more than 50 newspaper ads 
WEWSPAP ER covering Wayne home 
AD-MAT SERVICE equipment is available to 
this manufacturer’s fran- 
chise dealers. The new ads 
are designed to identify 
WADE dealers with the line and 
aoe eT create inquiries. Dealers 
ome en may select from water sys- 
er 5 tem, water heater, softener, 
sump pump, oil and gas 
conversion burner, heating system, floor furnace 
and boiler ads in usable sizes, and obtain mats 
free of charge. Their layout is such that they may be 
run “as is” or cut and inserted as part of the dealer’s 
larger ads. 
Issued by: Wayne Home Equipment Company, 
Inc., 801 Glasgow Ave., Fort Wayne 4, Ind. 





Retailer’s Promotion Kit 
kl 0 A fall and winter promo- 
Rm r .. tion for sales of Fiberglas 
FORWACE FILTERS em : Dust-Stop air filters is now 
= under way. Owens-Corn- 
ing Fiberglas Corporation 
has prepared a complete 
promotional kit, designed to 
aid retailers in their air fil- 
ter sales. Available without 
charge are mats for news- 
paper advertising, radio 
commercials, counter and window displays, store 
banners, full color advertising reproductions for 
window use, booklets, stuffers and postcards. The 
basic kit includes samples of most of these items, 
with others listed and described. 

Issued by: Owens-Corning Fiberglas Corp., Nicho 
las Bldg., Dept. 1845, Toledo, Ohio. 





Flexible Display Panels 

5. leat These display 
units may be used 
singly, to provide a 
background for the 
display of a single 
plumbing fixture, 
or in a combination 
of several units for 
the display of two or more fixtures, or larger ones 
such as baths and sinks. When combined, they are 
held together with easily applied metal holders of 
heavy gage steel, welded for rigidity and finished to 
match the color of the panels. Seven basic display 
arrangements can be made with one large and up to 
four small panels, or they can serve as a foundation 
for any number of special display arrangements of 
(Please turn to top of page 228) 
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Gas Conversion Burner of Tomorrow 


80,000 to 300,000 BTU. 
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Efficient 
Comfortable 
Clean 
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The TRULIRADIANT CONVERSION BURNER can be 
installed in almost any furnace whether square or round, 
gravity or forced hot air, hot water or steam with an input 
capacity up to 300,000 Btu. The conversion burner con- 
sists of a complete burner with an adjustable base and 
cast iron telescope tube anda safety pilot (complete with 
tubing). The controls consist of a thermostat, 25 feet of 
thermostat cable, a transformer, gas valve, gas regulator, 
main line shut-off valve and pilot cock. We do not 
furnish a limit switch. The burner height or length can be 
altered by the readjustment of a set screW and a locknut. 


The unique TRULIRADIANT ADJUSTABLE ORIFICE 
makes precision gas flow adjustments extremely simple. 
This factor, along with the accurate adjustments available 
for primary and secondary air, makes it possible to 
achieve, in all cases, peak combustion efficiency and 
economy which follows proper combustion 


FOR FURTHER INFORMATION 
AND PRICES, PLEASE WRITE TO: 


VALVE & ENGINEERING CO. 


30 North LaSalle Street, Chicago 2, Illinois 
1400 East Second Street, Butte; Montana 
4124 Long Beach Avenue, E., Los Angeles 58, Calif. 
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DOMESTIC ENGINEERING 


On AMERICAN SANITARY 








Choose American Sanitary for the “heart” of 
a sink installation—strainers, continuous waste 
and trap. Perfect performance and dependable 
operation will please the most particular home 
owner—elimination of return service calls will 
satisfy the most profit-conscious plumber! 


ORDER THESE FITTINGS NOW! 





American Sanitary chrome- American Sanitary 20 ga. ‘‘P’’ 
plated basket sink strainer sink trap No. 2388 


No. 426 











American Sanitary 20 ga. continuous wastes — No. 674, 2 part end 
outlet; No. 680, 2 part center outlet 





“THIS BOX 
MEANS 
BUSINESS.”’ 








We Distribute Through Wholesalers Only 


gr eal SANITARY 


ABINGDON, ILLINOIS 








Over Forty Years’ Leadership in the Plumbing Industry 
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the retailer’s own creation. All panels have frames 
of % in. by 1 15/16 in. pine with cross members; 
both sides are sheathed with % in. plywood to 
provide for the fastenings of accessories, brackets 
and fittings. The sides, ends and top are covered 
with % in. Masonite, sanded smooth and finished 
with sprayed lacquer in a neutral color. 


Manufacturer: Kohler Co., Kohler, Wis. 


Displays For Evaporating Plates 


A metal dispenser for 
packages of Vapoglas hu- 
midifier evaporating plates 
and a combination ship- 
ping container and counter 
display (shown here) are 
offered by Skuttle Manu- 
facturing Company. The 
dispenser is finished in a 
grey baked crackle finish 

". and is arranged to hold a 
humidifier display an at the top. The combination 
shipping container and display box is of corrugated 
board, coated outside with an attractive blue color. 
A display card and directions are included so the 
recipient can, by making a few simple cuts, set up 
a counter display immediately. The container holds 
one dozen cartons of five plates each. 

Issued by: Skuttle Manufacturing Co., 4099 Beau- 
fait, Detroit 7. 








STATEMENT OF OWNERSHIP 


Statement of Ownership and Management of “Domestic 
Engineering Magazine” for October 1, 1951 


The following is a statement of the ownership, management, 
circulation, required by the Act of Congress of og. ag 24, 1912, 
as amended by the Acts of March 3, 1933, and July 2, 1946 (Title 
39, United States Code, Section 233) of DOMESTIC “ENGINEER- 
7” cree published monthly at Chicago, Illinois, for October 

1. The names and addresses of the publisher, editor, managing 
editor and business manager are: 

Publisher, O. T. Carson, Chicago, III. 

Editor. C. L. Staples, Chicago, Ill. 

Managing Editor, C. L. Staples, Chicago, IIl. 


Business Manager, Jay A. Foxworthy, Chicago, Ill. 


2. That the owner is: (If owned by a corporation, its name and 
address must be stated and also immediately thereunder the 
names and addresses of stockholders owning or holding 1 per 
cent or more of total amount of stock. If not owned by a cor- 
poration, the names and addresses of the individual owners must 
be given. If owned by a partnership, or other unincorporated 
firm, its name and address, as well as that of each individual 
member, must be given.) 

Domestic Engineering Co., 1801 Prairie Ave., Chicago, Ill.; O. T. 
Carson, Chicago, Ill.; E. G. or Olive M. Hutch hison, Chicago, Zu; 
Fergus McKeever, New York, N. Y.; R. Herlov, Chicago, IIl.; 
Josephine L. and R. V. Sawhill, New York, N. Y.; A. T. Papineau. 
Needham, Mass.; E. P. Campbell, Des Plaines, "IL; J. . Fox- 
worthy, Chicago, Ill.; Wm. M. Carson, Chicago, III.; G. R. “Borne. 
mann, LaGrange, Til.; Joseph Wm. Janson, Chicago, Ti. 

3. The known bondholders, mortgagees, and other security 
holders owning or holding 1 percent or more of total amount of 

bonds, mortgages, or other securities are: (If there are none, so 
state.) None. 

4. Paragraphs 2 and 3 include, in cases where the stockholder 
or security holder appears upon the books of the company as 
trustee or in any other fiduciary relation, the name of the person 
or corporation for whom such trustee is acting; also the state- 
ments in the two paragraphs show the affiant’s full knowledge 
and belief as to the circumstances and conditions under which 
stockholders and security holders who do not appear upon the 
books of the company as trustees, hold stock and securities in a 
capacity other than that of a bona fide owner. 


JAY A. FOXWORTHY, 


Business Manager. 


were to and subscribed before me this 24th day of September, 
951. 


H. D. ERNST, 


IMy commission expires October 4, 1952.] Notary Publis 
ea. 
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... for Sweat Soldering 
and Tinning! 
Does 3 Jobs 
in 1 Operation 


CLEANER 


for 
This obviates the use of harsh abrasives, thus 


a 
hu- _YXOLDER on ad 
ates —== > maintaining the manufacturers dimensional 


tolerances. Removes surface oxide or grease. 
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1ip- 
nter \ . . 
are i FLUX SOLDER Fluxolder is a uniform mixture of powdered 
ia. solder and liquid flux; it is of a creamy 
The Is water soluble. Residue left after joint Is finely powdered and is in uni- consistency and is applied cold to the work 
va is made is washed away. This is most form suspension in the paint; no like paint. Simplicity of application and 
nial beneficial in a water line, fouling and separation occurs. The melting point economy in material are outstanding fea- ; 
ie corrosion buildup is eliminated, a feature and physical properties are exactly tures. It is a new approach to methods and 
tion not possible with grease base fluxes. the same as ordinary bar solder. production in fabrication and sheet metal 
wen work. Fluxolder will show a saving of up | 
Jor. to 70% in soldering costs; for Tinning it : 
Die Paint it... can be thinned down with equal parts of | 
up Heat it... water. 
olds - ' 
Forget t FLUXOLDER PRODUCTS _ | 
au- | 
Ir | as. AS 1 Sn COMPANY | 
CLEANS...AS IT t Rs 511 WEST LARNED STREET 
= } 
DETROIT 26, MICHIGAN 
nile : sm THE PURE SOLID COPPER TANK 
HERE IT 1S! ERX MAKES THE DIFFERENCE 
s neal ALLCRAFT 
Title 
cER- 
be MODERN 
ing ict Automatic 
ins WATER SOFTENER | COPPER TANKS 
per @ Flick a switch—for complete, auto- ; 
ee matic regeneration. Yessir, the aah ose 
mus . ; ence ... the craft tan 
© Sealed electric power unit—elim- 
= inates field service and adjustment. a sabres heat. 
e@ Hi ae 0.00 s you can offer your 
0. T. High aon aoa mm customers a water heater that 
Tll.; pens wee) bene will give hotter hot water 
Ill.; © Fully guaranteed—10 year war- without high temperature tank 
a ronty on softener—1 nerve disintegration. It means they 
rne- pet igrieecnayces angi get clean, crystal clear hot 
© Triple-acting: softens—removes water beceuse Ali 
urity iron—filters sediment. Tanks a 
at of mie bol) at Hobe) ¢-Maolebeb elo) am ar t-te 
BO © Easily installed—plugs into any Goes: 
ie, § 110-115v A.C. outlet. Each tank is individually 
yider © Remote control optional, extra cost. tested to 300 lbs hydrostatic 
7 os 4 pressure — controls are AGA 
2rson WRITE FOR DETAILS AND PRICES 4 : approved Robertshaw Unitrol 
= — ten year warranty on 
hich tank — operation is economi- 
the cal, efficiency is high, In 
in a f every way you'll be proud 
oie ome Cole) ame tele M13) mw Uiladesi a 
ty, WATER EQUIPMENT COMPANY, WEST CHICAGO, ILLINOIS bs, 
nber, WATER SOFTENERS © FILTERS * WATER HEATERS ALLCRAFT 
MANUFACTURING COMPANY INC. 





27 HAYWARD ST., CAMBRIDGE, MASS. 
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MARSH VALVES turn on the welcome 





Above: A eR House at Fifth 
Avenue, N.Y. C. used the Cone: in bonnet. Both valves are economical, rugged and de- 


Dise Packle : baw Chicago West 


Side Cothena Hospital used Flat- pendable. 


Dise Rising Stem Type. 













.WARMTH THAT TURNS INTO 
PROFITS FOR YOU! 


This is true. For never has the installer of heating systems 
had better valves to offer in his bid for business. Country 
wide . . . many hotels, business blocks and apartment 
buildings, as well as Government, State and County In- 
stitutions, are using the MARSH Flat-Disc Rising Stem 
Valve. You will also find in the MARSH Cone-Disc Pack- 
less Valve a unit of equal and growing popularity in the 
leading cities. It is packless, re-enforced metal to metal 
hair line bearing between bevel collar on stem and seat 















RISING 
STEM 
FLAT DISC 


ANGLE FIG. 1126 
GLOBE FIG. 1226 


MANUFACTURED BY 


MARSH VALVE COMPANY 
DUNKIRK, NEW YORK, U. S. A. 





Boiler Iube Cleaners 
Wire Heater Brushes 


WORCESTER BRUSH» SCRAPER CO. 


//) ’ . 
Dy CALON of 


MASON-WORCESTER CO. 
WORCESTER, MASS. 





)MUELLER co. 
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Oil Burner Servicing 


(Continued from page 182) 


used in raising the fuel oil from the tank level to 
the pump level. Each foot of lift requires almost 
half a pound of pressure. For this reason it is not 
good practice to bury the tank too far below the 
level of the pump. A 10-ft is the acceptable mazi- 
mum. If the suction line is very long it should be 
even less than 10 ft. 

The lineal resistance to flow of heavy oils in 
small pipe is so great that even a short run may 
use up all the available pressure from the atmos- 
phere. The gear spaces will open but the oil 
will not run into them. To keep this resistance 
at a minimum the proper pipe sizes must be used. 
The chart on page 182, can be used as a guide to 
correct pipe sizing for heavy oils. 


Resistance Should Be Reduced 


There should be no added resistance resulting 
from poor pipefitting. Pipes should be reamed 
before fittings are made up. No dirt or obstruc- 
tions should be left in the lines. While it is 
necessary to use extra fittings at the tank for 
swing-joints to provide against settling, the use 
of additional fittings should be kept at a mini- 
mum. Each adds to the total resistance. 

Pipe joints should be perfectly tight. Air leaks 
can cause future service problems of a type 
difficult to correct. A good oil-joint cement should 
be used, on the male threads only. It is necessary 
to make perfect joints before the tank and piping 
are covered with earth and concrete. An air 
leak may cause a costly shutdown. 

A good rule to follow when installing a heavy 
oil burner is that when the pipe-size required is 











greater than 2 in., or the suction line is longer | 


than 100 ft, a separate pump-set should be used. | 
This will add to the cost of the installation, and in | 


close bidding might result in the loss of the con- | 
tract; however, a contract for a job that is going 
to cost hundreds of dollars in service charges | 
cannot be considered as worth getting for it often | 
results in bad customer relations. 


A Pump-Set Is Installed 


A pump-set is installed close to the tank, sup- 
plying oil to the burner under pressure instead 
of vacuum. It is wired to start when the burner 
starts. An interlock control is used to prevent 
oil flow in the event of failure of the burner 
motor to start. The capacity of the pump-set 
should be roughly twice the gph rate of the 
burner. 

Next month’s article will continue the current 
discussion of the theory and practice of making 
effective and satisfactory installations of indus- 
trial oil burners. 
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ocheslee GAUGES 


SAVE OUR DEALERS MONEY BY CUTTING 
DOWN LONG-DISTANCE SERVICE CALLS!” 


NEVADA 


CANADA 





MONTANA 





WYOMING 





UTAH 














~— 


“Our dealers serve an area that covers Eastern Washington and 
Oregon, the panhandle of Idaho, and the state of Montana. That 
means lots of miles for a service call. In the 10 years we've been 
handling Rochester ‘‘Dual-Dial’’ Gauges we've found that we 
can depend on them to keep our dealers’ service calls to a 
minimum. The result is bigger profits for all of us.” 
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CHARLES A. BLACK OIL EQUIPMENT 
Spokane, Washington 


Mr. Black is typical of wholesalers 
the country over who have found 
through experience that the positive 
leak-proof feature of Rochester ‘‘Dual- 
Dial” Gauges stands for dependabil- 
ity. And they’ve found that Rochester 
Gauges pay off in years of trouble- 
free service and greater customer sat- 
isfaction. 

Rochester “Dual-Dials” can mean 
more profits to you, too! Here’s why: 
@ LEAK PROOF ” e PRESSURE TIGHT 
e EASY TO READ 
PROVED IN SERVICE 
INCREASE CUSTOMER SATISFACTION 
UNDERWRITERS’ LISTED for 25 years 
Stocked by your wholesaler for all 
standard basement oil burner storage 
tanks with 114” and 2” flanges. Order 
today. Rochester Manufacturing Com- 
pany, Inc. 19 Rockwood Street, 
Rochester 10, N. Y. 





OCHESTER £2 


MANUFACTURING COMPANY, 
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EVERY member of the staff of Jamaica Brass Manu- 

facturing Company has been alerted to give prompt 
and efficient service on all Government Defense orders. 
If you handle this type of contract, all our facilities are 
at your command. 

Jameco products are recognized as the highest in qual- 
ity by the industry's discriminating wholesalers. The flexi- 
bility of our organization enables us to service a vast 
number of jobbers’ accounts . . . jobbers who distribute 
the famous Jameco line to the trade. 

We are proud of our 1950 record! We have done an 
outstanding job of furnishing housing projects through- 
out the nation. We say with confidence: “Specify Jameco 
products for your housing projects.” 


JAMAICA BRASS MFG. CO. 


150-20 SOUTH STREET, JAMAICA 4, NEW YORK 
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D> COME THE SUPERB..... 
hi @ron MOTHER-OF-PEARL SEATS 
ED IN FOURTEEN GLORIOUS COLORS! | 
AND the New Pyra-White Line 
[ 5 There is money ate to AGS Seats for 7 
— seve tony Kena g in omg pt 3 Le, — 


rials, assure you quick and continued sales. Also write 
4 about our competitive, sprayed seat. 


















LO MANUFACTURING 
COMPANY. 


1123-31 HAMILTON ST. 
PHILADELPHIA 25, PA. 
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New England Wholesalers Meeting 

(Continued from bottom of page 186) 
defense industry offering more palatable surround- 
ings, cleaner work and better wages. It is reason- 
able to expect a price rise in cast iron soil pipe and 
fittings under Regulation 22. 

Robert G. Milne, sales manager, Stanley G. Flagg 
& Company, Inc. The outlook for wholesalers is 
good with government spending, expansion of small 
homes construction and easing of credit restrictions. 
Inventories of fitting manufacturers are low due to 
heavy shipments in the past few months. The low 
supply of raw materials for fitting manufacturers 
will become more critical, and prices will rise. 

F. E. Schmidt, vice president, C. A. Dunham Com- 
pany. No decline in construction costs seems to be 
in view. With decreased raw material production, 
price rises seem indicated in virtually all items. 
Manufacturers are doing their utmost to keep up 
production, and, in spite of many handicaps, the 
future outlook of the plumbing and heating industry 
is optimistic. 

Daniel J. Quinn, American Radiator and Standard 
Sanitary Corporation. There is an optimistic future 
for plumbing and heating wholesalers and contrac- 
tors. Residential building expansion is good, and 
estimated at 900,000 units for this year. Wholesalers 
have been able to liquidate their inventories. The 
repair and modernization business has been high. 
Steel for boiler jackets may be short. There is plenty 
of raw material for China enamelware, but shortage 
of copper and brass could create shortages for other 
items in the last quarter. 

Following the talks, William A. Brecht of Hajoca 
Corporation, general chairman of the meeting, an- 
nounced that the 1952 National Whgjesalers conven- 
tion is planned for October in Atlantic City, New 
Jersey. 


How’s Your Insurance Coverage? 

(Continued from bottom of page 185) 
Keystone Mutual Casualty Co. A building was in 
two sections, one part eight floors high and the other 
part one floor. The contractor was hired to demolish 
the five top stories of the eight story section. In the 
course of the work, the contractor moved debris 
across the roof of the one story section. The roof 
collapsed. The court held that the one story section 
—though part of the same building was not in the 
contractor’s care and custody and hence the policy 
covered the loss. 

Here’s another case—the insured had been engaged 
as a sub-contractor in the construction of a new 
dwelling. The building had progressed to the point 
where electricians, carpenters, interior decorators, 
etc. had completed. their operations. The insured 
then returned to the premises to make final installa- 
tion of the bathtub, toilet, sink and other fixtures. 
While working in the bathroom of the unfinished 
dwelling, an employee of the insured had occasion 
to melt lead on a small gasoline furnace. While 
operating, this furnace sprang a leak and gasoline 
spread over the floor and immediately caught fire. 
The flames quickly spread and before the fire could 


(Please turn to top of page 235) 
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@ A line of fine Quality sinks reasonably 


priced... 


A line of sinks that appeals to dis- 
criminating housewives . 


A line that has gracefulness plus 
utility... 


A line that’s styled ahead for lasting 
good-looks . 


A line that will give you satisfied 
customers . 


A line manufactured the MODERN 
way.. 


A line that’s considered the fastest 
growing line in the industry today... 


A line that protects its dealers . 
A line that commands respect . 


A line that’s well accepted through- 
out the land... 


THEN WRITE TODAY for details on how 
YOU can become an ACTIVATED dealer 
of ACTIVE QUALITY WARE. 


@ / 
C4 


ll 


Y@an a: TOOL & MFG. CO. 


888 CLAIRPOINTE AVE. 
DETROIT 14, MICH. 
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PLUMB EASY 


_COMBINED WALL CLOSET 
CHAIR CARRIERS 


Series 5-H illustrated, one of a com- 
plete line of combined Chair Carriers and 
Fittings. 


| The New Improved Jay R. Smith ,; 
Plumb Easy Chair Carriers are full 
cantilever action, permitting fix- 
ture to be fully supported inde- 

| pendent of wall. Plumb Easy Chair 

| Carriers are designed for ease in 

| squaring and leveling of fixture, 

regardless of wall or structural va- 
riations. Remember: Plumb Easy 
are Plum easy to Plumb. 


COMBINATION FLOOR AND TRAP 


Specialists for over a decade in the manu- 
facture of superior plumbing products, in- 
cluding Chair Carriers for any type wall 
hung fixtures, Roof and Floor Drains, Grease 
and Oil Interceptors. 


Union, New Jersey 


DOUBLE DRAINAGE 
EA_DRAIN WITH 
ANTI-TILTING GRATE 


Representatives—Some 
territories available. 
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(Continued from bottom of page 232) 

be extinguished damages of $1,500 were inflicted. 

There was no care, custody and control in this 
case. It was a property damage loss. 

In another case the insured had contracted for 
conversion of the plumbing system of a one family 
dwelling to a two family occupancy. The upstairs 
lavatory was to be entirely refitted including the 
installation of a new bathtub. To make connec- 
tions, the journeyman ignited a gasoline furnace 
which apparently leaked. The gasoline evidently 
ran down between the walls for there was a flash 
of flame and in a very short space of time the fire 
was out of control. The entire dwelling burned to 
the ground, the occupants barely escaping unharmed. 
The liability policy of the insured extended prop- 
erty damage coverage in the amount of $1000. The 
damage to the dwelling was in the neighborhood of 
$5,500. It is assumed the contractor will have to pay 
the $4,500 difference out of his own pocket. 

These are cases which happened during the course 
of the work, and have to do with the care, custody 
and control clause. 

Here is a case which will illustrate completed op- 
erations coverage: 

A plumbing concern installed new bathroom fix- 
tures in a house. After the job was completed the 
home owner found that there was very little pres- 
sure from the hot water faucet. He said nothing 
about it until after Christmas, when he reported it 
to the plumbing concern. A journeyman was sent out 
to investigate. He quickly found that the valve in 
the hot water line had not been fully opened. He 
opened it, tested the faucet and got excellent pres- 
sure. The next morning the plaster in the kitchen 
fell due to a leak in the hot water line. An adjuster 
went out. Repairs were made and the insurance 
company paid the bill. The insured had Completed 
Operations Coverage. 

If a contractor’s men are installing plumbing and 
heating in a new building and other mechanical 
tradesmen are working, is the building in his care, 
custody and control? Hardly. If, however, his 
workmen are negligent and this negligence causes 
damage to the building—is he liable? Probably yes. 
Of course negligence must be proven. And the in- 
surer must prove that the building was in the con- 
tractor’s care, custody and control. 

In a large majority of cases care, custody and 
control will be mighty hard to establish. Don’t for- 
get that insurance companies have top grade law 
firms and that contractors always have the benefit 
of the best legal minds for their defense. 

In conclusion, here are some do’s and don’ts: 

Do buy Comprehensive Liability and Property 
Damage Coverage in a good sound company, in ade- 
quate limits, and keep the continuity of that cover- 
age. 

Do not place insurance with Aunt Jennie’s second 
cousin just because he’s Aunt Jennie’s second cousin 
—but only place it with him because he represents 
a good company and is qualified to do the job. 

This article was prepared with the cooperation of 
J. F. Van Vechten, president of the McIntosh-Bowers- 
West Co. of Akron. 
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3 Reasons Why... 


is ssa GENUINE BARNES 


PIPECUTTERS 
... ARE TOPS! 
THIN pur TOUGH 
DROP FORGED 
CUTTER WHEELS 


These 3 little wheels slice through any 





pipe... big or small .. . cutting clean, 
true and fast. That is why Master Plumb- 
ers insist on GENUINE BARNES Pipe 
Cutters. They cut their way to success 

. gaining coveted trade position and 
prestige. 


Order Your GENUINE BARNES Today 


The BARNES TOOL CO., Inc. 





NEW HAVEN, CONN. 











TempRD Air 


Quick, easy, 
profitable warm 
air installations 


. with G/A all- 









TWO ECONOMICAL G/A PACKAGES 
TO SIMPLIFY YOUR SALES 


“FLOORLEVEL" 


HOT WATER 
BASEBOARD 
RADIATION 


The modern way to in- 
stall hot water heating. 


ENERAL”* 
‘Alomilic 


GENERAL AUTOMATIC PRODUCTS CORP. 
2300 Sinclair Lane Baltimore 13, Md. 
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NOW-ASSURE YOUR CUSTOMERS 
YEAR-’ROUND OUTSIDE WATER 


INSTALL... 
WOODFORD FREEZELESS 
WALL HYDRANTS 


Outside handle turns valve inside building; 
wall pipe drains instantly. No more going 


to the basement to turn water on 
and off in cold weather... == 


SAVES c= 


time, trouble, 
costly repairs. 


eGalta aa PROTECTS 
STYLE 8 hi against fire haz- 


ards, especially farm 
and suburban. 


p 
=— BUILT to tast longer, yet it costs 
STYLE 7 little if any more than old-style out- 
lets. Brass castings. Key or wheel han- 
dle. 6” to 24” lengths. 





i) 


STYLE 9 


Contact your wholesaler—or write ... 


WOODFORD HYDRANT CO. 
DES MOINES 17, IOWA 


Manufacturers of the lowo Freezeless Ground Hydrant 











Questions and Answers 

(Continued from bottom of page 177) 
or partial stoppage in the connections to tank from 
the heater; (3) traps in the pipe connections per- 
mitting air pockets to form. 

Our suggestion would be for you to check on 
these three possible causes of tank rumble. In- 
stalling a new service main or putting on a relief 
valve to correct this particular condition would 
not help your total situation, as these measure- 
ments are a treatment of symptoms only, and do 
not get to the real seat of the trouble. 

However, we would advise the installation of a 
temperature and pressure relief valve as a matter 
of safety. 


The Heating Is Brand New 


(Continued from bottom of page 89) 
signed with wall radiation along the wall and not 
enough of that. This radiation was enclosed behind 
wood panels with a very small floor inlet and a very 
small outlet at the top. 

Mr. Thompson overcame the pocketing of the air 
in the pews by installing fin radiation, higher, so that 
a higher stack was made for the heat to circulate, 
and by closing the radiation in all sides so that all 
of the air passing through the heating element would 
be heated. By having cold air enter this element at 
the bottom and causing hot air to come out of the 
top, natural circulation of air through the pews was 
thus established. 

For the entire system, all of the old hand operated 
valves were replaced with motorized valves operated 
from thermostats. Thus, there was no longer a need 
for the janitor to be present to gpen the valves a 
short time before heat was needed in the entire 
structure. 

The Sunday School of St. Paul’s Episcopal Church 
had grown considerably during recent years. More 
space was needed. Therefore, the parish house 
basement was remodeled to serve this function. 

Originally, this portion of the system was de- 
signed to use ceiling radiators tied in to the steam 
plant in the parish house. Mr. Thompson did not 
think that this was good practice; therefore, he de- 
signed fin type radiation to go along the wall close 
to the basement floor, utilizing a separate control. 

This radiation was taken off the line below the 
water line of the boiler; and, with check valves, cir- 
culating pump, and a thermostat located in the 
basement, it was very easy to heat the basement 
without steam pressure on the boiler. 

The boiler is equipped with an indirect heater for 
heating the domestic water. The original hot water 
tank is still in use for the storage of domestic water; 
therefore, the heating furnace is kept at the tempera- 
ture desired (approximately 190 deg). 

Another modification of the heating system made 
at this time was brought about by the decision to 
turn the third floor of the parish house over to the 
Boy Scout troop of the church. Before, this space 
had never served any useful purpose, and as a con- 
sequence, was not supplied with radiation. 

Mr. Thompson ran a separate line to the third floor 

(Please turn to top of page 239) 
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ASK YOUR JOBBER FOR 


Peerless 


LAViIK-ON 


WHEN ORDERING 
SUPPLIES. 


TRIED, TESTED AND T 
APPROVED BY THE 
MASTER PLUMBERS 


COPPER TUBE CHROME 
PLATED FLEXIBLE 
LAVATORY AND TANK 

SUPPLIES 
PLUS FITTINGS 
AND STOPS 
ANGLE AND 
STRAIGHT 8 








MANUFACTURED BY 


Peerless 


INDUSTRIES 


PLYMOUTH, MICH. 
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The Standard of 
QUALITY 


for over 30 years 


KAINER 


HEATING SPECIALTIES 





There’s always less selling effort 
needed when you sell KAINER 
... the name that for over 30 
years has signified the best in 
heating specialties. 


New folder on Governors 
sent upon request. 





761 LEXINGTON STREET 
ee Co i i ne Oe 


KAINER & CO. 


















ALL POSITION 


HECh VALVE 


WITH THE FAMOUS 


rubber 


Mh poppet 
[Maalaflor PRODUCTS, INC 


FORT WAYNE |}, INDIANA 
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BUYING 
INFERIOR 
FLOATS! 


ah 
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SAVE CLEANING 
EXPENSES 


J No paint, plaster, falling 
objects or scratched sur- 
face to mar the beauty 
of new tubs. 

/ Only one piece cover on 
the market... installs in 
10 minutes. 

/ Fits all 5’ recessed tubs. 

VY Provides for water seal. 
Strong. 

Call Your Supply Dealer 


or write 
HOWE PAPER CORP. 
of PO Box 109, 607 Young St. 
* Tonawanda, N. Y. 
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SHELLBACK 
AUTOMATIC SUMP PUMPS 


HIGH VELOCITY—HAS FOUR 
BEARINGS IN LINE 


Performance records over the past 17 years 
show that Sheliback sump pumps have no 
superior as to durability, economy and per- 
formance—and they are very reasonably 
priced. Write for our new illustrated folder 
that gives complete details, specifications, 


etc. 
GOOD DELIVERY 








FULLY GUARANTEED 
WRITE FOR FOLDER TODAY 


Shellback 


A NAME YOUCAN DEPEND ON 1 


BEST SELLER 
IN THE MIDWEST 





* 


MANUFACTURING COMPANY 
320 E. Elza, Hazel Park, Mich. 
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te does what no 


other tool can do! 


AT LAST! AN OPEN-END RATCHET 
WRENCH — the world’s first true 
universal wrench. A patented design 
for connections on tubing, rods, 
piping, conduit, studs, etc. Sixty-four 
socket sizes from %” to 4” Smallest 
effective ratcheting are yet —5° to advanced tools 
74°. TAC will also do every job for industry 
any ordinary ratchet wrench will do: 

one TAC set replaces literally doz- 

ens of single-purpose hand tools. 


makers of 

















WARM AIR HEATING FOR 
: OIL * GAS * COAL 
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Ceerleas 


SINCE 1884... 67 YEARS 


HE NATION’S 
FASTEST- SELLING 


GAS CIRCULATORS 


The Peerless line of circulators is pre- 
eminently the Nation's first choice. 
For you, that means, greater volume 

- « More profits . . . and better 
satisfied customers. 


Peerless’ modern styling and eye ap- 
pealing beauty combined with to *) 
quality and latest engineering a 

vancements represent the ultimate in 
heating value. 



































A.G.A. approved for 
all gases including L.P. 







* Made to Sell * Made to Last 
* Made fo Satisfy 











PEERLESS MANUFACTURING CORP, 


LOUIS 

















IT DOES NOT.. 
e GRUMBLE 

e HARDEN 

e OR GONTRAGT 


LICHTEN’S 


Pipe Joint Compound 
SEALS JOINTS FOR A LIFE TIME 


LICHTEN’S Pipe Joint Compound con- 
tributes an important part in producing 
the highest quality of pipe installation! 
Because of its pliability, a pipe joint sealed 
with LICHTEN’S may be taken apart with 
ease years later. This famous compound 
acts as a lubricant as well as a seal . 
no stirring, no mixing necessary. Does not 
settle out. Excellent for both steam and 
water pressure. 
Send for name 


of supplier 


LICHTEN CO. 











A 


Pipe joint 
COMPOUND 


Send for our 


literature 


1210 N. HOYNE 
CHICAGO 22, ILL 


















“SWEAT 


SOLD 
THROUGH 
JOBBERS 


EAGLE COPPER PRODUCTS CO.,INC. 


600 JOHNSON AVE 


BROOKLYN 6,N.Y 


| 
FITTINGS. 











BARBER BURNERS 







Barber 324-B round 
Conversion Burner 
with improved con- 

trols, encased in 
streamlined hood. 

Tested and certified 
by AGA Laboratory. 


Gas Conversion Burners in 
sizes to fit all types of round 
or oblong furnaces and boil- 
ers. Catalog and prices on 
request. 


THE BARBER GAS BURNER CO., 3706 Superior Ave., Cleveland 14, 0. 
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(Continued from bottom of page 236) 
and installed a unit heater. This solved the problem 
very neatly. 

Formerly the entire parish house had to be heated 
whenever more than one section was being used. 
This was laborious and wasteful, for most of the 
time there was need of heat in only two rooms: the 
minister’s study, and the room for choir practice on 
the second floor. 

To solve this problem, Mr. Thompson installed a 
heat exchanger on the side of the boiler below the 
water line, keeping in mind that the temperature 
of the boiler would be kept up to 180 or 190 deg at 
all times. He ran independent lines to the second 
floor, taking care of the study, choir practice room 
and the secretary’s office. Each of the rooms was in- 
dependently controlled. 

The old church, of course, has no basement. There- 
fore, the boiler is located in the basement of the 
parish house, some 100 ft away from the church. 
An underground duct carries the piping between the 
two structures, and condensate is forced back to the 
boiler by a pump, in the usual manner. 

The new system is not only much more satisfac- 
tory, but it is also less expensive to operate, even 
with the additional load, according to church au- 
thorities. 


An Aspirin for Bookkeeping Headaches 
(Continued from bottom of page 103) 

volume, how complicated an accounting system is 

elected. However, a retail plumbing firm which does 

an annual gross of $25,000 or under, can expect to 

pay as low as $15 per month, if only simple record- 

keeping and tax service is desired. 

Three services ‘are generally offered by the mail- 
order accounting firm. They go under various names, 
but for the record, these are Mail-Me-Monday’s 
systems: (1) Income and Disbursement Control: 
Takes over all recordkeeping and tax advisory serv- 
ice for the small dealer, supplies him with a detailed 
general ledger and profit and loss statements monthly. 
Rates: about $15.00 for businesses up to $25,009 an- 
nual gross. $5.00 for each additional $25,000 gross. 
(2) Double Entry—or monthly balance sheet control: 
This service is designed for the plumbing merchan- 
diser or contractor needing frequent summarization 
of asset and liability controls with particular refer- 
ence to inventories, receivables, payables and similar 
items. Provided are monthly balance sheets, operat- 
ing statements and complete books of account. This 
is a more flexible system than the simpler Income 
and Disbursement Control. In addition to the month- 
ly balance sheet, the plumbing retailer gets a finer 
summarization of operating detail. Sub-groupings of 
account classifications reflect segregation of direct 
and indirect costs and expenses. Sales and cost of 
sales may be accumulated by ‘ype of commodity 
(bathroom fixtures, pipe, miscellaneous, kitchen in- 
stallations). Or, if he has separate and distinct de- 
partments, like heating, piping and ventilating, these 
will be detailed and broken down. Rates begin at 


(Please turn to top of page 240) 
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_ ARMSTRONG BROS. 


Better PIPE TOOLS 
(3) a 






Reversible Ratchet 
STOCKS and 
Adjustabls 

DIES 


Exceptionally convenient where space is limited, this 
stock simplifies pipe threading close to walls, in corners 
and wherever operating room is restricted. With adjust- 
able dies (cut exact, over or under size threads) it is 
an ideal tool where valves and fittings are being installed 
or maintained. 


“ARMSTRONG BROS.” Adjustable Dies are of special 
Vanadium Tool Steel, have “‘backed-off’’ teeth, correct 
cutting angle, ample chip clearance and 

=, correct throat angle. They start and cut 
Write for \\ easily, hold their sharpness and “spin” off 
Catolog pipe without jamming or tearing threads. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
5223 W. ARMSTRONG AVENUE « CHICAGO 30, ILL. 


' 








Have been linked with PROFITS for the many thousands of jobbers 
lela dale Maial-iaimmelale Mm lal -MR@elaligelaiola: installing them—for they represent 


al-M ol St Mla olaoh 2 -tallel-ttielaMiolale Mt t-1a ai 4-taia-t-0m ol tale] dulelala = 


Every type and size available—for every type and 


i P4-M oh ae lakiioliioliteyal 


e@ Type A—Indirect Water Heaters ° 

e Type B—Apartment House Heaters 

e@ Type (—Submerged Tank Heaters 
Type D—Tankless Water Heaters 
Type E—Tankless Water Heaters | 
Type |—Instantaneous Water Heaters 


Heating Elements for Storage Tanks 
Convertors for Forced Hot Water or Radiant 
Heating Systems 
Condensate Coolers » Flexible Nipples 


A TYP/CAL PARACO/L VALUE 

Type D Tankless Heater 

Gravity Boiler Water Flow 

3.5 and 5 G.P.M 40 F to 140 F 

Boiler Water 180 F 

All Copper Water Circuit—C.l. Shell 

Low Pressure Drop Streamlined Design! 


Write for Catalog Material and Prices! 


DAVIS ENGINEERING 


CORPORATION 


1064 East Grand Street Elizabeth 4, New Jersey 30 Rockefeller Plaza New York 20,N Y 
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Bd La 
2° On its way / 













Only the finest “pork” is used to produce the high 
quality of APCO—one doesn’t get a pig in a poke! 

This safe, durable and economical pipe for 
house drains and sewers—for vertical or hori- 
zontal position—will last for centuries! You can 


\\ \ set it—and forget it! Uy 
\ \ And rough it in the Stringer way—that is, the Jj 
\ “Stringer System” and “Apco” Waste and Revent / 
q Fittings! There’s a shape for every need and an * / 


answer to every fitting problem! There's a fitting for Y 
every code! y 
















‘ALABAMA PIPE COMPANY 
_ General Sales Offices: Anniston, Ala. 












CcOLN TOOLS 


EPAIRS 


LIN 


for ECONOMICAL MAINTAINCE & R 

























NO.30-1 
INTERNAL 
SPUD 
WRENCH 





NO.9-1 
BALL COCK 
REPAIR 






FOUR LINCOLN TOOLS DESIGNED FOR QUICK AND EASY 
REPAIR STURDILY CONSTRUCTEO FOR HEAVY DUTY 





LINCOLN MACHINE PARTS CORP. 








732 E. 144th ST., NEW YORK 54, N.Y. 





(Continued from bottom of page 239) 

$25.00 and vary according to size of business and how 
complicated a breakdown is desired. (3) Tabulated 
Cost Control: this is a system for larger enterprises, 
say retailers with several distinct-branches (fair 
sized retail and contracting business). This system, 
referred to as TCC, makes possible detailed break- 
downs of all departments in a business. Suppose the 
retailer has two stores. Both would come under this 
set-up for separate analysis. Rates vary according to 
office time and tabulating time involved. Where entry 
lists are prepared by the retailer’s own bookkeeper, 
the fee is proportionately less. 

How does the mail-order accounting system work? 

Weekly, the plumbing merchandiser gathers up his 
daily cash register receipts from the previous week. 
Into a special, postage-paid envelope, he stuffs: (1) 
Cash register receipts, each tape dated and its daily 

(Please turn to top of page 243) 


The Price of Price Cutting 
(Continued from bottom of page 92) 
Price Cutting Exhibit G 
Sales—prices re- 
duced 10% from 
$100,000 ........ $ 90,000 
Increase in sales 


needed to offset 
eR ae cGkauce as 45,000— 50 % increase 


Total volume sold 
at cut prices... .$135,000—100.0% 


Cost of sales—time 





and materials .. 104,880— 77.7 
Margin earned 

on sales ........ $ 30,120— 22.3% 
Overhead expense— . 

unchanged ..... 20,000—See EF) 





Net profit on sales $ 10,120—(SeeE ) 
Under Exhibit C, a sales increase of 3313 percent is 


needed to offset a price-cut when margin on sales was 
originally 40 percent. Under Exhibit G, above, a 50 per- 
cent increase is needed to offset a 10 percent price 
cut when the margin was 30 percent. If margins are 
“guesstimated” too low, price-cutting becomes even 
more hazardous. 


Price Cutting Exhibit H 


RORMEOR: asergid woven oes d ieee $ 90,000—(See D) 
Increase in sales 
oo 38,700—45 % increase 


Total volume at 
reduced prices. . .$128,700 


Cost of sales....... 85,800—66.6% (See D) 
Margin earned 

RLUMRIED «55 s:s'08ec $ 42,900 
Overhead expense— 

unchanged ...... 30,000 


Net profit on 

“ee $ 12,900—10.1% (See D) 
Comparing the figures under Exhibit D with those under 
Exhibit H, above, we see that it is possible to earn 
more profit in dollars by cutting prices to a limited 
degree but volume must be boosted 45 to 50 percent. 
The hazard of loss is much greater than the chance 
of gain, because few contractors can increase volume 
45 to 50 percent by using prices as sales-bait. 
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| € AYO au avacecce Fron 


| LIMITED STOCK AT 1946 PRICES . . . HURRY! 









Write 
for © 
Catalog }~ 











Rigid steel Con- 


New Lifetime Floating bearings. 
struction. Over 16 years practical experience back 
of each CAYO Precision Built Sewer Machine. New 
Type Non-Welded connections and splices. One 
minute assembly and breakdown. 


Complete equipment consists of machine with 110 feet of 
cable. One safety foot switch. One 20 foot length of electric 
cord. 3 cutting blades 2, 4 and 6 inch with steel chuck. 


eerezy . SEATeSSS. () Price per unit complete 


$ .20 F. 0. B. 
343 Benton Harbor 
See your jobber or order direct 


bor compresses safety support 
springs, allowing slippage of 
V-Belt. (2) Safety foot switch 
enables operator to work with 
both hands on cable at all 
times, 


ELECTRIC SEWER MACHINE | 





BENTON HARBOR, MICH. 





LCAY 





More and more consumers will 





A Complete Line of 
Quality Toilet Seats 


Send for 
Literature 





Nationally 
Advertised 
in BETTER HOMES 
AND GARDENS 
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PROVIDES OUTSIDE 
WATER—the Year ‘Round! 


Protect your customers from the 
" inconvenience and danger of frozen 
er | | It's Never ; outside faucets. Always specify the 
th like This / * BAMCO Frost Proof WATER FAU- 
vo << va CET. Will never freeze up and 
, i crack. Renewable bibb washer will 
not leak. Not necessary to drill large unsightly hole in wall. Saves 
time and labor! 
Large wrench pads on the head of faucet permit installation from 
outside. Stock sizes 10” - 12” - 14” length; %2” and 34” IPT; 12” 
& 34” sweat. OTHER LENGTHS MADE TO ORDER. 


SOLD THROUGH JOBBERS 





BARCAFER MANUFACTURING CO.), Inc. 


KANSAS 


SALINA 








PENBERTHY 


AUTOMATIC 
Electric Sump 
Pumps 


Penberthy insector co. | 

Division of the Buffalo-Eclipse Corp. <mums>) 
DETROIT 2, MICHIGAN = |_| 

Canadian Plant — Windsor, Ont. | 








Constructed of Copper 
and Bronze Throughout 





Master Plumbers feel a sense of satisfaction in buying CALCO 
. . . the complete brass goods line which assures top quality, 
dependability, efficiency, moderate prices and big profits. Easy 
and convenient to acquire. 


Sold exclusively through Plumbing, Heating and Industrial 
‘holesalers 


CALIFORNIA BRASS MFG. CO. 


1447 NAUO STREET @ LOS ANGELES 12, CALIF 
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offers the unique NEW 
DUAL-AIR 


vaporizing burner 
in ALL 
Shallo-Well 
Oil Fired 


floor furnaces 
















Spacnanitaia? Only 34” deep, 


Listed 


NO GROUND CLEARANCE NEEDED! 


Oran’s amazing, new Dual-Air vaporizing burner is one 
of the greatest advancements ever made in vaporizing- 
type burners. This unique unit burns smoke-free, even 
under adverse draft conditions, with oil savings up to 
15%! 
There are four Oran Shallo-Well models for small 
homes, to meet climatic conditions anywhere in the 
nation. 

@ 50,000 BTU output—Natural draft 

@ 50,000 BTU output—Forced draft 

@ 65,000 BTU output—Forced draft 

@ 75,000 BTU output—Forced draft 
WRITE US TODAY FOR COMPLETE INFORMA- 
TION ON THESE UNIQUE SHALLO-WELL OIL- 
FIRED FLOOR FURNACES! 


ORAN COMPANY 


2224 S. Third St., Columbus 7, Ohio 



























Wakes Any Fire Door 
A “SAFETY VALVE"! 


INLAND Safety Door Closer 
For Gas and Oil Conversion 
Burners 


Used by Thousands of Utility Companies 
and Contractors for Over 14 Years 
Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you have an extra 
“Safety Valve’ on the job. Gentle spring 
tension allows door to swing open on slow or 
faulty ignition of burner and then close. 
Wedge holds door open when necessary. It’s 
easy to install with the NEW SPRING 

HOLDER. 


MADE IN 3/16”—1/4”—5/16”—3/8” 
DOOR PIN SIZES AND nf AT 
$1.00—$1.05—$1.10—$1.15 


See your jobber or write us. 


INLAND MFG. CO. 





1120 N. CICERO, CHICAGO 51, ILLINOIS 


HIGH CAPACITY 


RADIATION 


FOR 
RESIDENTIAL 
COMMERCIAL 
INDUSTRIAL 
Installation 


COMPACT 
sapere - 











Steel or 
Aluminum Fins 


See 
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Kingston, Penna. 
Wilkes Barre, Penna. 
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PORT-A-PONY 


A Portable, Power Pipe Threader 
Ideal for Field or Shop 


Total weight only 26 Ibs. 
Operates within 5” of walls. 
Cuts threads with pipe in place. 
Instant forward or reverse action. 
Threads 1%" to 4” pipe. 


Adaptable to your own die stocks. 
Y2 hp motor for ample power 
Operates on 110 volts, AC or DC. 










Try it on our 
10 day 
money back 
guarantee 


Write fo the: 


THREAD-Ezy Mc. Co. 


CORUNNA, MICH. U.S.A. 
EF - 


Department of Defense 


Construction Spec’s 


Requiring top and bottom hung 
radiation, are generally met by 
using 2-bolt E-Z Hangers. 


USUAL PROMPT SHIPMENTS 


HEALY-RUFF Company 


770 HAMPDEN AVE. ST. PAUL 4, MINN. 





RADIATOR 
HANGERS 





Style © 

















THEAMO-FLO 
TUBELESS NON-PULSATING 
GAS OR OIL FIRED 
PATENTED BOILER 


U. 8. Patent No. 2575728 
Write for information 


MANVILLE BOILER CO., INC. 


415 Lexington Ave., New York 17, N. Y. 





Convertible to Coal Firing in Emergency 
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(Continued from bottom of page 240) 


sales totaled at the bottom. If a retailer has no cash 
register, he fills in the weekly sales report provided 
by the accounting firm. (2) Encloses all tax forms; 
(3) All evidences of payables. If not stub or check, 
then he fills in a special payable pad provided for 
each disbursement by the accounting firm. (4) En- 
closes other original documents concerned with his 
business for the previous week. (5) Encloses all paid 
bills. (6) Encloses all deposit slips (the retailer, how- 
ever, keeps receipted checks and bank statements). 
(7) If the retailer draws so-called “pocket money” 
out of his business from time to time, he notes each 
withdrawal on another special pad. (8) Encloses pay- 
roll and payroll deductions. 

All this material goes to a franchised accountant, 
very likely in the plumbing retailer’s own town. The 
franchise keeps all original documents, but makes 
up from them a register form detailing each item of 
transaction. This form is airmailed to the home office. 
Upon arrival, an IBM card is key-punched for each 
item. Other IBM machines process the account, turn- 
ing out one copy, one original. The original is re- 
turned to the franchise’s office. The copy is locked 
in a fire-proof safe, thus double-protection. Every 
three months a special analysis is returned with the 
monthly statement. This analysis, highly valuable, 
is secured by summarizing the average business dur- 
ing the three months for all accounts, and breaking 
them down into three groups; (1) Those with an an- 
nual gross of $50,000 or under; (2) Those with an 
annual gross of $50,000-$100,000; (3) Those with an 
annual gross of from $100,00 to $200,000. For each 
group, the average of all business expenses are to- 
taled, and a percentage of gach business expense is 
averaged. The result is a comparative scale, showing 
the independent retailer what other retailers in his 
annual gross bracket spent during the last three 
months period (on the average) for such things as: 
Advertising, car and delivery, administrative and 
legal, operating supplies, outside labor, rent, utilities, 
taxes and licenses, insurance, interest, depreciation. 

When the monthly statement is returned to the 
franchise office, the local accountant calls in the re- 
tail plumber, goes over his own figures, compares 
them to the national averages, and writes out gpecific 
things which can be done to bring the plumbing re- 
tailer’s averages into closer tolerances with the na- 
tional averages, if it is deemed advisable. 

This kind of nation-wide advice is one of the 
bonuses offered by the various mail-order accounting 
firms, who, working with a great many accounts, 
have their fingers on the nation’s business. 

Whether mail-order accounting is a solution to your 
bookkeeping headaches is a question of personal busi- 
ness preference and of need. 

But in brief, the national trend is toward specializa- 
tion—and mass-production. And mass-production 
accounting may be that aspirin which many a plumb- 
ing retailer needs whenever he sits down to con- 
template his books and his business’ condition. 

One thing is certain. Poorly kept books have ac- 
counted for many a business failure. Properly kept 
books, with hard-headed analysis can mean better, 
more prosperous retailing and contracting. 











SALL Fittings 7 J 
greatly improve Ss, 
the efficiency of 
the entire hot B 
water system. Z 
One fitting on the return line is 
all that is needed. This directs 
the free flow of the water through 
the radiator. SALL Fittings are 
applicable to both cast iron and 
copper radiation. 









SALL one pipe fittings are avail- 
able in either cast iron or cop- 
per. Sweat type for use with 
copper tubing. , 


All sizes1” to 2” upfeed return 
or down-feed return. 


Designed for one and two pipe 
systems, the SALL Flow Check 
Valve performs its function un- 
failingly. Automatic in opera- 
tion, but when necessary can 
# be locked in position for gravity 
circulation. Small 4” port at 
top permits installation expan- 
sion tank, preventing air-bind- 
ing. Learn more about the 
complete SALL Line... get in 
touch with your SALL repre- 
sentative. 


Model 200 Pressure Contro? 


and Relief Valve 
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FLOW FITTINGS BY Sai 


Available in Cast Iron or Copper 









ANGLE FLOW CHECK VALVE 
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FOR THE RAINY SEASON’S AHEAD! 


Prepare Y our 
Customers Now! 





SUMP PUMPS 





MEET EVERY REQUIREMENT 


As insurance against destructive 
seepage in basements, elevator pits, 
boiler and storage rooms, the 
NEPTUNE Sump Pump is the 
rugged and reliable guardian of 
personal property. For value re- 
ceived by both you and your cus- 
tomers, the NEPTUNE is regard- 
ed tops for its great efficiency and 
dependability . . . capable of dis- 
charging up to 4000 gals. per hour, 




















Available in 
Capacities up to 
4000 Gals, per Hr. 








It’s automatic 
non-corrosive & 
always ready! 


NEPTUNE 
PUMP MFG. CO. 
4912 North 6th Street 


PHILADELPHIA 20, PA. 

















were first to 

high efficiency rating 
—tated on the basis 
of rigid tests of in- 
dependent 
tories—not our 
tory tests. 


fac- 











The simple construction of MURCO Grease Traps is 
possible because the traps are fundamentally sound in 
design with exclusive features that achieve over 90% 
efficiency in grease retention. In the selection of a 
grease trap this is important to you—from the stand- 
point of complying with ordinances and codes and for 
the protection of waste systems. 


@ No Moving Their simple design eliminates the necessity for 
Parts complicated baffles, cascades and moving parts. In 
them —_ is nothin ox out of age — 
i to replace or maintain. Is it any wonder then tha 
© —— MURCO is the original grease trap with high efficiency 
arries rating. Write today for complete catalog. Order 

@ Over 90% MURCO Grease Traps from your wholesaler. 
Efficiency 


D. J. MURRAY MANUFACTURING CO. ss 


MANUFACTURERS SINCE 1883 














November, 1951 


Ten Ways to Solve Inventory Problems 
(Continued from bottom of page 101) 

dise prevailing at the date of inventory is the inven- 

tory valuation. Cost is the invoice price, less trade 

or other discounts, plus incoming transportation 

charges incurred in acquiring the goods. 

7: The “Lifo” method of valuing inventory is not 
recommended. Some contractors are toying with the 
idea of using it on the assumption that a drop in 
market valuation of materials and re-sale goods 
should not be charged to their management, there- 
fore, “lifo” would be a more accurate reflection of 
their managerial fitness. They overlook the fact that 
one cannot by-pass a loss by changing the mechanics 
of recordings, that the trouble lies not in the variance 
of the market value of inventory, but in the arbitrary 
division of business operation into 12-month periods, 
whereas, business is a long-term proposition. In 
reality, the only cycle that should be considered when 
determining the profitableness of business is its 
period of existence from the beginning to the end of 
operation, but for the purpose of determining profit 
and paying income taxes, the businessman must con- 
sider each fiscal or calendar year as though it were 
a separate and complete period of operation. Exter- 
nal influences that affect profit, such as a drop in the 
market valuation of the goods in stock, however, 
are not governed by the calendar year, and so, they 
often throw comparative analysis off the beam. A 
contractor may have a good year when prices are 
rising due to no special effort of his own, and in an- 
other year when prices drop, his profits may be slim 
when he has done a particularly aggressive job of 
sales promotion and cost reduction. 

The “lifo”, last-in-first-out method of valuing in- 
ventory, is comparatively new in the retail field. Its 
use involves too much paper work, much more than 
the: other two methods mentioned. 

From the standpoint of inventory valuation, the 
stock on hand is charged to sales at the latest prices. 
That’s why it is called the “lifo” method. The stock 
last in is the first charged out and it is booked as 
cost of sales against current business. The procedure 
tends to reduce profits in a period of rising prices, 
hence, it cuts the tax. Ordinarily, inventory is 
charged to sales on the “fifo” basis, first-in-first-out, 
the oldest goods charged out first. Because the prices 
on the older goods in a rising market are lower than 
the prices on goods bought later, the margin or net 
profit shown on a current statement are higher than 
by the “lifo” method and the tax paid is higher. 

8: When you buy an item, put in stock, then re- 
order at a higher cost-price, you may have two or 
more lots of the same item in stock bought at dif- 
ferent prices. Where possible, see that each item or 
lot carries the price paid for it on the date pur- 
chased. It is poor accounting practice to anticipate 
profit. If you raise the cost price on all items to re- 
flect the increase in market price of the latest pur- 
chases, you are anticipating a profit before realization 
and you pay tax on a paper-profit. You pay the 
tax before you earn the profit. 

9: A stock control system helps simplify inventory- 
taking. However, some contractors assume that be- 
cause they have such a system, they can dispense 
with inventory. Wrong. Stock control polices the 
movement of stock from its receipt from the supplier 
to the customer over the counter or to the job, but 
only in units, not in dollars and cents. The inventory 
figure must be in dollars to enable you to determine 

(Please turn to top of page 247) 
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Merchandise ! 


THAT’S 


VOGT 


SHOWER. 
CABINETS 


In building up prestige, you will 
find an unbeatable combination in 
quality and sales appealing mer- . | 
chandise . . . such as the VOGT | 














Shower Stali. Already in great 
demand, you only have to look to 
the records to find that through 
shower convenience, Mr. and Mrs. 
America have accepted shower 

Hence, the market is established 





bathing as the best way to bathe. 
for VOGT Shower Cabinets. *VOGT ’panels are heavy gauge 
zine coated-Paintgrip steel or sturdy alloy aluminum. Side panels 
are coated with sparkling white baked enamel—black top, bottom. 
Variety of aluminum, vitreous or stone bases. Complete acces- 
sories—chrome plated. Attractive plastic shower curtain. Glass 
doors available. 

Easy to install. All parts prefabricated for easy assembly. Con- 
tact your supplier or WRITE us direct for complete data. 


*VOGT Pronounced ‘‘VOTE’’ 


VOGT BROTHERS MFG. CO. incorrorsreo 


1404 W. Main Street Louisville 3, Kentucky 








Quality and Sales Appealing |’ 
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A Lifetime of 
Trouble-free Service 


is 
2 


% 
re t 
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No. 300 Combination Kitchen Fixture 


Many Glauber fixtures have given contin- 
uous uninterrupted service since their in- 
stallation over 40 years ago. This out- 
standing quality is built into every piece 
of Glauber brass through skilled engineer- 
ing, precision workmanship and careful 
testing. 


Next time you want dependable brass 
goods at low cost, ask your wholesaler for 
Glauber fixtures—a complete line for new 
or remodeling installations. 


GLAUBER BRASS INC. 


KINSMAN, OHIO 






PLUMBING BRASS IS MADE TO LAST 

















r‘EPCO™ \ 


Dielectric Unions 
(INSULATED) 


Recommended to Protect 
Water Heaters and Copper 

to Galvanized Plumbing In- 
sulations. Prevents Electro- 
litic Decomposition of Storage 
Tanks. 


WRITE FOR DETAILS OR SEE d 
YOUR JOBBER TODAY . 








17th ST. 


3265 W. 








The Stak 


CARRIES ITS OWN PROTECTION 


but 


PIPE, VALVE AND TANK THREADS 
NEED KRASCO PROTECTION 
THREAD 


er K R \ $ C PROTECTORS 


FOR MALE AND FEMALE THREADS 


KRAUSE STAMPING & MFG. CO. 


BOX 468 - -WHEELING, W.VA. 


Waite fr Free Samples and. Prices ~ 
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KAM Tankless Water Heater 
installed on Hot Water System 
Boiler. 


KAM 
239-249 





ALABAMA AVE, 


WATER HEATER MFG. 





KAM 
TANKLESS HEATER 


if] Lr 
Write for & tes ttt. 
Descriptive | | el ime 
Literature 


| 
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KAM Tankless Water Heater installed below 
water line of steam boiler. 


CO... INC. 
BROOKLYN 7, N.Y 
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Pipe joints sealed with Key-Tite can- 
not leak. Key-Tite is a perfect seal 
on all lines carrying water, gas, low- 
pressure steam, compressed air, etc. 
It contains no lead or substitutes and 
does not affect the taste or odor of 
potable liquids. Joints are easily 
opened, too, for it will not freeze in 
the joint. Stop losing money through 
leaky pipe joints. ..seal with Key-Tite. 
Send for Free Sample 


Try Key-Tite in Your Own Plant 
at Our Expense 


KEY COMPANY 


2661 McCasland Ave., East St. Louis, III. 








INDIVIDUAL ROOM 
TEMPERATURES 


at Lowest Cost Ever 


Heat-Timer thermostatic steam ra- 
diator valves, replacing ordinary 
valves, assure the exact temperature 
wanted in each room. And Heat- 
Timers pay for themselves in fuel 
savings. New, improved design and 
lower price (reduced from $4.95) 
make them a better buy than ever. 
Your jobber has them, or can get 
them quickly. Or use the coupon. 












HEAT-TIMER 520 sroapway. NEW YORK 12 
CORPORATION 
Please send me one 
Heat-Timer valve, post- 
age-paid. I enclose 
$2.77, which you will 
refund if I return the ¢towpany 
valve. 

Please send me free Zodoacss 
litetature without obli- 
gation. My JOBBER IS D 
ee 





INDIVIDUAL 








O 





aseeeeeeueeeeq 
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YOUR OPPORTUNITY fo Offer... 
Low Cost Industrial and Home Heating 





BASELINE Industrial Steel Core now 
available in 144” and 2” sizes 


byes patented mechanical bonding of our circular cor- 
rugated fins in contact with the pipe provides a larger 
air-wiping surface ... increases radiation . . . produces 
equal heat per foot as conventional rectangular fin. Core 
supplied in 1’ to 20’ continuous lengths. Steel pipe easily 
cut and threaded in field to suit job. Perforated metal 
casings are supplied as covers for either size, thus pro- 
viding an excellent baseboard job for either steam or hot 
water heat. —— 








You Can Make | 
. | 
a Single or 
Double Core 


Installation 





BASELINE’S Conventional Baseboard Radiation equipped 
with regular %” copper and aluminum core is available 
for immediate shipment. BASELINE standard %”, model 
DB39W may be installed with one or double core as shown 
above. Finger tip damper control facilitates adjustment of 
heat output from closed to %, % and wide open release. 
WRITE FOR ADDITIONAL INFORMATION 
ON OUR LOW COST BASELINE SYSTEM 
MORE PEOPLE WANT 
“Baseline” 


OE ———— (FIN-TYPE) 
EPMO tm wc ene masse BASEBOARD 


MINNEAPOLIS 11, MINN CONVECTION 
A FEW TERRITORIES STILL OPEN FOR REPRESENTATION 


rE MfQ Corp 











the finest in 


pipe 


nip. | | RA-RICH | 


| | PIPE NIPPLES 


A quality line of pipe nipples from %” to 8” made by 
the manufacturer of the famous ALIGN E-Z Nipple. 


Available in steel, wrought iron and brass. 
Ra-Rich nipples are fuil length and are properly reamed 


and chamfered. Threads ore periodically tested during 
production with precision gauges. 


SHIPPED IN STANDARD CARTONS 
AT NO ADDITIONAL COST ' 


Save labor in handling, stocking and 
inventory with efficient, clean, tele 
scoping cartons for "-2” nipples 


Adopted by Nat'l. Bur. of Standards. 


JOBBERS: Write for Price List 


MFG CORP and Discounts, Priced right! 
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(Continued from bottom of page 244) 
the net profit. Stock control minimizes losses 
throughout the year and provides valuable data on 
inventory movement throughout the year, but the 
record is more statical than financial. 
10:—Use a standardized inventory form purchasable 
in stationery stores for a small sum. Their use sys- 
tematizes the work with little effort. File the forms 
in a looseleaf binder for future reference. The in- 
come tax department places a great deal of impor- 
tance on the’ inventory valuation. If the count is 
recorded systematically the auditors can check it 
easily and are less likely to question the figures. 


Four Ways to Get the Big Jobs 
(Continued from bottom of page 97) 

be moved from the stockpile (the heavy stuff by the 
hoist), to power machines, to fabricating benches, 
to stockpiles of completed plumbing and piping 
system components and assemblies . . . and then to 
the scene of actual installation by means of large, 
flat-body trucks, as shown in the photo. 

“It is necessary to schedule our machines for max- 
imum production—and, at the same time, to keep 
pace with specific installation needs. The possible 
problems of this type operation are apparent. A 
shortage of one prefabricated part, for example, will 
cancel out time-saving benefits of the whole process, 
as a machine would have to be pulled off straight- 
line production and put into limited machining of 
the needed part. i 

“Power machines are especially important. A 
typical on-the-job shop layout includes the follow- 
ing: A 2% to 4 in. threader; a 4 to 6 in. threader; a 
small threader; a reamer and shamper, and an 
abrasive cutter for large diameter pipe.” The time- 
saving benefits of proper power machines is best 
illustrated by a single abrasive cutter (shown at 
bottom of page 97) which can cut through a 6 in. 
pipe in one minute and turn out as-many as 78 
pieces of precut pipe every two hours. 

Of course, the shop layout must be tailored to fit 
the job to be done. The illustration (page 97) shows 
the approximate placement of the various operations 
necessary to complete the Parklabrea job in the 
least amount of time. Stockpiles, of course, were con- 
siderably larger, and are merely included in the 
illustration to show approximate placement. 

Mr. Pence sums it up this way: “Cost studies have 
proven to us that proper use of all power machines 
and other mass production techniques enable us to 
complete the job at least 50 percent faster than would 
otherwise be possible, and at half the cost.” 

That’s how one contractor gets the big jobs. Other 
methods will be illustrated in forthcoming issues. 


Self-Siphonage of Fixture Traps 
(Continued from bottom of page 108) 
ductions due to self-siphonage can occur. The water 
flowing through the trap ordinarily carries with it 
bubbles of air, coming from the fixture that is dis- 
charging. First, air is entrained by the water passing 
the overflow outlet just below the fixture; and sec- 
ond, when the vortex forms in the fixture, air is 
(Please turn to top of page 248) 
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Oil ~ Gas 
Ylew 


HORIZONTAL | 
SERIES - with the 
CIRCUM - BUSTION 
FIRING CHAMBER 


Norse horizontal tube boilers 
—Designed and constructed 
for greater economy and effi- 
ciency. Full 3-pass construc- 
tion, plus the new exclusive 
Norse Circum-Bustion Firing 
Chamber (water completely 
circumvents the combustion 
chamber, eliminating base 
and side wall chamber heat i 
losses. 


BOILERS ~ 


- ® 


Cutaway View of 
Norse Horizontal 
Tube Boiler. 


> 


Section thru boiler—illustrat- 
ing how water circumvents 
combustion chamber. 








NORSE BOILERS can be supplied with ex- 
tended jackets, in baked enamel, green 
standard color. Steam or hot water trim. 
All boilers are supplied with oversize tank- 
less heaters. Universal burner flanges can 
be supplied. 


VERTICAL TUBE BOILERS 


EFFICIENT—-COMPACT—ldeal 
for limited space} al 
installations. 


Fast steaming boilers, 
constructed of extra 
heavy boiler plate, Ba 
and extra heavy tubes, 
fitted with Norse baf- 
fle rings for greater 
heat transfer. Over- § 
size tankless heater. 
Furnished complete 
with steam or hot 
water trim. Flush 
jacket shown. 


GALVANIZED HOT WATER STOR- 
AGE TANKS — STORAGE TANKS 
FOR ALL PURPOSES. 















USTRATED 
se DATA 


Scotch Marine—Commercial—Industrial Boilers—Galvanized 
Hot Water Generators—Steel Fabricating to Specifications. 





Nev€ BOILER CO.,INC. ¢.\ \ 
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SUPERIOR 
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Greater Shower Value 
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SUPERIOR 
SHOWER COMPANY 


47-05 Fifth St. * Long Island City 1, N. Y 

















When a customer 
complains of “Red Wa 





IRONR 
will solve the problem: 


lr not only removes all 
iron, but also filters out 
other foreign matter which 
colors or clouds the water. 
The result is crystal-clear, 
palatable water and a 
happy customer, 


Distributed through plumbing suppl: 
wholesalers. Write for catalog # ronnie 








OSHKOSH FILTER & SOFTENER CO, 
OSHKOSH, WISCONSIN 
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(Continued from bottom of page 247) 
carried through the trap in the form of bubbles by 
the discharge. These bubbles tend to drag the water 
with them as they pass upward through the outlet 
leg of the trap and hence constitute another means 
of reducing the trap seal at the end of the flow. 

Another way in which air may be drawn through 
the trap is the following. If the flow from the fixture 
ends abruptly, the water level in the inlet leg of the 
trap may be pulled down to the level of the dip of 
the trap, and air may then pass into the outlet leg 
of the trap, rising through the water in the form 
of bubbles. Motion pictures of this phenomenon have 
been obtained by the use of transparent plastic traps. 

However, there are several ways in which the 
trap-seal reduction due to any of the above-men- 
tioned causes may be prevented or may be partly 
or wholly compensated by refill of the trap. 

The gradual diminution of the flow that occurs in 
trail and film discharge tends to replenish the trap 
seal. Secondly, when the flow from the fixture ceases, 
the cross section of the drain may be completely filled 
with water along its entire length or at short inter- 
vals along its length, and water tends to slough off 
the ends of the slugs of water. 

Some of this water will flow back up the drain, 
and it is possible that water from the slug farthest 
upstream may reach the trap and partly or wholly 
refill it. Again, it has been observed in systems built 
of transparent plastic that, at the end of the flow, 
waves may be reflected from the vent fitting and that, 
if the drain is sufficiently short and is not laid at 
too great a slope, these waves will reach and replenish 
the trap seal. 

Next month’s article will continue this discussion 
with an examination of the experimental methods 
used in solving the essential problem. Charts will be 
presented showing the extent of self-siphonage in 
specific instances. Details on how to correct these 
conditions will follow. 


Piping Job Deluxe 

(Continued from bottom of page 96) 
blown out after delivering a soap or detergent in- 
gredient, it can be pressed immediately into service 
to deliver another similar ingredient. Steam at 175 
psig and 360 F is used for blowing out. 

The highest pressure under which any of the 
process piping operates is 1600 psi in the spray 
towers, where soap slurry is heated, then converted 
into detergent and soap powders. 

General features: Flanges replaced unions on all 
pipe 1% in. or smaller, with 3000 psi forge-steel 
socket-welded fittings used. When a 1% in. line 
stubbed into a 2 in. line or larger, weld-o-lets and 
thread-o-lets were used. Rubber lined pipe went 
into the ion-exchanger, which produces pure glyce- 
rine, the first unit of its kind in a U. S. soap-making 
plant. Rubber lined pipe carries diluted acids. 
Glycerine, incidentally, is a by-product of soap- 
making. 

Such a maze of piping as 225,000 linear ft needs dif- 
ferentiating not only for emergencies but for every- 
day operation. Color-coding and banding are both 

(Please turn to top of page 251) 
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Smart 


Os a a ay. On ae) 
are switching to 


KOLLMANN 


SEWER and DRAIN 
CLEANING MACHINES 


Because... 





~>+e»NO OTHER MACHINES OFFER THESE VITAL FEATURES 


% 15’ sectional cables are en- y¢ Finger tip control for instant 4 Adaptable to 4 cable sizes 


closed by Guide hose to end starting, stopping or revers- and to all pipe sizes from 

whipping and protect the ing. SAFE! 1%” to 12”. 

operator. ‘ . 

P % Quick -change, self-locking ye Handles up to 200’ of cable 

* Fully portable, needs only couplings for tools and at 700 R. P. M. through all 

3 sq. ft. of floor space. cables. traps and bends. 
Thousands of cost-conscious, safety-minded master drainage and supply lines. Regardless of the methods 
plumbers and drainage men have proved that Kollmann or equipment you now use, you'll save money, time 
machines provide the fastest, safest and best means and trouble when you switch to Kollmann. Ask your 
of clearing obstructions from underground or overhead jobber or write for descriptive circular. 






KOLLMANN MANUFACTURING CO. ¢ ERIE, PENNA. 


SECURE TUBS PERMANENTLY | 





PLUMBERS SPECIALTIES 


Precision-made parts 





WITH 


TITEWALL 
HANGERS 


@ Sturdily constructed metal 
support anchors tub se- 
curely to wall structure. 

@ Easily installed by build- 
ing tradesman before walls 
are plastered. 

@ Saves time—saves future 
repair bills. 

@ Can be used on studding, 
furring strip or flat walls. 


are essential to de- 
pendable work. Hind- 
ley has been noted 
for quality for over 50 


years. 





COTTER PINS ® WIRE HARDWAREsPLUMBERS SPECIALTIES 


WRITE FOR FULL Sold through all ORDER FROM YOUR JOBBER. 
PARTICULARS Crane and Kohler Jobbers 


TITEWALL HANGER CO. HINDLEY MFG. CO. 


VALLEY FALLS, RHODE ISLAND 





1458 West 87th St. Chicago 20, Ill. 








SOIL PIPE 
JOINT 


PATENTED 
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Gdoanced Design of 7 




















MERCOID : 


MERCURY SWITCH EQUIPPED x 


CONTROLS : 
NEXT TIME 


THEY ASSURE : 
HOME OWNER : 
SATISFACTION : 


THE MERITS OF : 
MERCOID : 


CONTROLS : 


ARE WELL ESTABLISHED ; 


ht |ST~ : 
2 MERCOID-Pin | 
} : : QUALITY AND RELIABLE |: 
|: iPERFORMANCE : 
| : | THEY ARE BY FARTHE 
|< ! BEST CONTROL BUY 








Helps Restore Heating Systems 


That the faster heat transfer of Nicholson radiator 
traps can help restore sluggish systems is repeatedly 
demonstrated by institutional installations. Nichol- 
son’s advanced features: 1. Operate on lowest tem- 
perature differential. 2. Larger valve orifice, effecting 
greater discharge. 
Size, 2" and 34"; 
vapor and vacuum; 
press. to 15 Ibs. 
Competitively priced. 
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BULLETIN 744 


190 Oregon St 


WILKES-BARRE, PA. - |! | ANYWHERE TODAY 


| : : WRITE FOR CATALOG N2 700A 7 
ULENIcHOLSONTTD |: } THE MERCOID CORPORATION | sii 
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TRAPS - VALVES - FLOATS 


ti LABOR COSTS WITH J 
SPEED’? RADIATOR BRACKETS , 








CHROME 
& labor-costs saved by “Speed”? Radiator N | P P 4 E S 





Brackets pays for them many times over— (4 Vg" tu 4” Sizes 

on every job. Completely assembled, ready 32" and ¥2” Sizes packed 
} for installation. Hangs any type of wall 12 to a Box 
{ or tube radiation. Write for literature. 


ig Your Jobber Stocks Them! 







1455 Spring Garden Ave. PITTSBURGH 12, PA. 


, Canty & Moore Engineering Co. 





WRITE 
1150 W. Baltimore papi 


LITERATURE 






Detroit 2, Mich. 








We FITZGIBBONS BOILER’ 


“Most economical in fuel’ 





Sizes from the small gagged Ore: 








home to the largest aces 

virial 1 @)/ 83.4 4@)0).) 8 = 

alia K EK For Dirty Boilers 

weber CLEANS AND PREVENTS 

th SCALE, OIL AND CORROSION 

REP _ The New Boiler Repair 
PERMANENTLY REPAIRS LEAKS IN 
CAST IRON BOILERS—ODORLESS 
Also Kenite Pipe Joint Sealants 


Fitzgibbons Boiler Company, ue nl AVENUE NEW YORK 17. Y | KEN IT& LAB ORATORY 


structure 


A.S.M.E. code steel 


aolskaiatianlelsmae— 








lab aelaektiohitaelibg 
tested lalelaniolae| 







insurance inspected 
S.B.1. code rated 























a REN. 
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(Continued from bottom of page 248) 


: used, with classification-color bands painted every | 
20 ft along pipe runs (this includes all main runs | 
for hot, cold and ice water). Color bands, 2 in. wide, | 
with stenciled legend telling the pipe’s content are 
along all runs, with intermediate bands adjacent to 
valves, cocks, etc. 

One of Mehring and Hanson’s interesting installa- | 
tions is piping for a big (60 by 40 ft) reflection pool, 
which lies halfway into the plant’s lobby and half- | 
way outside. Non-siphoning back pressure valves | 
are used to prevent the pool’s water from backing | 
into the water mains. A 2 in. line fills the pool in 
about 6 hours at 70 psi. Two, 3 in. overflow es | 
lead to storm sewers. 

A feature of Lever’s extensive labs, likewise in- | 
stalled by Mehring and Hanson, are stone sink fix- | 4 
tures for experimentation which waste into iron floor, ¢ ¢ @ G 





| 


MNn6Y K 


Z AST 


53N VU 





ies! 
o 


| 
| 
| 
| 
| 
| 
| 
| 
| First and finest for all types of auto- 
sinks. Floor sinks waste into non-corrosive iron pipe matic heating plants. 
and then into soil pipe (tile) to the domestic sewer. | | 
Before lab wastes reach sewers they are diluted as ON /, | 
a precaution against high-strength corrosives. This Y l 
lab set-up is a continuous waste and vent system, 
with floor sinks tied to 6 in. iron lines to the drain. | 
All waste lines in the lab section are insulated to ay ti} iff | 
prevent sweating which the building’s air-condi- | 
tioning might encourage. Waste line insulation is | 
; : 85 percent magnesia, tube forms, banded, and with ! 
el canvas jackets. A / 
“ : . taechmercing plumbing contractor Lowman Broth- CON A G | 
aa : ers, whose job trucks are splashed with the firm’s l First and finest for all types of space 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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freld 
TYPE 


R and 
“SCOTTY” 





slogan, “No Leak Since 1892,” might be interested " heaters and ranges. 
in knowing that its slogan caught the interest of Ha f 8 

many a Lever plant executive. One executive com- 

mented recently, “Can’t recall all the plumbing con- 

tractors on the job because that was really the gen- 

eral contractor’s part of the work, but I do remem- yy ’ I, 
ber one plumbing outfit whose trucks carried a slogan Na vONa Y 
about ‘No Leaks Since 1892.’ Darn clever, I’d say.” 

Who says slogans don’t make an impression? ‘ 

In the edible oil finishing building, Lever Bros. th Hy if 
specified the use of bronze finish trim fixtures, a Yoh VBC 
which were installed by Lowman Brothers. 

The S. Glen Hickman Co. installed much of the | 
iron piping in the ion-exchanger, the glycerine re- | te CU 
fining facility. Hickman likewise installed the emer- | Y 
gency deluge showers and eye-wash fountains at | 





First arid finest for hand-fired furnaces 
and boilers, a combination check 
damper and draft control. 


each end of the tank-car unloading docks. | 

Sanitary sewers at Lever’s handle processing dis- | Hi 
charge, while storm sewers take rainwater. | CUS: OMCN8 

Lever’s power-boiler plant produces steam in three | 
pressures: 240 psi for processing; 125 psi for soap | 
kettles, and 15 psi for general heating. 

Installed in the boiler plant are three furnace 
boilers, with 85,000 lbs per/hr continuous steam 
capacity each. Design pressure is 300 lbs, each has 
a heating. surface of 11,331 sq ft and an operating | 
psi of 250. The boilers’ ring-type burners are natural gee. si Gantens 
gas-fired, with stand-by type oil burners (steam | —_ CONTROL 
atomizing) which burn bunker C fuel oil. Gas comes | rmba -ahok DIVISION 
to the plant through the mains at 20 psi and goes | - ei. BH. 0. CONKEY & CO., MENDOTA, ILL. 
into burner heads at 1.5 psi. Mehring and Hanson | as aren 
installed both the boiler and gauge houses. | >. : me ee. Se 


Two 300-ton centrifugal water-cooling systems | “ rome pe Conco Materials Hendling Division 
| ranes - oists 


fhreld 
RNA-W 





First and finest for automatic water 





(Please turn to top of page 252) | 
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it’s a Jminule Jo 
wih « JRS-TALON 


CHAIN PIPE CUTTER! [5Bucks 


lists for a low Subject To Trade Discounts 


No. 1 Cuts C.l. Pipe 2” to 4” List Price $15.00 
No. 2 Cuts C.I. Pipe 2” to 6” List Price $20.00 
Other heavy duty models for pipe up to 24” dia. 


FACTS—NOT fairy tales—YOU can cut 4” 
cast iron pipe in less than 1 minute. YOU can 
cut 4” DURIRON pipe in 15 seconds—and we 

mean seconds. ' 


JUST OUT—sget the NEW JRS-TALON 
catalog, showing the 1 minute C.l. pipe cutters, 
the NEW 15 second Duriron pipe cutters, vises, 
copper tube flaring and wedging tools, including 
all JRS specialties. 










ord ous amclip to your letterhead ap, 


i] MAIL TO 


. TALON ‘*¥ 


| 77 River Rd. 





>TOOLS 


N. Arlington, N. J. 











avoid grief! 
handle polished 
pipe with a 





STRAP WRENCH 


No man should handle 
aS chrome, brass or nickel- 
ait) \* plated pipe without a strap 
, wrench. The Warnock 
Simplex is the simplest of 
strap wrenches. Its flexible 
woven strap provides soft 
contact but strong grip... 
scientifically curved nose 
prevents denting. 

Equip your men with 
Warnock Simplexwrenches 
--.see them do more work 
and waste less material. 
Order from your wholesaler tcday! 
w-3 


LOWELL WRENCH Co. 


WORCESTER 8, MASS. 
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(Continued from bottom of page 251) 


supply air conditioning to the administration section 
only. One unit is driven by a synchronous motor, 
the other by steam turbine. Economy was the 
reason for the two drives. The steam turbine, for 
instance, receives high pressure steam from Lever’s 
power plant, which after driving the turbine, is ex- 
hausted and used for plant process heating. 

C. A. Pence was job superintendent for Mehring 
and Hanson Co.; Ning Antonioli for Lowman Broth- 
ers, and N. A. Newton for S. Glen Hickman Co. 


Appliance News 
(Continued from center of page 157) 


Sales to Outpace Production 

In a general statement regarding the appliance 
industry, James J. Nance, president of Hotpoint, Inc., 
said that present indications show that dealer sales 
of well-established brands of major household ap- 
pliances will outpace production by the fourth quarier 
of 1951, assuring full profits for those retailers who 
continue sales programs on a sound, aggressive basis. 

He stated that while electric appliances shared 
in the $17 billion rise in inventories of all finished 
consumer goods in the first half of this year, it is 
safe to assert that retail sales are beginning to out- 
pace production. 


RCA Enters New Field 

In announcing the entry of the RCA Victor Divi- 
sion of Radio Corporation of America into the home 
air-conditioning field, Frank M. Folsom, president, 
recently stated that the first room air conditioner to 
be sold under the RCA Victor name and trademark 
will be placed on the market in January, 1952. 

New designs and specifications for three models, to 
be manufactured under arrangements with the Fed- 
ders-Quigan Corp., will feature a 144, % and %4 hp 
unit to be distributed throughout its present nation- 
wide organizaztion of independent home instrument 
distributors and retail dealers. 

A separate department will be set up to handle the 
new line. 


Expansion Program Announced’ 

A $296 million expansion program extending be- 
yond 1953 will be undertaken by the Westinghouse 
Electric Corp., according to Gwilym A. Price, presi- 
dent of Westinghouse. 


Hotpoint Sales Conference 

Hotpoint distributors and dealers from east of the 
Mississippi were told at a recent two day sales con- 
ference at White Sulphur Springs, W. Va., that ag- 
gressive selling will assure full profits and continued 
high sales volume throughout the “middle term” of 
the nation’s dual economy. 

“Oversupply” rumors were called groundless by 
the company’s marketing officials who stated that 
although factories are operating at peak production 
levels allowable under materials restrictions, con- 
sumer purchases are currently running almost 20 
percent above supply. 

Special guest at the conference, held to launch the 
Fall merchandising program, was James J. Nance, 
president, Hotpoint, Inc., who said, “appliance sup- 
plies are dwindling as increasing amounts of scarce 
materials go into defense production.” 
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SITUATIONS OPEN 


| SITUATIONS OPEN 


REPRESENTATIVES WANTED 





SALESMAN WANTED BY NATIONAL- 

ly known manufacturer of domestic 
water systems and sump pumps to 
cover Southeastern states of Georgia, 
North and South Carolina, and Tennes- 
see. Pump and jobber sales experience 
desirable. Age 25-45. Salary, commis- 
sion and expenses paid. Car furnished. 
Write full details of experience and 
salary desired to THE EVERITE PUMP 
AND MANUFACTURING COMPANY, 
INCORPORATED, P. O. Box 1387, Lan- 
caster, Pennsylvania. 





SALES PROMOTION MANAGER 


A nationally known manufacturer of pipe 
couplings and pipe repair items requires a 
man to train for eventual supervision of an 
enlarged jobber distribution department. Spe- 
cific duties will include supervising jobber 
correspondence and quotations, developing im- 
proved customer relations, conducting market 
research, developing a resale plan, and the 
making of field trips for promotional purposes. 
The man we have in mind is between the ages 
of 25 and 35, preferably with a college degree 
in Engineering or Marketing. He will have had 
several years experience in the sales promo- 
tion of allied products, such as valves, fittings, 
or pipe and pipe repair devices. An alertness 
to opportunities for improving jobber relations 
and sales, and a personality for meeting cus- 
tomers are essential. 

We believe this position offers a challenge to 
a man who can produce results through his own 
creative efforts, and who is more interested 
in his future growth than the immediate 
salary. Send complete resume to Personnel 
Manager, DRESSER MANUFACTURING 
DIVISION, Bradford, Pennsylvania, One of 
the Dresser Industries. 





PLUMBING DRAINAGE MANUFAC- 
turer has opening for man, preferably 
under 40 who has personality and quali- 
fications to take charge of production, 
sales and advertising. Nice opportunity 
for proper person. Address Key 426-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





POSITIONS OPEN 


Herman Nelson Division American 
Air Filter Company, Incorporated, has 
positions open for the right men in the 
following sales offices: 


Minneapolis, Minnesota 
Moline, Illinois 

Chicago, Illinois 

Detroit, Michigan 
Pittsburgh, Pennsylvania 
Philadelphia, Pennsylvania 
Boston, Massachusetts 
Springfield, Massachusetts 
Hartford, Connecticut 


Must be graduate engineers between 
25 and 40 years of age with experience 
in heating and ventilating industry. 
Salary and expenses plus _ incentive 
bonus plan. Write full details regard- 
ing experience, etc., including city in 
which interested to Robert W. Nelson, 
Vice President, HERMAN NELSON 
DIVISION, American Air Filter Com- 
pany, Inc., Moline, Illinois. 


WANTED 
| EXPERIENCED DESIGN 
ENGINEER 


For Plumbers’ Brass Goods 
Well qualified person interested in good 
opportunity with old established, reli- 
able West Coast firm. Apply with all 
details, experience record, salary de- 
mands, etc. to HARCRAFT BRASS, 
DIVISION OF HARVEY MACHINE 
COMPANY INC., 19200 South Western 
Avenue, Torrance, California. Atten- 


tion: J. L. Frankel. 





WANTED: DESIGN ENGINEER FOR 

furnaces, gas and oil; also expanding 
oil burner line. State qualifications, age 
and experience in first letter. P.O. BOX 
311, NEW ALBANY, INDIANA 





SALESMEN WANTED 
But no manufacturers’ agents 


d salesman who 





Want h t tog 
will work on commission basis with 
drawing account after two weeks of 
selling. 


ALLEN MFG. CORP. 








9520 Woodland Ave., 
Cleveland 4, Ohio 





SITUATIONS WANTED 





EXPERIENCED SALESMAN DESIRES 
to work in the middle Atlantic area 
for reliable manufacturer or manufac- 
turers’ representative. Address Key 
423-D, “DOMESTIC ENGINEERING,’ 
1801 Prairie Ave., Chicago 16, Tllinois. 





WANTED: SOUTHWESTERN CONNEC- 

tion wanted by man with 15 years 
wholesale plumbing and heating experi- 
ence. Well versed in gas. Address Key 
444-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


REPRESENTATIVES WANTED 








SALES REPRESENTATIVE WANTED: 

Capable of selling our service to heat- 
ing, air conditioning, and refrigeration 
trades. Also to national users of heat- 
ing and refrigeration equipment. Long 
established midwestern firm. Repeat 
orders, commission basis, exclusive 
territories available. Very profitable 
for man able to handle this since it is 
a service to the trade very much in de- 
mand today. Address Key 411-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Avenue, Chicago 16, Illinois. 





MANUFACTURER OF COMPETITIVE 
domestic oil burner and sump pump 
desires representative. Most territories 
open. BERKLEY MANUFACTURING 
COMPANY, 2045-47-49 N. 2nd Street, 
Philadelphia, Pennsylvania. 





| 








MANUFACTURER QUALITY TUBULAR 

brass goods seeks representation in 
Detroit and entire state of Michigan, 
also Milwaukee-Minneapolis Territory 
and Pacific Northwest. Address Key 
428-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





LONG ESTABLISHED BRASS MANU- 

facturer—full line of plumbers’ cast 
brass and tubular goods, desires estab- 
lished manufactuvers’ representatives 
who can give thorough distribution 
among wholesale plumbing and heating 
jobbers. Territories open: Chicago and 
surrounding territory; ditto, Cleveland, 
Ohio; ditto, Pittsburgh, Pennsylvania; 
Kentucky and Tennessee; Louisiana and 
Mississippi; North and South Carolina 
and Georgia; Maryland, District of 
Columbia and Virginia; Colorado, Wyo- 
ming and New Mexico. State all quali- 
fications. Address Key 429-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


REPRESENTATIVES WANTED 


First-class aggressive sales representative 
wanted to handle advertised top-notch complete 
line of drains and wall-hung chair carriers. 
Agents must call on architects and consulting 
engineers as well as recognized jobbers. Send 
full details on lines carried, experience and 
territories covered. Manufacturer expanding 
production. Many excellent territories avail- 
able. Address Key 437-D, “DOMESTIC EN- 
— 1801 Prairie Ave., Chicago 16, 
inois. 








MANUFACTURERS’ REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, ex- 
cellent commissions, exclusive territo- 
ries open. Write full details in confi- 
dence. BOX 1087, 221 WEST 41st Street, 
New York City, New York. 





MANUFACTURERS’ REPRESENTA- 

tives. Various territories open for a 
complete line of solders and lead to be 
sold direct to plumbers and contractors. 
Write furnishing complete information. 
Address Key 435-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Ch’ 
eago 16, Illinois. 


MANUFACTURERS’ 
REPRESENTATIVE 


(One or two) wanted by water pump manufac- 
turer to cover Iowa, Wisconsin, Minnesota, 
another to cover Michigan. Knowledge 
pump systems preferred, and with following 
in trade. Liberal commission basis. Excellent 
opportunity. State lines now handled and ter- 
ritory covered. Address Key 432-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


WE ARE LONG ESTABLISHED MANU- 

facturers of plumbers’ cast brass 
goods and desire representatives to sell 
the plumbing and heating contractors 
and hardware stores on commission 
basis. All territories open. Write us 
full details. Address Key 431-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Tllinois. 


MANUFACTURERS’ AGENTS WANTED 
who are now calling on either cast 
iron pipe foundries or wholesale plumb- 
ing supply houses to introduce a new 
line of abrasive cut off wheels. This 
is an expendable item and produces 
constant repeat orders once an aecount 
is established. Liberal commission. For 
further information write to CALI- 
FORNIA GRINDING WHEEL COM- 
PANY, INCORPORATED, 2444 East 54th 
Street, Los Angeles 58, California. 
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REPRESENTATIVES WANTED 





THREE SALES 

to handle quality line of 
brass goods: one for Pittsburgh and 
West Virginia, one for Nebraska and 
Iowa, and one for Virginia. Address 


Key 434-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 





MANUFACTURER OF COMPLETE 

line of competitive finished brass fix- 
tures desires competent sales repre- 
sentatives calling on plumbing supply 
wholesalers in the following areas; 
Philadelphia, Virginia, Western New 
York. Address Key 442-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


REPRESENTATIVES WANTED 


Wanted: manufacturers’ representative or 
agents calling on the plumber, building con- 
tractor, hardware and lumber yard type of 
dealers, for our line of shower, medicine and 
sink cabinets and sink tops. Many territories 
open. High commission. Write fully. Address 
Key 433-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


LEADING MANUFACTURER OF COM- 
bination gas-oil burners, domestic and 
commercial gas burners, has a few 
choice protected territories available 
for aggressive, well regarded district 
representatives. An exceptional oppor- 
tunity. Give full resume of experience 
in first letter. Address Key 438-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


LINES WANTED 














Serving 


New England 
Eastern New York State 


RAY WESTLUND, JR. 
Manufacturers’ Representatives 
902 Chapel Street 
Malley Building 


New Haven, Connecticut 





ESTABLISHED MANUFACTURERS’ 
representative desires plumbing and 
heating lines for Arkansas, Alabama, 
Louisiana, Mississippi and Tennessee. 
Intensive coverage. Address Key 427- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois, 


AGGRESSIVE 
MANUFACTURERS’ AGENTS 
Calling on all the leading plumbing 
jobbers in Pennsylvania, West Vir- 
ginia, Delaware and Maryland. Desire 
an additional line of plumbing sup- 
plies. Address Key 376-D “cDOMES- 
TIC ENGINEERING,” 1801 Prairie 

Ave., Chicago 16, Illinois. 








Ww ELL ESTABLISHED MANUFACTUR- 

ers’ representatives, operating a com- 
petent sales force and covering plumb- 
ing, heating and industrial supply job- 
bers exclusively, in New York and New 
Jersey territories, invite correspondence 
from manufacturers of quality mer- 
chandise. We do not carry conflicting 
lines or function as a super jobber but 
handle each line on a commission basis. 
Please answer in detail. Address Key 
430-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave. Chicago 16, Illinois, 

















keyed address count seven words. 
$2.00 per insertion. Cash must accompany order. For rates on 
bold face advertisements in this section write to Classified 
Advertising Department, DOMESTIC ENGINEERING, 1801 
Prairie Ave., Chicago 16, Illinois. 
| ments are payable in advance! 
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| RATES FOR CLASSIFIED ADVERTISEMENTS 
REPRESENTATIVES ; : P ; 
tubular | Eight cents per word, including heading and address. For 


Minimum advertisement, 


All Classified Advertise- 














LINES WANTED 


LINES WANTED 





PAUL ATCHISON SALES COMPANY, 

777 Stanford Avenue, Los Angeles 21, 
California and 607 Market Street, San 
Francisco 5, California. Lines for plumb- 
ing, hardware and industrial jobbe rs 
only. Perfect coverage in California and 
Arizona for past 20 years. Defense 
Work: Have created separate depart- 
ment calling on defense plants on Pa- 
cific Coast. Need factories with open 
capacity to” do _prime or subcontracts. 





LINES WANTED 


Young aggressive representative well 
acquainted with plumbing supply job- 
bers in the Midwest, seeks to repre- 
sent one or two manufacturers with 
products of special merit. SEYMOUR 
W. CUTLER, 4065 Milwaukee Ave- 
nue, Chicago 41, Illinois. 





CAPABLE MANUFACTURERS’ REP- 
resentative, over twenty-five years’ 
experience, can give you distribution 
through wholesale plumbing and heat- 
ing supply jobbers within 100 mile ra- 
dius of New York metropolitan area, 
New Jersey and Connecticut. Desires 
additional line. Plumbing, heating, gas 
or water supplies. Address Key 167- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Avenue, Chicago 16, Illinois. 


MANUFACTURERS ATTENTION 








Boston turers’ repr tative with long 
experience selling to New England plumbing 
and heating supply jobbers, can give personal 
aggressive representation to additional reput- 
able line. Address Key 443-D “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


REPUTABLE 





MANUFACTURERS 

agent calling on plumbing supply 
jobbers desires good additional line. 
Active coverage eastern Pennsylvania, 
Delaware, New Jersey, Baltimore, 
Washington. Address Key 420-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


ATTENTION MANUFACTURERS 


of items for the plumbing, heating and sheet 
metal wholesalers. Would you like Eastern 
sales representation with your cost based en- 
tirely upon results? You can be relieved of all 
selling details—clerical, travel, mail—by utilizing 
an established organization with resident agents 
traveling throughout New England, and Eastern 
New York, calling on plumbing, heating and 
sheet metal wholesalers = jobbers. Properly 
qualified and fi ly ible ~manufac- 
turers are invited to write to Key 421-D, 
“DOMESTIC ENGINEERING,” 180] Prairie 
Ave., Chicago 16, Illinois, 











R. P. WILEY 


616 West 26th 
Kansas City 8, Mo. 


Selling jobbers throughout Iowa, Ne- 


braska, Kansas, Oklahoma, western 
Missouri. Warehouse service avail- 

able. 

WEST COAST MANUFACTURERS’ 
agent established in the State of 


Washington calling on plumbing and 
heating jobbers, dealers, desires addi- 
tional lines. Address Key 440-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


THE SCHUTZE SALES CO. 


1999 North Snelling Ave. 
St. Paul 8, Minnesota 


Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 


MANUFACTURERS’ REPRESENTA- 

tive established in the State of Flor- 
ida calhing on all plumbing and heating 
jobbers, desires a few more lines to pro- 
mote. Located at St. Petersburg, Flor- 
ida. Address Key 369-D. “DOMESTIC 
ENGINEERING,” 1801 Prairie Avenue, 
Chicago 16, Illinois. 


PERKINS SALES COMPANY 
Since 1931 

P.O. Box 545, Dallas 1, Texas 
Serving Texas, Oklahoma and Arkan- 
sas. Own warehouse and trucking 
facilities. Lines desired: Enamel or 
steel ware—nipples—pipe fittings— 
tubular goods. 





“TOPS” IN REPRESENTATION. NO, 
you won't go around in circles. How- 
ever, should you need immediate re- 
sults, with first class wholesalers on 
the Eastern Seaboard, contact Key 395- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. Avail- 
able Janu: iry first: or sooner 
MANUFACTURERS’ REPRESENTA- 
tive rated Dun Bradstreet. Thorough- 
ly experienced selling jobbers, New 
York-New Jersey. Want one additional 
line. Straight commission. Address Key 
441-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





For Additional Classified Advertise- 
ments See Following Page. 
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FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
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LINES WANTED 





MANUFACTURERS ATTENTION: A 

well established heating equipment 
distributor selling nationally advertised 
lines throughout the Middle Atlantic 
States is expanding and will add fur- 
ther lines of specialties in the Wet Heat 
Field. A complete engineering depart- 
ment is maintained. Only exclusive 
representation in this territory will be 
considered. Address Key 422-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


E-B SALES COMPANY 


Manufacturers’ Representatives 


P.O. Box 863, NORTH MIAMI, FLA. 
We Serve The Plumbing Jobbers of 


Florida 





One State — Frequent Calls — Better Results 





WANT QUALITY LINE. CONTACTING 

the best jobbers. Representing one 
principal for over twenty years. Chi- 
cago-Milwaukee area. Address Key 425- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


ACTION | 
COVERAGE—PROMOTION 


Covering all plumbing and heating jobbers in 
Pennsylvania, New Jersey, Delaware, Mary- 
land, Washington, Virginia and West Virginia. 
COBIN and SAXON 
1352 Hellerman Street 
Philadelphia 11, Pa. 








MANUFACTURERS’ AGENTS LOCAT- 

ed Miami, covering Florida, looking 
for quality plumbing specialties to pro- 
mote through architects and engineers 
and to sell through jobbers. Address 
Key 302-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, III. 


CHICAGO AND WISCONSIN 


Now selling two major lines to repu- 
table and well rated plumbing and 
heating wholesalers. Seeks one addi- 
tional line of merit. Address Key 
414-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 








MANUFACTURERS’ AGENT COVER- 

ing metropolitan New York area, 
including Westchester, Nassau and 
Suffolk Counties. Am calling on all 
leading jobbers and can sell your prod- 
ucts. Address Key 383-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





West Virginia & Virginia 
CLARKE SALES COMPANY 
Plumbing and Heating Fixtures and 
Supplies 


Representing the Manufacturers 
1210 Grant Street, Charleston, W. Va. 








LINES WANTED 


BUSINESS OPPORTUNITIES 





WELL ESTABLISHED MANUFACTUR- 


ers’ representative wants line of iron 
body gas cocks for Kansas City area. 
Address Key 424-D, “DOMESTIC EN- 


GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


M. M. MATHES & SON 


Manufacturers’ Agents 
1836 Euclid Avenue 
Cleveland 15, Ohio 


Offering active and aggressive cover- 
age of non-conflicting lines to plumb- 
ing and mill supply jobbers over en- 
tire state of Ohio. Established 1925. 


MANUFACTURERS’ REPRESENTA- 

tive offers active contact with the 
plumbing and heating jobbers in the 
State of Michigan on one or two addi- 
tional lines. L. W. KINNEAR, 16574 
Wyoming Avenue, Detroit 21, Michigan. 


MICHIGAN ‘nf 


Lines Wanted for statewide distribu- 
tion from our warehouse for small 
or large manufacturers. 


SAMSON COMPANY 
2679 EAST GRAND BOULEVARD 
DETROIT 11, MICHIGAN 


PACIFIC COAST 
Manufacturers’ Representative 


Contacting Plumbing, Heating, Hard- 
ware and Industrial jobbers since 
1924—k nows them all—enlarging 
operations for 1952 and is looking for 
additional lines; Malleable Iron Pipe 
Fittings, Plumbers Tubular Brass, 
Pottery, Wooden Toilet Seats, Soil 
Pipe, Shower Cabinets or other rep- 
utable items. Now representing sever- 
al large nationally known lines. Can 
furnish best of references from man- 
ufacturers and jobbers. Address Key 
445-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 














FOR SALE 


PLUMBING AND HEATING BUSINESS, 

including fine show room and inven- 
tory, grossing $375,000 annually last 
three years in Ohio city 45,000. Estab- 
lished 59 years and well founded. Will 
require around $200,000 and property 
also can be purchased. Reason for sell- 
ing; have no sons to follow me in the 
business. Address Key 436-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


BUSINESS OPPORTUNITIES 











AN OPPORTUNITY 


Manufacturer of nationally known and 
highly recommended oil burner has 
reached the decision to retire. Business 
can be purchased at a fair price. Ad- 
dress Key 439-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





Mr. Joseph N. Shauger, President of 
White and Shauger, Incorporated, 439 
Straight Street, Paterson, New Jersey 
is retiring from business after 32 years 
of active association. 


Mr. James W. White, Treasurer of 
White and Shauger, Incorporated 
would like to contact interested par- 
ties to purchase Mr. Shauger’s inter- 
est, and continue this very sound 
business. 


Those with knowledge of the whole- 
sale plumbing, heating and oil burner 
business preferred. Estimating of 
plumbing and heating contractors 
supplies—a preferred preference. 


We are not interested in those seek- 
ing an investment only—for their 
capital. 


For further particulars — see Mr. 
James W. White, WHITE AND 
SHAUGER, INC., 435 Straight 
Street, Paterson, New Jersey. 





MISCELLANEOUS 





ESTIMATING SERVICE 


Any Trade and Type of Project 
Literature and Sample on Request 


Construction Survey Cooperative 
101 Park Ave. New York 17, N. Y. 


MUrray Hill 5-7317 Founded 1922 





PLUMBERS 
I WILL TELL YOU 


and 
I WILL SHOW YOU 
HOW TO 


WIPE PERFECT JOINTS 


on lead pipe and connections. 


A post card for complete 


valuable information 


GEO. E. WILLIAMS 
3035 Aldrich Ave. So. 


Minneapolis 8, Minn. 
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e IN ESTIMATING 
e IN BUYING 
IN SELLING 
IN BILLING 


IN CHECKING 
INVOICES 


Let Bradfo . 
be your Gude! 


In making a practice of referring to the BRADFORD PRICE BOOK, 
you'll find quick, easy answers to your pricing problems. Be it a 
question either in plumbing, heating or sheet metal work, you'll find 
price data showing prevailing material costs . . . list, net and sug- 
gested selling prices. Contents: 450 pages divided into 24 sections. 
You'll find the BRADFORD PRICE BOOK a most valuable item 
of equipment in maintaining a successful and profitable business. 


Subscribers use this valuable book to 
make sure that they are being allowed 
the latest market discounts and prices. 


he WRITE FOR COMPLETE INFORMATION TODAY 


BRADFORD PRICE BOOK 


QUINCY 69, MASSACHUSETTS 





.. 

















Tanner MFG. CO., ERIE, PA., U.S.A. 
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It’s What’s Inside That ( ounts! 


TETER WATER HEATERS 


Stand the Closest 
Inspection! 


ey TETER: The Name You Should Know 

. . . Is the Quality to Buy! For the 
TETER name plate means that the best 
of available metals and craftsmanship is 
put into TETER Water Heaters. 





MAGNESIUM ROD: Genuine DOW 
MAGNESIUM ROD assures maximum 
protection against tank rust and corro- 
sion. (Optional) 


RED BAND TANK: Heavy copper bear- 
ing steel tank. Hot dipped galvanized 
inside and out. Water tested at 300 lbs. 
pressure. 


HEAT BELT: Efficient, low wattage 
density wraparound HEAT BELT. Mica 
insulated in aluminized steel casing. 
Guaranteed not to lime. 


INSULATION: Full 8” thick blanket of 
genuine “fiberglas’’ insulation assures 
minimum heat loss. 





INLET DIFFUSER and DRAIN: Inlet 
diffuser acts as a cold water baffle. Pre- 
vents drop in water temperature, Bot- 
tom drain conveniently located. 


GUARANTEE 
TEETER WATER 
HEATERS are guaran- 


teed against defective rrocrirpnn ec ( 
i Bis gi Inc. 


material and workman- 
ship. The liberal TETER 
Heater Ten Year Protec- 
tion Plan is available on 
all models. 


When You Think of 


SOIL PIPE 


think of 


SANITARY 
COMPANY 


INIA 


Cast Iron Soil Pipe and 

Soil Fittings » Plumbing 

Specialties and Grey 
Soon Castings 


SANITARY COMPANY of AMERICA 
Linfiell, Pa 


Whatever you require write, 
phone or wire SANITARY COM- 
PANY of AMERICA. 


13901 South Indiana Avenue 
CHICAGO 27, ILLINOIS 









































DOMESTIC ENGINEERING 


November, 1951 








258 
Oe OD eee ee eer 249 oe! A a eee ee 33 
Dative Tees & Bis. Co... cccccsrcccesces 233 Grand Home Appliance Co............... 134 
PN I Bs Bis 6 050549005 0000600200 253 Grinnell Co., Inc........++ Inside Back Cover 
NN SE, Dn occ ccnecksaccdcsonueee 223 
OSS ere 240 Hammond Brass Works.................. 203 
EE, i SINR ss ocesccecs<enssane 229 Harvey Machine Co., Inc................ 27 
Alon Manufacturing Co................+. 232 TEMES ook bine scuet Suen cone ecn de 38 
Aluminum Co. of America............... 66 PN ocd sssnecebssaveanevieeae 242 
American Brass Co., The Subsidiary of NY RIND. 406s das sabeas oe eeaee 246 
Anaconda Copper Mining Co........... 63 te I See 9 
American Metal Products, Inc............ 200 Hoffman Specialty Co....Inside Front Cover 
American Radiator & Standard peekary I I OOD 6 so. 6:0 0:49:99 4:55:0.0-070 20 00% 237 
Corp., C. F. Church Mfg. Co., Div...... 22 
American Radiator & Standard fw ba mperial Brass Mfg. Co., The............ 187 
Corp., Kewanee Boiler Corp., Div...... 105 lana Brass Co., Inc., The..........00. 35 
American Sanitary Mfg. Co.............. 228 indian RSE is 53940530 999253 Sine 242 
Anaconda Copper Mining Co., The Amer- In-Sink-Erator Mfg. Co...............6+. 124 
iean Brass Co., Subsidiary............. 63 International Harvester Co............... 45 
Be ES eee 170 International Nickel Co., Inc., The....... 221 
Apex Electrical Mfg. Co., The.......... 133 ; 
Armstrong Bros. Tool Co............0+065 239 Jamnicn Breast Big. Co... 650 6sccccvvcecs 232 
Automatic Burner Corp................6. 56 RITES saa oceec ke ciudgeaee basees 67 
Johns-Manville Corp. 
Barber Gas Burner Co., The............. 238 (House Connection Pipe).............. 216 
errr re ry 241 Johns-Manville Corp. (Insulation)....... 49 
eS SE OO eee 222 PE I, WI ibs cn ccbcdctecsecavwwsse 29 
i, Se an etcaccnwkes+esaceneeen 180 
mapas Dons G0., BNe.. THE... .-ccccivcccs 235 eer ere rrr reer 237 
OO rere 246 Kam Water Heater Mfg. Co., Inc........ 245 
Beaton & Cadwell Mfg. Co., The.......... 260 i RE, 5 c00v4 cde saknsen> aad 250 
EE ES oo nse aa ccbech ve vend 24 Kennecott Copper Corp., Chase Brass & 
Ne on 5 oc 5's ds ce binbnee no 241 Cepper Ho., BUsiGiary.. «...0.0. cc ccce 
Berger Mfg. Div., Republic Steel Corp....152 Kewanee Boiler Corp., Div. American 
Boston Machine Works Co..............+. 215 Radiator & Standard Sanitary Corp.....105 
OS er 257 Bee errr ery” 246 
Brady Air Controls. Inc................. 221 a SRS ee ee ee 69 
OS ek re 7 CSM OD sc re caececvecsucece 249 
OEE BENS OD... sv snccesecveses 37 Koven & Bros., Inc., L. O.........c.ee00 214 
Brown Products Company................ 48 Krause Stamping & Mfev. Co.............. 245 
Eo ee or ere 17 Bamnse Beothers Co., The... .... 006.0008 226 
Kupferle Foundry Co., John C........... 253 
California Brass Mfg. Co.........s0scees- 241 
Calumet & Hecla Consolidated Copper Co., Lavin and Sons, Inc., R..........ccsseese 26 
Inc., Wolverine Tube Div.............. 41 RNS TINT UR os dn :cb.8 Soo blncccce ose au 216 
Capitol Mfg. & Su upply SS 75 ee ek 217 
Carty and Moore mepnesring a 250 oO SS ee eee. 238 
Cash Valve Mfg. Corp., A. W.........+.. 226 Lincoln Machine Parts Corp............. 240 
Cast Iron Soil Pipe Institute............ 59 fo 6 252 
Cayo Electric Sewer Machine........... 241 
Century Plastic Products, Inc........... 52 Magnaflow Pump Corp............... 
Chase Brass & Copper Co., eS Saree 18 
Majestic Company, The.................. 


Subsidiary of Kennecott Copper Corp... 14 
Chattanooga Implement and Mfg. Co....1 
Chicago Faucet Co., The................ 208 
Chrysler Corp., Dodge Truck Div......... 6 
Church Mfg. Co., C. F. Div. American 

Radiator & Standard Sanitary Corp..... 22 
Conkey & Co., H. D. Field Control Div...251 
Connecticut Stamping and 

Bending Co., The os 
Continental Water Heater Co., Subsidiary 

of National Steel Construction Co. 154 & 155 





EES. Chwiib ge eieaneces 006 kbccb saan ee 132 
Davis Engineering Corp.................. 239 
Delco Appliance Div.. 

General Motors Corp.................+. 10 
Demme Commetry, Tie... ...cccccccccsss 32 
Dempster Mill Mfg. Co............+.005- 209 
Detroit Brass and Malleable Works...... 220 
Dewey-Shepard Boiler Co., Inc.......... 210 


Dodge Truck Div., Chrysler Corp......... 
Domestic Engineering Catalog 

EN Scivouvss5500% Seah inddic 8 & 189 
Domestic Engineering Publications. ise & 4 
Dow Chemical ‘or The 


a, er tere or} 
Dunkirk Radiator" isis iescnsescass 165 
Eagle camper Products Co., Inc.......... 238 
Eagle Picher Sales Co., The, Metallic 
NS ca kestcaen eri sanesetesoan 209 

Ecoff Products Co......... iotd 
| Sa sie 
0 ee er 
Fairbanks-Morse & Co0........sseeeeeesees 128 
Fedders-Quigan Corp.............s0+. 12 & 13 
oa ko UE OA eee 20 & 21 
Field Control Div., H. D. Conkey & Co..251 
Fitzgibbons Boiler _ SCs 6.9 3:2055500 58 250 
Fluxolder Products Co..........cccssseee 229 
Food Machinery & Chemical Corp. 

rer 225 
I Cs ob dois 009 d0b0040dnc te cbud 206 
PHOS CODY, TNCs cccccccscesscveve's 224 
General Automatic Products Corp....... 235 
= Electric Co., Major Appliance 
OM sn sc ocnscevebosteae 215 
SRE MDs. 6 wis bv'sb Sees cbavccee 19 
General Motors Corp., 

pp 10 
FT WO IIIS oc ceo ccccescvccccsece 62 
a ST ee ee ere 126 
SN, UU nS 6 os cewecccsese 245 


Goulds Pumps, InC....-.csrererereereeees 204 








Manville Boiler Co., Inc 
Marsh Heating Equipment Co., Sales 


Affiliate of Jas. P. Marsh Corp........ 57 
NEA EWE Mins 5 ¥.0:66435 0500040000000 230 
Mason-Worcester Co., Worcester Brush 

and Scraper Co., Speed appa 
Dereon seer, 000., A. Vi... ccccsccscces 51 
+ sao z.. Miller, Inc....----- Back Cover 

EN, NUNN cues oie ecseccdiscreooess 25 
Mercoid Corp. SE eee 250 


Metalbestos Div., William Wallace Co....164 
Metals & Controls Corp., 

Spencer Thermostat Div............... 11 
=, Honeywell Regulator 


DAS SEEN So8 6d ane on sce 00's 168 & 4 
modern Water Equipment Co............. 
ee See an 
Mueller Co. ........., yon enea¥eedcsbey aie 230 
Mullins Mfg. Corp 

item etngy Hitchens) rere t. 120 & 121 
Murray Corp. of America, The, 

Home goad 1 AS eee ree 72 
Ee a ere 244 
Myers & Bro. Z. i a eS ere re 64 
National Electrical Mfrs. Ass’n, Electric 

Water Heater Section, ........cscsceees 142 
National Rubber Machinery Co., Plumbing 

Sera ee 151 
National Steel Construction Co.....154 & 155 


National Supply Co., The, 

SE 28 
Neptune Pump Mfg. Co.. 
Nesbitt, Inc., John J...... 





EE SE A eee eer eee 
Pe CEE” COO. BENE. o.03:5secs cee ouasees 
Northern Indiana Brass Co............... 195 
TE CRN, Ss 5:0 66 snc ct tvenvcabaed 207 
SE ROR issansdaresavarenencesel 47 
Ohio Foundry & Mfg. Co...............4. 147 
Oil Heat Institute of America........... 215 
PTE oe 242 
ge BO ae ee rere 40 
Oshkosh Filter & Softener Co............ 248 
Ee EE ag THIS ns 8 vixtns a oo oewscedee 31 
ee eee og RS, STN... Sun eideveies sc 253 
Pee Ware 0s TN. 0.5. icauscccscoon 234 
Peerless Industries, Inc.................. 237 
NS OID os on ckh olcnedbssekaen 238 

a, a A ee ee ee 236 
Peerless p Div. Food Machinery 

OR re eres tee 225 
Penberthy Injector Co............ccscee. 241 
Penn Blectric Switch Co...,,..ccrsereees 175 





Pennsylvania Range Boiler Co............ 141 
EE IED Se a ik his akin s 4005s 6x0 apa ke 162 
Pioneer Water Heater Corp............... 145 
Pittsburgh Nipple Works, Inc............ 250 
Pore Mater Co, INC..2 6.66. ccceseses 213 
Powers Regulator Co., The.............. 192 
Price-Pfister Brass Mfg. Co.............. 9 
Quijada Tool Co., INe.......5.6ccsccee- 210 
MA IS CONN oo. ois ccc cnswsann 234 
Radiant Utilities Corp CARRE ert pina 212 
NE I: A nccscesdvesdasceseces 246 
co err 199 
Reichert Float & Miz, a, ren 237 


Republic Heater Co 38 
Republic Steel Corp., Berger Mfg. Div... .152 
Revere Copper and Brass, Inc........... 107 
= Metals Co., 








ichmond Radiator Co., Affiliate....... 81 
WMC SEN, SEDe ys g0'n bcs s.000bcaess case 153 
Richmond Radiator Co., 

Affiliate of Reynolds Metals Co......... 81 
cc cccacnebtceseace 222 
Robertshaw-Fulton Controls Co.......... 8 
Moechester Mig. Co., ING. o006scccvecsaces 231 
SO SEES EES: ics he ccs ves es tends sd caesee 146 
ME na iwinhs satis eee: ithe care 
Sanitary Company of America... a 
Sanitary-Dash Mfg. Co., Inc............. 
OD Tg Mike a eck Si Sor ece eis §acasaccbed 
Scovill Mfg. Co., Waterville Div 
I IE GBT isso bc enieac-ew eee ee 
Sherwood Brass Works...............0. 
EE Se eee = 
Smith Corp., A. O. (Water Heaters)..... 65 
Smith Cos inc., The BiB... cissccse. 76 & 77 
BM Be, GO, PAY Bisicccccercvesscce 233 
Southern Heater Corp............ccccesee 156 
onene- Chalfant Div. of 

The National Supply Co............... 28 
Oe Se er ae ee & 60 
Spencer Thermostat Div., 

Metals & Controls Corp................ 11 
ote Me ee ee ee 242 
Stratafo Products, INC....05.scccvccccccse 237 
Sturtevant Div., Westinghouse Electric 

REA Se rear 183 
Sullivan Valve & Engineering Co......... 227 
Sundstrand Machine Tool Co., 

PA IPI ngs 6:5:0 oc Vintc es a vee ewees 54 
Baers? BOOWE CO... c ccc cccvesvccviveee 248 
Surface Combustion Corp................ 171 
Swedish Crucible Steel Co. Plastics Div.. 61 
Swift Lubricator Co., Inc..............0:. 259 
Taco Heaters, Inc 
Talon Tools, Inc.......... 

Tanner Manufacturing Co 

5 rrr ea eee 

Thatcher Furnace Co 
a ae eee 
SAROM EE EEE, MODs ow ss cece cbaceeses 242 
pe 8 A ES are ree 16 
pe CSSA Pe ere ee te er ere 191 
po eo Ree ee errr 249 


Toledo Pipe Peas Machine Co., The on 
Trane Co., 


Tubing Rcetienss DR re? Cree 338 
Union Malleable Mfg. Co., The.......... 179 
oe, oS aS oa oe 225 
WONG 250; ON his i's'sg cd cwesnsbedecte 3 
WOE MO, DE Biss cedesdieycodacevcad 245 
Wallace Co., William, Metalbestos Div...164 
EO SL aE aR vee RE 34, 212 
Warwick Company, The................ - 53 
WATT GUTS, TNCs soc occ nancicccbecee 214 
Waterville Div., Scovill Mfg. Co......... 50 
Watts Regulator oe ee 39 
Webster Electric Co......csssecccee 218 & 219 
1 ARS 2 eee 259 
Weis Sire, Co., Inc. TTY... cicccsces § 
Wesco Manufacturing — URSEPERRRES ae 253 
Westinghouse Electric Corp., Electric 
PNMNOD DV sissy cieiesdsocadene 114 & 115 
he! ~ —mpaasoeneg Electric Corp., Sturtevant - 
whesiland Steel Products Co............ 0 
Wheeling Machine Products Co.......... 211 
Whirlpool Corporation ...............06 125 
i ge | Se eee 36 
Wilmington Casting Co., The............ 53 
Wolverine Tube Div., Calumet & Hecla 
Consolidated Copper SRR. SS Se 


Wood Co., John, Heater & Tank Div..... 23 
Woodford Hydrant Co 236 
Worcester Brush & Scraper Co., 


Div. of Mason-Worcester Co........... 230 
WE” TORII, Ness SF ihioedeseclc caged 55 
Works TOGO CO. Tac oo sce cece 213 
Youngstown Sheet & Tube Co., The...... 109 
Zero Water Softener Mfg. Co...,..,..,.+5 137 

















Jee eeeenee 


November, 1951 











NOW! 





weil PuMP Co. 


1535 FREMONT ST. CHICAGO 22, ILL. 


DOMESTIC ENGINEERING 259 


A NEW TYPE OF PUMP CATALOG, DESIGNED TO 
MAKE PUMP SELECTIONS QUICK AND SIMPLE. 


wtth 


ENGINEERING DATA 

SEWAGE EJECTORS 

DRAINAGE PUMPS 

WATER SUPPLY SYSTEMS 

WELL PUMPS 

CIRCULATING PUMPS 

HOT WATER CIRCULATING PUMPS 
CONDENSATION RETURN PUMPS 
CONDENSER WATER PUMPS 


Seud for your copy teday / 


wel 


Dependable 
PUMPS 


IN SWEET’S 
1951-1952 











WEIL PUMP CO., 1535 Fremont, Chicago 22 
Send us your NEW Catalog. 
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(Pumps, hg a Head) 
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A complete stock of all types 

ver 35,000 dozens available 

for immediate delivery including 
Corning Standard Low Pressure 
Pyrex Red Line, Pyrex Heavy Wall 
and Pyrex High Pressure in all stand 
ird diameters. With our own cutting 
are melate relalareliare| equipment, prompt 
pments can be made on specia 
Our stock includes MacBeth Flat 
-yrex Oil Cup glasses and Pyrex 
Sight glasses. Whatever your re 


t Service, writ 


SWIFT 


LUBRICATOR CO., INC. 
20 Home Street Elmira, N.Y 


¢ wire ofr 
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BEATON& 
CADWELL 


Safety 


RELIEF 
VALVES 





STANDARD 








Cie 


No. 25E 


SELF-CLOSING 
TEMPERATURE AND 
PRESSURE RELIEF 
VALVE 


Diaphragm operated — thermo- 
static element out of water at 
all times with exception of dur- 
ing discharge period. With 6” 
extension. Available in male 14”, 
%” and 1”. Female Drain 4” 
in all cases. A.G.A. Rating 850,- 
000 B.T.U. 


Cadwell 


No. 75 
Adjustable Poppet 
Type Pressure Re- 
lief Valve. %%” 
LP.S. 


Cadwell 


No. 105 
Poppet Type Pres- 
sure Relief Valve. 
4” LP.S. Listed 
A.G.A. 


Same as the No. 25E 
without extension 


Cadwolt 
Types No. 35, 75 and 105 can be furnished 


No. 35 with fusible plug for temperature relief. 
Pressure Relief (Not self-closing on temperature relief.) 


Valve. Diaphragm 
operated. %4” or 
%” LP.S. Listed 
A.G.A. 


Coilacll No. 300 


SAFETY RELIEF VALVE 


Same as Cadwell No. 
200 except it has %4” 
I.P.S. Has a capacity 
of 350,000 B.T.U.’s. 
This valve like the 
No. 200 is ASME 
standard. 


P. erfection FLOOR 


& CEILING PLATES 


Neat appearance to all pip- 
ing jobs. Finish supplied 
as permitted by Govern- 
ment Regulations. 


Cabuit No. 200 


SAFETY RELIEF VALVE 


For low pressure heat- 
ing boilers. May 
sed =for release of 
various liquids or 
ases. Has 1” LP-.S. 
Steam capacity 597,- 
000 B.T.U.’s. ASME. 
Standard. 








New Britain, Casi. 
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